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Sparks 


State of the Nation’s Economy: 
Up 

Money CIRCULATION - Increased 
$103 million in week ended Oct. 7, 
according to Federal Reserve 
Board. 

INnpivipuaL Savincs — Increased to 
$3.7 billion during the second quar- 
ter, or 2% times as much as in the 
like period of 1952, according to 
Securities and Exchange Com- 
mission. Consumer debts, mostly 
installment credit, rose by $1.1 
Y billion. 















* * * 


Down 
Ram Loapincs — Fell in week 
ended Oct. 3 by 39,366 cars, or 0.9 
percent below the previous week’s 
total. 

Business INpEx — Physical 
volume of business declined to 
110.2 in week ended Oct. 3 from 
110.3 the preceding week, accord- 
ing to Barron’s Index. 
WHo.EsALE Prices— Declined 0. 

percent in week ended Oct. 6 to 
110.2, according to Bureau of Labor 
Statistics. 




















Top Cars 


New-car registrations for eight 
months, plus six states for Sep- 
tember : 






































1953 Pos. Make 1952 Pos. 
1—928,766 Chev. 543,369— 1 
2—694,173 Ford 446,295— 2 
3—411,991 Plym. 299,201— 3 
4—323,540 Buick 204,671— 4 
5—2380,662 Pontiac 173,664— 5 
6—232,094 Olds. 143,192— 7 
i—211,533 Dodge 173,387— 6 
8—172,057 Mercury 117,538— 8 
9—113,826 Stude. 109,809— 9 


Chrysler 
Nash 














































12— 85,071 DeSoto 62,390—12 
18— 75,109 Cadillac 58,614—13 
14— 56,629 Packard 47,741—15 
15— 50,408 Hudson 56,1388—14 
16— 33,706 Willys 26,861—17 
1i— 30,339 Lincoln 18,296—19 
18— 19,279 Kaiser 27,484—16 
19— 9,231 Henry J 22,097—18 
20— 5,141 MG 5,051—20 
21— 2,388 Austin 3,402—21 
22— 608 Allstate 1,099—22 
Total All Makes 
8,971,173 2,732,277 


For further details see page 
60, today’s issue. 
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U. C. Leaders See 
Big but Rough 
Market Ahead 


Discounting Indicates 
Further Price Dips; 
Workman Elected 


By Bob Finlay 
Managing Editor 


Bro. Miss.—In the opinion of 


leading used-car dealers meet- jy 


ing here for 


the annual 


cone 


vention of the National Used Car 


Dealers Assn., 
dustry faces 


the used-car in- 
a substantial y 


but 


rough-and-tumble market, further 
declines in prices and considerable 
mortality in the year ahegd. 


While 


used-car pri 
about reached their ewar re- 


have 


lationship with new ars, heavy 
discounting by new-car dealers 
is aggravating theSeasonal used- 


car decline, mai 
The independe 


reas of mut 






dealers said. 


dealers also saw 
interest with the 


ew-car dea , but were critical 
me neyw-car dealer advertising 


ul of the label “boot- 


legging” which the authorized 
dealers place on the activities of 


used-car dealers 


field. 


* 


in the new-car 


* 


eee asserted that the solution 
to the market problems could 
be found in easier money and fewer 
cars from the factories. 

On the other hand, Elbert P. 
Tuttle, general counsel for the 
Treasury Department, told the 
dealers that the Federal Reserve 


System has no 
“The FRB, like the 


policy. 


“hard” money 


Treasury,” he said, “has a ‘sound’ 


money policy.” 


And the present high car pro-| 
duction, while it hurts from one 
is providing used-car) 
dealers with an ample supply of | 
new cars at prices close to the cost | 
of new-car dealers. Some dealers 
said that nearly all popular cars 
can be obtained at about $40 over 


(Continued on Page 80, Col. 1) 


Used-Car Auctions 


ew deedine Series Makes Pi in Plymouth Line— 


This Plymouth four-door sedan is one of four 1954 models which will carry the Belvedere nameplate, borrowed from last 
’ “hardtop.” There is a choice of 11 body styles in Plymouth’s new line, with power steering offered as an 
for the first time. Color harmony and passenger comfort are stressed, the engine has been modified and the cars are longer 
appearance. Other series for 1954 are the Savoy and Plaza. (See story and more pictures on Pages 72-73.) 
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| Lower Output, Sales Drives Cut Average to 12.3 





New-Car Stocks Dip 


By Bob Sheldon 


Associate Editor 


RODUCTION cutbacks and 


hard-pressed retail sales cam-| 


| paigns have brought about another 
| moderate decline in new-car inven- 
tories. 

As of Oct. 1, according to fig- 
ures compiled by Automotive 
News, dealers across the nation 
had pared their stocks to an 
average of 12.3 new cars each. 
This was the second consecutive 
drop reflected in the monthly sur- 
vey. On Sept. 1, the dealer average 
stood at 13 cars after reaching a 
postwar high of 13.3 on Aug. 1. A 
year ago the average was only 7.2. 

* * - 


_ October analysis of invento- 
ries disclosed that the number of 
unsold new cars in the U. S.—those 
actually in dealership showrooms, 
as well as others warehoused by 
dealers and factories, used as dem- 
onstrators and still in transit— 
totaled 555,601, compared with a 


| revised count of 589,069 for Septem- 
| ber. 

September’s lower production 

rates played a vital role in keep- 





New-Car Stocks 


In Field and in Transit, 
Average per Dealer 


Ns. “Eh, ME niticcercasvenesederesvgs 12. 3 Cars 
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—Automotive News Estimates 











Hoffman Says Wild Tactics 
Spell Ruin for Dealers 


RONTO.— Paul G. Hoffman, 
chairman of the board of Stude- 
baker, told representatives of the 
Federation of Automobile Dealers 
Assns. of Canada last week that 
the “razzle-dazzle” of current auto- 


Plymouth Bows 
‘At 53 Prices 


What's New: 


Top-rung Belvedere series . . 
steering .. Longer silhouette « 
Color - keyed interiors ° 
cushion springing . 
te increase durability ° 
comfort features. (Details on Page 72.) 

* = os 

| PRrcEs for 1954 Plymouth 

models were announced last 
week. 
| Six of the new models, in the 
|Plaza and Savoy series, carry ad- 
| vertised-delivered tags identical to 
' those of their Cambridge and Cran- 
| (Continued on Page 82, Col. 1) 





























mobile merchandising, which is 
supposed to “confuse” the public, 
“wrecks the dealers instead.” 

“My suspicion as to the legiti- 
macy of what some people call 
modern merchandising stems from 
the fact that wherever it is tried, 
the market becomes quickly de- 
moralized,” said Hoffman, who be- 
gan his career in the retail end 
of the business. 

o * * 


Hé DESCRIBED a practice of 
one group of dealers who ad- 
vertised offers to sell their new 
cars at $1 over 
the invoice. 

“They have spe- 
cially printed in- 
voices, of course,” 
he said. 


is offering $700 
discount on his 
higher-priced line. 
Of course, he has 
a ‘pack’ of $300 
so he can make a 
few dimes — but 
such advertising doesn’t help the 
market.” 

Hoffman recommended that fac- 
tories limit their production to that 
volume of cars which, with hard, 
(Continued on Page 77, Col. 1) 





Paul G. Hottman 


By Tom Hewitt 
Staff Writer 


AR output in the U. S. last week 
was the highest in almost two 
months. 
Plants turned out 120,411 cars, 
a gain of 34 percent over the 
116,480 built in the preceding 
week, according to Automotive | 
News estimates. 
Truck output slipped slightly to 
23,104 from the 23,916 built a week | 


earlier. 
+ 


wo pies etite reached 
last week: 

1. The millionth U. S. truck of 

1958 was rolled out. 


“Another dealer 


ing down October stocks inas- 
much as sales in some lines failed 
to match September volume. 
With 1953- model cleanup drives 
getting under way the reduction in 
car stocks was not spread out as 
evenly as it might be. Many dealers 
reported that they had more cars 
this month than in September. 
. * + 
HE unbalanced situation seems 
to stem from the fact that today, 
as never before in the postwar 
(Continued on Page 79, Col. 1) 


Rayne Supports 
Blitz Sales, Hits 
‘No-Profit’? Ads 


By Pete Wemhoff 
Editor, Automotive News 

INCOLN -MERCURY believes 

4 that “blitz sales” are invaluable 
market stimulants, but is opposed 
to the type of ad- 
vertising (“$1 over 
profit” and “give- 
aways”) used by 
some dealers, 
General Sales 
Manager Joseph 
E. Bayne told 
newsmen last 
week at a pre- 
view of 1954 mod- 
els dm Dearborn. : 

ese one- 

day sales have ¢. %. Sages 
proved beyond doubt that a lot of 
people want end-of-model-year 
cars,” Bayne declared, adding that 
“surprisingly, dealer profits dur- 
ing these sales have been greater 
than prior to the sales.” 

Bayne declared that most of the 
complaints against the one-day 
sales “have come from dealers and 

(Continued on Page 78, Col. 1) 





Production 


Automotive News Estimates 
U. 8. Cars, Trucks 
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lig i a 
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Week Week Week 









For complete production totals 





Car Production Rises 


120,411 in Week Is Best Rate in 2 Months; 
Millionth ’53 Truck Rolls 





by makes, see table, page 81. 






2. Chrysler Corp. built its 


millionth car of the year. 

The Big Three again increased 
its share of total car output, tak- 
ing 95.3 percent, against 95.1 in 
the previous week. 

General Motors accounted for 
43.3 percent, against 43 percent in 
| the previous week; Ford garnered 
32.2, compared with 33. 1, and Chrys- 
ler Corp. climbed to 19.8 from 19. 

7 * * 


F THE Independents, Stude- 
baker and Nash made fewer 


autos than in the previous week. 


Both now are working on 1954 
(Continued on Page 81, Col, 3) 
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Asks Freedom from Coercion. . . 


AUTOMOTIVE NEWS, OCTOBER 19, 1953 





‘Bill of Dealer Rights’ 
Set Up at Pa. Parley 


ITTSBURGH.—Pennsylvania 

automobile dealers have framed 
their own “bill of rights’—in the 
form of a resolution adopted at the 
33rd annual convention of the 
Pennsylvania Automotive Assn. 
here—calling for “fair treatment” 
from manufacturers. 

The resolution cried out for 
“reasonable opportunity and 
freedom from coercion to operate 
their business by their own 
judgment and management.” 

It appealed for NADA support in 
forcing “prompt inclusion in all 
selling agreements of a clause that 
would require that the manufactur- 
er buy out, or agree to sell the 
business of, any canceled or non- 
renewed dealer, buyout to be at 
book value and at dealer’s option.” 

* * * 

HE resolution also asked that a 

second clause be inserted to 

prevent packing of dealers, thus 
assuring each dealership an ade- 
quate potential market which, with 
thorough cultivation and good 
management, would provide an op- 
portunity to prevent circumvention 
of the “buyout” clause. 

The subject of factory - dealer 
relations was touched on earlier 
during a panel discussion when 
J. E. Wolfington, Philadelphia 
dealer, led off with a blistering 
indictment of manufacturers 
“sitting in Detroit ... prescribing 
overall advertising programs, 
when dealers should know what 
is best in their communities.” 
Other members of the panel 

criticized short-duration contracts 
with a cancellation clause; lack of 
a “court of appeals” on cancel- 


Two Sales Aides, 
Regional Manager 


Named by Dodge 


DETROIT.—A ppointment of 
Clarke A. Templeton and E. P. 
Letscher to the newly created posts 









E. P. Letscher 





C. A. Templeton 


of assistant sales managers was an- 
nounced last week by R. C. Somer- 
ville, Dodge sales vice-president. 


Also announced last week by the 
division was the appointment of 
Robert H. Fischer as regional man- 
ager for the New 
York region. He 
formerly was 
regional manager 
of the Cleveland 
region. 

Templeton, who 
along with Lets- 
cher has been on 
the Dodge home 
office staff in De- 
. troit as a sales 

7 supervisor, joined 
R. HM. Fischer = the division in 
1935 as district manager for Sioux 
City, Ia. He later held district 
merchandising and truck manager 
positions in Detroit and was as- 
sistant regional manager in Chi- 
cago and regional manager in 
Philadelphia prior to joining the 
Detroit office staff. 


Letscher joined Dodge as district 
manager in the Pittsburgh region 
and later was assistant regional 
manager for the Pittsburgh and 
Memphis regions and regional man- 
ager for the Greensboro (N. C.), 
Cleveland and Philadelphia regions. 


Fischer joined Dodge in 1947 and 
served as Detroit city manager and 
Washington (D. C.) district man- 
ager prior to going to Cleveland. 
1. F. Desmond, Dodge general sales 
manager, said that a successor to 
Fischer at Cleveland will be an- 
Smenced in the near future, 





lations, and dealers being forced 
to buy “too many gadgets.” 

Another sore subject was alleged 
overproduction by manufacturers, 
with a resultant bad effect on the 
|dealers who are forced to pay the 
bill, 


* * * 

ENNSYLVANIA’S new sales tax, 

as it affects sales of both new 

and used cars, was discussed by 
another panel group. 

The importance of buying used 
‘cars from a franchised dealer was 
the subject of a talk by C. A. Blake 
| (Cadillac - Oldsmobile), Harrisburg. 
He declared: 

“The new-car dealer’s sense of 
community responsibility and a 
financial position that enables 
him to do so is assurance to the 
public that he will not sell un- 
desirable cars that can’t be put 
into safe driving condition. 

“The franchised dealer is no fly- 
by-night but has a responsibility to 
his customers, along with adequate 
shop facilities and trained me- 
chanics, and is in business to see 
that the public gets honest value.” 

* oe * 


| 





LAKE wained that “there is a 

need for dealers now to go out 
and find customers instead of wait- 
ing for them.” 

“The lush markets have softened 
trading muscles,” he declared. 

Clarence E. Manion, a South 
Bend lawyer, warned the assembled 
dealers that when protective con- 
stitutional walls are gone, their 
business will have disappeared also. 

He cautioned against what he 
described as recent attempts to 
educate the public that the Con- 
stitution has been outmoded and 
its time-honored checks and 
balances are archaic and should 
be by-passed in the interest of 
governmental efficiency. He de- 
clared: 

“This weakening of our con- 
stitutional morality is particularly 
unfortunate now when our liberty 
is challenged by that arch climax 
of despotism, international Com- 
munism.” 

* * + 
M. McCUNE (Ford), Kittan- 
* ning, was unanimously named 
president of the group to succeed 
Oscar M. Mohn, Lancaster, who as 
past president remains on the PAA 
executive committee. 

Elected vice-presidents were John 
P. Mooney, McKeesport; William 
Gottshall, Allentown; R. W. Frantz, 
Wilkes-Barre; E. A. Sahli, Beaver 
Falls, and John White, Philadel- 
phia. 

Reelected were C. E. Snyder, 
York, secretary, and A. W. Golden, 
Reading, treasurer. 

Elected to the board of trustees 
for one-year terms were Aldo 

(See PA. DEALERS, Page 8, Col. 5) 
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Pennsylvania Group Chooses Leaders— 


Pictured here are the new officers of the Pennsylvania Automobile Dealers Assn. 
Seated (from left), are W. M. McCune, president; Oscar M. Mohn, retiring president; 


Claude S. Klugh, general manager, and 


A. W. Golden, treasurer. Standing: C. E. 


Snyder, secretary, and William K. Gottshall, John B. White, E. A. Sahli, R. W. Frantz 


and John P. Mooney, vice-presidents. 


Downtrend Is 





Continuing 


In Sales of New Cars 


By Sam Sampson 
Staff Writer 

EW-CAR sales are continuing a 
downward trend, according to 
reports received at AUTOMOTIVE 
News last week, despite drives by 
many dealers to clear out present 
stocks in readiness for new models. 
A large percentage of the reports 
showed sales figures down by 


| the nation are still overflowing, ac- 
cording to most reports, and some 
| dealers are concentrating on a 
| “first-things-first” campaign to 
|move out used-car stocks. 
| + + ea 

| AMONG the reports on lower 
September volume were those 
from Birmingham, Ala.; Columbus; 
|Tacoma; San Antonio, Tex., and 





varying amounts in recent weekly | Manhattan. Kans. 


periods, or in September volume. 

In other areas, sales were re- 
ported steady, as bolstered by 
heavy promotion and selling efforts, 
and in one area, New Orleans, 
September sales spurted ahead of 
August to set the highest monthly 
total since December last year. 

* + * 
LEVELAND reported a 400-car 
drop for the week ended Oct. 

10. Sales for the week were 1,385 
cars. 

Despite concentrated sales 
drives on the part of some 
establishments, Detroit dealers 
say that business is generally 
sliding off in the Wayne County 
area, 

In addition, used-car lots across 





Decision on Allstate 


Is Expected Soon 


CHICAGO. — Final decision on 
whether Sears, Roebuck will con- 
tinue to merchandise the Allstate 
car is expected in a few weeks. 

Sears began selling the Allstate, 
which is produced by Kaiser and 
is basically the same as the Henry 
J, in November, 1951. The car was 
sold through Sears stores in sou- 
thern cities, Last report from 
Texas shows that no Allstates 
were sold in September in Dallas, 
Fort Worth, Houston or San An- 
tonio. 








ae 


New NUCDA Leaders— 


Here are the officers who were elected last week at the annual convention of the 


National Used Car Dealers Assn. in Biloxi, Miss. Seated (from left) are Ray Hayward, 


Omaha, immediate past president and now chairman of the board, and R. W. Work- 


man, Lubbock, Tex., president. Standing: Ray Breeden, Roanoke, Va., treasurer; Homer 


Herndon. Tompa, Fla.; Ray Miles, Norfolk, Ya., and D. W. Finnigan, Denver, all vice- 


| presidents, and James C. Downing, Atlanta, 
j Golie: Akron, secretary. (Story on Page i.) 


honorary president. Not shown is Louis 


At Birmingham, where sales 
were off 301 units in September, 
it is reported that dealers are 
making “strenuous sales efforts” 
and carrying on “aggressive ad- 
vertising.” At Columbus, a 113-car 
loss for the month was attributed 
largely to slow sales during the 
first 15 days of the month, with 
last-half sales bringing the total 
up considerably. 

Tacoma, reported that a customer 
attitude of “Let’s wait and see the 
new models” has hit dealers there, 
and that September was the low 
month so far this year. Sales 
volume dropped off almost 100 
units. 

At San Antonio, total sales were 
54 units higher than August, but 
it was new truck sales that brought 
the total up. New-car sales were 
down to 992 units. 


* * * 


ANHATTAN, Kans., a repre- 

sentative agricultural area, re- 
ported that September sales 
slumped for the second month since 
the July peak. September sales 
were 80 units, as compared with 97 
in August. 

A report of Rhode Island sales 
indicated that September sales 
will equal August volume. New- 
car turnover in the Washington, 
D. C. area is holding steady, it 
is reported. 

At Buffalo, sales were reported 
to be “continuing at a brisk pace” 
in September, but competition for 
business is getting keener every 
day, dealers say. Promotional and 
advertising campaigns are at a 
post-war high, it is reported, to 
keep volume up. 

& * * 
Tus biggest thorn in the side of 
most dealers is still high used- 
car stocks, according to the reports, 
and lack of customer interest in 
buying used cars. 

New - truck sales, according to 
most of the reports, are slightly 
higher this fall than last. In ad- 
dition, the interest is apparently 
growing as September figures are 
generally above August totals. 

Better truck sales were reported 
in New Orleans, Louisville, San 
Antonio, Manhattan, Kans., 
Tacoma, Wash., and Rhode Island. 


Vote for Highway Bond, 
Ohio Dealers Advised 


COLUMBUS, O.—The Ohio Auto 
Dealers Assn. has urged its mem- 
bers to vote for the proposed high- 
way bond issue of $500 million 
which will appear on the ballot in 
the Nov. 3 election. 

The association said the proposed 
bond issue would not add one penny 
to the real estate or any other tax. 
It was pointed out by the associa- 
tion that “adequate highways are a 
prime requisite for the automobile 
and truck business.” 


, Hudson Confirms 


Use of B-W Drive 
At Price of $178 


DETROIT. — Hudson last week 
confirmed an Automotive News 
story of two weeks ago that it 
would begin installing Borg- 
Warner automatic drives by the 
end of this month. 

Price of the unit to buyers will 
be the same as for Hydra-Matic. 
Hudson said. 

A similar B-W unit is used by 
Studebaker, which charges $231 on 


the Champion and $243 on the 
Commander, compared with the 

Hydra-Matic price of $178. 
Hudson did not make it clear 


that the shift to B-W would be 
permanent, It is believed that the 
firm is waiting to see the public’s 
reaction. 

The order Hudson placed with 
B-W was for a “temporary-size” 
quantity. 

Output of Hydra-Matics is due to 
begin at Willow Run in three or 
four weeks and possibly sooner at 
the Riopelle plant in Detroit. 


GM’s McCuen Hurt 
Driving Test Car 


DETROIT.—Charles L. McCuen, 
61, General Motors research vice- 
president, was injured last week 
when an experi- 
mental car he was 
driving over the 
GM high-speed 
track, hit a guard 
rail. 

McCuen suf- 
fered a _ concus- 
sion but is on his 
way to recovery, 
doctors said. 

While a GM 
spokesman said it 
was not known 
how fast McCuen was driving, it 
is believed he was going at high 
speed. 

GM said it had been McCuen’s 
practice to test experimental cars 
personally. He is a former general 
manager of Oldsmobile and while 
there he designed the six and eight- 
cylinder L-series engines. 





Cc. L. MeCuen 





Tooker Heads Planning 
Of Reo’s Jubliee Year 


LANSING.—In preparation for 
the celebration of Reo Motors’ 
50th birthday next year, J. S. 
Sherer jr., president, has named 
John Tooker, assistant to the 
president, as general chairman of 
a golden-anniversary committee. 

In an organizational committee 
meeting, top officials from all di- 
visions heard Sherer outline the 
year-long anniversary project. He 
emphasized that although atten- 
tion would be called to Reo’s past, 
the main job of the celebration 
would be to tell of plans ind 
products for the future. 








~<A ee 


Quinn Bags Kodiak— 


While on a recent hunting 


trip to 
Alaska, E. C. Quinn, president of Chrysler 
division, shot this 8Y2-foot “king of the 
bears." He bagged it with one shot and 
was the only one in his party to get o 
Kodiak. 
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23 Dealerships Change Hands in Qu 


By John O. Munn 





: - growing practice of widely 
publicized high-pressure sales 
of new cars at exorbitant discounts, 
with the implication that the buyer 
can write his own terms, is demor- 
alizing. These sales can in no way 
be compared with traditional year- 
end cleanups of older models. 

This is a new day. It is a new 
market. We should all be aggres- 
sive, 
result only in loss of profit for 
dealers, the situation is serious and 
dealers should be allowed to speak 
for themselves. Hence the following 
observation from an important and 
well-respected dealer justifies pub- 
lication: 

“I presume you have heard of 
these one-day blitz sales through- 
out the country. I write to you 
about one that is now taking 
place in Los Angeles and its effect 
on business the way it is con- 
ducted, because I know you are a 
crusader for proper selling. 

“Of the four dealers whose names 
appear on the advertisements, two 
are Hull-Dobbs operations. 

“In order to make this sale pos- 
sible, the company is said to have 


N. Y. Dealer Giller 
Scholarship for 


Safe Teen Drivers 


UTICA, N. Y. — A twofold op- 
portunity has been given to high 
school seniors by an auto dealer to 
help prevent “Operation Teenacide” 
and win a $1,000 scholarship to 
Utica College of Syracuse Univer- 
sity. 

This was announced by I. J. 
Lukehart, general manager of C. J. 
Fletcher, Inc., in an effort to pro- 
mote safety on the part of teenage 
drivers. Lukehart said that the 
program is open to seniors in 12 
high schools in Utica and the sur- 
rounding area. 


The plan is designed as an 
annual affair. The basic require- 
ment is that the pupil have a 
driver’s license and an accident- 
free record throughout the dur- 
ation of the program. 


A student who does not have a 
driver’s license will have ample 
time to register in a driver-edu- 
cation program and get one. Any 
contestant having an accident be- 
fore June, 1954, is automatically 
disqualified. 

In addition to the scholarship 
award, four students from each 
school, two boys and two girls, will 
get an expenses-paid motorcade 
trip to visit the Ford assembly 
plant in Buffalo. 

The scholarship, which will be 
given annually in June, will be 
known as the C. J. Fletcher, Inc., 
Scholarship. 
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but when our efforts can) 


|diverted three full days production 
‘from the Richmond (Calif.) plant 


CHICAGO.—The total number of 
new-car dealerships in Chicago and 
Cook County decreased from 482 
on July 1 to 474 on Oct. 1, according 
to a statistics in the bulletin of 
the Chicago Automobile Trade 
Assn. 

This represents a dealership 


‘to these four dealers, They in turn| mortality of 86 percent during 


|have put out announcements on 
the radio, and spots on television, 
| advertising in the newspapers and, 
in addition, have sent truck-loads 
of individuals out into the sur- 
|rounding areas as far as 50 miles, 
throwing out handbills. They have 
|also used trucks with loud speakers 
|going up and down various streets 
crying out the information to the 
public. 

“The newspaper announcement 
reads as follows: 


* 

Here’s the Ad 
“ THVOMORROW-— Sept. 25 is F day. 

1000 New Fords in One Day! 
/1,000 new Fords in one day—We 
have promised the Ford Motor Co. 
to sell 1,000 new Fords in one day 
—Friday, Sept. 25. This will be the 
most unbelievable sale of its kind 
ever held—anywhere. 

“ ‘Highest Trade-in Allowances in 
Automotive History—Used car buy- 
ers from all parts of the country 
will be present at each of our four 
Ford showrooms to give you the 
most sensational tradein allowance 
in automotive history. 

“ Sorry, we can’t wash—It costs 
one dollar to wash a new car, so 
if you do buy a new 1953 Ford 
on F Day our one dollar net 
profit margin will not allow us to 
wash your car. Sorry — We're 
turning our entire service depart- 
ment over to delivery of new cars 
only, on that day. 

“‘One dollar net profit is all we 
ask—No deal on a new 1953 Ford 
will be turned down if there is at 
least one dollar ($1) net profit to 
any of the “Famous Four” Ford 
dealers listed below. 

“‘Shooting for a World’s Record 
—Thousands of Fords have been 
delivered in one-day sales in: Chi- 
cago, Memphis, Philadelphia and 
San Jose. Now, you, too, can take 
advantage of this amazing one-day 
opportunity. We’re shooting for a 
world’s record in one day! 

“‘One Day Only—Remember, Fri- 
day, Sept. 25, is the only day this 
gigantic sale will be held. 

“‘Just don’t leave us less than 
one dollar net profit, and you'll 
own a new Ford. 

“‘Leave us One Dollar—and a 
1953 Ford is yours! Open around 
the clock—24 hours—starting 7 A.M., 
Sept. 25th for this sale of sales. 

The Famous Four 
Hull-Dobbs Ford Company 
640 South Wall St. 

Los Angeles—MUtual 9393 

Valley Ford Center 
811 San Fernando Blvd. 
Burbank—ROckwell 9-3171 

Gossett-Ames Ford Company 

nr. Laurel Canyon & Ventura BI. 

Studio City—STanley 7-5201 

Hale Young Ford Company 
2641 E. Anaheim St. 
Long Beach—L.B, 8-1156’ 


* * * 


Slogan Destroyed? 


“yo will notice the appeal is 
that all these dealers want is 
$1 net profit. This of course, you 
will recognize as a deceptive state- 
ment because just what do they 
mean? Net profit for a day’s oper- 
ation, a week’s, a month’s or a 
year’s operation? You will notice 
they cannot afford to wash and 
service the car, but if you wanted 
it washed and serviced, you pay $45 
extra—or so they tell you when you 
get there. 

“Furthermore, when a prospect 
drives up in a car, all salesmen are 
said to be instructed to immediately 
take keys out of the customer’s car 
and retain them, lose them is neces- 
sary, until a deal is completed. As 
a result, letters have been written 

(See MUNN, Page 31, Col. 1) 





* * 








the three-month period. 
Cancellations and resignations 


during the third quarter amounted 


arter... 


the number of dealerships by 


to 23, the association reports, while| makes as of Oct. 1, with the July 


15 dealers were newly appointed, 
thus reducing the total loss to 
eight. 

Of the 23 dealers that went out 
of business, 14 were in Chicago 
and nine in the suburbs. Of the 15 
newcomers, seven were in Chicago 
and eight in the suburbs. 


The following breakdown lists 











New Officers Picked by Texas Dealers— 


The Texas Automotive Dealers Assn. has chosen its officers for the coming year. 
Shown are (from left), E. J. Pennington, president; Floyd L. Randel, F. M. Gillespie and 


Delmo Johnson, vice-presidents. 
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‘We’re in Normal Market,’ 


Gould Tells Miss. Parley 


BILOXI, Miss.—Although a buy- 
ers’ market is not yet evident, the 
sellers’ market is definitely a thing 
of the past, H. M. Gould, general 
manager of the Motors Holding di- 
vision of General Motors, told the 
annual convention of the Missis- 
sippi Automobile Dealers Assn. 
here last week. 

“A sellers’ market is, of course, 

a thing of the past because fac- 
tories are now in a position to 
supply the needs of the dealer,” 

Gould declared. “However, in say- 

ing this, I don’t mean that we are 





Psychologist to Sift 
Car, Truck Sales 
At Ohio Meeting 


| 
| COLUMBUS, O.—Dr. George W. 
Crane, famed newspaper psycholo- 
gist, will explore the subject, “Auto- 
mobile and Truck Sales,” at the 
twentieth annual convention of the 
Ohio Automobile Dealers Assn. 


This year’s convention will be 
held at the Commodore Perry Hotel 
in Toledo, Nov. 9-11. 


Another top speaker will be 
Robert Armacost, NADA president 
and a native of Ohio, whose speech 
is entitled, “The Dealers’ Position 
Today.” 

Most of the convention’s meetings 
will be open forums, with dealers 
encouraged to put their questions 
to the well-informed speakers who 
will be present. 


Guest speakers will include W. 
Van Murchie, a Kansas City 
banker; Matt Tank and Nels Ban- 
ham, both of Toledo; William E. 
Smith, vice-president of Byrne 
Marcellus Co. Chicago, and Dr. 
Tennyson Guyer, Findlay, O., Ohio’s 
“Ambassador of Good Will.” 

A highlight of the convention 
will be a dealer forum on em- 
ployer-employe relations, to be con- 
ducted by Guy B. Arthur, NADA’s 
employer - employe relations com- 
mittee consultant, and Walter J. 
Mackey, OADA’s labor relations 
consul. 

Nov. 10 will be fun night for the 
dealers and their wives, featuring 
“The Toledo Frolics” complete with 
dinner, dancing and a floor show. 
Earl Bauer, chairman of the Toledo 
Automobile Dealers Association en- 
tertainment committee, is making 
the arrangements. 

OADA President John T. Glackin 
will report to the membership on 
the year’s activities. 


in, or are approaching, a buyers’ 
market because that would imply 
insufficient buying power, and the 
national income is presently at 
the highest level in history. 


“What we’re on is the middle 
ground, a management market 
where the lion’s share of the busi- 
ness will go to the dealer whose 
car, price and management in over- 
all combination prove most attrac- 
tive and efficient. This is a normal 
market under our free enterprise 
system.” 

Gould then discussed sales and 
financial management, emphasizing 
the need for quality personnel and 
according them the opportunity to 
share in the profits of the business. 
He forecast a prosperous period 
during 1954. 

Frederick J. Bell, NADA execu- 
tive vice-presideni, told the con- 
vention that the dealer faces a 
fourfold responsibility as a citizen 
of the world, a citizen of the lead- 
ing nation in the world, as a busi- 
nessman and as a new-car dealer. 


“The news about Trieste in the 
morning paper is just one more 
example of how an event in a 
far-off place can conceivably in- 
fluence our entire future,” he de- 
clared. “The price of leadership 
is very high. 

“Just as you have an interna- 

(Continued on Page 81, Col. 1) 


On the House . . 





figure in brackets: 

Buick, 33 (83); Cadillac, 14 
(14); Chevrolet, 51 (51); Chrysler, 
35 (35); Crosley, 1 (3); DeSoto, 
36 (36); Dodge, 41 41; Ford, 55 
(55); Hudson, 17 (20); Kaiser- 
Frazer, 17 (19); Lincoln-Mercury, 
25 (25); Nash, 30 (31); Oldsmo- 
bile, 34 (33); Packard, 22 (21); 
Plymouth, 112 (112); Pontiac, 30 
(30); Studebaker, 27 (28), and 
Willys, 11 (12), 

The total number of outlets was 
591 on Oct. 1 against 599 on July 1. 
Since some of these dealerships 
handle more than one make, the 
actual number of dealerships in 
Cook County on Oct. 1 was 474 
against 482 in July. 

The present number of dealer- 
ships in Chicago totals 297. 


Utah Group Enlists 
Bell, McFarland 


For Convention 


SALT LAKE CITY.~— Speake 
scheduled for the Dec. 3 conventian 
of the Utah Automobile Dealers 
Assn, at the Newhouse Hotel here 
include Fred J. Bell, executive vice- 
president of NADA; Dr. Kenneth 
McFarland, General Motors lectur- 
er, and a “mystery” sales expert. 

Preceding the convention will be 
a meeting of directors and area 
chairman Dec. 2. 

The unidentified sales expert is 
a dealership sales manager “from 
a smal! city in one of our neighbor- 
ing states” who will reveal his 
proven buyers’ market technique 
the association said. ; 

He will discuss used-car mer- 
chandising, sales meetings, pros- 
pecting tips, closing room tech- 
niques and other topics regarding 
sales, 

The convention will be capped by 
an evening of entertainment. 


Sunday Closings 
Win Mich. Test 


MT. CLEMENS, Mich, — Judge 
Alton H. Noe, of the Macomb 
County Circuit Court, has upheld 
as constitutional the new Michigan 
law requiring new and used-car 
dealers to close on Sunday. 

Judge Noe ruled in a case filed 
by The Irishman’s Lot, Inc., against 
the State, Macomb County, Warren 
Township and the State Police. 

Fred Colombo, attorney for the 
Detroit Automobile Dealers Assn., 
said that only about 10 or 12 of 
the association’s 290 members are 
against Sunday closing. 


Church Elects Abbott 

Robert Stuart Abbott, auto dealer 
of Alexandria, La., has been elected 
by _the Presbyterian Synod of 
Louisiana to a four-year term on 
the board of directors, Abbott is 
a regional vice-president and a 
state director of NADA. 











Territorial security debate is coming to the fore again; NADA is 


now surveying its membership on 
bership split almost 50-50... Tire 


honor-roll total 





Wemhoft 


subject. Year or so ago the mem- 
firms have developed new casings 


that cut down the squeal when turning corners .. . 

_Mercury has a model (Sun Valley) in its 1954 
line that should attract wide attention. L-M’s sales 
chief Joe Bayne is particularly proud of the fact 
Mercury registrations topped Buick in Detroit and 
Chicago areas in August ... Iowa association re- 
ports 22 more counties have joined the list of those 
with 100 percent membership in state group; 


is now 54 ... North Carolina 


association reports four new members .. . 

Bob Ledterman, Tulsa Olds-Cadillac dealer who 
was family spokesman in the Greenlease kidnap- 
murder case, revealed last week that at least 16 


different persons tried to collect ransom. How grue- 


some can people get? . . 


. St. Louis association has nam 
representatives for its 1954 auto show . riba 


. . Al Kahl announces a new 


secretary-manager for the Iowa association (a 10-pound boy named 


John Alfred Kahl). He figures the 


new baby should be available for 


duty in 1980 “by which time the Iowa title law procedures should be 
straightened out.” . . . One thing that’s certain: When, and if, a Nash- 
Hudson merger goes through, any resulting corporation will NOT 


be named HASH. 


—Pere Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: I. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. { 2. A fair profit to 

® ™ the dealers on every used vehicle accepted in partial payment for a new 
& a car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
a jovernments applied to the building and maintenance of highways. 
t - 4. The elimination of government and bureaucratic controls over this 
; industry. 5. A return to the precepts of independence and the rewards of 
R app lied. energy and ability, which made America and gave more of her 


news chimes more of the better things of life than anywhere else in the world. 


Capsule Comment 


“Blitz Sales,” “Bonus Days,” “$1 over Profit” and similar 
so-called giveaways by auto dealers have been sweeping the 
country. 

Isn’t the real answer that dealers and salesmen have 


forgotten how to sell? 
* * * 


Rumors are flying around the auto industry these days 
about possible mergers of independent makers, or at least 
some sort of working arrangements on research, engineer- 
ing, etc., for these firms. 

Certainly it can’t be charged that management of the in- 
dependents is napping. 


* * * 
Two more auto dealers—one in Miehigan and one in Mis- 
souri — have just been convicted on tax evasion counts. 
They have forfeited all rights to be known even as ex- 


dealers. 
- . oa 


Already dealers in nine major cities have scheduled auto 
shows for the early part of 1954. 
But at least 12 other big cities and 14 smaller cities— 
which staged shows in 1953—have yet to make up their 
minds. 


* * * 

Vehicle exports by U. S. makers during the latest month 

recorded show totals were at the lowest point of the year. 
Apparently more selling drive is needed overseas also. 
* * * 

About 28 percent of America’s cars and trucks were built 
11 years or more ago, according to AMA figures. 

And most of them are a definite danger to life and limb. 
* * * 

Consensus of auto makers is that car production in 1954 
will be about 10 percent below 1953, which would make next 
year the third highest on record. 

Can’t expect to set records every year. 


Auto 
Forum 


The adventurous spirit, who 
likes to hit unfamiliar country 
roads, is apt to find that some 
of them hit back. — Wat. 
Street JOURNAL. 

+ * * 


Critical Year Ahead 


The year ahead will be the 
most critical the auto industry 
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will face in the next five years. START OF A DROP TOP HEAVY" 
—James J. Nance, Packard eT LIKE, 












president. 
* 


* * 


Orphans 


When dealers fail or finances 
are limited, auto owners become 
owners of orphan cars because 
there is no one left in the com- 
munity who is interested in their 
welfare. — Automotive News 
Columnist John O. Munn, 

* * * 


Road Muddle 


People are tired of fighting 
for position on jammed two- 
lane highways and are asking 
themselves what’s the use of 
owning a car.—Walter W. Bel- 
son, public relations director 
of American Trucking Assns. | 

+ * + | 
| 
| 


Sure-Fire System 


Dealers with aggressive, | 
organized systems for going | 
after prospects and leading them | 
step by step along a well de- | 
fined path to the close, will 
come through the period ahead 

| 






@WITH WINTER COMING ON 
A WESTERN WIZARD IS SELLING 
REAR-WUEEL SANDERS TO STOP 


in good shape—Milwaukee 
SLIPPING ON ICY R9OAPS ETC. 


County Automobile Dealers 
Assn. 


* * * 


Economic Health 


Many difficulties remain, but 
the helpful glow of economic 
health can definitely be seen in 
most of the free nations of the 
world. — Harold E, Stassen, 
foreign operations adminis- 


trator. 
- 7 ” 


Disgraceful Defense 

“Civil defense in the United 
States is far from adequate, 
and the condition of the de- 
fense of No. 1 target, Wash- 
ington, D. C., is disgraceful. 
—Va. Peterson, Federal Civil 
Defense chief. 
“a a used, if you so request. 

Most Important 


The manufacturer, who wins 
the sales battle, will be the 
one who realizes that the 
dealer is the most important 
cog in his business.—Robert S. 
Armacost, NADA president. 

= * oe 


He’s Only 25 

In reference to your Oct. 12 issue, 
there’s an article on page 48, in 
lower left corner about a young 
sheriff. I just wanted you to know 
that our sheriff (Dean McAllister) 
of Wyandot County, Upper San- 
Sell yourself—but not to the | dusky, O., is only 25 years old— 


detriment of selling the 
gredust.—ienay 5. Mosuax, CHARLES are — Sandusky, O. 


president of Piel Bros. ‘ ss 
oe es Plastic Bodies 
The Thing I am interested in the names of 


“You'll be reading a lot more various concerns making or han- 
in coming weeks about the {dling plastic (or its equivalent) 
Army’s extraordinary new _ |SPort bodies to fit American-made 
tank killer, the “Ontos.” Also | @utomobile chassis.— Texas Sus- 
known as “The Thing,” it’s a SCRIBER. 
fast-moving lightweight gun Epiror’s Notre: The following 
carrier, mounting two 105- firms should be able to help you: 
millimeter recoilless guns, giv- Lunn Laminates, Inc., Astabula, 
ing it a punch far more dev- O.; Glasspar Co., 19101 Southwest 
astating than any tank, N. t Banta 4 Calif.: Vi 
although it has no armor. It Sees fae ae Ws Ve 
can be carried in planes and king Craft, 111 8. Palm, Anaheim, 
used by airborne troops to Calif.; Hobby-Lobby, Division of 

Owens Corning Fiber Glass, Em- 


open up an airhead.”—News- 
week, eryville, Calif.; Rockefeller Sports 


10 Years Ago... 
The Big Story 


Economic conditions rather than fanciful designs will determine 
the postwar automobile, R. E. Cole, Studebaker engineering vice- 
president, told the Society of Automotive Engineers in New York ... 
Support of training schools for mechanics in Chicago has been 
pledged by factory and dealer group officials representing Oldsmobile, 
Buick, Ford and Studebaker, according to Paul B. Smithson, president 
of the Chicago Automobile Trade Assn. . . . Belief that collective 
bargaining problems will be governed by a patchwork of state laws 
after the war, until the need for a national labor policy reasserts 
itself, was expressed by Lloyd K. Garrison, general counsel for the 
War Labor Board ... Creation by Congress of a postwar unified 
transportation policy covering rail, water, highway and air, to pre- 
vent “expensive confusion and wasteful lack of coordination,” was 
urged by F. E. Williamson, president of the New York Central 
Railroad. 


—From the Files of Automotive News. 
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WHERE CAN ae oe fk THEM? 


"WHAT CAN o< DO WITH THEM?" i 
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‘Youngest Sheriff? .. . 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 





Car Corp., Rockville Center, Long 
Island, N. Y., and Atlas Fiber 
Glass, Inc., Alhambra, Calif. 


* * s 


Says Stevens 

Your Highways & Safety article 
in the Oct. 5 issue should be enough 
to awaken all the readers of AuTo- 
MOTIVE News to the need for definite 
action to bring automobile acci- 
dents under control. However, many 
will pay it little attention, and 
those who are moved by it are 
almost certain to channel their en- 
ergies into preventive measures 
that by themselves have long since 
been proved incapable of solving 
the problem. 

Articles like yours, vividly and 
forcefully depicting the extent of 
the casualties in automobile acci- 
dents, have appeared from time to 
time for over 20 years, to my 
knowledge. Back in the 1930s, J. C. 
Furnas wrote his “And Sudden 
Death” article, which was given 
nationwide circulation and shocked 
almost countless folks into action 
to control auto accidents. 

Conferences were held, laws 
were passed, safety campaigns 
launched all over the country. 
They have been going on ever 
since, but, sad to relate, the auto 
has kept right on killing its tens 
of thousands and injuring hun- 
dreds of thousands annually. Last 
year the auto killed 38,000 and 
injured nearly two million. 

So there must be something 
wrong about the preventive tech- 
nique, or we might as well admit 
the problem is beyond solution. 

It has long been the unvarying 
rule that these accidents be blamed 
on the driver, pedestrian, the road, 
the failure of policing—on every- 
thing except the one common factor 

(Continued on Page 65, Col. 1) 











one 


R. O. BENNETT, Lubbock, Texas 
Lincoln-Mercury Dealer, says: 


... One of the best 


tips I ever received” 


























66 HEN I started the Bennett Motor Co. 
in 1941, CoMMERCIAL CREDIT was 
recommended to me by another dealer. That 
recommendation was one of the best tips I 
ever received, We have always felt . . . and 
found . . . that we could depend on 
COMMERCIAL CREDIT to handle any finan- 
cing that might come up. Their reasonable 
rates, fairness and consideration help us get 
repeat business. Their methods save us from 
repossessions. Their automatic insurance 
coverage helps make sales on the spot .. . 
saving lost sales to prospects who might 
‘cool off’ if allowed to go elsewhere for 
financing. CoMMERCIAL CrepiT is always 
there to help.” 





COMMERCIAL CREDIT DEALERS \ : 


ARE Successful DEALERS 


Find out how CoMMERCIAL CREDIT “know 
how,” resources and personnel can help 
you increase sales and profits, too. Just 
write or wire your nearest COMMERCIAL 
CREDIT office. Ask to see ‘““The Salesman’s 
Angle” when you do. 






ComMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of Commercial 
i Credit Company, Baltimore ... Capital and Surplus over 
J $135,000,000 . . . offices in principal cities of the United 
States and Canada. 
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C of C Warns It ‘Won’t Assure Security’ er 


Annual Wage Opposition Grows 


By Gerhardt Neumann 
Staff Writer 


_ auto industry’s general op- 
position to the UAW-Cl0’s de-| which see the annual wage issue 
mand for an annual wage now WAS tied in with full employment and applica ‘ 
8. production, the report comes to|’°vernment policies including 

| the conclusion that ra 
chorus of critical! guaranteed wage becomes greatly |#"d monetary policies. 


seconded last week by the U. 
Chamber of Commerce. 


The growing 


voices is an indication that the liberalized unemployment com- 
pensation under another name.” If 
so, it argues, this matter should be 
determined by the state legislatures 
which initiated unemployment com- 


union’s “goal for 1955” 


it comes into the open. 

The “if” is the limitation set 
by economic circumstances and 
the possibility that a tighter auto 
market may change radically the 
whole basis of the discussion. 


Fear that the public may be mis- 
led into believing that a guaranteed 
annual wage “will assure security 
for all and cure unemployment,” is 


faces a) 
tough uphill fight when (and if) 


expressed in the Chamber’s report 


by its committee on economic 
policy. 
* * * 
NTITLED “The Economics of 


the Guaranteed Wage,” it 
points out that stabilization would 


have to precede any commitment 


on a guaranteed wage. 

“No one questions the im- 
portance of the continuity of pro- 
ductive employment and wage in- 
come,” it is stated, but it appears 
that the “unions are promoting 
the guaranteed wage as the cure 








ae 


Kaiser, UAW Sign New Agreement— 


for depression and unem- 
ployment.” 





done much to eliminate policies 
which contribute to instability of 


Quoting from union statements | their operations. 


pensation. 
“* * 


UARANTEED wages, the report 
states, can be paid to unem- 
ployed persons only when they are 
less attractive than the wages re- 


ceived when working. 


Among the conclusions of the re- 


port are the following: 


1. Experience in this field is so 
limited that the effects on ex- 
pansion, labor mobility and other 
economic shifts cannot be foreseen. 


2. A wage guarantee would not 


overcome economic fluctuatinos, 

3. The UAW plan would require 
“tight economic planning of our 
society in order to make good on 
the guarantee.” 


4. The demand for a guaranteed 
wage is in reality a demand for 


adequate job opportunities. 
5. Individual 


An amendment to the labor contract between Kaiser Motors Corp. and UAW-CIO 
Local 142 was signed last week by Edgar Kaiser, company president, and Emil Mazey, 
CIO secretary-treasurer. The contract revision was approved by the union membership, 
and production is expected to resume this week. Shown here are the bargaining 
committees of both sides. Mazey is seated third on the left side of the table. Kaiser 
is fifth from left on the right side of the table. 








Truckers Meet Oct. 26 


ATA Convention Is Expected to Draw 
2,500 to Los Angeles 


WASHINGTON.—More than 2,500, day, to formally open the meeting. 


trucking industry leaders and their 
guests from every state in the na- 
tion will attend 
the 20th annual 
convention of the 
American Truck- 
ing Assns., at the 
Statler and Bilt- 
more Hotels in 
Los Angeles, Oct. 
26-30. 

J. L. McCaffrey, 
president, Inter- 
_— national Harvest- 

, er Co., will ad- 
4: Se Hetaang dress the first 
general luncheon meeting on Mon- 








Chrysler Passes Nash 


To Rank 10th in Sales 


DETROIT.—The Chrysler divi- 
sion has moved up a rung in the 
industry sales ladder, according 
to an R. L. Polk & Co. report 
issued last week. Chrysler is now 
in 10th place, replacing Nash. 

The report showed the two 
makers separated by only 20 cars. 
Chrysler’s total for eight months, 
plus six states for September, was 
108 compared with Nash’s 
109 











The trucking officials will ex- 
amine problems they believe to 
be impeding the natural progress 
of truck transportation, Adequate 
highways, government and state 
regulation, taxes, safety and 
equipment will be studied. 


A highlight of this year’s conven- 


tion will be ceremonies on Tuesday, 
Oct. 27, in connection with the first 


day of issue of a 
special commemo- 
rative stamp hon- 
oring the fiftieth 
anniversary of the 
trucking industry. 

Speakers for the 
ceremonies will be 
the Hon. Arthur E. 
Summerfield, 
postmaster gener- 
al of the U. S,, 
and Dave Beck, 
general president 


of the International Brotherhood 
of Teamsters, (AFL) 


On Oct. 29, the board of direc- 
tors will meet to hear the annual 
report of Walter F, Carey, Bir- 
mingham, Mich., president of the 
American Trucking Assns. 


(Continued on Page 8, Col. 3) 


“the private 


6. Stability requires a peaceful 
world and the “application of 


particularly contra-cyclical fiscal 


* * 


| problem of unemployment 
compensation, from the union’s 
point of view, was brought up 
recently by Leonard Lesser, legal 
consultant of the UAW security 
department, at the Interstate Con- 
ference of State Employment 
Security Agencies in Portsmouth, 
N. H. 

He called existing benefit pro- 
visions “entirely inadequate to meet 
the needs of people during a re- 
cession period.” 


“Labor believes,” he said, “that 
a suitable test for judging the 
adequacy of benefits is to 
measure the extent to which the 
benefit maintains the worker and 
his family at a reasonable 
standard of living during periods 


employers have 


of unemployment, 

“So long as industry spends 
millions of dollars in convincing 
workers to purchase on the in- 
stallment plan,” Lesser stated, “it 
should give some attention to the 
adequacy of unemployment com- 
pensation to permit workers to 
continue to meet their installment 
payments during periods of unem- 
ployment.” 

Differing with the opinions ex- 

(Continued on Page 78, Col. 4) 


Cadillac Appoints 
Smith, Swetish to 
Top-Level Posts 


DETROIT.— Appointment of | 
Charles H. Smith, comptroller of 
Cadillac, as special assistant to the 
general manager was announced 
last week by Don E. Ahrens, gen- 
eral manager. 

At the same time, Ahrens revealed 





A. F. Swetish 


C. N. Smith 





the appointment of Alexander F. 
Swetish as divisional comptroller, 
replacing Smith. Swetish currently 
is in charge of cost and operation 
analysis on the comptroller’s staff 
at the General Motors central office. 

Both appointments become effec- 
tive Nov. 1. 

Smith became Cadillac’s comp- 
troller in 1949. Swetish took up his 
present post last year. He has 
served with GM since joining the 
Fisher Body division in 1928. 


ee 


Chrysler Track Curve Rounding Off-— 


The precisely engineered curve of the Chrysler engineering proving grounds near 
Chelsea, Mich., begins to take shape. At the curves of the 4.7-mile oval, the angle of 
Also on the agenda is a discus-|the parabolic six-lane road rises from two to 35 degrees. Hand paving is required to 


Oct. 14 
(Sold 95 cars out of 146 entries.) 
BUICK—’51 Special 4-dr., $910*. ‘50 


Special 4-dr., $650*, $615. '49 RM 4- 
dr., $520*. 48 RM 4-dr., $285. 
CHEVROLET—'53 pickup, $875. 
SL Deluxe 2-dr., $1,045, $1,015. 
SL Deluxe 2-dr., $855; Bel Air $1,- 


"52 


51 


030. ’50 SL Deluxe conv., $605; 2- 
dr.,. $700. '48 FM 4-dr., $195. '47 FM 
4-dr., $285. 

CHRYSLER — ’51 (8) 4-dr., $1,000, 
$705. '50 NY Newport, $1,000; club 
coupe, $780*. '49 NY 4-dr., $600. 


DeSOTO—’52 Fire Dome 4-dr., $1,115*. 
"50 (6) 4-dr., $405, 

DODGE—’52 Wayfarer 4-dr., $900. ’51 
ane club coupe, $900, $800; 2-dr., 


$625. 
FORD—’53 Crestline conv., $1,825; Cus- 
tom (8) 4-dr., $1,475. ’52 Custom (6) 


2-dr., $1,100; 4-dr., $1,130. °51 Vic- 
toria, $1,035*, $980; Deluxe (6) 2- 
dr., $690, $670, $600, $595; Deluxe 


(8) 2-dr., $775. ’50 Custom (8) 2-/r., 
$710; (6) 4-dr., $550; 2-dr., $520, 
$510. '49 (8) 4-dr., $445; 2-dr,, $490, 
$475, $425, $340, $235. '47 Deluxe (6) 


4-dr., $185. °46 Deluxe (6) 2-dr., 
$185. 

HUDSON—’51 Pacemaker 4-dr., $710. 

KAISER — ’51 4-dr., $670. °49 4-dr., 
$270. 

LINCOLN—'47 4-dr., $180. 

MERCURY—’51 (8) club coupe, $910. 
’49 (8) conv., $275. 

NASH—’51 Rambler 2-dr., $720. ‘49 


(6C0) 2-dr., $220. 
OLDSMOBILE—’51 (98) 4-dr., $1,310*; 
(88) 2-dr., $910. ’50 (76) club coupe, 
$680*. ’48 (98) 4-dr., $490. 
PACKARD—’49 4-dr., $385. 
PLYMOUTH — ’52 Concord (6) 4-dr., 
$870. ’°51 Cambridge club coupe, $750, 
$740, $680, $665; 4-dr., $750; Cran- 
brook Belvedere, $925. 50 Deluxe 4- 
dr., $550, $475; club coupe, $535, 
$515. °49 Deluxe 4-dr., $530; club 
coupe, $440. °47 4-dr., $240, $160. 
PONTIAC—’52 Chieftain (8) Catalina, 
$1,725*, $1,545". °50 SL (6) 4-dr., 
$825*, $710*; 2-dr., $790*, $745; club 
coupe, $840*. '49 (6) 4-dr., $680*. ’47 
Torpedo (6) 2-dr., $195. '46 Torpedo 
(6) 2-dr., $150, $140. 
STUDEBAKER—’50 Champion club 
coupe, $430. ’48 Champion 4-dr., $290; 
2-dr., $185. 
WILLYS—’52 (6) 2-dr., $888. 





Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday.) 


| Oct. 7 
(Sold 104 cars out of 144 entries.) 

BUICK—’50 Special 4-dr., 2 at $775, 
$775*; 2-dr., $715. °49 Special 4-dr., 
$450. '47 Super 4-dr., $335; Specia! 
2-dr., $150. '46 Special 4-dr., $125. 

CADILLAC—’51 (62) 4-dr., $2,340*. 

CHEVROLET — '52 SL Special 2-dr., 
$965, $950. '51 SL Special business 
coupe, $895; 2-dr., $795; SL Deluxe 
Bel Air, $1,070*; 2-dr., $850, $750; 
4-dr., $850. '50 Bel Air, $875, $690; 
SL Special 4-dr., $775, $665, $655; 
2-dr., $650*. °49 SL Special 2-dr., 
$540, $500. 47 SM 4-dr., $305, $250, 
$130. 

CHRYSLER—’49 Windsor conv., $775. 

DeSOTO — ’52 Deluxe (6) 4-dr., $1,- 
335* (ps). °50 Deluxe 4-dr., $795*, 
$475*. ’°49 Deluxe 4-dr., $605. 

DODGE—’51 Meadowbrook 4-dr., $850, 
$815; Wayfarer 2-dr., $740, $675. '49 
Meadowbrook 4-dr., $510. '46 Deluxe 
4-dr., $180. 

FORD—’53 Custom (8) 2-dr., $1,605*. 
’52 Custom (8) 2-dr., $1,030. ’51 Vic- 
toria, $1,100*, $1,050; Custom (8) 
conv., $950; Custom (6) 4-dr., $675: 
2-dr., $775, $730;-Custom (8) 2-dr., 


$850, $810*. °50 Deluxe (8) 2-dr., 
$570, $560; Deluxe (6) 2-dr., $550, 
$530; 4-dr., $580, $505; Custom (8) 
2-dr., $545; 4-dr., $705, $600; club 
coupe, $750; conv., $605, $255. °49 
Custom (6) 4-dr., $385. 

MERCURY — '’51 (8) coupe, $1,165, 
$900; (8) 4-dr., $1,085*. °49 (8) 
4-dr., $570, $555. 

NASH—’50 Statesman 2-dr., $415. °49 


(600) 2-dr., $250. 
OLDSMOBILE — ’51 (88) club coupe, 
$1,250. '50 (98) 4-dr., $890; (88) 
conv., $915; (76) club coupe, $745. 
’49 (76) 4-dr., $635. 
PACKARD—’51 (200) 4-dr., $1,085. 
PLYMOUTH—’52 4-dr., $900. ’51 Bel- 
vedere, $955; Cranbrook conv., $775; 


4-dr., $770; club coupe, $700. ’5( 
Deluxe 4-dr., $590; 2-dr., $475. °49 
Deluxe 4-dr., 3 at $465. °46 Deluxe 
4-dr., $170. 


PONTIAC — '52 (8) Catalina, $1,650; 
(6) 2-dr., $1,200. '51 (6) Catalina 
$1,175. °50 (6) 4-dr., $765, $720. 
$675; (8) 2-dr., $780, $770; (6) conv., 
$760. °49 (6) 4-dr., $665, $635, $625. 
$530; (8) 2-dr., $700, $560. '48 Tor- 
pedo (6) 2-dr., $300. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 54-55-56. 


Tax Load on Cars Attacked 
As Big Barrier to Sales 


ROCHESTER, N. Y. — There’s 
nothing ailing the automobile 
business that won’t be cured when 
Government gets out of the 
consumer’s pocket, Rochester 
dealers were told by Charles Hen- 
derson, executive vice-president of 
the New York State Automobile 
Dealers Assn. 





Cleveland Group Names 


Williams Dealer of Year 


CLEVELAND.—Birkett L. Wil- 
liams, veteran Ford dealer and 
former safety director of Cleve- 
land, was honored by Cleveland 
Automobile Dealers Assn. as 
“dealer of the year” at the annual 
awards dinner, 

Guest speaker was Studebaker’s 
Paul Hoffman. Williams, who 
agreed to take the safety direc- 
tor’s job at the request of Mayor 
Thomas A. Burke, for one year, 
stepped down last August. 








insure accuracy. The track is expected to be in operation this fall. 


“As soon as government takes 
some taxes off, we’re not going to 
have any trouble,” Henderson ad- 
vised 150 dealers and others con- 
cerned with car sales at the annual 
outing of the Rochester Automobile 
Dealers Assn. His remarks in reply 
to what he termed the $64 question: 
Is the industry plagued by over- 
production? 


“There’s no such thing as over- 
production,” Henderson said. “The 
trouble with this country is we 
have underconsumption. There’s a 
lot of families that have no car. We 
have a temporary shortage of 
purchasing power. 


“The problem is the high cost of 
government. We just ask govern- 
ment to do too many things. Why, 
$600 on every automobile sold goes 
into taxes.” 

Henderson assailed the 10 percent 
excise tax on automobiles. Cars are 
a necessity and not a luxury, he 
contended. 

The dealers also heard from 
William Frame, Mineola, president 
of the state association. He urged 
sales managers to “go out and beat 
the bushes” to gain new customers. 

Maynard Hallman, president of 
the Rochester association, was 


'| toastmaster. 


Neigh! Neigh! 
Studebaker Balks at Return 


To Old Dobbin 


SOUTH BEND. — Apparently the 
demand for a horse-drawn carriage 
is not yet dead. 

Last week K. B. Elliott, sales 
vice-president of Studebaker, re- 
ceived a request for a wagon quo- 
tation from a Charleston (W. Va.) 
hardware firm. It wanted to know 
prices for a wagon with and with- 
out bed and with the following 
specifications: 

Drop tongue, chaser reach, nar- 
row track, gear brake, 40 and 48- 
inch wheels, and 2%-inch skeins. 

While Elliott had to decline the 
invitation to quote prices, the re- 
quest brought back memories of the 
days when Studebaker was one of 
the world’s biggest wagon and 
buggy manufacturers. The firm dis- 
continued the manufacture of wag- 
ons in 1920. 
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g systems for 
ers to use only 


E— check coolin 


IT’S THE TIM 

winter. Watch for tired, mushy hoses, leaking own 

connections, bad thermostats. Your customers Parts. Full discount to you—full satisfaction tO 
y need. your customers. 


rely on you 40 advise them what the 


ENGINEER APPROVED ACCESSORIES 


















K 


as uge 


FACTORY ENGINE 


BETTER woRK WITH 


ry ENGI NEER 
ERED PARTS 


SEE YOUR BUICK DEALER 
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lems. W. N. Carey jr., 
gineer from Malad, Id., will speak | 
on the WASHO Road Test. A panel 
discussion on “Regulation of Truck 
Transportation by the States” will 
follow with John V. Lawrence, man- 





On the panel will be: 
| Veglia, registrar of motor vehicles, 


Bay State Old-Timers Elect Officers— 


The Massachusetts State Council of Automobile Old-Timers has elected Herbert W. | | State of California; M. C. Connors, 
Scott (second from left, first row), as its new president. Also shown in first row are | 
Edward W. Staves, administrative assistant of the Massachusetts Turnpike Authority; 
Scott; Frederick H. Elliott, executive vice-president of Automobile Old-Timers, and J. 
Conrad Johnson, state director. Second row: Arthur C. Carriker, first vice-president; 
A. A. Lally, president of the Metropolitan New York Council; William A. Dolan sr., 
second vice-president, and Joseph A. Downey, secretary- -treasurer. 


director, vehicles and traffic, dis- 
secretary of state, State of Oregon, 
and Roy E. Hammond, member, 
Tax Commission, State of Utah. 
° . The first vice-president of ATA, 
Vettling Joins Hesch Major General Frank D. Merrill 
Lloyd Vettling, of Beroun, Minn.,|Soto-Plymouth), in Crosby, Minn.| (USA Ret.), 
has entered into partnership with | Vettling bought the interest of|ment of Public Works and High- 
Paul | Hesch at Hesch at Crosby Motors ( Motors (De- H. H. Landree in the company. ways, State of New Hampshire, 








WHEN YOU BUY 
GARAGE EQUIPMENT 
AT KRW’s FACTORY- 

TO-YOU PRICES! 








Adjustable Horses. 


withstand hard use. 
— maximum height 26 inches. 
Horses will not rock or 
wobble on uneven floors, 
thanks to their 3-leg construc- 
tion. Weight: 55 lbs. per set 
of four. Order No. PU-372. 


priced far less than 
comparable jacks 


eae a 


eT ET Met ae ti te ae ee 1) 
handle rails. Prevents 
accidental lowering. 


@ HANDY FOOT PLATE 


For quick and easy spotting 






Prices subject to change without notice 
Order from Dept. 67 


Wi Tat lt 


@ TAMPER-PROOF SAFETY VALVE 


Prevents overloading and damage. 


See iat 


On double row ball bearings 
are lubricated for life. 


K-R-WILSO 


215 MAIN STREET 
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aging director of ATA as moderator. | 
Albert J. | 


secretary, Tax Commission, State 
of Oklahoma; George E. Keneipp, | 


trict of Columbia; Earl T. Newbry, | 


commissioner, Depart- | 
| state associations on Oct. 25, at the 





HORSES YOU'LL GO CRAZY OVER 


(especially their low price) 


Every service shop needs at least one set of these 
They’re especially designed for 
automatic transmission work and provide plenty of 
clearance so that a jack and transmission can be 
rolled under the car. They also come in handy for 
brake and wheel repair, rotating tires, painting and 
storage. Made of welded steel tubing, guaranteed to 
Minimum height 15% 


$ 










4 | 2,500 Expected at Los Angeles .. . 


Truckers to Examine 
Problems at Parley 


(Continued from Page 6) 


The ATA board of directors and 
the boards of directors of the ATA 
conferences will hear views on 
“Some Aspects of Federal Regu- 
lation of Truck Transportation.” 
Those scheduled to speak are the 
Hon. Richard F. Mitchell, the 
Hon. James K. Knudson, the Hon. 
Hugh Cross and the Hon, Owen 
Clarke, all members of the Inter- 
state Commerce Commission, 

The convention will conclude 
with the banquet on Oct. 30 to be 
held at both the Statler and the 


| Biltmore Hotels. 


A pre-convention highlight will 
be the ATA “President’s Dinner” 
for presidents and managers of the 


Statler. ‘Master of ceremonies will | 


YOU POCKET THE PROFITS 


Getting the best automotive service equipment 
at lowest cost is just sane business! That’s why 
it'll pay you to order yours direct from the 
K. R. Wilson factory. The world’s oldest manu- 
facturer of garage tools and equipment, KRW 


has ime the leader in the automotive equipment field for 35 
years. And KRW products are sold direct from the factory. 
You save the middleman’s profit! KRW manufactures motor 
stands, rear axle dollies, jacks, air compressors, shop presses, 
valve refacers, battery chargers, hand tools and many other 
automotive service products. Next time, buy KRW and you 
pocket the profits. 
























inches 






PER 





FOUR 
F.O.B. FACTORY 









KRW #472-A 3-Ton Hydraulic Jack 







$105” 


F.O.B. FACTORY, 
ARCADE, N.Y. 






BUFFALO 3, N. Y. 


World’s Oldest Manufacturer of Garage Tools and Equipment 








| be Ted V. Rodgers, honorary che':-P 
| man for life of the ATA Board 
| Directors. 

Entertainment features durir 
meeting will include the genera’ 
luncheon for men, a luncheon fo 
ladies at which the Internationz) 
Harvester Co. will be host and 
fashion show for the ladies, spon 
sored by ATA, 

General Motors will play host to 
| the convention guests when they 


sion of highways and highway prob- | will speak on a “Practical Approach | present the “GMC Evening.” This 
project en- to Adequate Highways.” 


will include dinner, entertainment 
and dancing to the music of Dave 
Rose and his orchestra, There will 
be luncheons and entertainment for 
both the men and the ladies given 
by the Goodyear Tire and Rubber 
Co. and the White Motor Co. will 
hold a cocktail party. 


cl * * 


Dodge Aides, Delegates 


To Meet and Eat 


DETROIT. — The Dodge Truck 

hospitality room at the 1953 Ameri- 
can Trucking Assns. convention in 
Los Angeles will be a sea food bar 
in the Biltmore Hotel, it was an- 
nounced by William S. Woolsey, 
| Dodge truck sales manager. 
; Hosts will include E. P. Lamb, 
executive engineer for trucks; D. A. 
Geil, truck sales supervisor, and 
Byron S. Snowden, truck merchan- 
dising manager. 

Fargo, the fleet sales division of } 
Chrysler Corp., will be represented 
by R. L. Biggers, president; N. W. 
Seidel, sales vice-president, S. W. 
Purdy, Los Angeles regional man- 
ager, and D. C. McCallum, San 
Francisco regional manager. 


‘Oldsmobile Sells 
851, 669 Rockets 


In Four Years 


LANSING. — September retail 
| Oldsmobile sales boosted to 851,669 
units the number of Rocket 88- 
| engine cars that 
have been sold 
since the engine 
was introduced 
four years ago, J. 
F. Wolfram, Olds- 
mobile general 
manager, dis- 
closed last week. 

A total of 260,- 
186 Oldsmobiles 
has been_ sold 
through Septem- 
ber of this year, 
an increase of 62 percent over the 
nine-month total of 160,619 sold in 
1952, he said. 

Only in record-breaking 1950 
were Oldsmobile nine-month sales 
figures higher than those of 1953, 
| Wolfram said. That year, he said, 
Oldsmobile delivered 296,998 cars by 
Sept. 30. 

“The 88 with the high-com- 
| pression, V-type engine has become 
| synonymous with performance and 
power in the postwar years,” he de- 
clared. 


Second Fiddle 


Auto Industry to Play It, Says 
Electronics Man 

SUN VALLEY, Id.—The automo- 
tive industry will have to take 
second place in the nation’s in- 
dustrial picture within the next 
few years, in the opinion of H. Les- 
lie Hoffman, president of Hoffman 
|Radio Corp. 
| Hoffman told a convention of the 
National Security Traders Assn. 
| that the electronic industry will re- 
place the automotive industry in 
importance, 

He said that the advent of color 
'television will “create an entire 








3. F. Wolfram 


|new industry in the electronic 
field.” 
Pa. Dealers 
‘Continued from Page 2) 
Franconi, Kingston, and S. H. 


Parker, Bellevue, Pa., while R. G. 
Gunn, Pittsburgh, was elected for 
one year to fill a vacancy. 


Elected for three-year terms, 
were the following: 
Ellis Sutliff, Harrisburg; K. L. 


Ball, Sharon; P. A. Calvey, Scran- 
| ton; E. E. Brumbaugh, Lansdowne; 
|\C. V. Lee, Uniontown; J. R. Lin- 
| hart, Jeannette; W. M. McCune, 
| Kittanning; C. A. Snyder, Butler; 
|C, A, Daily, Erie; and J, G. Rayden, 
| Philadelphia. 





oft 
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BLU et 


Tan 
Beautifies , 


KEEP MILES AHEAD OF WINTER! 





Prema: 
Let it rain! Let it snow! Let Winter winds blow! A car’s 
finish is miles ahead of winter wear once it’s been givena 
Blue Coral Treatment! For over twenty-five Winters, this 
famous combination has kept millions of fine cars beau- 
tifully “cared-for” and completely “care-free!”’ 


Now is the right time to remind your customers about 
Blue Coral’s matchless all-weather protection. Tell them 
about its overwhelming acceptance by America’s leading 
manufacturers and designers. Show them any car many 
months after it has had a Blue Coral Treatment . . . This, 
more than anything, will be dramatic proof of Blue Coral’s 
enduring value! You'll win new friends . . . Build new 
business this winter and all through the year! 





© 1953-+.D.1. COMPANY FACTORS, INC 
H. D. T. COMPANY FACTORS, INC. « Creators of the Blue Coral Treatment * WHITE PLAINS, NEW YORK 
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Foreshadows of the Future?— 


This Chrysler-powered car, called the Shadoff Special, was built by Mal Hooper 
(center), a telephone company lineman, and Ray Brown, Hollywood shop owner, and 
was one of the record breakers in the recent Bonneville (Utah) tests. The designers 
named the car after the owner of W. R. Shadoff Co. (Chrysler-Plymouth), Pomona, 
Calif., who gave Brown and Hooper valuable assistance in the building of the car. 
Shadoff is shown at left. 


Utah Tests Held Yardsticks of Designs to Come... 


Amateurs Build Cars of Future? 


BONNEVILLE, Utah.—Speed 
and performance records, broken 
here in a number of speed runs, 
|were setting standards of engine 
power and performance of 20 years 
hence, experts believe. 

Chester Barrand, a General Pe- 
troleum Corp. engineer, found 
that all record-setting cars using 
spark ignition engines were built 
around American V-8 engine 

| blocks. Every power unit em- 
ployed a fuel injection system, 


Carpenter Elected Member 
Of L. A. Board of Education 


Earl Raymond Carpenter, for- 


Studebaker Co., Los Angeles, has 
been elected a member of the Los 
Angeles Board of Education. 


geles Motor Car Dealers Assn. 
and the Chamber of Commerce. 
He retired from the Hoffman firm 
after 32 years. 








mer president of Paul G. Hoffman 


He is a director of the Los An- | 


and every car used stock lubri- 
cants. 

The fact that no special lubri- 
cants were needed proves, accord- 
ing to Barrand, that “oil in the 
record breakers is ready for your 
personal car of the future.” 

As to the question which of the 
features in the race cars will be 
incorporated in future stock cars, 
Barrand said aerodynamics is one 
of them. Another is fuel injection 
| which does away with the carbu- 
retor but gives the desirable effect 
of a carburetor for each cylinder. 


He also believes that the devel- 
opment of more durable tires will 
|be of great practical importance. 


“The amateur - built machines 
which broke international speed 
records,” Barrand said, “show in 
their construction a positive trend 
toward legitimate, advanced en- 
gineering practice, combined with 
an intuitive feeling for machinery 
which textbooks do not teach.” 
| It was backyard mechanics who 
‘drove their streamlined hotrods to 





e Soto Dealers whistle . 
a mery tune! 


\ 


With so many advantages 
it’s great to be a 


DESOTO DEALER! 








10 international and 14 America 
records over the salt beds, settin 
speed marks exceeding 230 mile 
per hour. 

It can be shown, Barrand pointe: 
out, that American stock cars o 
1935 were the racers of 1915. Simi 
larly, he believes, the passenge 
cars of 1953 are the direct descend 
ants of the speedsters of 1933. 


Letter to Salesmen | 


By John O. Munn 


Dear Son: 


ANYTIME you impress 
upon a buyer what a won- 
derful value he is getting, 

NO. 21 the buyer is usu- 

IN A ally impressed 

series With the fact that 

he is getting an 
exceptional deal. Most of 
the arguments on allow- 
ances for the old car result 
from the apologetic man- 
ner in which it is presented. 
No one has ever really sold 
anything, unless the seller 
made the deal attractive. 


An allowance can’t look at- 
tractive unless some real en- 
thusiasm is demonstrated. It 
should not be difficult to be 
enthusiastic. Since the in- 
ception of this business, it has 
always been one of the 
wonders of the world how 
used cars could look like so 
much money before the deal 
was closed and how they 
shrink in value after becom- 
ing the dealer’s property. 

Why, just imagine this— 
after all the years the pros- 
pect drives his old car and 
the thousands of miles he 
puts on it—to say nothing 
of all he takes out of it— 
he can get the appraisal 
offered for his old car. That 
is something to shout about 
and not apologize for. 

* = * 

THERE are just two 
things that an automobile 
salesman has to sell. One 
is the exceptional value of 
the new car, and the other 
is the wonderful offer made 
for the old car. No prospect 
would buy a new car if the 
salesman started apologiz- 
ing for it or displayed any 
doubt that it was a fine car. 
The same situation holds 
good on the sale of the 
allowance. 

Many salesmen have 
made the sale of the allow- 
ance almost impossible for 
themselves by not showing 
real enthusiasm in present- 
ing the allowance. More 
deals are closed satisfactor- 
ily by taking for granted 
that the prospect is en- 
tirely in accord with the 
appraisal, after the facts 
have been presented, than 
to question him as to 
whether it is satisfactory. 

“What are you willing to 
close for?” is equivalent to 
telling the prospect that there 
is no stopping point on the 
used-car allowance, If he 
wants more, all he has to do 
is to ask for it. 

Of course these sugges- 
tions are all fundamentals 
in selling. Yet it is amazing 
how many times they are 
violated when a used car 
enters the deal. 


Sincerely yours, 


Dad 
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There'll be a proud new arrival in 39% of these homes 


Homemakers find that the car is a most important addition to 
their families. For it’s the car that sees Dad off to work—escorts 
Mother on shopping tours—and chaperones Sis to dancing school 
and birthday parties. 

Homemaking families feel they just couldn’t get along without 
a car! That’s the way many of them feel about The American 
Home, too. The American Home is the 100% home “how-to” 
magazine. Every month it’s read by over 3 million of these home- 
making, home-doing families. 

And you can see for yourself how car-dependent these 3 million 
plus American Home families are. Just take a look at the results 


THERE’S NO PLACE LIKE 
THE AMERICAN HOME 


THE AMERICAN HOME + PENOBSCOT BUILDING + DETROIT, MICH. - WOODWARD 5-9878 


of the latest American Home Automotive Survey: 


39% of them actually plan to buy a car in the next 
twelve months. That means almost 1,200,000 car sales. 


93% of them own a car—AND— almost 25% own 2 cars. 


You talk straight to these planning-to-buy car owners when 
you advertise in The American Home. Can’t reach them in the 
other mass-circulation home magazine. either, because their 
audience shows only 9.6% inter-duplication when combined with 
that of The American Home. But why not hear all? Call Ed 
Sullivan at the Detroit American Home office. 











12 
States Push Surveys... 
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To Attract More Industry 


NEW YORK.—In line with a 
spreading trend toward state-spon- 
sored surveys of industrial develop- 
ment potentialities, the 1954 Vir- 
ginia legislature will be asked to 
provide funds for such a survey by 
the Virginia Polytechnic Institute. 


Increased funds will be sought 
for the Virginia Engineering Ex- 
periment Station of VPI, under 
which would be created the position 
of associate professor of industrial 
engineering. The new professor, ac- 
cording to John W. Whittemore, 
dean of engineering and architec- 
ture and director of the experiment 
station, would direct “a compre- 
hensive survey of manpower and 
industrial resources in Virginia” 
calculated to attract new industry 
and business to the state. 


Expressing belief that studies 
under such a program would “re- 
turn the investment many times 
over in terms of added revenue 
and other important but less 
tangible results,’ Dean Whitte- 
more said: 


“When industries are looking for 
sites to establish manufacturing 
plants they require a considerable 
amount of information. Usually 
they ask the authorities in the par- 
ticular area for this information, 
and expect the answers immedi- 
ately. If they are unable to obtain 
this information they will often 
choose another site... 


“Studies should be made com- 
munity by community to reveal 
specific manual and mental skills 
available, and engineering develop- 
ments, such as power, sewerage 
and water, which are available or 
possible of economic development.” 

Dwight Nesmith, industrial engi- 
neer with the Kansas State College 
engineering experiment station, re- 
cently announced that industrial 
surveys were under way in 12 
Kansas towns, with another to 
start in Paola. Nesmith coordinates 
work of various persons and or- 
ganizations who help with the sur- 
veys. 

He said surveys were under way 
in the Kansas towns of Hanover, 
Marysville, Holsington, Chanute, 
Independence, Eureka, Caney, Win- 
field, Kiowa, Manhattan, Great 
Bend, and Seneca, Thirty-four 
Kansas towns previously completed 
similar surveys, which show weak- 


64 Auto Makers 
To Display Wares 
At London Show 


LONDON, — Sixty-four British 
and foreign auto makers will ex- 
hibit their products at the 38th 
International Motor Exhibition 
which opens Wednesday (Oct. 21) 
at Earls Court here. The event will 
run through Oct, 31. 

Of the total, 31 will be British, 
18 American, six French, five Ger- 
man, three Italian and one Spanish. 

In all, some 282 models will be 
on display, including some which 
will receive their premiere at the 
show. 

The exhibition, which will be 
opened by the Duke of Edinburgh, 
also will feature house trailers, auto 
accessories, and tools and tires. 


K-W Appoints Uhl 
Fleet Sales Head 


TOLEDO.—The Kaiser-Willys 
sales division has appointed H. W. 
Uhl as manager of fleet sales, Roy 
Abernethy, gen- 
eral sales man- 
ager, announced 
last week, 

Uhl has served 
in various sales 
capacities with 
Chrysler Corp. 
since 1929. Most 
recently he was 
assistant to the 
president of the 
Chrysler fleet 
sales division, 

Uhl will undertake an enlarged 
fleet sales program for Kaiser and 
Willys passenger cars and utility 
models, Abernethy said, and will as- 
sume full charge of introducing the 
new Aero Willys taxicab through- 
out the U. 8. 





nesses and assets of the communi- 
ties in regard to hospitals, schools, 
type of labor available, recreation 
facilities, raw materials, trans- 
portation, utilities and industrial 
sites, 

The Kansas surveys further in- 
dicate what industries are most 
likely to succeed in the different 
communities — likewise what in- 
dustries probably would fail— 
and furnish information wanted 
by persons and companies looking 
for locations for new or old in- 
dustries. 


Florida’s State Advertising Com- 
mission has under consideration a 
plan for an industrial survey of 
the state which would provide sta- 


tistics on labor, natural resources 
and other factors for industrial 
prospects. The idea was submitted 
to the commission by Earl Travis 
Van Sciver, vice-president of the 
First Research Corp., of Miami. 

A. D. Davis of Jacksonville, 
chairman of the Florida Council for 
Industry and Commerce, said, how- 
ever, that individual surveys of 
cities, such as those prepared by 
the Jacksonville Chamber of Com- 
merce, perhaps would provide 
better industrial information than a 
statewide survey. 


Also being considered by the 
Florida commission is a plan to en- 
large its industrial advertising 
program within the limits of its 


$100,000 fund for that purpose, The 
commission was advised to start 
advertising to attract three specific 
types of industry—textiles, metals 
and electronics — while continuing 
the general industrial promotion 
program it launched this year. 

Stanmore Cawthon, supervisor of 
the commission’s industrial de- 
velopment division, and Hunter 
Lynde, head of the Jacksonville 
agency which handles the com- 
mission’s industrial advertising, 
said early results of the general 
program indicate that textiles, 
metals and electronics firms show 
the greatest interest in establishing 
plants in Florida, 


A survey of vacant buildings in 
Massachusetts is being undertaken 
by the new State Department of 
Commerce, which was created by 
the 1953 Massachusetts legislature. 
The survey stemmed from a sug- 
gestion by Gov. Herter that re- 

(Continued on Page 76, Col. 1) 





Auto Maniacs Set 


Detroit Conventior: 


DETROIT.—The Auto Maniacs 
America is coming back to Detro 
for its fifth anniversary natione 
convention, to be held Oct. 24 a 
the Hotel Detroiter. 

Brooks Stevens, noted industria! 
designer, will keynote the event 
with a discussion on “Sports Car 
Influence on American Automobil: 


Body Design.” 
M. S. Bold, staff engineer with 
Hudson, will feature a _ project 


entitled “A New Kind of Car.” 

A complete motion pictur 
program will be contributed by 
John P. Finsland, public relations 
director of Shell Oil Co.’s Detroit 
division. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data 
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ANOTHER FIRST FROM BENDIX— 


Bendix Products 


ANOTHER MONEY MAKER FOR YOU! 


Now YOU can sell your customers power braking—the great, new, 
fine-car feature that’s making automotive history! The brand new 
Bendix Passenger Car Power Brake—the result of many years’ 
intensive research by Bendix brake engineers—makes this possible. 
Using the proven operating principles of the Bendix* Hydrovac*— 
the world’s most widely used truck power brake—the Bendix 
Passenger Car Power Brake is designed and engineered to fit every 
car make. Join the Bendix brand wagon now and get your share of 
the highly profitable power brake business! 


*REG. U.S. PAT. OFF. 
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Worcester Dealers Aid Driver Training— 

A 1953 Chevrolet and a Ford were presented to their City’s high schools by the 
Worcester (Mass.) New Car Dealers Assn. for use in the driver-education program, 
according to Charles M. Maykel, president. 


| 





Wondering how new-car and truck production and sales are making out? AUTOMO- 






| position threatens 
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Truck Drivers Shun Test 


Jersey Exam Would Cost Hundreds Their Jobs, 


Teamsters Council Complains 


TRENTON, N. J. — Union op- 
to block the 
operation of a _ precedent-setting 
1953 New Jersey State law re- 
quiring physical, mental and driv- 


*\|ing tests for trailer-truck drivers. 


State Motor Vehicles Director 
William J. Dearden announced 
plans for a series of examinations 
this fall and winter in order to 
have the state’s 15,000 heavy- 
truck drivers tested by Apr. 1, 
when they will be required by the 
new law to have special licenses. 

Because of the opposition of the 
New Jersey AFL Teamsters Joint 





the first driving test Oct. 3 in Man- 
ville. 

“We take full responsibility for 
the failure of the men to appear,” 
said Edward Slater, of Newark, 
president of the council. “We are 
not against any law or regulation 
designed to promote highway 
safety. This law will not accomplish 
such a program.” 

Recalling that the Teamsters’ 
council at its September  con- 
vention had authorized a strike of 
44,000 New Jersey truck drivers, 
warehousemen and helpers Apr. 1 
if the special licensing law is not 
amended or revised by that time, 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the |Council, however, only one truck | Slater said: 


automotive industry, every week throughout the year. 


owner and his driver appeared for 


“There has been no change in 


| BendixPASSENGER CAR 


[FIELD INSTALLATION ! 
















.. 2.2 A Modom Packaged Installation. 


Designed by mechanics for mechanics, this 
compact installation package contains every- 
thing you need to install the Bendix Pas- 
senger Car Power Brake. And installation is 
quick and easy. No special tools or equip- 
ment required. A simple, easy-to-read Instal- 
lograph, with instructions keyed to package 
contents, is included with every unit. 


r-—-Contact Your Nearest--—1 
Bendix Distributor 


! 
| 
I 
Your Bendix Brake Distributor will show you how | 
easy it is to get into the big-demand power brake | 
business. In addition, he'll give you.a hard-hitting | 
sales and merchandising plan that will start building 4 
power brake sales for you right away. | 
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the Teamsters attitude, The law 
in our opinion is discriminatory 
and unfair to the truck drivers in 
this state. Hundreds of tractor- 
trailer drivers will lose their jobs, 
drivers who have proven over 
many years that they are capable 
and efficient workers.” 

Contending that the trucking in- 
dustry will suffer under the law in 
a couple of years, Slater said that 
there is nothing in the law to pro- 
vide for training prospective trailer 
drivers, 

“As a matter of fact, as the law 
now stands,” he said, “any one 
seeking to train a driver will violate 
the law.” 


Book Published 


For Novice in 


Auto Mechanics 


NEW YORK.—A book to provide 
beginners in the automotive field 
with an understanding of the con- 
struction and operating principles 
of the modern motor vehicle, “Au- 
tomotive Mechanics,” by Joseph 
Heitner, has been published by D. 
Van Nostrand Co., Inc., 250 Fourth 
Ave., New York 3. 


The book is divided into eight 
units, and includes information on 
up-to-date methods of maintaining 
and repairing autos, and scientific 
ways of diagnosing troubles. Heit- 
ner is with the department of auto- 
motive mechanics of New York’s 
High School of Science. 


First of the eight units is con- 
cerned with the history and opera- 
tion of the auto, as well as vehicle 
assembly. Other sections cover the 
power plant; bearings and lubrica- 
tion; fuel system; cooling system; 
electrical system; power train, and 
running system. 


While the book suggests service 
procedures and methods of trouble 
shooting, no attempt is made to 
instruct the student in detailed 
renair procedures. It is urged that 
before making any adjustments or 
repairs, the student should refer 
to factory service manuals. 

Three chanters are devoted to 
semi-automatic and automatic 
transmissions. There is another on 
the history and operation of Hy- 
dra-Matic, and the third chapter is 
on torque-converter types. 

The 501-page book contains iI- 
lustrations and schematic drawings. 
Tt is priced at $6. 


The Bia Crank 
40 Millionth Starter Made 


By Auto-Lite 


TOLEDO.—Assuming the aver- 
age auto engine is cranked eight 
times a day, American motorists 
have been provided with 934,400,- 
000,000 starts in the past 41 years 
by Electric Auto-Lite Co. 


In 1912 the automotive in- 
dustry’s first single-unit, six-volt 
starting motor—a type that was 
to become standard—came down 
the production line of Auto-Lite. 

Last week, the 40 millionth 
electric starting motor was built 
and is now on exhibit at the main 
office in Toledo. 

Auto-Lite’s first starting motor 
was placed on the Abbott-Detroit 
automobile, the first customer of 
the company, It was accompanied 
by a generator, which Auto-Lite 
began producing in 1911, 

Other early customers of Auto- 
Lite were the Elkhart Carriage 
& Harness Mfg. Co., Michigan 
Buggy Co., Lexington Motor Car 
Co., Majestic Auto Co. and Pilot 
Motor Car Co, 

Two of Auto-Lite’s pioneer 
castomers are still in operation. 
They are Willys and Studebaker. 


DeSoto Groups of Calif. 


Hold Third Convention 


SAN FRANCISCO. — The DeSoto 
Dealers Assn. of Northern Cali- 
fornia was host to more than 40 
members of the DeSoto Dealers 
Assn. of Southern California at the 
third annual convention of the 
two groups in Pebble Beach. 

The southern delegation was 
headed by Doug Herrick, of Los 
Angeles, and A. H. Langridge, 
regional manager. Willard Karl, of 
Pasadena, was one of the main 
speakers. 

The keynote address was given 
by J. B. Wagstaff, DeSoto sales 
vice-president. 
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Instant hit from coast to coast... 


ALL-NEW HUDSONS 


Flight-Line Styling for the fabulous, new 1954 Hudson Hornet Four-Door Sedan 


HUDSON HORNET 


Nothing could outperform it before, nothing can touch it now 


oe 
1954 Hudson Super Wasp Club Coupe 


HUDSON WASP 


New lower priced running mate 
to the fabulous Hudson Hornet 


1954 Hudson Super Jet Six-Passenger, Four-Door Sedan 


HUDSON JET 


Best performance and economy in the lowest price field 
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Instant Action Engines New Flight-Line Styling 
with Super Induction 





New Perfected Power Steering* 
New Improved Power Brakes* 


New Salon Lounge Interiors 





Exclusive “Step-Down” Design Exclusive Monobilt Body-and-Frame** 


%& EXCLUSIVE TWIN H-POWER* 

%& EXCLUSIVE TRIPLE-SAFE BRAKES} 
%& NEW, FULLY AUTOMATIC DRIVES* 
%& ...PLUS MANY, MANY MORE! 


THE TREND IS TO HUDSON 


Hudson scoops the entire industry by presenting the first 1954 
cars in the U.S.—and few cars have ever received such instant, 
enthusiastic public acceptance! 


The reason is clear. Seldom have there been cars with such an excit- 
ing array of new features: Instant Action Engines with Super 
Induction; new Flight-Line Styling; new Salon Lounge Interiors; 
new Perfected Power Steering* and new Improved Power Brakes.* 


All this in addition to exclusive Hudson selling features, such as ‘‘step- 


That’s why Hudson dealers from coast to coast are not only in the 
enviable position of having cars that are an instant success, but 
of being able to sell competitively in 94° of the new-car market. 
Never were dealers in so strong a position. Never was such a posi- 
tion more desirable. 


If you want to get in on the ground floor in one of the best auto- 
mobile sales and profit opportunities in the business, look into the 
Hudson dealer franchise, right away. For complete information, 
write, wire or phone: C. A. J. Hadley, Sales Manager, Hudson 


down” design, Monobilt body-and-frame** and Twin H-Power!* Motor Car Company, Detroit 15, Michigan. 


**Trademark. Patented 


*Optional at extra cost on various Hudson models. tAvailable on various models at no extra cost. Standard trim and other specifications and accessories subject to change without notice 


OPPORTUNITY FOR HUDSON DEALERS 


Hudson offers new-car buyers more new and _ out of ten new-car buyers are prospects for 
exclusive features than any other car in an all-new Hudson. Here is a dealer oppor- 
any price field, including the lowest. Nine tunity that is unsurpassed in the industry. 
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By James D. Woolf 
Special Correspondent 
THIS column I have always 
insisted that advertising copy, 
whether national or local, should 
provide the reader (or listener) 
with adequate product facts. 

For example: “This chic suit for 
misses is made of finest quality 
rayon sharkskin, smooth, crisp, 
closely woven like a worsted fabric, 
crease-resistant. Lined in fine rayon 
crepe. Jacket has long, tapering 
lapels, padded hips. Narrow skirt 
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Salesense in Advertising 
Tested Ideas for Small Business 


has back kick pleat, smooth Talon 
zipper placket.” 


But we must never forget that 
people, both men and women, buy 
with their hearts as well as their 
heads. When a wife complains to 
her husband that, “I have abso- 
lutely nothing to wear at the party 
tonight,” her protest is an emo- 
tional one, The fact is that she has 
a dozen pretty dresses hanging in 
her clothes closet, but she is anx- 
ious to outshine Mrs, de Smyth who 
has been acting uppishly lately. 


At this moment factual product 
information isn’t her No. 1 concern. 

Howard Abrahams, 2 manager 
on the staff of the National Dry 
Goods Assn., tells us of a test 
that was made by the NDGA in 
collaboration with New York Uni- 
versity, 


Two signs were alternated on a 
department store counter under 
identical conditions. One said: 

“Gold Metal Belts, 98 cents.” 

The other said: 

“Brighten Your Ensemble. Gold 


Metal Belts, 98 cents.” 

The second sign sold 24 percent 
more of the belts. The reason is 
clear. The added phrase, “Brighten 
Your Ensemble,” was not an item 
of product information. It implanted 
an emotional idea in the conscious- 
ness of women shoppers. An ensem- 
ble that outshines Mrs, de Smyth’s! 


* + * 


Cultural Approach 


STORY is told of a New York 

department store that found it- 
self unable to dispose of a stock 
of cheap pianos. Advertisements 
that told the merits of this particu- 
lar piano—facts about its construc- 
tion, its beautiful finish, its sweet 
tone, its exceptionally low price, 
etc.—brought no results. 


Then one morning the newspa- 
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with fast talkers 


u 


Time was when fast talkers could hypnotize me into buying’ 
undercoats that claimed “everything plus."’ But not any more! 





| just wait ‘em out and then tell em slowly, "I'm using undercoats 
em aa me eet tl ee Ma tp 
Mee a 
‘ OT eae el elite rls) Sa ne 
a Filling qualities can't be beat. | get fast, fast drying so my 
ait sanding is far easier. And man, you've never seen such 
excellent color holdout! What happens? Martin-Senour 
gives me the balanced-formula primer surfacers that make 
my customers boast rather than ‘beef’!”’ 


ONE B 


Excellent Best 
Maximum Fastest Easiest 
Filling Color 
be Adhesion i Guasettinn Wy Drying Wy Sanding Wi Holdout 
All Martin-Senour primer surfacers are guaranteed to i Si a 


contain no graphite. They have unexcelled resistance to. te 
moisture and humidity. They have the highest ae 


resistance to cracking of 


plus the finest adhesive qualities. Available in “Rotating- 


Flow” agitator drums. 


6252—Light Gray  6255—Dark Gray 6256—Red Oxide 


See Your N.A.P.A. Jo! 


MARTI 


LIGHT GRAY...DARK GRAY...RED OXIDE 


ALL MARTIN-SENOUR UNDERCOATS GIVE 
YOU THESE 5 IMPORTANT BENEFITS IN 


ALANCED FORMULA 


any undercoat on the mdrket 


A 












pers came out with an advertis:- 
ment displaying this headline: 
“Make Your Daughter, Mary, 4 
Lady.” The copy proclaimed tha‘ 
music was the soul of culture, the 

ability to play the piano was th 

acme of social finish and the secr« 

of popularity. It was a stirring ap- 
peal aimed not at the head but a‘ 
the heart. Twenty-four hours later 
so the story goes, every piano wa 

sold. 

People spend their money for 
this or that product in the hope 
it will do something for them, It 
may be said, in a sense, they don’t 
think of a product in terms of 
what it IS—but what it will DO. 


Often the most important thing 
it will DO is satisfy an emotional 
need. They bought the famous Five- 
Foot Book Shelf of Dr. Charles 
Eliot in the hope it would add 
charm and interest to their conver- 
sation. They buy ermine and mink 
as evidence of their wealth and 
importance. They buy scores of 
products just to be in the swim— 
such products are “the thing to do.” 

The late Lorin F. Deland, a fa- 
mous adman in his day, once told 
this story: 


Outshines Competitor 


GrE Saturday afternoon Deland 
noticed two shoeshine bovs, who 
were about the same age, standing 
on ovnosite sides of the street in 
Svringfield, Mass. So far as he 
could judge, equally large crowds 
of nedestrians were moving along 
on both sides. The boot blacks had 
no regular stand. Each had his box 
slung over his shoulder and, stand- 
ing on the curbstone, solicited pass- 
ershv to ston and have a shine. 

Each boy had one call, a method 
of vocal solicitatinn repeated at 
regular intervals. The two calls 
were entirelv different, but each 
was composed of just four words. 
Neither of the bovs ever varied his 
call. Yet one of these bovs, by the 
necuiiar nature of his call, seemed 
to be getting twice as much busi- 
ness as the other, and Deland 
watched them for a long time. 

The crv of the first hov was 
“Shine your boots here!” The cry 
of the second hov was “Get vour 
Sunday shine!” It was then Sat- 
urdav afternoon, and the hour 
was four o’clock. 

The first boy offered merely a 
“product.” The second boy offered 
an idea. 

Here were crowds of people hur- 
rying bv with bundles under their 
arms, Where were they going? 
Home, of course. What was in those 
bundles? New clothes in some of 
them. The next day would be Sun- 
dav and these folk would dress up 
in their Sundav finery, go to church, 
visit with their friends, court their 
best girls, have the preacher for 
dinner. 

These people, reasoned the second 
boy, have a hankering to look their 
best on Sunday. A shine wasn’t 
merely a “Gold Metal Belt.” So he 
shouted out to the passersby what 
his “product” would do for them— 
namely, brighten their Sunday en- 
semble. The simple call “Sunday 
shine” was enough to get over the 
idea, 

By all means, include adequate 
product information in your adver- 
tising copy. But try hard to include 
an emotional twist when possible. 


New Air Delivery 
Cuts Shipping Cost 


NEW YORK.—United Parcel 
Service last week began offering 
coast-to-coast air delivery for 
packages at rates substantially 
lower than air express or air parcel 
post. 

The service is handled through 
United Parcel’s subsidiary, United 
Parcel Service-Air. It links ship- 
pers and customers in New York, 
Philadelphia, Detroit, Chicago, Los 
Angeles and San Francisco. 

Charges on a five-pound package 
between New York and Los 
Angeles, according to Patrick J. 
Hart, Service- Air vice-president, 
are $1.80, compared with $5.77 for 
air express and $4 for air parce! 
post. 





McGuinness Upped 
Robert S. Vordenberg, of Vorden- 
berg Chevrolet, Cincinnati, has an- 
nounced the promotion of Robert 
H. McGuinness to sales manager. 
McGuinness joined the Vordenberg 
sales staff four years ago. 
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The lowest priced good bumper jack on the market... 


~“™" Cheaper ly the Lazen! 
ho F0 


BY THE WORLD’S LEADING JACK MAKER! 













EACH...BY THE DOZEN! 


ei ig it a enn eee an 





Here’s the greatest jack buy in years. . . the “420”... . designed and 
produced by the world’s leading jack maker—and they’re cheaper by the dozen. 













A RADNER ee A AN i eg tein so a panmetibainetinbnitipelenittinn: 
eae —— S meter ORD ee MP Rte Nm? Near pte ame me 


— Your cost $4.55 each in single lots—but only $4.20 each in lots of 12. 
Low Height You save $4.20 by-the-dozen . . . just like getting one jack free! 
514 inches 
Raise . .. and don’t be fooled by the $4.20 price tag. The “420” is low in cost but 
23% inches it’s high in value . . . with its durable “rigid tube’’ rack bar and mechanical 
Overall Height ratchet lifting mechanism proved on literally millions of jacks. 
28'e inches 
Color—Black One model fits all cars . . . handles Lincolns, Chryslers and Cadillacs with the 
i me same ease and stability that raises Fords, Chevys and Plymouths. 
niversa 
Handle Give your car buyers a break . . . put a good bumper jack in the trunk. 
One Piece 


WALKER MANUFACTURING COMPANY OF WISCONSIN +- RACINE, WISCONSIN 





Case Lot—12 


Jacks, Exhaust Silencers, Oil Filters 
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FOB FACTORY 
Army Ordnance Flexes 
Its Newest Muscles 


ae auto industry still has a big stake in Uncle Sam’s 
| defense plans, despite much recent talk about contract 
cancellations. Although several aircraft, aircraft engine and 
/tank programs have been slowed down or withdrawn, the 
| volume of defense business is still large. 


. Vv : © = _ = 
This was evident at a |new design features the Willys F- 


demonstration for the Army | head engine. 
Ordnance Assn. held at the; Willys also is building a new 
Aberdeen (Md.) Proving Ground| #™bulance. This has essentially 


OP aaa the ; Me Pa he Ssis qd 
recently. The latest types of Army| {Mf ,s"mme chases as the, Jeep 








New K-W Distributor in Arizona— vehicles were paraded before the vehicle is designed to evacuate 


Ray Korte Kaiser-Willys, Phoenix, has been franchised as a distributor for all Kaiser- offered an opportunity both to 
Willys products. Seated (from left) are partners R. E. Korte jr. and R. E. Korte sr. identify the builder of the vehicle 
Standing: Charles G. Riebeling, wholesale manager, and Ken S. Moyer, K-W assistant and to learn about significant engi- 


5,000 guests of the association. This| wounded from the front lines 
where its excellent maneuver- 
ability is valuable. The ambulance 
carries two litters and can hold 





western regional manager. neering changes since the end of} a third if necessary. 
B ; World War II. Dodge is building an improved 
Parsons Buys Firm The latest postwar Jeep, built by| light cargo truck with increased 


Parsons Implement Co., Ford| Parsons, Henry Smith, former Willys, has new body lines, more} riding comfort, all-weather cab and 
Tractor dealership in Parsons,| owner, will devote all his time to horsepower, longer springs, larger|a fully sealed electrical system. 





Kans., has been purchased by Alex} his feed and seed business. tires and a roomier interior. The The Dodge-built ambulance is de- 
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NOW YOU CAN KNOW THE MAKE AND GRADE 
OF BRAKE LINING ON THE SHOES YOU BUY 





You have a right to know, when you buy exchange brake 
shoes, that you will get exactly the quality of lining you ordered! 

You will know when you buy Grizzly-lined shoes! For your ¢ 

Grizzly Distributor now clearly brands each shoe with the Bear in Mind “ .., Ask for 

Grizzly name and the Grizzly grade! 

This complete product identification is only one of the services 

you can get from your Grizzly Distributor. He brings you also 

the most expert workmanship and fast, dependable service. And Q 

he carries a complete stock of the finest brake linings on the BRAKE LINE eG 
market—Grizzly SAFTIBOND-SYNCRO or SAFTIBOND-SILVERTIP 

for bonding . . . and Grizzly SyNcro or SILVERTIP drilled and Nationally Advertised !...Grizzly backs you up 
countersunk sets for riveting. peer a maa picasa — ee busi- 
Get what you pay for—buy "em branded from your Grizzly Post wal Gate aad with the pt dh One 
Distributor! Grizzly Manufacturing Company, Paulding, Ohio. merchandising program. 


SCPE ORE EOE EHH BEDE EEE EES 


Bs 


Grizzly Drilled and 
Countersunk Sets 
Silvertip for deluxe 

or severe service ... 
Syncro-Sets for standard 
duty. Individually boxed. 


Most Grizzly Distributors 
pack branded relined 
shoe sets in cartons, 
labeled with FMS Set No. 
and lining type. 








signed to provide a highly mobil... 
fully equipped ambulance to evac 
ate patients from forward aid 
stations to airstrips and rear-ares 
hospitals. 

+ * * 


Reo’s Contributions 
EO’S Eager Beaver, a postwa 
development, provides a 2%-to: 


{|tactical cargo truck. Increase: 


power and mobility, greater pay 
load capacity and a larger, mor: 
comfortable cab are features of 
this design. 

Reo also is building a 2'-ton, six 
by-six cargo carrier, equipped with 
flat cargo beds and a variety of 
other ordnance bodies. 

The companion vehicle, built 

by GMC Truck & Coach, has a 
145-horsepower engine, driving 
| through a MHydra-Matic trans- 
| mission, This truck provides 
| eight forward and two reverse 
| speeds. There also is a _ dual- 
| wheel version of this vehicle. 


Diamond T, International Har- 
vester and Mack are building large 
trucks in the  five-ton-and-over 
class. Some of these vehicles have 
single tires and power steering. The 
|new ordnance five-ton truck has 
eliminated the four-ton, six-ton and 
7%-ton classes of World War II. 


A new five-ton, six-by-six carrier 
built by GMC has a new engine and 
features ease of operation, im- 
proved riding quality and increased 
cross-country ability. It replaces 
some of the track-laying vehicles 


in the combat zone. 
* ~ * 

|Mack Using V-8 
——- is powering a 10-ton and a 

15-ton truck-tractor with a V-8 
|}engine. These heavy truck-tractors 
and semi-trailers are designed 
primarily as tank transporters to 
deliver tracked vehicles overland to 
the combat zones. 

Pontiac, of course, is building the 
M76 cargo carrier amphibian. 
|Called the Otter, this vehicle has 
|been tested extensively in Alaska 
|and Fort Churchill, Canada. Capac- 
| ity is three times that of the World 
|War II Weasel. International Har- 
| vester is building a large cargo 
|tractor for the 155-millimeter how- 
| itzer. 
| A new vehicle of considerable 
| interest is a lightly armored 
| personnel carrier. Equipped with 
| two GMC engines, the vehicle 
| will operate, if required, on a 
| single engine. 
| International is one of two con- 
|tractors building the armored in- 
|fantry M75, a new vehicle de- 
signed to replace the World War II 
half-track vehicles. Armor resists 
small-arms fire. 





co 7. * 
Simplicity Urged in Design 
Of Automatic Equipment 

ROCHESTER, N. Y.—Engineers 
designing automatic equipment 
|were warned against losing sight 
lof the virtue of simplicity by Otto 
|Svoboda, sales manager of E. W. 
'Buschman Co., Inc., Cincinnati, 
'who addressed a meeting of the 
|American Society of Mechanical 
| Engineers here. 
| “If a simple electric controller or 
|limit switch will do it, don't insist 
|on electronics,” he said. “If the 
|movement can be accomplished by 
a simple lever arm mechanism, 
don’t use hydraulic, air or electric 
|}energy. Remember, each additional 
moving part, in any equipment, 
adds cost, maintenance and service.” 

Svoboda added that much of the 
| progress in automation would come 
|from conveyor engineers who found 
|new ways of automatically moving 
|materials and positioning them for 
processing. 


Green-Tint Glass 


Available on Reos 


| LANSING, — Green-tinted Solex 
glass, which relieves glare and is 
said to reduce solar heat up to 50 
| percent, is now available as option- 
lal equipment in all Reo Motors 
truck cabs. 

A. N. Schuppert, Reo sales engi- 
neer, said despite its heat-absorb- 
ing qualities, Solex tinted glass 
admits about 75 percent of the total 
sunlight. 


Erdelac Changes Make 

Joseph M, Erdelac, Studebaker 
dealer since 1946 and immediate 
past president of the Cleveland 
Automobile Dealers Assn., has 
switched to Mercury. 
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Watch for this four-color, half-page advertisement in the 
November 14 issue of the SATURDAY EVENING POST. 





AUTOMATIC MERCHANDISING AIDS AVAILABLE 


IN COMPLETE SHELF-TO-CAR PROGRAM 





BUT— 


Here it is—A Real Honest-to- 
Goodness Successful Sensation 





Your business and mine are full of so-called 
“sensations.” They're announced nearly 
every day. No doubt you're as tired of 
reading about them as I am. Nevertheless, 
when I've got a success on my hands like 
Cushion Topper, there’s no other way to 
describe it. 


CUSHION TOPPER !S ALREADY 
ONE OF THE FASTEST SELLING 
AUTOMOBILE ACCESSORIES. 


“In more than 30 years in this crazy busi- 
ness, I've never seen a greater ‘natural’,” says 
a manufacturer's agent. 


“Cushion Topper is so good, I doubled my 
first wild estimate. That's the reason for 
the size of the enclosed order.” From one of 
the largest car dealers on the West Coast. 


“It's dynamite,” says a Parts and Service 
executive of one of the “big three” car 
manufacturers. 


WHY HIDE AMERICA’S BEAUTIFUL 
CAR INTERIORS 


The trend in automobile seat covers has 
been away from their sale to new car buy- 
ers. I've been watching it for some time, and 
it makes sense. America is producing the 
most beautiful car interiors in the world. 
Why cover them up? 


Cushion Topper doesn't hide interior 
beauty, yet provides protection where it’s 
needed most—on the car cushion. Car 
owners can keep their upholstery new and 
beautiful, and yet not hide interior styling 


WHAT'S UNDERNEATH?— 
THANA FOAM! * 


Thana Foam makes it new, different, beauti- 
ful and comfortable. Cushion Topper's 
porous, foamed latex is permanently fused 
with smooth, Aero-Twill Rayon. They can 
never separate. The Thana Foamed latex 
base provides a cushion of thousands of 


*Andrews Alderter Company Process 


Mr. Dan C. Larkin, President 
THE CREST COMPANY 
§735 Cass Avenue 


tiny air bubbles. Thana Foam air-conditions 
the ride, stays cool, fresh and inviting. With 
every change of position, tiny cells refill 
with air, assuring maximum comfort. 


SLIDE IN—-SLIDE OVER—SLIDE 
OUT—NO CLOTHING DRAG 


Cushion Topper’s smooth surface lets car 
drivers enter and leave on the curb side, 
the safe side. The Thana Foam grips the 
upholstery; will not creep, slip or slide when 
installed. It's tailored for a smooth, snug fit. 


SPONGES CLEAN IN SECONDS 


Cushion Topper can be sponged free of dirt 
or stains in or out of the car. Children and 
pets can now have more freedom. Cushion 
Topper gives you a clean cushion to ride on 
—summertime, wintertime, anytime! 


SIX HARMONIZING COLORS 


Cushion Topper is available in grey, green, 
blue, brown, black and maroon, to match all 
car interiors. With such color variety, 
Cushion Topper blends harmoniously and 
becomes a part of the car's interior trim. 
Installed in seconds; no skilled labor is 
required. 


Already, thousands of car dealers across 
the country are finding Cushion Topper 
one of the most successful accessories 
they've ever handled. There’s no doubt 
about it, Cushion Topper is a sensational 
success. If you haven't yet been supplied 
with all the details, I'll be glad to send them 
promptly upon receipt of the coupon below. 


Sincerely, 


aw 6 forks 


DAN C. LARKIN 
President 





THE CREST COMPANY 


Ad Seale A pang tentnts 
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Crest Cushion Topper dealers are supplied with one of the most complete Detroit 2, Mich. . 
merchandising programs in the industry. Individual, attractive package, ad . ; 
reprints, 7-color floor and counter displays, window streamers, etc., are all “Cushion Topper looks good to me. Send me the details.” ° ' 
available to speed the profits you'll get selling Cushion Topper. This mer- a j 
chandising program has already been pre-tested in thousands of outlets across Vili : 
the country. Continuous advertising like the SATURDAY EVENING POST NE eres . SS ae — ° 
half-page shown above builds-up demand and pre-sells the prospects that ails WN a cancsessnihstieernsnettiniltelbigteiediloiataiiie ae. ° : 
come into your dealership every day. ; 
; . ‘ : Dealership (Cars Handled ) ee 4 ee . 
“Cushion Topper” requires only a small investment in stock. Three basic ‘ ; 
colors will comprise 90% of your sales. Few Part Numbers—No Obsolescence Address —— ee . : : ; F e ; 
—makes for quick turnover. New Car Sales—Parts—Service. Fill out the = : ° : 
coupon at right and return immediately. Full information and samples will Nts - Zone__ State - - - ‘ : 
be sent within 48 hours after your request is received. (1 Include one sample Cushion Topper at regular dealer discount. . 





arena 
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Plymouth Dealers Meet in North Carolina— 


More than 500 Plymouth dealers and salesmen from North and South Carolina 
gathered in Charlotte, N. C., last week to preview features and advertising plans for 
1954 cars. Speakers included (from left), Albert Stanley, Smithfield (N. C.) dealer; 
J. A. Lawson, eastern zone manager; Penn Marshall, Raleigh (N. C.) dealer; Oliver L. 
Williford, Wilson (N. C.) dealer, and J. H. McDonald, of Atlanta, regional manager. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
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‘New Things’ Held Vital 


N. Y. City Bank Says Manufacturers Must Change 
Products, Designs and Methods 






NEW YORK.—“If the needs of 
American families are to keep the 
factories busy, manufacturers must 
give them what they want at 
prices which they will be able and 
willing to pay,” the National City 
Bank of New York asserts in its 
| Business Letter. 

“The requirement,” the letter 
declares, “is for new things, at- 
tractive designs, efficient pro- 
duction and labor effort to cut 
costs and prices, and effective 
selling.” 

The periodical says that although 
it’s a truism that human wants 
are never fully satisfied, specific 
markets, nevertheless, become at 
least temporarily saturated and 
readjustment is required. Part of 
the needed adjustment is a shift 
of product, to things that will sell, 
and part is a stiffening of com- 
petition, putting pressure on higher 
cost facilities and leading to re- 
tirement of obsolete productive 
equipment, the letter adds. 





automotive industry, every week throughout the year. 


** Wonder Drug” 
cleans and 
quiets motors! 





only product of 


its kind wins praises of 


car dealers, 
car owners! 


From Alemite—greatest name in lubrication—comes 
CD-2, the new miracle product that can double 
trouble-free motor life when added to motor oil. 

Thoroughly tested under all conditions, Alemite 
CD.-2 is sold with an absolute, unconditional money- 

















“ALEM iT 


r. 
REG. U6. PAT OF 















CONCENTRATE 


oll 
Add it to the Mot?! 


FOR CARS, TRUCKS, TRACTO 


cp-2 
Alemite CD-2 


. , CONSISTENT 
Buiids Repeat Business, HARD-SELLING 
Brings Customers Back! NATIONAL 


Alemite CD-2 gives you a new way to 
maintain customer contact. Gives you a 
chance for more service volume, because 
you sell a can with every oil change. 


Contact your Jobber or 
Alemite Distributor... NOW! 





1S BACKED BY 


ADVERTISING 


Business Letter says, “The possi- 





Doubles car 
motor life. 


back guarantee, 


tection of vital parts. 


valve lifters. 









valves and pistons. 


7. Keeps new motors new. 


ALEMITE 





Alemite CD-2 is not to be confused with 
any product now on the market! 
Don’t think of substitutes as being 
CD-2. There is nothing like it. CD-2 will not 
disappear or fade in a few miles; is absolutely 
harmless to car motor. With good oil—it gives 
a heavier, longer lasting film for longer pro- 


1. Can double trouble-free motor life. 
2. Frees sticking and noisy valves, rings, hydraulic 


3. Dissolves and removes lacquer-like deposits on 


4. Eliminates rust and bearing corrosion, absorbs 
moisture caused by condensation within motor. 


5. Eliminates damaging crankcase sludge. 
6. Gives oil extra wear-resistant quality. 


bility of such adjustment should 
not inspire dread. The immense 
historical progress which mankind 


|has made in its standard of living 
|can be ascribed in last analysis to 


finding ways to produce and dis- 
tribute better and more cheaply. 
This is the inevitable effect of new 
capital investment, and of the com- 
petitive forces which constantly 


Georgia Ends Tax 


On Training Cars 


ATLANTA, Ga.—An administra- 
tive order exempting automobiles 
used by public schools for driver 
training from Georgia’s 3 percent 
sales and use tax has been issued 
by Albert Dozier, director of the 
sales tax unit. 


Dozier said dealers who provide 
the cars for schools had objected to 
paying the tax. He said some 180 
cars are now in use in the driver- 
training program, 





Cures sticky valves 
and hydraulic 
valve lifters! 





CD-2 cleans car motor—keeps it clean! 
10 years of research and millions of miles of tough 
road testing show these dramatic results: CD-2 keeps 
motor clean—clean of all deposits that cause faulty 
performance, gradual wearing out of vital motor 
parts, loss of power and—finally— breakdown! 








“just like” 




















1826 Diversey Parkway 
Chicago 14, Illinois 









work to reward the most efficient 
producers. 


A readjustment of this kind, 
lowering cost and improving ef- 
ficiency, the letter asserts, will pave 
the way for a more marked rise in 
living standards and the greater 
the success of cost-cutting efforts, 
the stronger the hope that 1954 
will bring no more than minor 
recession. 


Viewing the over-all economic 
situation as “plainly strong,” the 
bank reports that money is not 
as tight as many expected it to 
be, and fears that even sound 
and desirable business capital ex- 
penditures might be blocked by 
money shortages are no longer 
acute. 

“By all the signs,” the letter con- 
tinues, “declines in plant and 
equipment expenditures will be 
moderate. There are important sus- 
taining influences in_ residential 
building, including increasing size 
of families, continued shifting of 
population and the development of 
a replacement demand for better 
homes.” 

“Finally,” the bank concludes 
“changes in the money markets 
during the summer indicate that 
while the monetary authorities 
have been interested in putting the 
brakes on inflationary expansion, 
they are equally concerned to avoid 
enforcing deflation.” 


Lubrication Parley 
Next Week Will 
Stress Marketing 


KANSAS CITY. — Emphasis on 
marketing problems, rather than 
on technical subjects, will highlight 
next week’s annual meeting of the 
National Lubricating Grease 
Institute. The parley is set for Oct. 
26-28 at Chicago’s Edgewater 
Beach Hotel. 

For the first time, a Canadian 
organization will be heard on the 
program, with Ole Berg jr., presi- 
dent of British American Oil Co., 
Ltd., making the opening address. 
His subject will be, “Oil Affects 
Everything.” 

Strictly from the marketing 
standpoint will be the address of 
another industry leader, W. H. Gar- 
bade, Deep Rock’s president, who 
will discuss “Your Obligation to 
Marketing.” Seven technical papers 
will be delivered on subjects cover- 
ing various phases of the manu- 
facture or application of lubricating 
greases. 

The technical committee symposi- 
um will be everything but technical 
this -year. The general subject will 
be the dispensing of lubricating 
greases in service stations and 
garages under the industry slogan, 
“Lubricate for Safety Every 1,000 
Miles.” The record crowd already 
registered will hear five discussions 
covering this subject. 

Opening this session will be W. 
B. Rice, director of service for 
Plymouth, who will give the auto- 
mobile manufacturer’s viewpoint. 
Other looks at the subject will be 
given in 15-minute discussions. 


Polish Firm Builds 
New Calif. Plant 


PASADENA, Calif.—Construction 
has begun here on a plant for pro- 
duction of Meguiar’s Mirror Glaze 
line of automobile, furniture and 
aircraft polishes. 

Located at 365 N. Foothill Blvd., 
the new building will cover 10,000 
square feet and will be completed 
by the first of the year, according 
to Maurice Meguiar, director of 
sales of Mirror Bright Polish Co. 

The company was founded in 
1901 by the late Frank Meguiar jr. 
Operating it now are three sons, 
Maurice, Malcolm and Kenneth. 

The company has representatives 
in major cities and an eastern di- 
vision headed by A. B. LaFleur, 
Washington. Headquarters will con- 
tinue to be at 910 E. Colorado S&t., 
Pasadena, until the move is made 
to the new plant, officials said. 


Crowley Gets Deal 


P. J. Crowley has been granted a 
Chevrolet franchise in Providence, 
succeeding Bennett Chevrolet 
Crowley, who will operate under 
the name of Crowley Chevrolet Co., 
formerly was in the legal depart- 
ment of General Motors. 











AUCTION NAME 
Aptco Auto Auction 
Baize & Flippo Auction Co. 
Baker Auto Auction 
Brookpark Auto Auction 
Brower Auto Auction 
Capitol Auto Auction 
Cofield, Auction 
Columbus Auto Auction 
Columbus Auto Auction 
Concord Auto Auction, Inc. 
Decatur Auto Auction 
Dixie Auto Auction Sales 
Dixie Motors Auto Auction 
Red Farmer's Auto Auction, Inc. 
Greater Shreveport Auto Auction 
Grand Rapids Auctions, Inc. 
Doc Greiner Auction 
Indianapolis Auto Auction, Inc. 
Don Kelly's Auto Auction 
Lapiner’s Auction Co. 
Louisville Auto Auction 
Maney Auto Auction 
Mauldin Auction Sales, Inc. 
Middle Georgia Auto Auction 
Moline Auto Auction 
Monroe Auto Auction, Inc. 
Montgomery Auto Auction 
Montpelier Auto Auction Co. 
Muncie Auto Auction 
Nashville Auto Auction, Inc. 
Quincy Auto Auction 
Owosso Auto Auction 
Rockford Auto Auction 
Slaton Auto Auction 


Cliff Soderberg Auto Auction, Inc. 


Southern Auto Sales 

E. M. Stafford, Inc. 

Tinnin Auto Auction 
Tri-State Auction Co. 
Tri-State Auto Auction, Inc. 
West Kentucky Auto Auction 
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ADDRESS 


19241 Dix-Toledo Hyw., U.S. #25 Melvindale, Mich. 


North Locust Ave., Lawrenceburg, Tenn. 
Gulfport Airport, Gulfport, Miss. 
13315 Brookpark Rd., Cleveland, Ohio 
Old Airport, Route 40, Richmond, Ind. 
4365 Florida Ave., Baton Rouge, La. 
Boaz, Alabama 

2603 Cusseta Road, Columbus, Ga. 
662 East Broad St., Columbus, Ohio 
29 Sudbury Road, Concord, Mass. 
Highway 48, N., Decatur, Illinois 
217 Gadsden Road, Birmingham, Ala. 
718 Angier Ave., Atlanta, Georgia 
1010 S. State St., Jackson, Miss. 
1310 N. Market St., Shreveport, La. 
0168-M21, Jenison, Michigan 

714 Huron Street, Toledo, Ohio 
4501 West 16th St., Indianapolis, Ind. 
West Lytle St., Murfreesboro, Tenn. 
125 So. Delaware, Mason City, lowa 
3601 S. 7th St. Road, Louisville, Ky. 
Jordon Lane, Huntsville, Ala. 

1227 New Buncombe, Greenville, S. C. 
Eastside Highway, Macon, Georgia 
4216—23rd Avenue Moline, Illinois 
Highway #80 Monroe, Louisiana 
729 N. Court St., Montgomery, Ala. 
Route #1, Montpelier, Ohio 

3344 So. Madison St., Muncie, Ind. 
1406 Lebanon Rd., Nashville, Tenn. 
3200 Broadway, Quincy, Illinois 
1450 E. Main St., Owosso, Mich. 
6402 Forest Hills Rd., Rockford, Ill. 
U. S. Highway 11, Cleveland, Tenn. 
13th and Locust Sts.. Omaha, Nebraska 
Route 5, Warehouse Point, Conn. 
2615 Wilkinson Blvd., Charlotte, N. C. 
Buckwalter Stadium, Meridian, Miss. 
3021 Front St., Fargo, N. Dakota 
Valley Springs, S. D. 

Chestnut at W. 12th St., Murray, Ky. 
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AUCTION DAY 
Wed. & Fri. 
Tuesday 
Thursday 
Tuesday 
Wednesday 
Friday 
Monday 
Thursday 
Thursday 
Mon. & Fri. 
Monday 
Monday 
Tues. & Fri. 
Wednesday 
Thursday 
Tuesday 
Thursday 
Wednesday 
Thursday 
Wednesday 
Tuesday 
Friday 
Tuesday 
Wednesday 
Monday 
Tuesday 
Wednesday 
Monday 
Friday 
Wednesday 
Friday 
Thursday 
Thursday 
Wednesday 
Thursday 
Wednesday 
Wednesday 
Tuesday 
Thursday 
Friday 
Monday 
















































For 12 years now trade-ins have shown a profit. Right? 
But the story is changing fast. It begins to look more like 
the pre-war picture every day . . . when trade-ins were a 
sales expense, pure and simple. And the shadows on 
profit row grow a mite longer with every added pound of 
inventory. 


WANT TO MOVE THAT USED CAR INVENTORY? SAFE 
AND FAST? 


Move ’em through any Fidelity insured Automobile 
Auction. They’re geared for action, and guaranteed safe. 
Action plus safety, because everybody knows bad checks 
are made good at Fidelity Auctions. You accept the high 
bid because you know it’s a safe bid. Fidelity guarantees 
it. 


MR. AUCTION OWNER: 


Fidelity Bad Check Insurance is building volume for 
every Auction Owner it serves. It’ll pay you to learn all the 
facts. Write today, wire today, or call today 204 Stahlman 
Bldg., Nashville, Tenn. 





FIDELITY 
INSURANCE COMPANY 


OF TENNESSEE 
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Modern Motors Gets Nash Award— 


The 10-Point Select Dealer Award of Nash has been presented to Modern Motors, | 
Brownsville, Tex. R. M. Hendrixson (left), Dallas zone manager, turns the plaque over 
to Jim and Paul Wells, owners. 
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—=Coming Events= 





. | Dec. 3— Utah Automobile Dealers Assn. 
Dealer Conventions Newhouse Hotel, Salt Lake City. 
Oct. 17-19-- Arizona Automobile Dealers 
Assn., Hotel Westward Ho. Phoenix Dec. 4—Oregon Automobile Dealers Assn 
. Convention. Multnomah Hotel, Portland. 
Oct. 18-20 — Tennessee Automotive Assn. : 
Buena Vista Hotel, Biloxi, Miss. a convention, Miami 
Tt re May 10-11, 1954 — Missour’ Automobile 
n., Inc., Hote o » Marto Dealers’ Association Convention, Muehle- 
Oct. 25-27 -— Automobile Dealers Assn. of bach Hotel, Kansas City, Missouri. 
Alabama, Inc., Buena Vista Hotel, Biloxi, | Sept. 12-14, 1954—New York State Auto 
Miss. mobile Dealers’ Convention, Saranac 
Oct. 25-27 -- Florida Automobile Dealers Inn, Saranac, New York. 
Assn., Sheraton Beach Hotel, Daytone * * * 
Beach. 
Nov. 8-10—Automotive Trade Assn. of Vir- Dealer Auto Shows 
ginia, John Marshall Hotel, Richmond. Oct. 10-25—Southwestern Automobile Show, 
Nov. 9-11—Ohio Automobile Dealers Assn. Dallas, Texas. 
Hotel Commodore Perry, Toledo. Jan. 15-24—Southern California Auto Show 
Nov. 13-14—Montana Automobile Deale Pan Pacific Auditorium, Los Angeles. 
Convention, Finlen Hotel, Butte, Mont. Jan. 30-Feb. 7, 1954—Greater St. Louis 
Nov. 18—Automobile Trade Association of Automotive Assn., Inc., Exposition Hall 
Maryland annual meeting, Lord Balti- Kiel Auditorium, St. Louis. 
more Hotel, Baltimore, Md. Feb. 20-28—4Ist Detroit Auto Dealers As- 
Nov. 18-19 --. Oklahoma Automobile Deal- sociation Auto Show, State Fair Grounds, 
ers Assn. Mayo Hotel, Tulsa. Detroit. 
Nov. 30-Dec. 2—Idaho Automobile Dea! March 13- 21, 1954— Chicago Auto Show, 
ers Assn., Boise Hotel Boise, Id. Internati onal” Amphi theater. 










Smooth, Sure-Acting Bendix-Westinghouse Air Brakes 
Step-up Schedules, Safety and Profits on Rugged Runs! 


How would you like to help your truck customers shorten trip 
schedule time? Step up driver efficiency? Increase their margin 
of profits? Obviously, you would . . . and you can by simply 
taking a tip from the men who operate the big rigs over the 
rugged Rocky Mountains. Here, under the toughest, most 
demanding conditions, fleet records show Bendix- 
Westinghouse Air Brakes help answer all three questions. 
That's because these mighty brakes deliver the extra stopping 
power and performance that assure maximum control—anywhere, 
any time. As a result, unnecessary slowdowns are elimi- 
nated because drivers know they can stop. Thus, trip 
speeds can be increased, heavier payloads carried safely. In 
addition, Bendix-Westinghouse Air Brakes require less main- 
tenance—overhead comes down because trucks stay on the 
job instead of piling up expense in the shop. So just add 
up all the advantages. No matter what type trucks you manu- 
facture, give your customers the benefits of added performance 
and profits by specifying Bendix-Westinghouse, the world's most 
tried and trusted air brakes! 


Penn Gttinphows 


a" WORLD'S MOST TRIED AND TRUSTED 


AIR BRAKES 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY « ELYRIA, OHIO + BERKELEY. CALIF, 





7 
April 17-25, 1954 — Seattle Auto Show, 5 
attle Civic Auditorium. 
* 


General 

Oct. 19-23—National Safety Council Annu 
Congress, Conrad Hilton, Congress, Mc 
rison. Sheraton Hotel, Chicago. 

Oct. 19-23—National Safety Council (A 
nual Congress), Chicago, Illinois. 

Oct. 21-31—38th International Motor £ 
hibition Earls Court, London, Englan 

Oct. 25-30—-American Trucking Assn. ar 
nual convention, Hotel tatler, L 
Angeles, Calif. 

Oct. 26-28 — National Lubricating Greas- 
Institute Annual Meeting, Edgewate 
Beach Hotel, Chicago. 

Oct. 28-30—The American Society of Bod 
Engineers, Seventh Annual Technica 
Convention, Rackham Memorial Build 
ing, Detroit. 

Oct. 29-30—Society of Automotive Eng 
neers (International Production Meeting 
Royal York Hotel, Toronto. 

Nov. 1-2 -- Texas independent Automobile 
Dealers Assn.. Ninth Annual Convention 
Plaza Hotel, San Antonie, Tex. 

Nov. 2-4—Society of Automotive Engineer 
(National Transportation Meeting), Con 
rad Hilton Hotel, Chicago. 

Nov. 4-6—Society of Automotive Engineer 
(National Fuels and Lubricants Meet 
ing), Conrad Hilton Hotel, Chicago. 

Nov. 9-12 — American Petroleum Institute 
(33rd Annual Meeting), Conrad Hilton 
Hotel and Palmer House, Chicago. 

Nov. 9-12 — American Petroleum institute 
meeting, Conrad Hilton Hotel, Chicago. 

Nov. 16-18—American Finance Conterence 
20th Annual Convention, Palmer House, 
Cnicago. 

Dec. 8-9 — Automotive Service Industrie 
Executive Booth Conferences, Navy Pier 
Chicago, Illinois. 


1954 


Jan 9-13—7th Annual NADA Shop Equit 
ment Exposition, Portico Annex, Muni 
pal Auditorium, Miami Beach, Florida 

Jan. 9-13— NADA Truck Equipment Ex 
position, Miami Beach, Florida. (Held 
in connection with NADA convention.) 

Jan. 10-13—American Road Builders Assn. 
Annual Meeting, Chalfonte-Hadden Hall, 
Atlantic City, New Jersey. 

Jan. 11-13, 1954—Truck Trailer Mfgs. Assn 
Annual Convention, Boca Raton Hotel 
Boca Raton, Fla. 

Jan. 1-15 — Society of Automotive Engi 
neers (Annual Meeting and Engineering 
Display), Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 23-30 — Baltimore Automobile Show 
Inc., 5th Regiment Armory, Baltimore 


Md. 

Feb. 8-11, 1954— Automotive Accessories 
Manufacturers ot America Exposition 
Navy Pier, Chicago. 

Feb. 20-28—Second Annual World Motor 
Sports Show, Madison Square Garden 
New York City. 

March 2-4 — Society of Automotive Eng 
neers (National Passenger Car, Boay 
and Materials Meeting), Statier Hotel 
Detroit. 

March 4-7, 1954—Pacific Automotive Show, 
Seattle Civic Auditorium. 

April 5-7—American Society of Lubricatior 
Engineers, Netherland-Plaza Hotel, Cin 
cinnati, Ohio. 

June 6-11 — Society of Automotive Eng 
neers (Summer Meeting), Ambassado: 
and Ritz-Carlton Hotels, Atlantic City 


N. J. 

August 16-18—Society of Automotive En 
gineers (National West Coast Meeting) 
Los Angeles. 

Sept. 12-i6—Society of Automotive Engi 
neers (National Tractor Meeting) 
Schroeder Hotel, Milwaukee. 

Sept. 15-17— National Petroleum Assn 
(52nd Annual Meeting), Traymore Hotel 
Atlantic City, New Jersey. 

Week of Oct. 18 — Society of Automotive 
Engineers, (National Transportation 
Meeting), Boston, Mass. 

Oct. 18-22—National Safety Council, Chi 
cago, Illinois. 

Nov. 4-5—Society of Automotive Engineers 
(National Fuels and Lubricants Meeting) 
Mayo Hotel, Tulsa, Okla. 

Dec. 7 and 10—Motor & Equipment 
Wholesalers Assn. Convention, Conrad 
Hilton Hotei, Chicago. 

Dec. 8-9— ASI executive Booth Confer 
ence, Navy Pier, Chicago. 


Air Force Okays 
Buick-Built 
J-65 Jet Engine 


FLINT.—The Air Force has ap- 
proved the Buick-built Wright J-65 


jet engine for tactical flight oper- 


ations, Ivan L. Wiles, general man- 
ager of Buick, announced last week. 
Wiles was notified of the approval 
through the Air Material Com- 
mand at Wright-Patterson Air 
Force Base, Dayton, O. 

Approval of the engine for tac- 


tical use means it can be placed 


into regular operations by the Air 
Force, Wiles explained. 
Buick is building the B-3 model 


of the J-65 engine under a license 


agreement with the Wright Aero- 
nautical division of Curtice-Wright 
Corp., which developed the basic 
design of the American J-65, Olds- 
mobile manufactures the complete 
compressor rotor and turbine as- 


|sembly for the engine, while Har 


rison Radiator and Brown-Lipe 
|Chapin divisions of General Mo- 
|tors hold subcontracts for compo 


| nents. 


| 


The J-65 was developed from : 
| British design and is rated one of 
|the most powerful and efficient jet 
engines in the world. It has a 7,200 
pounds of thrust, equivalent to 13, 


|000 horsepower at high speed. 


It will be used in the Republi 
F-84-F Thunderjet and the Glenn 
L. Martin B-57A night intrude: 
bomber. Tests have already beer 
made in both planes. 

















TOPS OF “ORLON” 
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Newest sales-point for convertibles 


...tops that keep their good looks 
for Years 2 were 


CAN BE 
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*Tops of “Orlon,” tested in the contrasting climates of Texas 
and New England, are still in good condition after 34% years. 





made of sun-resistant, 
weather-resistant 


Du Pont ORLON 





Tops of ‘‘Orlon”’ acrylic fiber can give you the hardest hit- 
ting sales story you’ve had for convertibles since the push- 
button top! 

First, you can sell durability. The performance story of 
these new tops of “‘Orlon” is remarkable. They’re resist- 
ant to the weakening effects of the sun. In resisting sun- 
light, they overcome the chief cause of convertible-top 
failure. They’ll stand years of continual exposure without 
appreciable damage . . . last a long time. 

And you can sell good looks, too. These tops of ‘‘Orlon”’ 
are not only durable; they also stay neat-looking for a 
long, long time. Your customers will find they’re easy 
to clean, they keep their lustrous looks, are always smooth, 


even after repeated raising and lowering. 

Tops of ‘‘Orlon” are already optional equipment on 
some automobile manufacturers’ convertibles. Find out 
when these new tops will be available on the cars you sell. 
Ask about tops of “‘Orlon’’. . . tops that make convertibles 
easier to sell. 

NOTE: Tops of “‘Orlon”’ are not limited to the new-car 
field. You can arrange to have them installed on con- 
vertibles your customers are driving right now. These re- 
placement jobs carry a profitable mark-up for you and 
your installer. Call your installation shop about these new 
tops now! E. I. du Pont de Nemours & Co. (Inc.), Wil- 
mington 98, Delaware. 


® 
QUID ORLON :222- 


ACRYLIC FIBER 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Los Angeles Dealers Honor New Governor— 


Goodwin J. Knight (seated, third from left), new governor of California, was on his 
way by plant to address the directors and motor vehicle committee of the Los Angeles 
Motor Car Dealers Assn. when informed of Gov. Earl Warren's appointment to the 
U. S. Supreme Court. Thus, the Los Angeles auto dealers were the first ones to con- 
gratulate Knight upon his advancement from lieutenant-governor. Seated (from left), 
are Lonnie Hull, Dave F. Smith, Knight, Ray D. Wilson, Charles H. Elmendorf, Phil 
Johnston, Ted Wessen and Hamlin W. Nerney. Standing are Dan R. Ashcraft, Officer 
Charles Worrell, Lathrop G. Hoffman, Roy S. Carrington, Bob Alderman and Phil Hall. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





AUTOMOTIVE WASHINGTON 





BDSA Appointment 
Met with Surprise 


By William Ullman 

Washington Correspondent 

no to be outdone by President Eisenhower when he sur- 
prised most everyone by appointing James P. Mitchell 

to be secretary of labor, Secretary of Commerce Sinclair 
Weeks also pulled a surprise when he named Charles F. 
Honeywell to be administrator of the new Business and De- 


fense Services Adminis- 
tration. 
Most of us here would have 


given large odds that Courtney |; 


Johnson would be named to the 
post. And it is possible that Weeks 
also felt that way. 


There always was some doubt 
that Johnson could be enticed 
away from Studebaker, willing as 
he has been in the past to give 
his services to his Government. But 
many good friends thought that he 














Qe 
might be “sold” 


William Uliman 


on the idea by 
Weeks and other 
high Washington 
officials, 

At any rate, the 
Honeywell ap- 
pointment came 
suddenly and un- 
expectedly. John- 
son may yet agree 
to give some time 
to BDSA as an 
adviser to the au- 
tomotive division, 





Here’s what we mean by: 


At the tuition-free DeVilbiss School, painters and super- 
visors learn the latest spray methods and proper techniques. 


“For better service, buy DEVILBISS” 


Besides a complete line of pre- 


One-week courses 


are con- 


the many advantages of the De- 


cision-made spray-painting 
equipment, DeVilbiss offers you 
a host of services that help you 
get the most out of these prod- 
ucts. 

Consider the DeVilbiss School, 
for example. Located in Toledo, 
Ohio, it gives a big assist to both 
painter and employer by offering 
instruction without cost to new 
or experienced spray painters 
and their supervisors. 


ducted throughout the year in 
all phases of refinishing main- 
tenance and production painting. 
The latest techniques and new- 
est methods are explained, dis- 
cussed and practiced. Coating 
materials, surface preparation 
and maintenance of equipment 
are also carefully covered. 

If you are in any way respon- 
sible for a painting operation, it 
will pay you to find out about 


For lower costs and higher profits, take advantage of 
these other DeVilbiss Services: 


Rebuilt Exchange Service — Assures added 
life, prolonged efficiency to all users of 
DeVilbiss spray guns and compressors. 


Training Films — Teach your employees the 
use and care of spray equipment. 


Sales Promotion Aids—For automotive re- 
finishers and contract painters to help them 


sell their services in newspapers, maga- 
zines and direct mail. 

Dependable Service — Local jobber stocks 
carried at all key points for quick delivery 
everywhere. 

Research — DeVilbiss Research keeps pace 
with the coating needs of your industry 
and solves the problems of individual users. 





Vilbiss School. To make applica- 
tion or to obtain information 
and dates of the classes you're 
interested in, contact your local 
DeVilbiss jobber or our branch 
office. Or, write direct to the fac- 
tory at Toledo, Ohio. 


THE DEVILBISS COMPANY 
Toledo, Ohio 


Windsor, Ontario ¢ London, England 
Santa Clara, Calif. 


FOR BETTER SERVICE, BUY 


DeViLBISS 





BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES THROUGHOUT THE UNITED STATES, CANADA AND THE WORLD 











according to men close to him. 

For Honeywell, it should be said 
that he and Weeks long have been 
close friends and that he reported- 
ly was of great value to the GOP 
in advance of the Ejisenhowe: 
election. 


Also, around the Department of 
Commerce, where he has been act 
ing as a special assistant to Weeks 
for some months he is regarded a: 
competent, and referred to as “a 
swell guy.” 

> * 


Tax Form Eased 


COLEMAN Andrews, commis- 
e sioner of internal revenue 
spread glad tidings among 
businessmen last week when he 
announced that it will not be 
necessary in all cases to provide 
all information requested in Form 
720, the Internal Revenue Service’s 
new type of return for reporting 
excise taxes. 


Form 720 was designed to stream- 
line methods of reporting excise 
levies on transportation, manu- 
factures, diesel oil, gasoline, etc. 


Andrews said that complete 
compliance with the new tax 
reporting procedure would not be 
required for the present. His 
decision was announced after a 
meeting in which the new form 
was protested by the National 
Assn. of Manufacturers, the 
American Retail Federation, the 
U. S. Chamber of Commerce and 
other groups. 

The objectors declared the form 
cumbersome and complicated and 
said it upsets established account- 
ing practices at a great expense to 
businessmen. 


Andrews said that taxpayers will 
be permitted to fill out the new 
form “to the extent feasible under 
the system of accounting employed 
by the taxpayer.” Where the new 
form cannot be completely filled 
out, he said, a statement must be 
attached to it explaining why re- 
quired information cannot be filled 
in. 

The first report under Form 720 
is due not later than Oct. 31, cover- 
ing the months of July, August 
and September. 

* *& o 


Belgium’s Drivers 


CONGRESSIONAL friend of 

mine—Rep, Allen Hunter, Cali- 
fornia Republican—is spending his 
vacation in Europe, and is writing 
home about what he sees, hears 
and learns. Here is an interesting 
excerpt from a letter I got from 
him last week, writing from 
Belgium: 

“No driver’s license is required in 
Belgium. You just buy a car and 
start off. This condition is reflected 
in their driving. I encountered one 
party, for example, who had not yet 
learned how to put his car in 
reverse.” 


And also: 


“The impression is often 
created that the United States is 
a high-tariff nation (a nation 
with high trade barriers) and 
that the rest of the world permits 
free trade. 


“That is far from the truth. 
European countries greatly restrict 
their imports by currency re- 
strictions, quotas, excise taxes and 
outright embargoes, all in addition 
to traditional tariff duties. 


“For example, grapes cannot be 
imported here at all, and apples 
only when Belgian apples are not 
on the market. 


“The latter has adverse economic 
effects. Long after the farmers 
have sold their apples to the trade, 
the import ban is maintained with 
the result that supply is shorted 
and prices are abnormally high. 
This does not help the farmer or 
the consumer. 

“It benefits only the speculator.” 

7 = s 


GOP Gains Predicted 


yReavr for a European trip, 
House Speaker Joe Martin, 
Massachusetts Republican, took a 
broad look at the political future 
before embarking and predicted 
that Republicans would gain from 
20 to 25 additional House seats in 
the 1954 elections. 

He told newsmen that a Demo- 
cratic-controlled Congress confront- 
ing a Republican administration 
would be a bad thing for the 
nation and the world. It is his 
belief that the American people, 
despite some dissatisfaction, es- 

(Continued on Page 68, Col. 2) 
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most effective 
presentation of 
your new models! 


When you use Tribune newsprint color, 
you take advantage of Chicago’s most 
dynamic promotional force. It stops more 
readers, gets more interest and starts more 
sales. It hits with a market-wide impact 
no other medium can match. 


Full pages in Tribune newsprint color 
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enable you to emphasize and drive home 






the mechanical features of your model. Or 


panne a rns 


you can use them to present your line in a 





striking prestige setting. 
Your dealers have seen Tribune news- 
print color deliver results for other sales 


organizations. They would like to have it 












nena Ane eA 


produce more sales for them. 

Chicago is big enough to merit and re- 
ward intensive promotion. Your sales op- 
portunities here are too important for F a TeTet i a | ql N 7 4 EWSPRI a C0 A) 
routine handling. Tribune readers are 
Chicago’s top car buyers. 


To increase your sales now and to step 





up your share of the market when selling 


gets tougher, add to your program the 
power of pages in Chicago Tribune news- 


print color. 






For full details, get in touch with W. E. 






Chicago Tribune 

Auto dealers and the public placed 
more automotive want ads in the 
Tribune in 1952 than in all other 


Chicago newspapers combined. 


Bates, Penobscot Building, Detroit, 


WOodward 2-8422. Call today. 
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Roundup from State Capitals... 


Legislation Affecting Mate Industry oT 


By Bethune Jones 
Legislative Correspondent 
os spread of toll highways is giving birth to a number 
of trends of automotive significance, including the pos- 
sibility of using toll receipts for purposes other than financ- 
ing the highways on which they are collected. 

Connecticut already has a new law providing for continu- 
Cross Parkway as a means of 
ance of toll collections on the 
Merritt Parkway and Wilbur 
raising additional revenue for high-| | 
way construction elsewhere in the 
state. 


The Connecticut law previously | | 
provided for collection of the tolls| 
only until the bonds for those proj- 
ects were paid in full. 

The new act, provides that the 
tolls collected after the bond issues 
are paid are to be used for the 
construction and maintenance of 


other state highways. 

Proponents of the new law de- 
— clared the choice 
was between con- 
tinued tolls or an 
increase in the 
state gasoline tax 
rate. They said 
millions of out- 
of-state drivers 
use the toll roads 
each year and 
that continuation 
of the toll charges 





THE CASE OF THE 
UNDERCHARGED 
BATTERY 





sults in innumerable 


20 or 80 minutes. 


@ In cold weather this “booster” charge may not increase 
the gravity more than 20 or 30 points, so the “recharged” 
battery is actually still almost completely discharged. How- 
e starter a few times so 
the customer goes merrily on his way, thinking all is well. 
Then, when the battery refuses to crank the car the next day, 
the customer is faced with another starting failure and the 
dealer is blamed for poor battery service and frequently 


ever, the surface charge will turn 


accused of ruining the battery with his Fast Charger. 


HEYER Thermostat Control removes all these problems becavse— 
A Full 100 amp charging rate can be safely used, thus 


reducing the charging time to a minimum. 


B Charger automatically shuts off when the battery has 
reached 125°F, maximum safe fast charge temperature. 
€ The battery will always receive the maximum safe fast 
charge regardless of battery size, temperature, condi- 


tion or initial state of charge. 


STE a 


project will become part of the 
free highway system upon repay- 
ment of debt obligations. 

Don’t be surprised, however, if 
future legislatures have different 
ideas about shutting off such lu- 
crative sources of revenue. 


Eyes on $30 Million 
F INTEREST in this respect is 
would relieve Connecticut taxpay- the fact that Paul L. Troast, 
ers of much of the burden of pay- who heads the New Jersey Turn- 


ing for projected new expressways. pike Authority and is the Repub- 
= s lican ccandidate for governor of 
a New Jersey, suggested in one of 
The Political Lure | his campaign talks that the New 
—_— idea of shifting the burden| Jersey Turnpike could bring $30 
of road construction costs to| million a year in additional revenue 
out-of-state drivers, as well as | to the state when it is paid off in 
making intrastate toll-road users|/14 years. He was not quoted as 
pay for roads elsewhere for the | mentioning what uses he might 
benefit of nontoll-road users, has| have in mind for such revenue. 
obvious political attractions. If tolls can be continued after 
While it will be many years | repayment of bonds for the con- 
before the bonds for most of the | struction of other highways, 
toll roads now operating and however, they also would be sus- 
projected are paid off, collections ceptible to use for nonhighway 
exceeding original estimates may | purposes. A look at the past rec- 
bring the payoff day nearer than | ord of diversion of automotive 
expected in several instances, tax receipts to nonhighway uses 
When enabling legislation for toll, leaves little to the imagination 
roads is in the process of enact-| as to what state lawmakers can 
ment, it is customary to make! do in that direction. 
much of the promise that the toll There also is the possibility of 







Most car owners and many Fast Charger 
users worry about charging batteries at 
100 amperes, feeling that this may dam- 
age the plates and separators. This re- 
cases of serious under-charging brought 
about by cutting the rate to 60 or 70 amps and the time to 


HEYER DE LUXE 
Pa iar eee lg 


iB 






Model No. 200 MT $192.50 


@ This handsome unit 
safely fast-charges 6-volt 
batteries at 100 cf 
12-volt at 50 amps. The 
Heyer Thermostatic con- 
trol is the ONLY method 
that automatically stops 
charger when battery 
has received the maxi- 
mum safe charge —re- 
gardless of battery size 
or condition. Compara- 
tester checks each cell individually, shows 
condition clearly on meter. Test is made under 
correct load, automatically selected for either 
6 or 12 volt batteries. Load testing is the 
ONLY accurate way to measure plate wear 
and to determine actual cranking ability of 
the battery. 


































OVER 100,000 DEALERS CAN TESTIFY to the 
simplicity and safety of the Heyer Ther- 
mostat Control, standard with most bat- 
tery manufacturers. 






WEST COAST DISTRIBUTOR + Shields, Harper & Company «+ Los Angeles » Fresno + Oakland + Portland * Sacramento + Seattle 


imposing tolls on present free roads 
as a means of raising construction 
money for other roads. Such 4 
move was made in New York this 
year when the Legislature author- 
ized a $40 million bond issue for 
a parkway construction and im- 
provement program in Nassau 
County and provided for imposition 
of a 10-cent toll on the Southern 
State Parkway to amortize th: 
bonds. 


One of the apparent toll - road 
trends is that toll roads spawn 
more toll roads within the state 
and in neighboring states. A toll 
road which would not otherwise 
be feasible in one state may well 
become feasible when a toll high- 
way is built in a neighboring state 
and generates additional traffic. In- 
creasing recognition of this already 
is forcing greater cooperation be- 
tween various states in toll-road 
planning. 

~*~ * * 





Opposition to Grow 


— spread of the toll-road 
movement will be accompanied 
by intensified rather than dimin- 
ished opposition from those fearing 
it will stagnate the modernization 
of free highways and from gasoline 
dealers, restaurants, motels and 
other roadside business interests 
fearing traffic diversion. 

Pressure for direct or indirect 
subsidization by Federal or state 
governments, or both, will swell 
in the hope of making feasible 
proposed toll roads which other- 
wise would not warrant revenue 
bond financing or of obtaining 

| lower interest rates on securities. 

A bill to permit Federal aid to 
the states for toll highways was 
introduced in Congress this year. 
Part or whole state credit backing 
for toll road securities has already 
been used in financing projects in 
Colorado, Connecticut, New Hamp- 
shire, New Jersey and New York. 

Any financial weakening of toll 
roads would quickly bring to light 
the indirect relation between such 
projects and state credit ratings, 
even in instances where legislation 
and bonding agreements specifically 
stipulate that state credit is not 
legally involved. 

A small-scale example of what 
might be expected in the case of 
any toll-road bond defaults (al- 
though there is no immediate pros- 
pect of any such defaults) was 
given when the state of Florida 
took over and refinanced the Buc- 
caneer Trail after it ran into fi- 
nancial difficulties and technically 
defaulted on its original bonds, 
which lacked state backing. 

om * * 


Unknown Factor 


ya all existing toll roads 
now not only are operating in 
the black but in most instances 
taking in revenues far in excess of 
original estimates, it remains to 
be determined how they would 
stand up in a period of severe 
economic recession. 

The original Pennsylvania Turn- 
pike is of questionable value as a 
yardstick from this viewpoint be- 
cause it was subsidized by a sub- 
stantial grant of about 45 percent 
of its cost from the Public Works 
Administration and its bonds were 
purchased by the Reconstruction 
Finance Corp. 

Safety factors will get increas- 
ing attention in both construction 
and operation of toll roads, with 
the public being quick to demand 

(Continued on Page 58, Col. 3) 





15th Anniversary— 


Elmer G. Grenz, Studebaker dealer of 
Wesleyville, Pa., receives a plaque from 
George Shane, district manager, com- 
memorating his completion of 15 years 
of association with Studebsker. 
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By Stuart Griffin 
Staff Correspondent 
os — (UTPS) —Japan’s ve- 
hicle population has soared to a 
total of 815,000 units, according to 
a recent tabulation of the Ministry 
of Transportation. 

The bureau estimates that by the 
end of October there will be an esti- 
mated 900,000 vehicles operating in 
this country, and that figures will 
be further boosted until by year’s 
end the Japanese vehicle population 


Auto News from Japan 


Nation’s Vehicle Population Climbs to 815,000; 
Increasing by 20,000-25,000 Monthly 
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able cash is on hand to spend for 
products most urgently required. 


Toyota anticipates increasing | 


competition from products of the 
Ford companies in the United 


Kingdom, West Germany and /| 


France, as well as from Austin of 
Great Britain and Fiat of Italy. 
In comparison with the U. S. 
Ford and Chevrolet trucks, 
Toyota’s models are priced 30 to 40 
percent lower, and have com- 
parable abilities and disadvantages. 






for rejuvenation and repair of 
automobiles and trucks with the 
American Security Forces in Japan. 

The new contract, which became 
effective Oct. 1, follows a preceding 


|one which ended Sept. 30. 


The fresh contract will be 48 
percent higher in value than the 
previous one which totaled $6,600,- 
000, while the new per-hour unit 
price is 69 cents, 28 percent over 
the old one of 54 cents. 

The increase is believed to 
testify to the fact that Fuji 
Motors’ dealing with the U. S. 
forces has not been affected by 
the signing of the Korean truce. 

In addition, while three other 
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will exceed a million units. ee prominent Japanese motor firms— 

a a = go in en num-| Wins U. S. Contract Nissan, Isuzu and Toyota—are be- 

ber of vehicies until recently was ‘ ‘ ing asked to return to the U. S. 
UJI Motors Corp. has just signed & ; 

aoe has oS = Gn ‘a F a one-year $9,590,000 contract | forces the excess profits they have 

has jumped to between 20,000 and ————— ee a a ee 

25,000 cars, according to Ministry|Paint Company Matches | adaitional payment of 232 million 


officials. 

The survey showed there were Hudson’s New Colors yen (official exchange rate is 360 
435,826 trucks, 94,215 passenger CHICAGO. — The automotive di-| yen to $1) for its past services. 
= ee ah and tas ma vision of Martin-Senour Co, has| The additional payment is ex- 
motor scooters. © remainder | announced the development of fac-| pected to be used chiefly to raise ; i 
were motorcycles and other small |tory packaged lacquers to match|the wages of the Japanese com-| qivg"NEWS pives You the entive store, plus many other pertinent tacts concerning: she 
self-powered vehicles, all 11 colors of the 1954 Hudson. | pany’s workers. automotive industry, every week throughout the year. 

Of the 435,826 trucks operating 
in Japan at the close of this 
checkup period, some 145,810 were 
ordinary trucks, an increase of 
3,000 from March; 52,565 were 
small-size trucks, a gain of 2,000 
units over March, and 237,451 were 
three - wheeled trucks, a rise of 
better than 15,000 units over March. | 

Of the 94,125 passenger vehicles, 
some 31,427 were small-size cars of 
a type in which Japanese manufac- 
turers specialize. Passenger auto- 
mobiles, therefore, were increased 
by more than 4,600 units since the 
March survey. 
- 





Clipper-Car Service Initiated— 


tracts, Fuji alone is to obtain an Mr. and Mrs. Harold Turnblad, San Francisco, first American tourists to make use 


of Rootes Motors’ Clipper-and-Car service, are shown accepting delivery of a Hillman 
Minx at London airport. The plan has been arranged in cooperation with Pan Ameri- 
can Airways. It combines a roundtrip to Europe, and delivery of the car to the 
tourist's home without charge at his journey's end. 
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Truck Exports Sought 

APANESE truck manufacturers, 

in anticipation of decreases in 

domestic demand, are turning to 
South America. This marks a cur- 
rent reversal of conditions, since 
heretofore, with brisk domestic de- 
mand, export business had been 
virtually neglected. 

Japanese truck makers are even 
diverting attention from Japan’s 
traditional Southeastern Asian 
markets to expand exports into! 
Latin America. 

The Toyota Automobile Co., for 
instance, has opened negotiations 
for further export of trucks to 
Brazil, in the wake of the recent- 
ly concluded deal whereby 200 
Toyota trucks were shipped to 
that country. 

Additional shipments, these of 
sample trucks, have been made to 
Brazil by the Hino Diesel Corp. 
and the Isuzu Automobile Co. 

South America is favored as a 
market for several reasons, the 
trade suggests. In the first place, 
the demand of the Asian markets, 
even including Formosa and 
Okinawa, is increasingly limited. 
Southeastern Asiatic countries, 
moreover, place restrictions against 
importation of Japanese - manu- 
factured vehicles and have pref- 
erential tariff rates favoring im- 
port of U. S.-made vehicles. 

a « * 

Brazil, Argentina 
RRAzIL and Argentina, on the 

other hand, do not import auto- 
mobiles from the U. S. at the 
present time due to unfavorable 
trade balances and resultant short- 
ages of dollar funds. Prices of 
trucks in both these Latin Ameri- 
can countries have recently risen 
owing to their scarcity. 

Trade between Japan and both 
Brazil and the Argentine is 
presently balanced appreciably in 
favor of the latter, so that avail- 


GM’s Inland Plans 
Another Addition 


DAYTON, O.— Construction will 
soon begin on a $1,200,000 addition 
to the Inland Manufacturing di- 
vision of General Motors. The 165,- 
000-foot expansion is the second 
this year at Inland. 

Inland General Manager John D. 
O’Brien said the addition, the 











*WEARMITES are 
“engine termites” — 
the Grit, Dirt and 
Tarry Sludge that 
multiply in dirty oil 
and combine to de- 
stroy car, truck and 
tractor engines. 











PROFIT BY THE COMPLETE COVERAGE OF 


COL 


ENGINEERED’ FILTRATION 


To boost your sales and profits, WIX Engineered Filtra- 
tion provides just the right Oil Filter Cartridge for every 
customer and every service need. . . . Cartridges that take 
out all the *WEARMITES without removing a speck of 
valuable oil additives. 

There are three exclusive WIX Filtrants — WIXITE, 
the unique, Resilient Density Filtrant for by-pass systems, 
WIX-KNIT and the sensational new POROSITE for full- 
flow systems. There are Sock and Can Type Cartridges 
for trucks, passenger cars and tractors, Screw-in Can 
Types fot special tractor installations . . . types and sizes 
for every popular filter-equipped engine. 

You make sales when you give customers what they 
want, and that’s easy with WIX. Ask your WIX Whole- 
saler about theall-inclusive WIX Line of Oil Filters and 
Cartridges today. It means profits for you! 


Devt 
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WIX WE-110-N FILTER 
FOR CHEVROLET 


WIX No. WF-110-N (Revised) is full Mili- 
tary Standard Jr. size. Takes the large 
capacity WIX PC-100 Cartridge. Comes 
complete with all fittings for QUICK, 
easy installation on all models, 1949 to 
1953 inclusive, including those with pow- 
er steering. Does not require removal of 
air cleaner for Cartridge change. See 
your Jobber about this full profit oppor- 
firm’s 27th. since its founding in tunity for Chevrolet Cars and Trucks. 
— would be ae for rubber Other WIX Filter installations and con- 
rocessing operations. versi 

The building is scheduled for peel ay eee a ee 
completion in 300 days and will 
employ an additional 200 persons. 
Inland now employs 3,900. 


0 RE ERE ane ee 





OIL FILTERS “CARTRIDGES | 


WIX CORPORATION + GASTONIA, N. C. 
IN CANADA: WIX ACCESSORIES CORPORATION LTD., TORONTO, ONT. 





28 AUTOMOTIVE NEWS, OCTOBER 19, 1953 


Ford’s uit Sean Seen mit Deter Jobs... 


Automation Held Boon to Labor 


CLEVELAND.— The growth of | locked in our present jobs.” 
“automation”’—the automatic han-| Sullivan said “automation” (a 
dling by mechanical means Of} word reportedly coined by a Ford| single multipurpose tool. A con- 
parts being manufactured—should | vice-president) could be better un-| siderable amount of direct labor, 
have no detrimental effect on the! derstood by picturing a rough cast: | often of = heavy and laborious 
U. 8. worker, according "a mgs? H. | ing going in one end of a line, rae nature, has been eliminated.” 
Sullivan, Ford Motor Co. vice-| worked on by 42 drilling and cut-| 
president in charge of the engine |ting machines and coming out a| eee es i ae 
and pressed steel group. In fact,| finished engine block without hav-| the aa a = ae ould | ceiaaie 
he says, it should create more and | jing been worked on by any estan | far and ta - we cou - = . 
better jobs. | being. productiv , ow, m ; Cc ; ac 

Speaking before the Fall Indus- | The automatization of American ae a aan, te. aid. : 
trial Relations Conference of the| industry must necessarily be a slow | chines can —_ e, he said. P 
Associated Industries, Sullivan said: por gradual process, he stated. “But where,” Sullivan asked “does 

“Since the growth of automa- | niscussing a new Cleveland en-| that leave the fellows who used to 
tion will be evolutionary, and not | gine plant, Sullivan said that it! be out there on the line? 
revolutionary, it should have no | actually is “a far cry” from a fully; “I could answer that by asking: 
abrupt, harsh impact upon our 
working population—no more 
than the gradual shifting of em- 


or eight separate man-operated 
machine tools, we now have a 








|electronic computers would carry| tinue to build the older, less effici- 





‘automatic plant, in which giant|If we and other industries did con-| Rochester Products Gets Coen Award— 
Harry B. Coen (right), retired General Motors vice-president, presents the award 








ployment from dying industries 


into new industries, to which we | 


are thoroughly accustomed.” 


He suggested that we “all re-| 
member that the willingness to| 
make such shifts is essential to the 
dynamic American economy. It will 
be a sad day for America if the | 
time ever comes when we are 


You re 




































































CAMPBELL CHAIN Company 


MAIN OFFICE: YORK, PA. 
West Burlington, lowa; Portland, Oregon; Sacramento, Calif. 


Chain for every need... INDUSTRIAL... FARM... MARINE... AUTOMOTIVE 





the job through from start to finish. 
| However, he added: 


“Where once we had two, three 


New Look for McDonald 








McDonald Motors (Ford), which 
| started in Moses Lake, Ore., three 
years ago, has opened a new '$75, 000 
Shop and showroom. 
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| the people to work in them? 


ent facilities, where would be find | established in his name to Gene H. Mack, of Rochester Products, in tribute to the 
| division's high participation in the General Motors suggestion plan. The firm has 
“It is a fact that we have, and | won the award each year since its establishment. 


|expect to have for some years, a| 


tight labor market, aggravated by | will create more, not less, jobs in é y 
the continued demand for military| industry, service and distribu- | electronic, machine-tool, and other 
manpower and the low birth rate | tion.” industries engaged in building new 
of the 1930s. In support of this position, he|®Utomated factories. 


will create many new jobs in the 











CAMPBELL Lug-Reinforced TIRE CHAINS. They are an important, 
needed item that should always be in the trunk of every car. 


You get the first chance to sell chains. Don’t wait until your cus- 
tomer becomes a hot prospect in a cold blizzard, and buys 





“We believe that automation | said that the growth of automation| He stated that these industries, 
sal a waaiaaas aati ———_—_—_—_——__————_ |in turn, will have to expand their 
own facilities in order to meet the 
growing demand, and this would 
provide jobs in the industries which 
F | provide the tools and plants for the 
electronics and machine tool indus- 
| tries. 
Sullivan continued, “We may 
|}need fewer sweepers, fewer un- 
| skilled workers with monkey 
| wrenches, but we need many more 
| engineers, electricians, mechanics, 
electronics experts, tool and die 
copowearowrcrn designers and makers, and the hun- 
dred and one other specially skilled 
workers required to keep the tre- 
mendously complex production lines 
| in working order. 


“It will supplant heavy, danger- 

| ous and unpleasant jobs with 

easier, better paid, more pleasant 
and more interesting jobs. 


“Automation will bring vast op- 
portunities to the worker who is 
willing to work and learn. You 
have to find the best and brightest 
| people in the work force and train 
them to the job.” 


| The Ford executive predicted 
|that the effects of automation 
| should reach out through the whole 
|fabric of our economic and social 
| life, raising our living standard at 
|@ rate we haven’t even imagined 
| yet. 
| . He said that automation is an 
important addition to the nation’s 
strength, at a time when it’s 
really needed. The growth of 
American might and influence 
has always been directly related 
| to our advances in industrial 
productivity, he added. 
| Sullivan concluded, “If one Amer- 
ican soldier or worker is worth 
two or five or 10 soldiers or 
workers from some other country, 
| it is not because we are a race of 
supermen. It is because we have 
found ways to multiply the 
strength of the individual man.” 





time you sell a car make an additional profit with 


chains anywhere he can get them. Sell him 
CAMPBELL CHAINS with the car. 


Colo. Dealers Elect Davidson 
'To NADA’s Pontiac Group 


Henry J. Davidson, president of 
Metropolitan Pontiac, Inc., Den- 
ver, has been elected by Colorado 
Pontiac dealers as their repre- 
sentative on NADA’s national 
Pontiac advisory committee, 


CAMPBELL’S modern, colorful, 
package makes attractive displays, keeps 


space-saving 


chains neat in car trunks. 


CAMPBELL pre-sells your customers with regular 
advertisements in THE SATURDAY EVENING POST 
and COLLIER’S. 





{ 
CALL YOUR CAMPBELL JOBBER— _ ‘Homework’ May Cure 


Teen Traffic Violators 
oe West Virginia will have added 
Merchandising Program. homework if they should happen 
to be haled into the court of Cir- 
cuit Judge Donald Black in 
Parkersburg. 


When a young motorist is 
arraigned for the first time for 
reckless driving or speeding, his 
| license is revoked for 60 to 90 
days. 

During this time he must write 
in longhand all provisions of the 
city motor code, all state laws on 
operation of motor vehicles and 
compute the distance an auto 
travels at the speed of 15 miles 
an hour in one second, up to the 
speed the offender was traveling 
when he was arrested. 


EASY TO USE CHAIN APPLIER 
INCLUDED WITH EVERY PAIR 


CAMPBELL 
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Both Off 8.9 Pct. in Month 





Shipments and Stocks 
Of Car Tires Drop 


NEW YORK.—Manufacturers’ | 
shipments of car tires during Au- | 
st amounted to 7,493,225 units, 
8.98 percent below the July ship- 
ments of 8,232,385, according to the 

Rubber Manufacturers Assn. 

Production of passenger tires 
was down 9.93 percent in August 
to 6,405,649 tires, as compared 
with production of 7,111,880 tires 
the previous month, 

Inventories at the end of the 
month had dropped to 10,683,635 
tires, 8.97 percent below the 11,735,- 
733 tires on hand at the end of the 
previous month. 

Shipments of truick and bus tires 
in August totaled 1,304,348 tires, a 
decrease of 1.40 percent from July, 
when 1,322,799 tires were shipped. 
Production was down 4.80 percent 
to 1,010,344 tires, compared with the 
1,061,243 tires produced during July. 

Inventories at 2,866,203 tires were 
8.92 percent below the end of July, 





Portland Dealers 
Discuss Plans 
For °54 Show 


PORTLAND, Ore.—Plans for a 
1954 motor show have been under 
discussion for the past month by 
the steering committee of the Auto- 
mobile Dealers Assn. of Portland. 


C. Edwin Francis (Lincoln-Mer- 
cury) is chairman of the commit- 
tee. Other members are Warren 
Braley (Buick), Fred Kruse (De- 
Soto-Plymouth) and Ernest E. Wil- 
liams, general manager of the as- 
sociation. 

The association has been search- 
ing for a building large enough to 
accommodate a motor show ever 
since the Pacific-International Live- 
stock Pavilion was taken over by 
the Air Force. That is an 11l-acre 
structure. Plans for a 1953 show 
were abandoned, because there was 
no place to hold it. 

The steering committee feels it 
has discovered the ideal location 
for a 1954 classic, in the new Fred 
Meyer Stores warehouse on Swan 
Island. This structure, with 186,000 
square feet of floor space in two 
connecting rooms, is nearing com- 
pletion. These two rooms approxi- 
mate the floor area in the six 
rooms used in 1952 at the P-I 
pavilion. 

Swan Island, in the middle of the 
Williamette River at Portland, was 
made famous during World War II 
as one of the three locations for 
the Kaiser shipyards. It is con- 
nected with one shore by a perma- 
nent causeway. The parking area 
provided for shipyard workers 
would be available for motor show 
visitors. 


Fisher Body Ups 
Model Car Prizes 


DETROIT.—Awards offered in | 


the 1954 Fisher Body Craftsman’s 
Guild model car competition have 
been increased from $65,000 to $90,- 
000, James P. Wines, secretary of 
the Guild, announced last week. 
This includes cash awards for the 
best model cars in each state and 
the District of Columbia and uni- 
versity scholarships worth $20,000 
for national winners. The Guild this 


year also will award permanent | 


trophies to the schools attended by 
winners. 


The 1954 competition, for the first 


time, offers the young designers the | 
opportunity to build sports cars, | 


hardtops, convertibles or station 
wagons as well as two or four-door 
sedans. Past competitions have lim- 
ited entries to six-passenger sedans. 
Any boy in the United States be- 
tween the ages of 12 through 19 
is eligible to enter the competition 
and may obtain an enrollment card 
by writing to the Fisher Body 
Craftsman’s Guild, General Motors 
Building, Detroit 2, Mich. A booklet 
on model car design and construc- 
‘ion is given to each boy enrolling. 
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Personnel, Outlets 


Changed by IH 


CHICAGO. — Changes in person- 
nel and facilities of the motor 
truck division of International 
Harvester Co. were announced last 
week by W. K. Perkins, manager 
of motor truck sales. 


E. H. Watkins has been ap- 
pointed district manager at Albany. 
Watkins, formerly district manager 
at Dallas, succeeds H. W. Moody, 
who is retiring from the business. 


A. E. Lorenzen, formerly branch 
manager in the Minneapolis dis- 
trict, has been appointed assistant 
district manager at Sioux Falls, 
S. D. 

Hugh Hanks, assistant manager 
of the Sioux Falls district, has 
been transferred to the Lincoln 
(Neb.) district, where he will serve 
in a similar capacity. 

The district sales office at Jack- 
sonville, Fla., has moved its oper- 
ations into a new building at 1986 
W. Beaver St. 

The full line of International 
trucks will be handled at the new 
McCormick Farm Equipment store 
at Janesville, Wis. Store manager 
is R. D. Evans. 


when 3,146,823 tires were on hand. 

Shipments of inner tubes totaled 
6,529,371 units, a decrease of 10.58 
percent below July, when 7,301,688 
inner tubes were shipped. 

Production in August was down 
11.20 percent to 5,678,711 units, com- 
pared with 6,394,681 inner tubes 
produced in July. Inventories at 10,- 
225,911 units were 15.47 percent be- 
low the previous month-end stock 
of 12,097,192 inner tubes. 


Million for Minnesota 

ST. PAUL—(UTPS)—For the 
first time in history, Minnesota has 
sold more than a million auto li- 
censes, according to Mrs. Mike 
Holm, secretary of state. The total 
on Aug. 31 was 1,009,800. The previ- 
ous record was 987,325, for the full 
year of 1951. 





Bloodmobile Visits Dealership— 


Coffee was served to blood donors among employes of Rohrer Chevrolet Co., 
Camden, N. J., when the Bloodmobile came to exact its ‘‘share."’ Shown (from left), 
are Carol Lang, receptionist; William G. Rohrer, owner of the firm; John Rosell, 
mechanic, and Mrs. Samuel D. Ross, Red Cross volunteer. Rohrer is vice-chairman for 
administration of the Camden County Red Cross chapter. 








RIGHT UNDER HIS NOSE 


... but does he see it? 


Scores of training centers coast-to-coast—plus a staff of 


experienced instructors and salesmen to train your men 





on the job—make Socony-Vacuum’s lubrication training 


eooeeeeee program the finest of its kind. Here’s what it does: 


* Socony-Vacuum will help train your’ ° 
, lubrication men to find extra business *% 


*., for your other service departments! —_,*" 


ti. 3° your customers are satisfied, you and your lubrication 


Trains your men in proper lubrication techniques, with 
emphasis on the make of car you sell... teaches them to 
point out the need for parts and services to your custom- 


. ers. Result: your service departments get extra business, 


%e e° ° ° : . 
"OURS behscccccensceeeteee men gain an outstanding reputation for quality work. 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


@ America’s Favorites—Mobilgas and Mobiloil. 









@ World’s Greatest Lubrication Experience. 
@ Exclusive “On-The-Job” Training. 


Mobilgas 


SOCONY-VACUUM 








SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 
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Dealer of the Month... 
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people suspect that their car check| course at Michigan State College, 
campaign is just another device to|the supervisors will be assigned to 


Munroe Prods Calif. 
Into Road Program 


By Gerhardt Neumann 
Staff Writer 


highway deficiency within 10 years. 
For his role in this campaign for 


EN California’s motorists are| highway financing and for his work 
driving along on smooth roads,|@8 chairman of the safety com- 
they will probably be oblivious to! mittee of the Motor Car Dealers 


the fact that it 
was the intensive 
effort of an auto 


least in_ part, 
swayed the state 
legislature to 
take action. 


last session, re- 
Pr ports James S. 

> - Munroe, vice- 
~ ©. Clee president of V. 
Baldwin Motor Co. (Chevrolet), 
Los Angeles, that the legislature 
passed a law increasing the gaso- 
line tax to eliminate a $3 billion 





It was on the| zations. 
final day of the| member 


Kenneth Kobscenski 


Assn. of Southern California, 
Automotive News has selected 
Munroe as the winner of its Oc- 


dealer which, at/tober safety plaque. 


* + + 
— is participating in the 
safety work of many organi- 
Among others, he is a 
of the board of the 


Sales Gain Strength, 
rd Stock Trend 





of his efforts is concentrated on 
legislative action. 

In order to achieve the goals of 
safety, Munroe says what is 


National Safety Council's Los|needed is the active participation 
Angeles Chapter, and the Traffic|of all civic and service organi- 
and Transit Committee of the Los| zations, especially on the issue of 


Angeles Chamber of Commerce. 


The annual May safety cam- 
paign was under his supervision 
last year, but the major portion 


REG. U S$ PAT. OFF 






FIRST NAME 


regular car inspection. 
* * * 


UTO dealers alone, he believes, 
cannot do a satisfactory job in 
this respect, especially since many 


sell repair work. 

Munroe also feels most strong- 
ly about the adoption of uniform 
highway laws throughout the 
nation, regulating speeds, signal- 
ing and markings under a cen- 
tralized point of view. 

But most important, to his mind, 
is the construction of better high- 

ways, to be accomplished by the 
elimination of the Federal gas tax, 
so the individual states can use 
these vehicle funds for road-build- 


ing purposes. 
: * 


Michigan Enacts 
New Driver Law 


Michigan’s new driver license law, 
went into effect Oct. 2, but the de- 
partment of state will not take over 
the job of examining and licensing 
until about Nov. 1. First, it must 
organize and train a staff of ex- 
aminers. Meanwhile, this work will 
be carried on by the state police as 
it has in the past. 

The examiners include a chief 
examiner, two assistants and 14 
supervisors. All will be under civil 
| service. After completing a training 





Philip Kobscenski, owner of 


to check tire wear.” 


tically on the tire” 
worn ones! 


This sealing unit 
(domed-rubber 
vulcanized between 
two brass plates) 
GUARANTEED AIRTIGHT 
UP TO 250 POUNDS 









199 Main Ave., Wallington, N. J., says: 


Rugged brass shell pulls the 
sealing dome down on 
the valve with 
tremendous pressure 


Phil’s Auto Supplies, 





























“Air service pays off in many ways. It creates 
a good customer-dealer relationship... steady 
customers. Air service also gives us a chance 


Increase your business with Schrader Cer- 
tified Air Service. For instance, when you’re 
using your Schrader Gauge your “nose is prac- 


where you can spot the 


Always protect your Certified Air Service 
and your customer’s tires. Seal tire valves 
with the finest airtight Cap that engineering 
can produce—genuine Schrader Valve Caps. 










ALWAYS SPECIFY 
QUALITY SCHRADER VALVE CAPS 


Order from your supplier 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Avenue, Brooklyn 38, N. Y. 


IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 








territories where they, will train 
local police in the examination and 
licensing of applicants for driving 
permits. 

A much stiffer examination 
being drawn up for initial 
plicants for licenses. 

The new law also establishes in 
the secretary of state’s department 
a central violation file which will 
contain the history of every driver 
involved in a moving accident. The 
department already has on file 
about 146,000 accident conviction 
reports and to this will be added 
the state police file containing 
records of 960,000 traffic violations. 

The department now has au- 
thority to cite a driver who has 
had three moving violations in one 
vear and to suspend his license for 
from 30 to 90 days. 


Although drivers’ licenses will 
continue to be issued for a period 
of three years, under the new law 
the expiration date will be on the 
licensee’s birthday. 

e ¢@ 


Mass. Motorists 
Pick State’s ‘Most 
Courteous Cop’ 


Joseph Lyons, who won the title 
“Most Courteous Cop in Massachu- 
setts,” in competition with 85 other 
nominees, says a happy home 
makes a happy police officer, and a 
happy police officer finds it easy 
to be courteous. 


The traffic policeman received 
an award from Robert S. Kretch- 
mar, state secretary of the Ameri- 
can Automobile Assn., of an eight- 
day cruise. 


The 43-year-old cop gave five 
hints on courtesy: 1. Contentment 
breeds courtesy; 2. a smile is easier 
than a frown; 3. a confused motor- 
ist is a traffic problem; 4. a dis- 
gruntled tourist is a black eye to 
the state, and 5. an investment in 
courtesy brings dividends in 
gratitude. 

He was selected by the votes of 
motorists and tourists who cast 
40,000 ballots in the contest 
sponsored by the Massachusetts di- 
vision of the AAA. 

Stationed in the downtown hub 
at one of the busiest intersections, 
Congress and Water Sts., he drew 
a heavy vote from out-of-state 
balloters. 


A former milkman and_ super 
market manager, he said that his 
background in two _ businesses 
where the customer was always 
right helped him in the contest. 


* * x 


4.5 Pct. Decrease 
Noted in Road 
Building Costs 


A drop in highway construction 
costs is revealed in latest figures of 
the Bureau of Public Roads. 


For the first time since 1949, the 
index for the second quarter of 1953 
dropped markedly below the first- 
quarter level. The actual decline 
was 4.5 percent. 

The decrease is attributed to the 
improvement in the material sup- 
ply situation and competition among 
road contractors. 

In some states, the drop has been 
even more drastic than is indicated 
| by the statistics. In Georgia, for ex- 
ample, May contacts were awarded 
at prices 12 percent under previ- 
ously estimated costs. 

Paving bids in Wisconsin are said 
|to be running as much as one-third 
i below previously accepted bids. 

The Bureau estimates that out- 
jlavs for roads this year will total 
$5,453,000,000, or 10 percent more 
than last year. Of this total, $4,- 
361,000,000 will be spent for con- 
struction and maintenance. 


Test Killing 
School to Study Students’ 


Reaction Time 
| High school students in Oak 
Park, Ill., theoretically will partici- 
pate in 1,000 auto accidents this 
fall. In one of them, their in- 
structors will be able to determine 
whether they have “killed” a young 
(Continued on Page 71, Col. 2) 
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Tell Me 


(Continued from Page 3) 


by these people to the Better Busi- 
ness Bureau and the newspapers. 


“I do not have to tell you the 
resentment and anguish and 
anger which has been aroused 
amongst the other 81 Ford deal- 
ers in Los Angeles County, and I 
also still wonder what some of 


Dulles, B rowel 
Leading Speakers 


At Tribune Forum 


NEW YORK.—Secretary of State 
John Foster Dulles and Attorney 
General Herbert Brownell are listed 
as speakers for the 22nd annual 
New York Herald Tribune Forum 
Oct. 18-20. 

The forum convened in the 
United Nations Assembly Hall and 
featured an address by Dag Ham- 
marskjold, UN secretary general. 
Remaining sessions will be held at 
the Waldorf-Astoria Hotel. 


Speakers will examine issues of 
local, national and international 
interest as they relate to the theme 
of this year’s forum—“New Pat- 
terns for Mid-Century Living.” 


Some 2,000 delegates, including 
representatives of more than 350 
business, labor, political and pro- 
fessional groups and 200 colleges 
throughout the U. S., are expected 
at each session. 

Participants will include Henry | 
Dreyfuss, industrial designer; 
George Nakashima, designer of 
modern furniture; Paul R. Wil- 
liams, recent winner of the Spin- 
garn Medal, awarded each year 
for the highest achievement of a 
Negro; Arthur A. Houghton jr., 
president of Steuben Glass, Inc.; 
Anna Russell, concert comedienne; | 
Eddy Gilmore, former Associated | 
Press bureau chief in Moscow; Dr. | 
Charles E. Odegaard, dean of the | 
college of literature, science and | 
arts at the University of Michigan, 
and Francis Henry Taylor, director | 
of the Metropolitan Museum of Art. 


Taking part also will be Dr.| 
George H. Gallup, director of the | 
Institute of Public Opinion; Harry | 
W. Schacter, Kentucky and Indiana | 
store executive; Allan Adams, book | 
wholesaler; Virgil Thomson, music | 
critic of the Hereld Tribune, and| 
Sara Mae Endich, promising young | 
soprano. 

Others present will be Seymour 
N. Siegel, director of radio station | 
WNYC; Margaret Bourke-White, | 
photographer for Life and Fortune; 
Mrs. Anna Mary Robertson Moses 
(Grandma Moses), 93, author and 
artist; Otto Kallir, director of the 
St. Etienne Gallery; Dr. C. Wright | 
Mills, associate professor of soci- | 
ology at Columbia University, and | 
Dr. Richard Weigle, president of | 
St. John’s College, Annapolis, Md. 


Ford Opens enet | 
In Charlotte, N. C. 


CHARLOTTE, N. C.— The Ford| 
division last week dedicated a new! 
parts depot here. 

Earl G. Ward, parts and ac-| 
cessories manager, was the princi-| 
pal speaker. L. D. Crusoe, general | 
manager of the division, also par-| 
ticipated, while L, E. Briggs, treas- | 
urer, and R, L. Jacobus, insurance | 
department manager, represented | 
the central Ford management. 

Ford division executives present 
included L. W. Smead, general sales 
manager; Max L. Wiesmyer, gener- 
al manufacturing manager; Chase | 





| 
| 


Morsey jr., product planning and | 
programming manager; M. W.; 
Welty, industrial relations man-| 


ager, and D. C. Burdette, parts and | 
service sales manager. | 

Representatives of parts and ac- 
cessories operations were H. D. 
Hubbs, assistant parts and ac- 
cessories manager; O. B. Higgins, 
operating manager; J. H. Klacking, 
assistant operating manager, and 


R. W. Hickl, merchandising man- 
ager. 
The Charlotte depot contains 


about 120,000 square feet of floor 
space and stocks more than 16,000 
different parts and accessories. It 
serves 222 Ford and Lincoln-Mer- 
cury dealers in North and South 
Carolina. 


them in their anger may do. We, 
naturally, can’t retain our own 
salesmen on legitimate sales com- 
petition with this type of selling. 
We had customers coming into 


our place today stating what | 


suckers they were to have bought 
a car the last few days and pay 





us the price they did when they 
can now buy one for ‘$1 over | 
cost.’ 


“Of course, they all assume this | 
ad is honest and the price really is | 
$1 over invoice. In addition, these | 
four dealers have sent telegrams to 
every fleet owner, both passenger 
car and truck, telling them to place 
their order now for $1 over cost. 
Some of the larger lease car com- 
panies, who have bought Fords in 
the past, called me and state they 
will have to discontinue using 
Fords because the resale value at/| 
the end of one year will be such 
that it will become a loss account. 


“The slogan Ford uses, “worth 
more when you buy it, and worth 


} 
| 





more when you sell it,” has been | 
destroyed in 24 hours. I am giving) 
you information and feelings in this 
matter that would be recited to you | 
by all other Ford dealers in this 
area if you were here. 

“Most of the vicious practice 
|stems from the ‘would you takes’ | 
;or, as we state, ‘would you be| 
; taken.’ You are familiar with the 
| type of advertising Hull-Dobbs uses 


throughout Southern California—| 





|and their way of selling or creating 
|a@ prospect works to the detriment 
| of everyone else. This letter I hope 
will be helpful. Let everybody in 


| the country and in the automotive | 
| business know what a sad commen- | 


tary this is on legitimate business 
operation. Of course, I must ask} 
you to protect my name as the! 
source of this letter. You know 
what would happen to our invest- 
ment if the factory knew I had 
written you on this subject.” 


Phoenix Registrations Up 

PHOENIX.—As of July 31, ve- 
hicle registrations in Maricopa 
County (Phoenix), totaled 175,354, 
compared with 155,147 in the first 





| seven months of 1952 and 173,964 


for all of last year. 
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Miss Ypsi Rides in Style— 


The annual fall festival of Ypsilanti, Mich., which this year was a salute to the 
automotive industry, found full cooperation from the city's dealer association. Shown 
here are Paul C. Chapman jr. (left), vice-president of the association and parade 
chairman, and Paul C. Chapman sr., (foreground), escorting the queen and her court 
in a Cadillac Eldorado. Dorothy Harmon (left) is Miss Ypsilanti Industries. The Chap- 
mans are owners of Paul C. Chapman & Son, Cadillac-Pontiac dealership. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 















UNITRON SLOW CHARGERS — 


A “must” for complete 


ing. Model F-202 charges up to 
Pree li 
Easy to mount on wall 


24 6-volt, or 12 


teries 


7 maximum efficiency 
sumption... 


KA 


BELEM 
6 and 12 Volt Chargers 


THAN ANY OTHER MAKE! 


..and here’s why! Allen 6 and 12-volt battery chargers are outselling 
all others for the simple reason that Allen design and construction 
gives shops more features that result in more profitable servicing .. . 


and backed up by a nation-wide service organization. 
See the Allen line at your wholesalers — judge for yourself! 


ALLEN ELECTRIC & EQUIPMENT CO. 


SHOPS ARE USING 














, longer life, easy operation, and low power con- 








LAMAZOO, MICHIGAN 





DE LUXE 6 and 12-VOLT FAST-SLOW CHARGER 
ete t eye eM Mle T ll eee 


ToT Smeal lee l te 
easy 


slow charges, 
appearing leads, 


to operate. 


Automatic timer, dis- 
Saath a wet 


feature shows true condition of battery. 


STANDARD 6 and 12-VOLT FAST-SLOW CHARGER 


Model F-220—The fi 


nest moderate priced wheel 


mounted charger made. Has 5 second battery test— 
ort Molle M ISA dil leet ee ll ti ee 


DELUXE PORTABLE 6 and 12- 
VOLT FAST-SLOW CHARGER 
Stl: t meant) 


able charger made 


Py aval 
The finest port- 
Has all big- 
charger features, including auto- 
matic timer, large cooling fan 


rugged construction 





Send for FREE FOLDER 


Tips on how to increase your 
battery servicing income, and 
complete information on Al- 
len Battery Chargers. 
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“CELL-CHEK” BATTERY TESTER 
Model F-20- 

State of Charge, Cell Voltage, 
Individual Cell Condition! Fast, 
accurate testing without 


DE LUXE 6 and 12-VOLT 
FAST-SLOW CHARGER — 
Model F-90—A portable charger 
OTM I esl le ls 


ST eM ME: 1 ielila 


wheel mounting. Easy to wheel, clean, 


lift over curb, or into service Ata tue as 


truck. Includes automatic timer 






ALLEN ELECTRIC & EQUIPMENT CO. 
1910 N. Pitcher Street, Kalamazoo, Michigan 


Send me free literature on 6 and 12-volt Battery chargers. 
NAME___ aie Lciiiesice 
ADDRESS... __ 
CITY. 
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Ford Expansion Nears $1 Billion 


DEARBORN. — Ford Motor Co.’s, 
expansion program since World 
War II will have cost more than 
$1,400,000,000 when currently 
planned projects are completed. 

Since Jan. 1, 1946, the company | 
has spent $900,000,000 to modernize | 
and expand. More than 26,000,000 | 
square feet of floor space has been | 
added to Ford production facilities. | 

If erected as one building, the | 
new plant area would form a 
structure 500 feet wide and 10 
miles long. 

The projects have included 13 
manufacturing plants, seven as- 
sembly plants, 16 parts depots or) 
warehouses, and four engineering | 
buildings. About 20 other plants or 
facilities have been enlarged or 
modernized. 

Looking ahead, the company now | 
has plants to invest an additional | 
$500,000,000 in plants, office build- 
ings and service facilities. Part of 
this amount will cover new as- 
sembly plants at Louisville, 
Mahwah, N. J., and San Jose, Calif., 
two new Dearborn office buildings, | 
a new Cleveland engine plant, and 


a new stamping plant at Cleveland. 
While the company has been im- 
proving its industrial facilities, it 
has liquidated many properties not 
directly related to vehicle pro- 
duction. These included small 
plants, plant sites, dwellings, stores, 
an inn, a golf course, and timber, 
rubber, farm, commercial, in- 
dustrial and _ residential lands 
spread throughout the world. 

Ford’s expansion has taken 
place both at its home location in 
Dearborn and in cities from coast 
to coast, The program has added 
to the company’s facilities in five 
general segments of the automo- 
bile business — basic materials; 
castings, engines and stampings; 
smaller forged and machined 
parts; assembly and distribution, 
and finally, offices, laboratories 
and styling studios. 

Basic materials at Ford mean} 
primarily iron and steel. Ranking | 
among the 12 largest steel} 
producers in America, Ford is near- | 
ing the end of an improvement | 
program which has increased its | 


ingot steel capacity by about 10) 


percent. The expansion was 
achieved by modernizing existing 
steel division facilities in the 
Rouge plant, by balancing capa- 
cities of various elements in the 
company’s mills, and by improving 
production methods. The im- 
provements raised Rouge steel out- 
put by approximately 273,000 tons 
of finished steel annually for de- 
fense and civilian use. 

A new ship, the 647-foot S. S. 
William Clay Ford, added 19,000) 
gross tons of ore-carrying capacity 
to the company’s ore supply system 
in mid-August. 

Even with the increased capacity, 
the company will buy approximate- 
ly half its steel from other pro- 
ducers. 

Modernization and expansion of 
foundry, engine and stamping 
plants has been one of the most 
imposing areas of Ford’s post- | 
war program, The new technique 
of automation — linking several 
transfer-type machines together 
with automatic materials- 





handling devices — has been 
brought to its highest point of 





Levy's 40th Anniversary— 


Henry Levy (left), head of Studebaker 
Sales Co., Chicago, receives a plaque from 


K. B. Elliott, Studebaker executive vice- 
president, to commemorate the completion 
of the dealer's 40th year of association 
with the auto maker. Watching the pre- 
sentation is Harry B. O'Neil, Chicago re- 
gional manager. Levy began selling Stude- 
baker vehicles in 1913 as a partner in 
L. Markel & Co. In 1919 he bought out his 
partners to form the present firm. 


development in the company’s 
new foundry, and stamping and 
engine manufacturing operations. 
At Cincinnati, the Automatic 
Transmission Division has been in 
production since 1950 on Fordo- 


FIRST in General Advertising 


among US. evening newspapers 


for the first seven months of 1953 


Here are the first 10 U. S. evening newspapers listed in order 


of general advertising linage for the 


Cleveland Press 
Detroit News 


Sacramento Bee 


Yow Yo oN 


CHICAGO DAILY NEWS. 


Philadelphia Bulletin 


2,104,633 
2,076,866 
1,988,282 
1,950,271 


1,908,075 


first seven months of ‘53 
6. Boston Traveler 1,815,934 
7. Pittsburgh Press 1,810,052 
8. Columbus Dispatch. 1,764,887 
9. Newark News. 1,744,890 
10. St. Louis Post-Dispatch . 1,728,410 
Source: Media Records, Inc. 


Across the nation, the Chicago Daily News leads the evening field in 


general advertising linage. 


The Daily News is Chicago's HOME 


newspaper. 


ne wspa pe r, 


Chicago's 


FAMILY 


Because it goes into the home, in the evening, when the whole 


family settles down to read, to plan and discuss tomorrow's purchases, it’s 


the ideal C 


is a family 


hicago advertising medium. 


process... 


From apples to automobiles, buying 


families, efficiently and economically, through the 


CHICAGO DAILY NEWS 


Chicago’s HOME newspaper 


YORK 


NEW 


JOHN S. KNIGHT, Publisher 
DAILY NEWS PLAZA, Chicago 6, Illinois 


DETROIT 


SAN FRANCISCO 


LOS 


ANGELES 


so its only logical to tell your sales story to Chicago 


MIAMI 





matic and Merc-O-Matic units ir 
a plant completed that year and 
enlarged in 1952. The Automati: 
Transmission Division gains an. 


|| other plant at Livonia, Mich., nex‘ 


December when Ford completes its 
contract to produce Army M-4s 
tanks. The Livonia plant was 
rushed into tank production early 
in 1952 immediately after the build- 
ing was completed. Automatic 
transmission manufacture will 
begin there in 1954. 


Another parts operation is the 
Parts and Equipment Manufactur- 
ing Division, which has expanded 
in two Michigan cities. At Monroe, 
the division operates a plant 
purchased by Ford and opened in 
1949. A major plant expansion was 
completed at Ypsilanti in 1948, and 
still further space was added by 
1953. 


Most widespread part of the 
company’s expansion program has 
been its coast-to-coast additions 
and improvements to automobile 
assembly facilities, and its parts 
and accessories distribution depots. 


Ford Division, which assembles 
and distributes Ford cars and 
trucks, placed a new assembly 
plant in operation at Atlanta in 
1948. Another new plant near 
Kansas City was converted while 
under construction to manufacture 
Air Force B-47 wings, starting de- 
liveries early in 1953. 


Projects getting under way 
this year include the new as- 
| sembly plants at San Jose, Louis- 
ville and Mahwah. Each will be 
completed in 1955, according to 


present plants. 


By the end of 1952, Ford Di- 
vision had completed major 
modernization programs in as- 
sembly plants at Dallas, Dearborn 
and Long Beach, Calif. The Norfolk 
(Va.) assembly plant was re- 
purchased from the government 
and placed in operation immediate- 
ly after World War II. 


New parts depots, operated by 
Ford Division, have been built since 
World War II at Des Moines, 
Denver, Houston, Seattle, Livonia, 
Mich., Cleveland, Cincinnati, Los 
Angeles, Memphis, Atlanta, Dallas, 
Richmond, Va., Boston, Chicago, 
and Charlotte, N. C. Two more 
depots are presently under con- 
struction at Teterboro, N. J., and 
Pittsburgh. Eight other depots were 
modernized or expanded between 
1950 and 1952. Most new depots in- 
cluded office space for field sales 
personnel. 

Organization and equipping of 
the Lincoln-Mercury Division has 
been another major accomplish- 
ment since 1946. The division now 
has four new assembly plants in 
operation, plus a Detroit parts 
depot opened in 1950. Its Los 
Angeles, Metuchen, N. J., and St. 
Louis assembly plants were com- 
pleted in 1948. The latest and 
largest addition to the Lincoln- 
Mercury assembly system opened 
in 1952 at Wayne, Mich. 

Offices, laboratories, and styling 
studios have been expanded mainly 
in Dearborn, where the company’s 
central staff, engineering staff and 


five division staffs make their 
headquarters. 
The company has announced 


plans for a new 12-story central 
staff office building at Southfield 
and Michigan in Dearborn, to be 
completed in 1955. Another new of- 
fice building will provide space for 
staff personnel of five operating 
divisions. It will be located in the 
Rouge Plant area. 


Expanding engineering staff 
activity has been paced by the 
construction of Ford’s new Re- 
search and Engineering Center, a 
7150-acre development started in 
1946 as a memorial to the late 
Henry and Edsel Ford. Four 
units have been completed. These 
are the styling building, dyna- 
mometer building, maintenance 
building and_ vehicles testing 
building. A new industrial re- 





lations building will be started 
this fall, A body engineering 
building and a scientific and re- 
search laboratory are being con- 
sidered for future construction. 

Of all the modernization projects, 
the one Ford building which most 
Americans will visit is the Ford 
Rotunda at Dearborn. After two 
years of designing and _ con- 
struction, the exhibit building was 
reopened June 16, Ford’s 50th an- 
niversary date. By the year’s end, 
more than 750,000 visitors will have 
toured the structure, it is pre- 
dicted. 
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Wichita Zone Chevrolet Dealers Elect— 


The 168 dealers from Kansas and Oklahoma who form the Wichita Zone Chevrolet 
Dealers Assn., recently elected new officers. Shown here are (seated, from left), Ray 
Hamiin, Blackwell, Okla., vice-president; P. J. Larsen, Ellsworth, Kans., president; James 
A. Davis, Hutchinson, Kans., permanent honorary president, and Don M. Hattan, Valley 
Center, Kans., secretary-treasurer. Back row: August Manweiler, Hoisington, Kans., 
director; Ray H. Tucker, Greensburg, Kans., director; W. Ray Howard, Augusta, Kans., 
retiring president; J. W. Skinner, Clay Center, Kans., director, and Robert M. Johnston, 
Wichita, executive secretary. Other directors not in the picture are Lovis Duckworth, 
Fredonia, Kans.; A. C. Stephenson, Independence, Kans.; F. A. Scheetz, Norton, Kans.; 
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Don Poorman, Dodge City, Kans., and Joe H. Edwards, Alva, Okla. 


HYDRA-MATIC 


TRUCKS 





g Spon. — Shocking news for 
Britain’s auto trade before the 
opening of the International Motor 
Exhibition has come from Jowett 
Cars, Ltd., which said it would stop 
making Javelin cars and Bradford 
trucks, The Jupiter sports model 
will continue to be made in small 
quantities. 

Trouble has arisen because the 
firm relied upon Briggs for 
bodies, but these supplies are no 
longer coming forward. Ford now 
has a controlling interest in 

| Briggs. 

| Jowett cars have been made since 
1906, and production in recent years 
has been 10,000 annually. There 
will be Jowett models at the forth- 
coming motor show. 


+ * * 


Report on Motor Show 

HE 38th International Motor 
Exhibition in London starts a 
| 10-day run Oct, 21 with 540 stands. 





Auto News from Britain 


Jowett Discontinues Output of Javelins, Bradfords 
As Body Supplies Are Cut Off 






There are 57 manufacturers repre- 
sented. 

Jaguar models show no change. 
New model of importance is the 
Standard 8, billed as an economy 
car to compete for the custom of 
the low-income group. 

The car will sell in Britain for 
less than $1,500, and will com- 





| 1st Chrysler Parts Reach 


Spokane by Direct Route 


| SPOKANE, Wash. — (UTPS) — 
The first carload shipment of 
|Chrysler Corp. parts ever moved 
direct from Michigan was received 
here last week. 





Distributor is Parts Wholesalers, 
|Inc., which serves 132 Chrysler 
Corp. dealers, in addition to in- 
dependent parts dealers and repair 
shops in Washington, Idaho and 
Montana. 

Formerly, parts shipments were 
routed through California. 








Get this wheel 
in your hands 


A truck prospect sells himself when he 
drives a GMC with Truck Hydra-Matic Drive.* 
Instantly, he is in a new world of truck 
performance. Acceleration, unchecked by 
shifting lags, is brisker, smoother. The right 
gear for every need is instantly, automatically 
provided. Cushioned power, flowing joltlessly, 
ends troublemaking mechanical strain. And 
he actually uses less gas! 


If you were in the position to turn this wheel 


over to prospects, you’d have a big edge over 
competition, too. Check with us to see if the 
GMC franchise is open in your territory. 


*Standard on Package Delivery; optional at extra cost on 


18 other light-duty models. 





Sell areal truck! 


GMC Truck & Coach Division of General Motors 


See The TV Football Game of the Week every Saturday—a General Motors Key Event 











pete with the small models of 
Morris, Ford and Austin, It is 
already in quantity production. 
The overhead-valve engine is « 
four-cylinder 803 unit. Top speed i: 
put at more than 60 miles an hour 
and gas consumption at about 56 
miles to the gallon at norma! 
cruising speed. 


* * * 


New Daimler Held Back 

NEW Daimler model is a 2%- 

liter drophead coupe on the 
Conquest model chassis. This model 
has been shown in Paris but will 
not be shown in London until next 
year, because it will not be avail- 
able for delivery until 1954. 


Two new Rover models at the 
show, a Rover 90 and Rover 60, 
follow the pattern of the existing 
75 Model, but the 60 will be a 
four-cylinder effort in the two- 
liter class, while the 90 will be a 
six-cylinder 214-liter model, There 
will now be synchro-mesh on 
second as well as third and top 
gears. Basic price of the 60 will 
be $2,460, and for the 90 it will 
be $2,745. 

Car and truck production in 
Britain is now at its peak. The 
July figure of 52,844 was 30,000 
higher than in the same month of 
last year. The American market is 
proving a top buyer this year, tak- 

— $24 million worth in the first 
alf. 


Austin alone claims to have sold 
vehicles in the United States over 
the period 1946-53 to the value of 
$118,500,000. 

As a result of the token car ex- 
change trade between Britain and 
Germany, the Mercedes-Benz model 
can now be bought in Britain. 


* * * 


Leyland Ups Exports 


—— trading has _ been 
stepped up by Leyland Motors 
this year, and so far the firm has 
secured coach orders worth $6 
million. 


In the tractor market there have 
been some surprises. The Massey- 
Harris-Ferguson merger has been 
welcomed, and Government consent 
has been given for the deal in 
shares. 


Fordson tractors have been 
reduced in price, the increased 
production at the Ford plant 
enabling the firm to drop the 
price of diesel tractors by some 
$120. There are also reductions in 
Ford trucks. 

Vauxhall Motors is to spend $2,- 
250,000 on an extension of 144,000 
square feet to make spare parts 
for noncurrent models of cars and 
trucks. This means the production 
can be taken from the main factory 
at Luton. 


Rising Demand 
For Cars Noted 
In Younger Set 


NEW YORK. — A sharp increase 
in the young adult market for auto- 
mobiles during the coming 18 
months is forecast by Redbook in 
its current issue. 


The magazine’s annual auto sur- 
vey, which provides data on owner- 
ship and buying plans in the young 
adult market, shows that 34.8 per- 
cent of present owners plan to 
purchase a car within the next 18 
months. This compares to the 26.7 
percent reported in the 1952 survey 
—a 30 percent gain. 


Highlights of the new study re- 
veal that choice of make is a 
family decision in 76 percent of 
the 5,448 Redbook subscribers inter- 
viewed. Some 29.3 percent want 
power steering on their next car 
(as opposed to 32.2 percent “no” 
answers); 54.6 percent want auto- 
matic transmission (as opposed to 
21.7 percent “no” answers); 44.4 
percent want tinted glass (25.5 per- 
cent “no”), and 36.0 percent want 
overdrive (25.2 percent “no”). 


The survey also gives a picture 
of the past five-year trend in auto 
buying in the young adult market. 
It contains specific information 
about make of cars owned, degree 
of owner loyalty, reasons for selec- 
ting make of car and future buying 
plans. 


Copies of the survey may be ob- 
tained from Donald E. West, Direc- 
tor of Market Research, Redbook, 
230 Park Ave., New York 17, N. Y. 
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Service Management 


{1 Regular Monthly Section for Those Who Maintain 


{merica’s Motor Vehicles 





Backshop 


..+ by Jack Weed 


4 ie ninth annual get-together of 
the Equipment and Tool 
Institute members with the service 
and technical service heads of the 
various vehicle makers, ran into 
the sustaining impact of the Hydra- 
Matic plant fire plus some new 
model interference. And although 
the tool boys had a good turnout 
for this year’s affair, there were a 
few of the “head men” from some 
plants that either were not able to 
make the deal at all or were held 
up until the evening. 


This annual afternoon and 
evening mingling of the men who 
make the shop equipment and test- | 
ing tools for dealer service shops, 
and the technical men in _ the} 
vehicle makers service de- 
partments, is beginning to work out 
to the advantage of both ends of | 
the industry. 

The program that the ETI boys | 
put on keeps the vehicle factory | 
men advised of the progress that 
the tool makers are making 
toward better products, better 
manuals and increased aid to the | 
dealers. At the same time it gives | 
the vehicle men an opportunity | 
to get to know the tool and 
equipment men better and point 
out to them things that are | 
needed in the industry to meet 

impending trends. | 
Top men from some 61 different 
tool and equipment builders met 
with the service men from 30| 
vehicle maker divisions and men | 


| 
| 





Buick System 
Plugs Loopholes 
In Tuneup Jobs 


Rurce has introduced a new type | 
of tuneup procedure that seeks 
to eliminate several causes 
customer dissatisfaction. 


The new procedure is known as 
Tune-Care and incorporates not 
only the customary basic tuneup 
but provides the mechanic with a 
list of customer complaints and 
makes it obligatory for the me- 
chanic to go through 11 pre- 
scribed engine checks before he 
finishes the job. 

These steps, in the opinion of E. 
J. Krause, service manager of 
Buick, will result in greatly im- 
proved work by the mechanic as 
well as eliminate the opportunity 
for the “fast dollar” mechanic who 
slides through a tuneup operation 
with only a change of spark plugs 
and distributor points. 

a * a 


EF ALSO will put more of an | 


obligation on the order writer to 

get more information from the 
owner, which is passed along to the 
mechanic with the hard copy of the 
order. 

Reactions from Buick dealer- 
ship service managers is extreme- 
ly favorable, ‘Krause says. They 
report that the new procedure 
makes it possible to find malad- 
justments and hard-to-spot 
troubles, quickly, cuts out a high 
percentage of shop “comebacks” 
and increases service sales. 


K. E. Highley, operating manager 


for Monarch Buick, Indianapolis, | 
said that on the first day the pro-| 
cedure was applied in his shop, it) 
was easy to spot the trouble in a| 


car whose owner had been in 
several times before when me- 
(Continued on Page 52, Col, 1) 


of | 





representing Ordnance, Navy and 
Air Force, as well as the trade 
press. 

* * * 


Vocational Training 


oo is no question but that 
lack of experienced manpower 
in the service end of the industry 
is one of the biggest problems we 
are facing today. The ETI gave up 
two spaces on its limited program 
for talks on mechanic training; one 
by Paul McDonald, who heads up 
the recently announced General 


|Motors national school program, 


and the other by Russ Riley, of 
Thompson Products, who told the 
assemblage about the progress be- 
ing made by the NSPA-headed 
Industry-Wide Vocational Training 
Program. 

In his greeting to the visitors, 
Harry Barrett, chairman of the 
program committee, emphasized 
that never has there been greater 
need for mechanical and technical 
knowledge among mechanics and 
never has the requirement of ac- 
curacy and precision in diagnostic 
and mechanical servicing devices 
been of such necessity. 

This need of better training of 
mechanics keeps continually 
showing up. R. L. Sommerville, 
president of the association of 
American battery manufacturers, 
claims that batteries are not 
actually responsible for a large 
portion of the automobile failures 
that are attributed to them, He 
points out that “such things as 
ignition, generator, or starting 
motor troubles; faulty voltage 
regulators; worn, loose or frayed 


' cables; and ‘hard starting’ are 


often revealed first as a run-down 
battery. The battery usually gives 
advance warning of trouble for 
the motorist and, most important 
to those in the service business, a 
tip-off of a profitable sale of 
| service or parts, 

| “In spite of all the battery in- 
dustry has done to promote 
adequate battery service,” he adds, 
“there are still too many instances 
where it amounts to no more than 
|adding water to the cells.” 

* * * 


\No. 1 Headache 


E COULD have added “and 
despite the fact that practically 
every franchised vehicle dealer has 
|the testing tools and equipment 
handy in the shop to do a quick but 
thorough job of analyzing the 
(Continued on Page 38, Col, 1) 





By Sam Sampson 
Staff Writer 

OrE of the biggest problems of 

many dealers today is the in- 

ability to merchandise used cars 

| profitably under competitive con- 
ditions. 

How to successfully merchandise 


quoted by the industry as the last 
|“normal competitive years.” 
Factories declare that success- 
ful used-car operations depend on 
the effective use of the same old 
tools that were used in the pre- 
war period, but that today, these 
tools must be brought out and 
sharpened to do the job. 
The best tools, according 
factory official concensus, 





Shops Lax on Brake Work... 





Silver in Linings 


oo service appears on fewer 
than one out of every 10 repair 


orders written in the average fran-| 


chised dealer shop, yet the last 
national May Safety Check pro- 
gram indicated that one out of 


since brake service is still run- 
ning a poor fifth in the frequency 
with which it appears on repair 
orders of car and truck deaiers. 
The situation again emphasizes 
the extremely low point to which 


every six cars had brakes in poor | selling needed service has fallen in 


to dangerous condition. 

Despite the fact that promoting 
safety on the highways and 
streets of the nation is one of the 
principal objectives of NADA and 
all state associations, and that 
virtually every dealer is 
thoroughly aware of the threat 
to his business in the continued 
increase in accidents and fatali- 
ties, few are doing anything con- 
crete about it in their own busi- 
nesses. 

Vehicle factories know the major 
role that faulty brakes are playing 
in keeping the high accident and 
fatality rate at its present mark, 
and most of them are now includ- 
ing brake inspection on a mileage 
basis in their owner manuals. 

+ * * 

N EMPHASIZING such service in 

the owner manuals, the factories 
undoubtedly hoped that dealers 
would give more attention to brake 

service and put brake checking on 
a mileage basis in their preventive 
service procedures. 

This evidently is not happening 





| 





our retail vehicle outlets. 


Even though poor brakes are one | 
of the main causes of our high | 
accident rates and even though in- | 
creased use of automatic transmis- | 
sions and larger engines require | 
greater dependence on brakes each 
year, the average dealer still does | 
not sell one-third as many brake 
checks as he does tuneups. 

* * * 


HIS is a lamentable situation, 

not only from the standpoint of 
loss of revenue to the dealer but 
also from a safety standpoint. 

Perhaps the only way to get 
brake service the attention it de- 
serves, is to start a drive to per- 
suade dealers to move their brake 
department next to the shop en- 
trance, 

Back in the early '30s, when lu- 
brication became the “come in” 
service to attract more customers 
to the dealer’s shop, the lube de- 
partment was dragged out of the 
dark and dirty rear of the shop| 
and, after being dressed up with | 


‘new gleaming white background | 





It Takes All This, Plus ‘Know-How'— 


® 


Factorie 


Reconditioning tools that the Chevrolet van will carry and demonstrate to dealers are | 
shown here. The trailer is arranged so carefully, according to Chevrolet, that it is | 
possible to remove equipment necessary to one phase of reconditioning, and then | 
return it to the van before withdrawing the tools for the next phase. One of the) 


furniture, was placed near the en- 
trance. 
* * + 


— tuneup seems to have be- 
come the “comeon.” And despite 


,the fact that it is the service that 


causes most ill-will among owners, 
it still is the item that appear. 


|most on repair orders by almost 10 
| percent. 


An analysis of franchised deal- 
ers repair orders by John E. 
Wolfe shows tuneups on 82.32 
percent of R.O.’s during the first 
six months of this year, lubrica- 
tion in a very sad second place 
with only 23.35 percent, oil 
changes on 16.73 percent, chassis 
work on 15.12 percent and brake 

(Continued on Page 39, Col. 1) 


Cleveland Firm 
Finds Profit in 


Reconditioning 


CLEVELAND.—Frank Porter, 
general manager of Central Cadil- 





| lace Co., distributor in this area, has 


set up a system of reconditioning 
used Cadillacs that he says is pay- 
ing off in profits and added 
prestige. 

First, the program is thorough 
enough to allow the firm to plan 
advertising for each car as soun 
as it is received, The reconidi- 
tioning method is complete from 
cleaning the trunk to repainting 
the engine. 

Porter said that it is the respon- 
sibility of the Cadillac dealer to 
see that the Cadillac standard is 
kept high—whether new or used. 

“Every used Cadillac deserves 
skilled cleaning and appearance re- 
conditioning before being offered 
for sale by a Cadillac dealer,” 
Porter declares. 

One of the primary steps in Cen- 
tral’s reconditioning process is up- 
holstery cleaning. Seat cushions 
are removed and washed thorough- 
ly with a special cleaner. Stains 
on headlining or side panels are 
removed, and floor mats are 
scrubbed and restored to original 
color. Even fabric nap is raised to 
restore richness. 

The trunk, which serves as a 
tipoff to many a used-car buyer, 
is not forgotten. The floor mat 
is scrubbed, and spare wieel and 
tire are removed and made spot- 
less, 

Perhaps one of the chief touches, 


principles of the plan is the order in which the process is carried on to assure the | however, is Central's engine clean- 


most efficient and time-saving approach. 


proper management of used-car} 


|operations, correct purchases, 


thrifty but thorough mechanical 
and appearance reconditioning, ef- 
fective advertising, attractive dis- 


|play and quick turnover. 
| ” * *K 


|used cars is not known to many of | 
|those dealers who were not in/car stocks grew higher, the retail 
business in 1938 and 1939—the years | market fell off steadily, and the 


| 


| 


| 


to | 
are/|the factories are doing to assist 


O FAR this year, “the squeeze” 
has hit dealer profits as used- 


“boarding cost” of used cars 
climbed. 

All of the manufacturers are 
conscious of the market con- 
dition, and most are readying 


used-car programs to help 


dealers. Some are already in ef- | 


fect, and others are still to be 
offered to the field. 
In order to let dealers know what 


s Expand Used-Car Programs 


(See Central Cadillac, Page 51, Col, 1) 





is no 30-day cars. While each 
factory has estimated the cost of 
a 30-day car at various figures, it 
is the consensus that it ranges 
from $3 to $5 a day, according to 
the area. This figure includes ad- 
vertising costs, interest on money 
invested, insurance, selling costs 
and maintenance. A $300 cost 
could be attached to a 30-day car 
if it included a drop in retail 
value at the rate of $15 every 10 
days. 

But for the most part, the 
programs are not temporary relief 
projects, but set up to guide dealers 
over the long pull. Most dealers are 
urged to join the identification 


used-car operations, AUTOMOTIVE 
News made a survey of the 
| factories and studied the programs 
offered. 
” * *x 

ACTORY used-car managers are | 

most alarmed by the desire on | 
the part of some franchised dealers | 
to gamble on the used-car market. 
The competitive market is here to 
stay, they feel, and it is necessary 
that dealers learn to gear oper- 
ations to resell used cars on the 
same market that they were 
bought. 

Thus, the aim of all programs 


New Products 





programs, for factory records show 
that cleaner lots and nationally 
(Continued on Page 44, Col. 1) 
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How many manufacturers, mer- 
chants and well-dressed women 
realize what a miracle has taken 
place in America since the develop- 
ment of air express? 

A manufacturer is short some vi- 
tal part to keep his production line 


moving .. . a wire to the maker 
brings him the part in less than 24 
hours. A merchant dealing in styles 
for women, and careful of his in- 
ventory, wants something from 
New York... 
gets it before his competitor real- 
izes what air express can do. The 







That’s why it’s good business for you to recommend 
that your customers always... 





or even Paris. He}. . . 
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lady appears at the meeting of the 
|women’s club in a new creation 
| which knocks envious members for 


the well-known loop. That’s the new | 


| miracle in rapid transportation. 


Today there are 1,800 air ex- 


press offices in airport cities, 
closely coordinated with rail ex- 
press service, so that anyone can 
get what he wants... almost 
before you can say “Jack Robin- 
son.” 

It all started on Nov 7, 1910, when 
a Wright biplane, piloted by Philip 
O. Parmalee, took off from Dayton, 
O., with one passenger, carrying 
$1,000 worth of silk, consigned to 
the Moorehouse - Martens Depart- 
ment Store in Columbus, 65 miles 
away. . 

The silk had to be carried on the 
knees of the pilot and passenger 
because the plane had no cockpit, 
cabin or other cargo carrying facil- 
ities. The silk weighed 60 pounds. 
They made it in 66 minutes, and 
that’s the day air express was born. 

In 1928, the first full year of op- 
eration, the total number of air ex- 
press shipments carried was 17,000 
in 1952, there were 4,272,000, 
with a revenue of more than $32 








million. It used to take 33 hours to 


We said it all last year...the year 
before last, too...and we are saying 
it millions of times every month in 1953 


On the pages of seven leading magazines, 


210 MILLION seutinc messaces 


are repeating the sound reasons for using only a 
top quality motor oil. This constant repetition is 
making motorists everywhere more “oil-conscious” 
..making them better prospects for buying a brand 
of 100% Pure Pennsylvania Motor Oil. 


PENNSYLVANIA GRADE 
CRUDE OIL ASSOCIATION 
Oil City, Pennsylvania 


USE A BRAND OF 
100% PURE PENNSYLVANIA 


...f0 keep the power you bought! 


ASK tor a brand of 
100% Pure 








and delivery, valuation coverage 
and one company responsible all 
the way. 

On Sept. 1, 1927, the first air- 
lines began flying airmail and air 
express on regular schedules. This 
was made possible under the pro- 
visions of the Kelly Air Mail Act, 
enacted in 1925, and sparked the 
first scheduled airlines by per- 
mitting airmaf to be carried by 
private contractors. Then two 
things happened which made the 
American people definitely “air- 
minded.” 

Richard E. Byrd flew across the 
North Pole, and on May 20, 1927, 
Charles A. Lindbergh flew the 
“Spirit of St. Louis” from Roose- 

E, a ~ |velt Field, Long Island, to Paris 
j |. . . 3,600 miles in 33% hours, win- 
Futuristically Styled Car— /ning the Raymond Orteig prize of 

This pretty Southern California cocd goes very well together with the new Manta | $29,000. The airplane industry was 

Ray aulomobile which has a fiber glass dashboard, scoop-jet type grille and three | OM its way. 


rear fins. It was on display at the National Hot Rod and Motor Sports Show in Los| In the beginning, air express was 
Angeles last week.—United Press Photo. carried by only four airlines. The 


total mileage was 4,541 miles. To- 
|day air express travels on 30 air- 
lines over more than 109,870 miles 
in the U. S., and is shipped to 












. . . 820 miles . . . $6.10, Shoes... 
New York to Chicago... 15 pounds 





fly from coast to coast. Now it takes 
10 hours. 





a . 700 miles . . . $5.15. Machine Alesicn, Hawai. Guba. Mexico. Con 
° |parts ... Chicago to Omaha... .| Space . . - 
Low Cost, Fast Service 450 miles... 25 pounds . . . $48.50. tral America and South America. 


I WAS impressed by the low cost | Drugs . . . Seattle to Denver .. . 

to the shipper. News film . . . 50/ 1,000 miles ... six pounds. . . $3.84. Anything Flown 

pounds... New York to Pittsburgh| Besides, there is special pickup | 7 3 is shipped by air express? 
ce — w= —— — At first it was purely an emer- 

| gency service. Now it is a vital fac- 

{tor in the distribution system of 

American business, Nowhere else 

|in the world is production so large 

. nowhere else is competition so 
keen. 

“Wonder drugs,” radio isotypes, 
biologicals, serums, live animals... 
all easily recognized as “perish- 
ables” .. . material for the pub- 
lishing and printing industries to 
meet deadlines . . . radio broadcast 
records and kinescopes of the TV 
chain shows . . . machinery and 
hardware suppliers. The money 

saved in averting plant tieups is 
incalculable, 

Young men who exhibited rare 
vision in those early days are now 
executive heads of the air express 
industry. Two British military 
aviators flew a Handley - Page 
bomber from Newfoundland to 
New York, 1,135 miles, non-stop, 
a record achievement in 1919. 
Railway Express contracted the 
aviators to fly a load of express 
nonstop to Chicago. They were 
forced down at Mt, Jewett, Pa. 
But the express agent forwarded 
the shipment to Chicago on the 
first fast train, 

That was the origin of the co- 
ordinated air-rail express idea. No 

one could foretell then the great 
strides that lay just over the hori- 
zon. Then came radio-telephone 
communication, directional radio 
beams, blind-flying techniques and 
development of passenger-carrying 
planes with deluxe service. 
* x * 

P.S. I see by the papers that in 
one manufacturing city ... in the 
most populous ward ... only 12 
old people voted in the recent pri- 
mary election . . . and less than 16 
percent voted in the mayoralty 
primary in New York City. 

But, in the same paper I read 
that the salaries now offered to 
competent engineers had been 
greatly increased, because of the 
shortage of trained men for the 
laboratories. Does anyone want to 
hire a politician, who is an able 
orator, full of merry quips and 
wisecracks? 


U.S. Rubber Plans 
New Fla. Building 


JACKSONVILLE, Fla. — U. S. 
Rubber Co. is planning to open a 
new tire distributing branch office 
and warehouse at 909 Haines St. 
shortly after the first of the year. 

The new one-story brick building, 
now under construction, will have 
an area of 40,000 square feet, of 
which 5,000 square feet will be 
| airconditioned office space. It will 
serve all of Florida and parts of 
southern Georgia. The present 
branch at 104 Jefferson St. was 
opened in 1946. 

Growing volume of business is 
the principal for the new building, 
the firm said. Total building space 
will be about double that of the 
| existing facilities. 


Ware Buick Adds Lot 


Ware Buick Co., Augusta, Ga., 
has opened another used-car lot at 
|1460 Broad St., under the manage- 
iment of Hubert Andrews, 


MOTOR OIL 


the power 
you bought! 


ON HIGH-SPEED HIGHWAYS 
or in city traffic, here’s a way 
to cut down damaging fric- 
tion: Always use a brand of 
100% Pure Pennsylvania Motor 
Oil. You'll be treating your 


motor to an oil that’s made 





from Nature's finest crude oil. 


ASK tor a brand of 


100% Pure 
ULM ALL TTI 


PENNSYLVANIA GRADE 
CRUDE O11 ASSOCIATION 
Oul City, Pennsylvania 











es 
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Mathematicians Calculate... 


Cadillac Could Build 
300 Million Models 


DETROIT.—Two mathematicians | factory-installed options and ac- 
have calculated that Cadillac alone cessories. Each of these combi- 
could build more than 300 million | nations of features may be ordered 
different 1953 model cars without | at any Cadillac dealership. Factory- 
duplication. This figure was arrived | approved items which are installed 
at by considering only factory-| by the dealer were not counted. 
installed options and accessories. | Mehlenbacher and Markle first 

Discussing the figure, J. M. | computed combinations involving 
Roche, general sales manager of| only color, upholstery, wheel 
Cadillac, said the almost unlimited | trim and tire choices open to the 


choice the auto industry offers its| Cadillac customer. For the 1953 SS 
customers is of basic importance to| Cadillac Series 60 Special Sedan | Dealer Representatives from 23 Sales Districts Meet at L-M Parley— 











a 


the industry’s growth and progress.| alone, they arrived at 2,196 combi- This is the first group of Lincoln-Mercury dealer representatives to get together at a merchandising conference arranged by 
“To fulfill the desires of the | nations from which the buyer Of | the division's general sales office in Detroit. Drawn from 23 sales districts all over the country, they took part in a three-week 

motoring public, automobile | this body style might choose. program. The second group started last week, and a third one will begin Nov. 2. At the extreme left of the second row is 

manufacturers give the individual Fourteen factory-installed options | Michael G. Orlovich, manager of the conference. 

car buyer an opportunity to (and accessories — radios, heaters Shown (from left), in front row are E. J. Chadderdon, Lafayette, La.; Richard Goodwill, Johnstown, N. Y.; Donald D. Hickey, 

satisfy personal preferences to an | and such—snowball that number to | Monroe, Mich.; John Traynor jr., East St. Louis, lll.; R. R. Johnson jr., Hartford, Conn.; Joseph Sanderson, Yuba City, Calif.; 


extent equalled by few, if any, |more than 35 million 60 Specials. | Paul Kuhn, Highland Park, Mich.; Valentine F. Saver, Waukesha, Wis., and John Kronon jr., Chicago. 

comparable industries,” Roche Dealer-installed accessories would| Second row: Orlovich; B. W. Earnhardt, Huntington, W. Va.; John Sewell, Dallas; Joseph L. Boyle, Pittsburgh; Daniel E. Miller, 
stated. baa multiply it many times again. | Providence; G. S. Bedow, Alvin, Tex.; Wilbur Mellinger, New Holland, Pa.; Frederick D. Muller jr., Rockville Centre, N. Y.; John 
“While greatly complicating pro-| Add the 60 Special figure to/ Young, St. Paul, and Russell Klopfer jr., Washington. 

duction methods, E the Cadillac eX- | similar figures for Cadillac’s seven Third row: H. A. Edwards, Montgomery, Ala.; William Higdon, Montgomery; Jack Mulligan, Detroit; Herman A. Morris, Spring- 

ecutive continued, this multiplicity other body styles and the total | field, Mo.; O. F. McDonald, Wichita Falls, Tex.; John R. Stratton, Cleveland; Jerry Joseph, Lakewood, O., and Keith Burman, 

of choices permits the discrimi-| soars beyond the 300 million mark. | Burlington, la. 

nating purchaser to select a truly | ————— 


personalized automobile. a ai ‘ 
“Moreover, many engineering ad- ONLY DITZLER’S DEPENDABLE PERFO RMANCE CAN GIVE SUCH 


vances become available to the in- 


dividual motorist on an optional 

basis long before public demand 

justifies their being made standard 

equipment. A more rapid pace of 

technical progress results and engi- . ° ’ 

neering leadership in developments . ; 





such as automotive air conditioning 
need not wait for mass acceptance.” 

Roche’s remarks were prompted 

by a recent calculation that id 
Cadillac could build 327,452,928 
cars of 1953 model, each differing 
from every other in at least one 
respect, 

“This figure means,” Roche 
noted, “that the Cadillac factory 
could continue assembling 1953 
models without alteration and with- 
out duplication until the year 5228 
A.D. Or to put it another way, this 
amounts to eight Cadillacs for 
every passenger car now in use in 
the United States.” 

Dr. Lyle E. Mehlenbacher and 
Gerald E. Markle, chairman and 
vice-chairman, respectively, of The 
University of Detroit’s Mathematics 
Department, arrived at the 327,452,- 
928 total considering only Cadillac 


Rafters Will Ring 
At GMC Party | 


For Truckers 


PONTIAC. — Opera Singer Helen 
Traubel will highlight the program 
staged by the GMC Truck & Coach 
Oct. 27 for delegates to the Ameri- 
ean Trucking Assns. convention in 
Los Angeles, Philip J. Monaghan, 
general manager of GMC, an- 
nounced last week. 

The “GMC evening,” with dinner, 
dancing and entertainment, will 
be held at the Shrine Auditorium. 

Dinner music will be provided by 
Eddie Bergman and his orchestra, ae ait cs 
while David Rose and his orchestra : a a A pe 
and the Jud Conlon singers will »\ ‘é SA benim 
entertain after dinner. 








Spearville Motors Closes 


Marion McComas, manager of 
Spearville Motors, Inc., Spearville, 
Kans., has announced that the firm 
has closed out its Ford dealership. 
Parts and equipment will be trans- 
ferred to the dealership at Con- 
cordia, Kans., which was purchased 
by C. V. McComas. Leo Sanko and 
Ed Sanko have rented the Spear- 
ville building and will operate a 
repair shop. 
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HE SUPERIOR QUALITY of Ditzler Finishes is best 

shown by their outstanding performance in the 
motorcar industry. For fifty years these excellent coat- 
ings have been preferred by most of the leading manu- 
facturers of passenger cars, trucks and buses. This 
continuous preference—which lifted Ditzler to its 
present rank as the leading exclusive manufacturer of 
automotive finishes—was gained solely by the year-in 
and year-out dependability of its products. There can 
be no stronger proof that Ditzler Finishes are better 
than any others for all your refinishing needs. 


DITZCO 
QUICKSET ENAMELS 
OFFER YOU THESE 
3 GREAT FEATURES 





Cost less to apply because their 
unusually high solid content gives 
them more film-forming materials. 





Charley Martin 


New York, N. Y. Colors are accurately matched to 


motorcar manufacturers’ original 


. 
color standards. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 
Detroit 4, Michigan 


DITZLER 


ie Ye oe Cc OM F 


Have better color retention be- 
cause they are formulated from 
the same pigments as the original 
factory color. 


<. says... 
ITS YOUR BUSINESS 
. . + Or is it? 

SEE PAGE 33 
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By Jack Weed 


Backshop... 


(Continued from Page 35) 


condition of the battery and that 
most mechanics know that poor 
ear or truck performance can many 
times be traced to an undercharged 
or failing battery.” 

How to get the mechanics and 
order-writers in our dealers’ shops 
to use the tools and equipment 





that the dealers have made avail- 
able to them, and which will auto- 
matically result in not only greater 
service shop profits but more 
satisfied customers, is one of the 
big problems facing the industry 
today. 

There is no question but that 
this problem is going to remain 
one of the industry’s headaches 
until more dealers realize that to 
properly run and manage their 
business they must get out be- 
hind that “wailing wall” that 
separates the showroom from the 


Service Directors 


Elected in St. Louis 


ST. LOUIS.—New directors of the 
Service and Parts Managers Bureau 
of the Greater St. Louis Automo-| shop, themselves, 
tive Assn. have been elected. This does not mean that the 

They are R. W. Cook, Tucker|dealer must take over the job of 
Motor Co.; Ed Kaiser, South Side | service manager, for only a small 
Motors; Al Ogden, Stivers Auto percentage of the dealers could do 
Sales; Joseph Wombacher, God- | that job effectively. But it does 
dard Motors; E. G. Brase, Roberts mean that far more dealers should | 
Chevrolet Co.; George Crain, Muel-| get out in the service department | 
ler Oldsmobile; Ben Rockwell,| regularly and check on how the, 
Thoms Pontiac, and Harold Walsh, | customer is being handled and how 
MacCarthy Motor Co. The latter | the mechanics use, or fail to use, 
four were reelected. ‘the testing and corrective 








Why BEAR‘ 


equipment and tools the dealer has 
purchased to improve service to his 
customers and realize more profit 
from his service work. 


Practically every dealer would 
like to increase the profits he is 
now getting from his service shop, 
but as long as more undone work 
drives out of the average shop than 
is done on the cars while they are 
in the shop, the dealer will never 
realize anywhere near the profit 
potential his shop, and the number 
of customers it serves, can give 
him. 


* * > 


More Than One 


T DOESN’T take much more 

time to write up several items on 
a repair order than it takes to 
write up an order for one item. It 
doesn’t cost but a little more to 
process a multiple item R. O. than 
it does to process one that has but 
one item. Many times several oper- 
ations can be performed on the car 
while it is in a single stall and thus 
the cost of moving the car is saved. 

At the same time, service authori- 
ties who have made a study of the 
problem all agree that seldom does 
a car that comes into a shop for 
one item of service need only that 


S Announcing 
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one item. These experts claim that 
little if any attempt is being made 
by order-writers today to find out 
if the owner needs any work, other 
than that mentioned, when the car 
is first brought in. 


There are several things that 
ought to be checked on every car 
that comes into a service station 
of a franchised dealer, Brakes 
should always be checked as a 
matter of routine procedure, not 
only because the last Safety 
Check program indicated that 
one out of every six cars needed 
brake work, but because the 
average owner is not observent 
enough to know that he has a 
leaking cylinder or that his pedal 
travel has gotten beyond the 
safety mark, 


Batteries should be checked, also. 
every time a car comes in for 
service, Experts tell us that a very 
large percentage of cars are not 
driven far enough to keep them at 
full charge with the electrical load 
they carry today, and batteries that 
run at less than full charge are 
liable to sulphation which tends to 
shorten their life as well as affect- 
ing the operation of the vehicle. 

Oil level and condition should 
also be checked. With the very life 


a Brand-New Service that Meets the Car Owner’s Cry 
to**Do Something About the Egg-Shaped Tire Ride’’ 


“Balantru” Service 


Here Are the ANSWERS to Your Questions About this Most Important New Profit 
Opportunity for You Since “Bear” Introduced Dy-Namic Balancing 15 Years Ago! 





Q. What is “Bear Balantru”’ Service? 


A. It is a service wherein out-of-round tires are 
Re-Trued and Dy-Namically balanced by ‘“‘Bear”’ 
methods. Re-Truing is designed specifically to cor- 
rect out-of-roundness, not out-of-balance. That is 
why the new “Bear Balantru” combination of the 
“Bear” Re-Truer and 36 Balancer is offered as a 
complete unit. This set-up makes it possible to bal- 
ance and Re-Tru in practically one operation, with- 
out need for remounting. 


Q. Why is **Bear’’ introducing Tire 
Re-Truing? 


e Because this new method is the only answer 
to the mounting demand of millions of motorists to 
get rid of tire “thump” and other mysterious vibra- 
tions due to out-of-round tires. This condition 
cannot be remedied by balancing alone. 


Q. What is Tire Re-Truing? 
A e Re-Truing is the “Bear’’-developed method of 


gently evening out the circumference of an out-of- 
round tire by buffing off the high-spots one very thin 
layer at a time. So accurate and perfected is this 
method, and so unaffected is the tread or appearance 
of the rubber, that the naked eye cannot tell a tire 
has been Re-Trued. 


' * What is behind the ever-mounting 
increase of car-owner complaints about 
tire “thumping**? 


A. Smoother black-top roads, more high-speed 


driving and more powerful, smooth-running engines 
ee aiieaal . : egg-shaped” tire? 
all help to magnify vibrations of out-of-round tires. & I ‘ 
which formerly were hardly noticeable. Out-of- A : 
roundness is almost as prevalent on new tires as on e An out-of -round 
tires which have been driven for 5 or 10 thousand has a variation in thickness . 
miles. 


be caused b 


ALL THREE NEED RE-TRUING! 





Q. What is an Out-of-Round or 


ence in the tread of the tire, and may show 
up in a rather abrupt difference in radius 
between its high and low points. This could 
a car standing in one posi- 
tion for a long period of time, uneven 
wear, etc. Any out-of-round conditions 
should be corrected by Re-Truing. 


Q. Does removing rubber by 
Re-Truing decrease mileage? 


A ¢ The exact opposite is true. Re-Truing 
extends tire life because the tire will roll 


tire is one which 
..a differ- 











Tire “thump” complaints of Af te 99 ee ” ——e 
eur Gustomara man te smoothly with no “thump, slap’’ or ——_ on 
caused, in varying degrees, scuff’’ at any*section of the circum- —- FOR COMPLE 
by any one of these three ference. p THIS COUPON 1! 
conditions: (a) abrupt change SEN » SERVICE STOR 
in Out-of-roundness, (b) out- oBALANTRU 
of-roundness spread over a Q 14 Rock 
section of the circumference * To save time and to demon- {g. Co., Dept- Act 
or (c) so-called “scuff cups" t ick ° Bear M &- ° 
around the circumference of strate quick operation, some Island, Ill. floor 
the tire. methods suggest ‘“‘truing’’ only . +. on the ground i 
the center ribs of the tire... Will | want to get a profit opportunity. 

Q. . soa ; é this provide a satisfactory job? of this prand ne rices and pron, 

Why isitimportant,intermsof profits end me Pr antru 

. ! os A ee was ; ; Please § n “Bear Ba 

and good will, for shops to offer Re-Truing e No, it will not. The entire are of the otential figures 
in addition to balancing? tread must be “trued.’’ Low pressure tires ervice. 

coal ride more heavily on the outside ribs than Deer em 
A e “Egg-shaped” or out-of-round tires can ruin on the center ribs. Tests show an average nmeuaeaaae ae 
your balancing reputation, because balancing alone of only 10 minutes is required to perfectly \ddress—————_ 7 
won't make them round. Dissatisfied balancing true a tire with a “Bear” Re-Tru-It... 7 Jame—State——— 
ae . ery . ° — “egy earn —_—— 
customers and do-over work caused by this situation only an average of 15 minutes to balance City — — asi 
are bad for your business, and.re-tru on the “‘Bear’’ Balantru! R 370 — Copyright 1053—Bear MIG: 





of the engine dependent on clea: 
oil and sufficient oil in the crank 
case, the dealer’s servicemen Ca: 
do the owner no greater servic 
than making a routine check o 
the oil on every car worked on. 

In making these last two checks 
the hood of the car must be raised 
and this gives the order-writer : 
chance to note other work and 
parts that may be needed, es- 
pecially now that we are nearing 
the time when all cars in the 
northern areas should be made 
ready for winter. The mere act of 
raising the hood to check the oil 
and battery gives the order-writer 
an opportunity to question the 
owner about winterizing service 
without seeming to “barbershop” 
him. 

* s * 
On Winterizing 
A= speaking about winterizing 
service, Colliers Magazine 
breaks its Winter Service spread 
in the issue, on the newsstands Oct 
30. 

This year’s two-page warning is 
titled “Weatherbound” and carries 
an illustration of cars caught in 
an early snow storm, plus a seven- 
point check program that includes 
cooling system, crankcase and 
chassis, electrical system, engine, 
wheels and brakes, vision and ap- 
pearance. 

In addition to this spread, the 
same issue will also carry a full 
page advertisement of United States 
Steel Corp. on “Car-Saving Tips for 
Winter.” This advertisement carries 
a diagramatic drawing of a car 
with 22 balloons pointing to the 
various things in the car that 
should be checked before the car 
goes into winter service. 

The only “commercial” of import 
to U. S. Steel in the advertisement 
is a picture of two cans in the 
iower left hand corner of the page 
with the caption, “Cans protect 
anu preserve the products that pro- 
cect and preserve your car.” 

* * = 
Ed Quinn’s Kodiak 
E NOW have another con- 
fessed “Dead Eye Dick” in our 
midst. Ed Quinn, Chrysler head 
man who just got back from a 
long-looked-forward-to bear - hunt- 
ing jaunt up on Kodiak Island, ad- 
mits to getting his 8%-foot “king 
of bears” with one shot. Not only 
that, but he was the only one in 
his party to get a Kodiak. 

Ed must be one of those guys 
who lives right, the kind of a guy 
who gets a trophy musky on his 
first trip to Lake of the Woods 
or the Wisconsin Flowage, gets a 
set of “hanging” horns on his 
first go after Big Horn or gets 
a “diamond pin” Sail on his first 
deep-sea fishing experience. If he 
is that kind of a guy, I haven’t 
noticed it on pheasant at least, 
even though he does talk a good 
duck-shooting line, 

Ed apologizes for not realizing 
the Kodiak’s hair was a little 
longer than he reckoned, and so 

did not get a dead center shoulder 
and lung shot and had to be satis- 
fied with tearing off the bottom of 
the heart. I know that if I had 
been pulling the trigger on his gun, 
I would brag of any shot I made 
that was good enough to lay one 
of those babies dead within 200 
yards after the hit. Yessiree. 


Bremerton (Wash.) Council 


Buys 2 New Patrol Cars 

The Bremerton (Wash.) City 
Council recently purchased two 
police patrol cars from two local 
new-car dealers. 

It bought a 1953 Dodge Coronet 
V-8 from Bechtel Motors, and a 
Ford Mainliner V-8 from Kerr 
Motors. 
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Mileage Inspection Would Combat Accident Toll . . . 
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Brake Checks a Must for Dealers 


(Continued from Page 35) | 
work on only 9.35 percent of all 
tickets. 

There is every reason for dealers 
to put more emphasis on brake 
service. Not only is it becoming a 
“rust” service from the standpoint 
of safety, but it also can be made 
one of the most profitable services 
the dealer can offer from a pre- 
ventive maintenance standpoint. 

According to figures compiled by 
Barrett Equipment Co., one brake 
reline and associated services per 
week would bring in a gross income 
of $2,421 per year with a gross 
profit of $1,433. 

= > 


i. 

WENTY relines with associated 

services would bring in $48,420 

per year and the gross profit would 
be $28,660. 

Chevrolet, Ford and Oldsmobile 
now recommend brake checks every 
5,000 miles, and it now appears that 
all makers will include brake 
check recommendation at around 
5,000 miles in their 1954 owner 
manuals. 

In addition to the normal ur- 
gency for dealers to give brake 
service their attention, the in- 
crease in the use of power brakes 
makes preventive brake mainten- 
ance even more imperative. 

The October AAA Bulletin re-| 
veals that “on 1953 Mercury models 
equipped with power brakes, it is | 
possible to exhaust the vacuum in 
the braking system after two brake | 
pedal applications, when the engine 
is stalled. Pedal pressure to stop 


Shop Aide’s ROs 
Total $8,700 in | 
Half a Month | 


TUCSON, Ariz. — When an as- 
sistant service manager who, in| 
addition to his other duties, takes | 
his turn on the 
service floor as a| 
service salesman 
and writes 111 
repair orders in 
half a month that 
average $78.38 per 
order, the dealer- 
ship management 
cannot help but 
be pleased. 

Dallas Plum- 
mer, assistant 
service manager, 
for Paulin Motor Co. (Cadillac- 
Oldsmobile), sold $3,105.35 worth of | 
customer labor for an average of | 
$27.98 per ticket; $1,804.14 worth of 
parts for an average of $16.25, and 
$3,790.61 worth of accessories for 
an average of $34.15 between July 
16 and July 31. 

D. C. Whaley, Paulin sales man- 
ager, feels that any serviceman 
who can produce $8,700.31 worth of 
business in little more than two 
weeks is an employe to be proud | 
of. | 

Whaley says the dealership) 
emphasizes the selling of preventive 
maintenance, has an incentive com- 
mission plan for employes and 
strives to select the type of em-| 
ploye who likes to see a job well | 
done. 


Cousins Joins Hub Deal 


Frank B. Cousins, sales manager, | 
of Hughes Motor Mart, Inc. (De- | 
Soto-Plymouth), Cambridge, for 14 | 
years, has joined Hub Motor Car | 
Co., Inc. (DeSoto-Plymouth), Bos- | 
ton, as sales manager. Earl H. | 
Cross, used-car manager of Hughes | 
Motor Mart, Inc., for many years, 
has joined the sales force of the 
Hub dealership. 












Dallas Plummer 
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the car when vacuum is exhausted 
is increased considerably in com- 
parison to normal pressure.” 
“Mercury engineers,” the Bulletin 
continues, “warn that if the engine 
should stall on a grade, the driver 
should apply the hand brake im- 
mediately until the engine is 
started again. 
brake-equipped cars on steep 


grades, they advise stopping the car | 
completely, setting the hand brake | 


firmly and placing selector lever in 


the “Park” position, if the car is | 
equipped with Merc-O-Matic trans- | 
Brake pedal travel in| 


mission. 
power brake -equipped Mercury 
models is extremely slight. If the 
brake pedal comes to within 1% 
inches of floorboard (with engine 
running) brakes should be inspec- 
ted for possible adjustment or re- 
lining.” 
+ * + 

1. regular preventive brake 

maintenance procedures as set 


jup by the dealer or his factory | 





LUBE 
EQUIPMENT 


Also . 


In parking power | 


. . AIR TOOLS . . . AIRCRAFT i 
PRODUCTS ... GREASE FITTINGS | 
be 


should of necessity include 
thorough inspection and adjustment 
of the hand brakes. 

To feed the brake department, 
each service order writer should 
be equipped with a brake pedal 
travel block that indicates when 
the pedal travels too close to the 
floor and shows need of an ad- 
justment. The Barrett company is 
offering a pedal travel checker 
that allows the pedal to go to two 
inches from the floor on one set- 
ting and one inch on another 
before it touches. 


If every car coming into the shop 
| were checked for brake pedal 
travel, not only would the dealer 
build up a steady, profitable brake 
service, and make lasting friends 
;out of his customers but he would 
|be taking a major stride toward 
|the elimination of avoidable acci- 
dents and the many fatalities that 
|occur because of lack of adequate 
| brakes. 

Jack Weep 


ARO PUMPS for 


Volume 
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The Aro Equipment Corp., Bryan, Ohio 


on the new Aro Motor Oil Supply Pump and Hi-Volume 
Transfer Pump. 
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Hudson Service Aides Go Back to School— 

Zone and divisional parts and service managers of Hudson Sales Corp. gathered 
in Detroit last month to study service techniques for Hudson's 1954 models. Schooling 
included one week of instruction on service operations for the new Instant Action 


engines, power brakes and power steering. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
| Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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BUILT DEPENDABILITY ! 
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| Chevrolet Dealer Fetes Ball Player— 

Monte Irvin (left), of the New York Giants, is seated in a Bel Air convertible with 

Seymour B. Chapp, president of Chapp Chevrolet Corp., Bronx, N. Y., and acknowl- 

edges an ovation during the Chevrolet All-Star Show held in the showrooms of the 

new dealership. Door Prizes totaling $2,000 were handed out to a steady stream of 
visitors during the celebration. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 


automotive industry, every week throughout the year. 





TIME TO CLEAN UP on Purolators! During the next 
. . plus an extra 
quart of oil to every motorist who comes in. 


Now until cold weather really hits, is Fall FILTErR- 


60 days—sell a Purolator* Oil Filter . 


wate 2% 


CHANGE Time. 







Time now .. . for you to replace every 
filter with a clean, new Purolator. 


dollars of it—is working for 
motorists on getting set for 


|, / 


sat r MAKE A CLEAN SWEEP 
/ SELL EVERY CUSTOMER THAT COMES IN 





Reg. U.S. Pat. Of, 








TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


Make a clean sweep! Sell every customer! 


You can! Because advertising—=millions of 


= Powerful Purolator ads in Saturday Eve- 
ning Post, Life, Look, Popular Science, 


PurOlator 


Void nest OFFI FILTER 


PUROLATOR PRODUCTS, INC., Rahway, New Jersey 
and Toronto, Ontario, Canada 


Mort Brown Pontiac Co., Walnut, the customers being served at the 


Creek, Calif., has been purchased 
by Don Marquis, veteran automo- 
bile dealer. 

The dealership will be known as 
Don Marquis Pontiac. Marquis has 
had 26 years of sales experience in 
the automobile field. 

* * * 


Buffalo Democrats Pick 
Pankow for Mayoral Race 


Steven Pankow, auto dealer, 
has been nominated for mayor of 
Buffalo on the Democratic ticket. 

Pankow edged out the organi- 
zation choice for the nomination. 

. * * 


Utah Dealer Holds Dance 


To Celebrate Expansion 


Lloyd’s Motor Service (Hudson), 
Vernal, Utah, celebrated the open- 
ing of its new showroom and serv- 
ice station by holding an outdoor- 
indoor dance for the city’s resi- 
dents. 

On opening day, when the gas 
| pump register indicated 100 gallons, 
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time received a free lubrication and 
wash job. At 50 gallons a free wash 
job was given. 

* * s 


L-M Service Managers 


Hold Fiesta in Newhall 


Approximately 100 Lincolin- 
| Mercury service managers held 
their annual fiesta in Newhall, 
Calif., recently, 

The arrangements committee 
consists of John Jordan, Carl 
Harris, Ray Downing, Roy Holly- 
wood, Bill Kingos, Gene Fransch, 
John Castle and Bob Ritter. 


Baldwin Motor Marks 


Fortieth Anniversary 


Roy S. Carrington, president of 
| J. V. Baldwin Motor Co. (Chevro- 
|let), Los Angeles, has announced 
| that the company is celebrating its 
40th anniversary. 

The Mitchell, Saxon and Colum- 
bia were among cars sold by the 
Baldwin firm in its early days, but 








Popular Mechanics, farm magazines . . . Tested, proved 
Purolator displays, posters, streamers at point-of-sale. 


Double your oil filter profits! 
You can! Because every Purolator Micronic* Oil Filter 


you sell carries a handsome profit . . . So does the extra 


dirt-filled oil 


quart of oil needed to take the place of the dirty oil that 
goes out with dirty filter. 
Remember: (1) More makes of cars are Purolator- 


equipped. (2) All filter-equipped cars take Purolators. 


you—selling 


winter... ter all-around job. 


.. » YOU CAN! 





(3) Purolator sales grow—and grow steadily— because a 
Purolator filters more dirt, finer dirt, faster—does a bet- 


Dealers everywhere: Check your supplier for stock 
. .. Ask about special fall Purolator promotion material. 





since 1921 Baldwin has handlex 
Chevrolet exclusively. 
. * * 


Lake Is 1st Minnneapolis Deai 


To Combine K-W Operations 

Irving H. English, president 
and general manager of North- 
west Kaiser-Willys, Minneapolis, 
has announced the appointment 
of Lake Street Kaiser-Willys, 
Inc., formerly Lake Street K-F 
Motors, as the first Kaiser-Frazer 
dealer to be appointed under the 
new sales distribution plan of 
combining both Kaiser and Willys 
products. 


Food, Food 
Morton Motor Outing 


Features Lobsters 


The 100 people who attended the 
annual outing of Morton Motor Co., 
Farmington, Me., consumed 125 lob- 
sters, 80 hamburgers, 70 hotdogs 
and huge quantities of potato chips 
and cold drinks, 

Lloyd B. Morton, company presi- 
dent and NADA director for Maine, 
said the yearly event for employes 
and their families “promotes 
wonderful goodwill and is some- 
thing that we feel has done us a 
lot of good.” 

Dick Morton took a flying trip to 
the ocean to get the lobsters. On 
his return he acted as chef, assisted 
by Barbara Morton and Betty Aus- 
tin. Those who set up the party 
included Nelson Austin, Apple 
Oliver, Joe Waite and Si Wilson. 

A softball game wound up the 
festivities. 

* * aa 


Antique Car Display Draws 


Big Crowd in Minneapolis 


About 2,000 persons jammed 
the used-car showroom of Stude- 
baker - Minneapolis, recently to 
see its antique automobile show, 
which was the highlight of its 
grand opening. Most of the cars 
are owned by Michael H. Flynn, 
used-car sales manager, and Chet 
Hyland, a new-car salesman with 
the firm. 

Among the exhibits were a 
1906 one-cylinder Cadillac, a $19,- 
000 Daimler limousine, a two-cyl- 
inder Maxwell, a Stutz Bearcat, 
an Overland roadster, a 1908 
Buick tourer, a 1922 Pierce Ar- 
row, a Pathfinder and a 1909 Metz. 

The firm’s new used-car show- 
room is located across the street 
from its new-car showroom on 
Hennepin Ave. 

* * * 


Pentecost and Sutton Deal 


A Dodge-Plymouth dealership 
has been opened in Camden, Ark., 
by Newt Pentecost and Buddy Sut- 
ton, Hope, Ark. The new firm suc- 
ceeds the John Turner dealership. 

* * * 


Roberts Reacquires Firm 


Packard Albuquerque Co., Albu- 
querque, N. M., has been repur- 
chased by Gayle Roberts who sold 
the dealership in 1952 to Loman 
Swapp. Roberts also operates Gayle 
Roberts Motors (Hudson) and 
Gayle Roberts Used Car Co. 

- * = 


Sawyer Sells Unit 

Walter J. Sawyer, who recently 
was convicted of bribing a Mil- 
waukee alderman, has sold his 
downtown Buick dealership in 
Milwaukee to E, Gardner Gold- 
smith, a former Pontiac dealer 
in Winnetka, Ill. Sawyer operates 
another dealership on the west 
side. His case is headed for the 
U. S. Supreme Court. 


* * * 


Helm Pontiac Sold 


Helm Pontiac & Cadillac Co., 
Sulphur Springs, Tex., has been 
sold to Ivan Frizzell, formerly a 
Mount Pleasant (Tex.) Ford 
dealer. 

as © a7 


Tabor’s Lube Chief 


Tabor Motor Co., 15 N. Ever- 
green, Chanute, Kans., has an- 
nounced that Leon Ripple is now 
with the firm as manager of the 


lubrication department. 
. ” * 


Huntington Park (Calif.) 


Deal Purchased by McCarthy 


Eisele Motors (Lincoln - Mer- 
| eury), Huntington Park, Calif., 
has been purchased by M. J. Mc- 
Carthy for an undisclosed sum, 
McCarthy, who has been in the 
auto sales business since 1931, is 
' (Continued on Page 41, Col. 1) 
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president of M. J. McCarthy 
Motor Sales, Inc. (Lincoln-Mer- 
cury), which has two outlets in 
Chicago. 

It was announced that the 
Huntington Park location will be 
known as “Mike” McCarthy Lin- 
coln-Mercury. This dealership, 
established in 1946, occupies 
more than 60,000 square feet. 

> s o 


Pontiac Deal for Davis 
Paul Davis, Detroit, has pur- 
chased Pontiac Sales & Service, 
Paulding, O., from Brooks Ba- 
shore. 
* * * 


Baker Motors Celebrates 


Its 17th Anniversary 


Baker Motors, 815 North Water 
St., (Pontiac), Corpus Christi, 
Texas, has celebrated its 17th 
anniversary. | 

+ * * 


Theisen Handles L-M 


J. C. Theisen Motors, Inc. (Lin- | 
coln-Mercury), is a new franchise | 
holder in Twin Falls, Id. 

s * * 


Lewis Pontiac Opens 


Jim Lewis Pontiac, Inc. (Pontiac- 
GMC trucks), has held its formal 
opening at Belleville, Kans. The 
firm is headed by James H. Lewis 
and Mel Pruitt. It succeeds the 
dealership owned for 23 years by 
Bud Hertlein. 

o 


Webster Opens Doors 


Webster Nash Co. held its grand | 
opening in Webster, S. D. Owner! 
Andrew Sampson said 1,600 at-) 
tended. — 


Moshell Buys L-M Deal 


H. A. Moshell sr., former general 
manager of North Florida Motor | 
Co. (Lincoln-Mercury), Jackson- | 
ville, Fla., has purchased Lincoln- | 
Mercury Co., Inc., Clearwater, Fla., 
from William B. Abramson. 

. * * 


Bardsley Buys Business 

After operating it for 12 years, 
Kepner Implement Co. has sold its 
International Harvester business in_ 
Peru, Ind., to James Bardsley, of ; 
Indianapolis, who has taken over | 
personal management of the deal-! 
ership. a 


Poinsatte’s Second Lot 


Poinsatte Auto Sales, Inc., of 
Fort Wayne, Ind., has opened a 
second used-car lot at 200-220 Clin- 
ton St., with Vern Ashley as man- 
ager. The new lot is named Poin- 
satte Auto Mart. The Poinsatte firm 
was established in 1916. 

= a a 


Joe Carr, Inc., Opened 
A new Studebaker dealership, | 
Joe Carr, Inc., has been opened | 
in Tremonton, Utah. Floyd An- | 
dersen is general manager. On | 
opening day a dance was held in | 
the showroom. 
* * *« 


Cooke Buys Lot 


V. V. Cooke, of Cooke Chevrolet, 
Louisville, has purchased the used- 
car lot of Nellis Gardner for $35,000. | 

s * ¢# 


Heep Appointed | 
Eierman Cadillac Co. Cadillac | 
distributor in Pittsburgh, has ap- | 
pointed Charles E. Heep as whole- | 
sale manager. 
* € 


Ambler Manages Lot 


Harold J. Ambler has been 
named manager of the used-car de- 
partment of Union Motors, Twin | 
Falls, Id. 


Freeburg Gets Buick 


Steele County Motor Co. has | 
been appointed a Buick dealer- | 
ship in Owatonna, Minn. J. W. | 
Freepure is the dealer. 

* * * 


| 


Two Deals Incorporated 
By 3 Philadelphians 


Peterson Lennox Lincoln - Mer- 
cury, Inc., 7700 Germantown Ave., 
Philadelphia, and Peterson Ford, | 
Inc., Old York Rd. and Washing- 
ton Lane, Jenkintown, Pa., have 
been incorporated. 

Incorporators are Edwin B. Bar- | 


nett, George V. Strong jr. and Mar- 
garet D. Schoeck, all of Philadel- 
phia. 


* * * 


Hall Gets Pontiac, GMC 


Cc. A. Hall, Moe, S. D., has 
purchased Cotton Pontiac, Canton, 
S. D., from Dan Cotton, Beresford, 
S. D. The name has been changed 
to Hall Motor Co. The transaction 


includes dealerships for Pontiac | % 564-8 Main St. 


and GMC trucks. 


New York Ford Dealers 


Elect Horgan to NADA Board 

Ralph T. Horgan, president of 
Ralph Horgan, Inc, (Ford), New 
York, has been elected by the 


ed 
ae 
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Board, and immediate past presi- 
dent of the New York Marine 
Corps Reserve Officers Assn, 


* * * 
Los Angeles U. C. Managers 


Elect Larson President 

Harry Larson has been elected 
president of the Los Angeles Used 
Car Managers Assn. 

Other new officers are H. S, 
Weller, vice-president, and Lynn 
Wade, treasurer. 

* ” 
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New Nash Dealer in Oneonta, N. Y.— 
Hinman Motors is a new Nash dealership in Oneonta, N. Y., operated by Samuel 
J. Monser, C. Rexford Hinman and Shane M. Monser. Sales and service facilities are 


* 
Green-Peterson to Construct 


Sales Center in Houston 


A large car and truck center will 
be built early next year in Hous- 
ton’s southwest section by Green- 
Peterson Chevrolet. 

The plant will encompass 10 or 
more separate structures, the larg- 
est of which will be a two-story 
building for new-car sales and serv- 

(Continued on Page 62, Col. 3) 


Ford dealers of Greater New 
York and Long Island as their 
representative on the National 
Ford Advisory Committee of 
NADA, 

Horgan is also president of the 
Automobile Merchants Assn. of 


New York; general chairman of 
the automotive division of the 
Office of Civil Defense; general 
chairman of the Greater New 
York Citizens Cleanup Commit- 
tee; vice-president and co-founder 
of the Citizens Traffic Safety 












Merformance in Today's Cars 
Will be Tomorrow’s 
Strongest Selling Point! 





Today, more than ever, new car buyers are looking for features 
that assure long, satisfactory performance. Engine components 
that contribute to this accomplishment now assume even 
greater importance as they not only influence today’s sales, 
but become tomorrow’s strongest selling point. 


For owner loyalty as well as immediate sales, it pays to specify 


Stromberg* — the carburetor built for lasting performance. 
*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF 


© Standard Equipment Sales: Elmira, N. ¥. 
© Service Sales: South Bend, Ind. 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y. 


Bendix 


AVIATION CORPORATION 
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Pride of ownership, f¥pical with Nash owners, is 
the theme of this prize-winning Nash dealer poster. 


get the Piano in too! 
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They re 
Comin’ 
Down the 
Home 
Stretch 
Now! 


Winning entries from last year’s Nash Outdoor 
Poster Contest are now receiving public acclaim as 


they appear on billboards across the country. 


Nash dealers and their staffs know the kind of 
posters that do a job for Nash and for them. For 
eight years they’ve seen the amazing public response 
to down-to-earth human interest poster designs. 
They’ve heard the favorable comment on Nash 
designs by friends, neighbors, and customers. . . 


they know that these Nash posters work. 


Because of the splendid response to last year’s 
contest and the outstanding quality of the entries 
received, we are now conducting our Second Annual 
Nash Outdoor Poster Contest with awards totaling 
$3,300.00 in cash. 


Already contest entries are flooding in and promise 
to far surpass last year’s staggering total. 
Unquestionably the entries will develop many 
outstanding themes for Nash posters of the future, 
posters that will catch and hold the public’s 


imagination. 


Yes, sir! They’re comin’ down the home stretch 
again with poster ideas that'll pay off across 


the boards! 


Mah. Moro. 


Division Nash-Kelvinotor Corporation, Detrof, Mieh. 
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As Aid to Dealers... 


Auto Makers Expand §j; 


Used-Car Programs 


(Continued from Page 35) 


recognized used-car slogans will 
increase used-car sales. 

All programs offer a package of 
available materials from the 
factories which include advertising 
aids, outlines of selling procedures, 
management control boards and 
forms, lot banners and other dress- 
up materials, and advice on train- 
ing sales forces and other used-car 
personnel. 

. * 

IRROGRAMS were introduced by 

Chrysler, DeSoto, Pontiac, Ford, 
Nash, Studebaker and _ Lincoln- 
Mercury during 1947-1949, when it 
appeared that it would be neces- 
sary for dealers to change 
merchandising methods. With the 
coming of the Korean War, how- 
ever, 
and dealers were not ready to 
listen to factory advice. 

Ford, Pontiac and Studebaker, 


| today 


at least, kept their programs | 


alive and have recently revived | | 


and revamped the program to | 
meet the changing times. These | 
companies, in effect, have a slight | 
edge right now since the | 
programs are already function- 
ing in the field. 

One of the. most outstanding 
dealer-aid programs was kicked off 
(Oct. 19) when Chevrolet 
launched a thorough used-car re- 





| conditioning program in each of its 


the situation was changed | 


eight regions. 
* . * 


ACH unit is a_ specially de-| 

signed tractor-trailer set up as 
a complete mobile reconditioning 
workshop. The units will travel 
throughout the regions and train 
dealer personnel on using latest 
equipment and materials, and 








Right on 


your doorstep ha 


/ 
Schroeder Staff Symbolizes Loyalty— 


members of the staff of Walter Schroeder Motors, Inc. (Studebaker), 
Berwyn, Ill., represent a total of 130 years of service with the firm. They recently 
| were presented with special service pins. Walter Schroeder (third from left), president, 
and Charles Tomlinson (fourth from left), each received ao 25-year pin from E. W. 
Ready (second from left), district manager. 


These 11 


used car and used truck 
ditioning. | 
A staff of reconditioning 
who recently com- 
demonstrate modern methods of pleted a month’s training in De- 


instructors, 


_ ee | ie _ 











troit, will take the units out to 
the regions and stop at scheduled 
dealerships to hold one-week 


recon- 


clinics. They were trained under 
the direction of E. S. Cobb, 








Rient on your doorstep are the “U.S.” 
sales engineers...at New Center Bldg., 
7430 Second Ave., Detroit 2. They are 
your contact with the centrally located 
United States Rubber Company plant at 


Fort Wayne. 


At Fort Wayne are made engineered 
rubber and plastic parts, rubber-bonded- 
to-metal parts, for the automotive indus- 
try. The skilled men in this plant have 
long experience. They work with the 


UNITED 


Automotive Sales, Mechanical Goods Division 


of science. 


STATES 


In this laboratory, physicists, metal- 
lurgists, chemists and design engineers 
are working, day after day, to find new 
ways to help you improve your product. 
These experts are at your service. They 
have solved many “impossible” problems. 
For full information, phone Trinity 4- 
3500 or contact the address below. 


RUBBER 


New Center Bldg., Detroit 2, Michigan 


most up-to-date equipment, aided by a 
laboratory which is truly a treasure-house 





“U.S.” Research perfects it 
“U.S.” Production builds it 


COMPANY 


Chevrolet used-car reconditioning 
manager. 

The custom-built trailers ar 
carefully built with shelvin; 
cabinets and compartments for a 
equipment. Material necessary t: 
complete one phase of reconditior 
ing may be removed, and then re 
placed before materials for anothe 
phase is taken out. For loading an 
unloading, each trailer is equippe: 
with a hydraulic lift tail gate. 

A list of the equipment in eaci 
van includes steam cleaners 
solvent cleaners, heavy duty vacu 
um cleaner, pressure guns and 
miscellaneous assortment of rag 
and other cleaning materials. 

For mechanical checking, the 
van includes diagnosis equipment, 
battery charger, valve refacing 
and seating equipment, brake 
service materials, carbon blaster, 
wheel balancer, front end aligner, 
and a tire regrooving tool. 

For body work, the truck con- 
tains bumping tools, hydraulic 
tools, infra-red lamps, air hammers 
and cutters, impact wrenches, spray 
guns, sanding machines, exterior 
and interior appearance materials, 
and a complete line of paint finish- 


ing materials such as_ sanders, 
adhesives and others. 
* + * 
HEVROLET’S identification 


program, “OK Used Cars,” is 
widely used by dealers—nearly 100 
percent, according to the factory. 
The O. K. plan carries a list of re- 
quirements that the dealer must 
meet before he is accepted in the 
program. L. N. Mays, Chevrolet 
national used-car manager, heads 
|the department. 
} * * * 
| J.ORD has carried on its program 
| with dealers since 1949, getting 
|them acquainted with good retail 
| used-car methods and keeping a 
sharp eye on dealer stocks. The 
| company insists that dealers do 
| business on the going market. 

Ford was one of the first com- 

panies to install a personnel 
training program in used-car re- 
conditioning. In addition, it was 
the first company to offer an all- 
over reconditioning school. 

The company receives 10-day re- 
ports from the field on used-car 
| stocks, and has drawn a limit on 
|30-day cars. Month-old cars must 
|be sold immediately. 
| Walter Hoot, national used - car 
|manager, said that Ford’s “A-1 
Used Car” program is being ex- 


one further with additional 
material, films and training 
| Programs for dealers. 

* * ” 


T OLDSMOBILE division, a 
business-like program to assist 
|dealers in used-car operations has 
; been sent into the field. While the 
|program is quite new, it carries a 
|full load behind a “Safety Tested 
'Used Cars” slogan. 
One feature of the program is 
a “Used Car Merchandising 
Progress Report,” outlining what 
the factory considers necessary to 
carry on a successful used-car 
operation, 

On this basis, the field man 
makes an analysis of the facilities 
and operations of each dealership, 
and makes agreements with the 
dealer on when and how each 
facility will be added. The neces- 
sary requirements are, of course, 
pared down to meet the size of 
the dealership. 

o : = 
At PONTIAC, where the present 
program originated in 1947, the 
used-car dealer aid movement is 
being stepped up to meet the times. 

Aside from the full load of ad- 
vertising aids and merchandising 
processes, a lot identification, 
representing more than 60 per- 
cent of the dealer body, is under- 
way with “Goodwill Used Car” as 
its slogan. 

One of the interesting features of 

‘Continued on Page 45, Col. 1) 
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(Continued from Page 44) 
the Pontiac program is the “Man- 
power Analysis” form, which aids 
the dealer in mapping out his job. 
Sales records are studied for each 
salesman, and depending on the 
job to be attempted, manpower re- 
quirements are laid before him. In 
each case, the program includes a 
60-day period to train additional 
salesmen, if needed. 
+. +. = 
JSED car and truck clinics for 
dealers were held throughout 
the nation this summer by Stude- 
baker, according to H. L. Craw- 
ford, national used-car manager at 
Studebaker. 

All phases of merchandising are 
taken up, Crawford said, by slide 
and motion picture presentations, 

ublications and other take-home 
materials, Studebaker dealers have 
been told repeatedly about the im- 
portance of used-car merchandis- 
ing, he added, but the presentation 
is always kept before them so they 
don’t forget. 

* * = 
NJASH field men, according to P. 
L“’ A. McKeown, Nash _ used-car 
manager, are busy demonstrating 
to dealers the latest methods and 
materials for reconditioning. 

The aim of the program, as with 
other makers, is to keep dealer 
stocks under 30 days. At the same 
time, they are watching the used- 
ear selling ratio very closely, and 
report a better - than - industry 


record of 2.5 at the present time. 
* * 


a 

SS is currently trying to 

find experienced used-car men 

to put into every zone. W. E. Os- 

band, used-car manager, said that 

satisfactory men are hard to find, 

especially after the easy - selling 
post-war days. 

Training films, to be distributed 
through the zones to dealers, are 
being prepared and will be put 
into the field very soon. 

On inventories, the company has 
set up what it considers a realistic 
approach. Some areas, the factory 
feels, are naturally “slower” than 
others, and must be handled in a 
different manner, Used-car quotas 
and operations are being scaled on 
a zone basis to meet the conditions 


there. 
~*~ * * 


HRYSLER division, too, is hunt- 

ing for additional used-car field 
personnel. M. J. Harris, used-car 
manager, said that the Chrysler 
program is nearly ready for a 
planned expansion. 

Representation under the 
identification program, “Safety 

Checked Cars,” with the “Sign of | 
Quality” seal, is satisfactory, the | 

division feels, but further work 

on this program is planned. 

The field works on reports of 20- 
day cars, Harris said, which gives 
them 10 additional days to move a 
30-day car. | 

e * * 

T= Dodge identification 

program, “Dependable Used 

Cars and Trucks,” is well repre- 

sented throughout the nation, ac- 

cording to L. E. Austin, national 
used-car manager. 

Here again, Austin said, much of 
the planned activity is yet to go 
into the field, but inventory infor- 
mation and other activities are 
available. 

Dodge utilizes its “Go Getter,” a 
publication for dealers, to inform 
dealers of successful used-car and 


Shop Clinic 
600 Kans. Dealers, Students | 


Attend Parley | 


HAYS, Kans. — About 600 auto- | 
motive dealers and students in. 
vocational training high school 
classes of western Kansas attended | 
an “Automotive Dealer’s Clinic” 
here. 

The clinic is held each September 
and is sponsored by S & W Supply | 
Co., of Hays. { 

There were 50 exhibits during the | 
Clinic, including shop equipment | 
and supplies of all kinds for auto | 
dealers valued at more than $75,000. | 
The exhibits included everything | 
from a bolt to steam cleaners for | 
engines. | 

Some 62 factory men from all | 
parts of the U. S. were present for | 
the clinic. 
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to Aid Dealers... 





Used-Car Programs Expanded 


truck operations being carried on | of its dealers in possession of a 
by its dealers. The company has/| used-car control inventory board, 
suggested that dealers keep these which lets management know at a 
ideas on file, and adopt them for | glance what years and models are 
their own operation as soon as most represented on the lot. 
possible. + * * 
* * * 
T LINCOLN © MERCURY, an| AT,KAISER Motors, the used-car 
educational program on the | ing ae” merger o eters 4 but a 
many phases of used-car merchan- spokesman aia chat @ com lete 
dising is being scheduled for a for deal is pl a d 
dealers, both at factory and field | PTOSTam tor dealers Is Planned an 
’ ready to go as soon as possible. A 
levels. Currently, the company is full program includin motion 
sponsoring a series of dealer meet- picture aids and trainin ~~ will 
ings on reconditioning processes. | be announced as soon - saible 
One of the recent meetings WAS | the spokesman said ” : 
held at Arndt-Palmer, Melvindale, | 2 
Mich., a manufacturer of appear- | tae 
ance reconditioning materials. i"yYwO GM. divisions, 
+ * * 
pD°sere division has been active | pansion of present programs, but 
in promoting its identification | 48 yet, much of the activity is still 
plan, “Top Value Used Cars,” for |in the planning stage. 
many years. Currently, they are| C, J. Staufendeil, Cadillac used- 
getting excellent dealer results| car manager, said that plans 
from the “Groucho Marx Special”’| were being readied for a bang-up 
each week, which is advertised on| program, and at the present time, 
the DeSoto TV program. | Officials are studying dealer-by- 
DeSoto has more than 80 percent! dealer used-car sales reports to 


Buick and 
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aid 





enjoy his friendly service. 


He’s still waving at us.” 





in bringing out the most ef- 


fective program. 


, C | Buick has a_ successful 
Cadillac, are planning wider ex-| fication program, “All-Square Used 


Cars, 


identi- 


” and a good package of 


dealer management aids and re- 


conditioning materials 
dealers. A 


to offer 


later announcement, 


Buick said, will give further details 


|of th 


0% 


e program. 
* * cd 

E of the chief worries of the 

actories, the survey found, is 
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in policing the guarantee programs 
offered by dealers. They repeatedly 
ask that only a few cars on the 
lot be tagged as “special buys” in 
order to build up interest in better 
offerings, and to help create a 
market for the poorer cars on a 
price basis. 


Various methods of policing the 


|campaigns have been suggested, 
| but as yet, no definite action has 


been chosen by any of the com- 


panies. 


W. E. Lahr Switches 
To Warehouse Basis 


MINNEAPOLIS. —W. E. Lahr 
Co., Harmon Place at 10th St. here, 
has announced the sale of its job- 
bing and service business to a 
group of former employes, but will 
retain its warehouse operations. 

W. E. Lahr, president, said that 
the company would continue to 
serve manufacturers in the f-llow- 
ing three ways: (1) Warehouse 
service where the manufacturer 
owns the stock, and Lahr will ship 
or deliver as ordered; (2) ware- 
house and sales, where Lahr owns 
the stock and handles sales and 
credit in the territory, and (3) 
warehouse and manufacturer’s 
agent, 
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When you sell Quaker State Motor Oil and 
Superfine Lubricants, you sell satisfaction. Better 
than ever today, Quaker State products are the 
result of 50 years of continued improvement. 
They have proved to the motorist that they 
give complete lubrication and long-lasting pro- 
tection. It is this reputation for satisfaction 
that helps win new customers and bring old 
customers back. 


Ask about the 


Quake 


Remind-0-Matic System 


—a proven 
business builder! 








r State 


QUAKER STATE 


Motor Oil 
and Superfine 
Lubricants 


QUAKER STATE OIL REFINING CORP., OIL CITY, PA. MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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R. H. Bayer has been appointed 
assistant secretary of Electric 
Auto-Lite Co., according to Royce 
G. Martin, president and chairman. 

Bayer joined Auto-Lite in 1933 
and has been plant accountant at 
the Woodstock (Ill.), and Syracuse 
plants. 


Troendly Named President 
Of Borg Spring Division 

Election of Harry P. Troendly to 
the presidency of the spring di- 
vision of Borg-Warner Corp. has 
been announced by Roy C. Inger- 
soll, Borg-Warner president. 


White Motors Honors Oldtimers— 


Four veteran members of the southern regional sales staff of White Motor Co., 
whose combined service records add up to 117 years, were honored at a sales meeting 
in Atlanta. From left are J. Ruffin Smith, wholesale manager in Charlotte, N. C.; 
C. B. Cowan, vice-president in charge of the southern region; J. H. Johnston, branch 
manager in Charlotte, and Hames H. Rees, branch manager in New Orleans. 


Auto Personnel 


president and general manager of 
the division since its founding 13 
years ago, succeeds David E. 
Gamble, who is retiring. 
Vice-presidencies in the division 
were conferred upon M. O, Gillett, 
factory manager, and Arthur J. 
Welch, sales manager. James F. 
Niblick, previously office manager 
and assistant comptroller, has been 


appointment of Vice - President 
John P. Coe to handle the com- 
pany’s interests in the transfer of 
synthetic rutber plants from the 
government to U. S. Rubber. 
Coe has been detached from his 
duties as general manager of the 
company’s Naugatuck Chemical 
division to devote full time to his 
new assignment. His major daty 
will be to work with the synthetic 
rubber plant disposal commission 
to be appointed by President 


Eisenhower. 
* * s 


named assistant secretary, assistant | Standard Products Names 


treasurer and comptroller. 
* * * 


Coe to Handle Transfer 


Of Plants for U. S. Rubber 
H, E. Humphreys jr., U. 8. Rub- 


Troendly, who had been vice-| ber Co, president, announces the 


ASSURES NEW CAR OWNERS 
EASY, TROUBLE-FREE BREAK-IN! 
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America’s Newest, Finest Upper Cylinder Lubricant! 


Here’s a brand new, easy to use plus-profits item—ideal for both new and old cars and for all 

‘top oilers. Just add Caslube to the gasoline. Retails profitably at only 25¢. Casite Division, 
Hastings Manufacturing Co., Hastings, Michigan (Casite, Caslube, Drout, Hastings Piston 
Rings, Spark Plugs, Oil Filters) 





Grant as Operations Chief 


Appointment of Robert Grant as 
general operations. manager of 
Standard Prod- 
ucts Co. has been 
announced by R. 
E. McIntyre, ex- 
ecutive vice- 
president. 

Grant will be in 
charge of all 
manufacturing 
operations at the 
company’s plants 
in Cleveland and 
Port Clinton, O.; 
Gaylord, Mich.; 
Lexington, Ky., and Long Beach, 
Calif. 

Grant served 17 years with Nash, 


Robert Grant 


starting out in 1920 in the car re- 


pair department and _ becoming 
superintendent in charge of chassis 
assembly, body assembly, final as- 
sembly and final inspection at the 
Racine (Wis.) plant. 

* = . 


Leitner Named to High Post 
At Murray’s Body Division 


Appointment of Eugene E. 
Leitner as manufacturing man- 
ager of the body division of Mur- 
ray Corp. of America is 
announced by W. N. Harris, vice- 
president of automotive opera- 
tions. 

Leitner goes to Murray from 
the Detroit gear division of Borg- 
Warner Corp., where he was 
manufacturing manager also. 
Previously, he was master me- 
chanic for the Detroit transmis- 
sion division of GM and was with 
Briggs Mfg. Co. in the U. S. and 
England. 


* * = 


|Fruehauf Elects Lawrence 


| Assistant Treasurer 


The election of Luther E. Law- 
rence as assistant treasurer of 
Fruehauf Trailer Co. has been an- 
nounced by Roy Fruehauf, presi- 
dent. 

Before joining Fruehauf last 
June, Lawrence served for three 
years as a divisional controller of 
Ford Motor Co. Previously, he was 
assistant treasurer and controller 
of McLouth Steel Corp., Detroit. 


* * = 
Yost Appointed Distributor 
For Coleman in Oregon 


Rudy Yost, Portland, Ore., has 
been named Oregon distributor for 
the Coleman four-wheel drive and 
the Coleman four - wheel - drive 
truck, according to American Cole- 
man Co., Littleton, Colo. 

Yost will also be Oregon distribu- 
tor for the Burdick safety valve for 
‘trucks and trailers. He previously 
/ was associated with the truck sales 
department of Lee Cosart Motors 
| and with MAC Truck Co., Seattle. 

His concern will be called Rudy 
| Yost Equipment Co. 

e * 


Chrysler Picks Simpson 


Appointment of Sherrill P. 
Simpson as traffic manager of the 
;export division of Chrysler Corp. 
|has been announced by Leo W. 
|Krass, general traffic manager of 
| the corporation. Simpson joined the 
division in 1945. 

cz 


| 
| 
| 


Kuzmick Promoted 


| Joseph N. Kuzmick has been ap- 

pointed coordinator of corporation 

research and development by Ray- 

bestos - Manhattan, Inc. Kuzmick 

| had been with the Manhattan rub- 

ber division for more than 30 years. 
~ ~ = 


SKF Industries Appoints 


Werner to Sales Post 


Guy G. Werner has been ap- 
pointed assistant manager of dis- 
'tributor sales of SKF Industries, 
'‘Inec., Philadelphia, according to 
; Stuart H. Smith, sales manager. 
| Werner was sales manager of S. 
| J. Meek’s Son, truck transportation 
| engineers, Washington, prior to his 
| (Continued on Page 47, Col. 1) 
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new appointment. Previously, he 
was New York district manager for | 
Dodge. 
* * 
Heads Fire Prevention 
Ralph R. Nordyke, general direc- 
tor of industrial relations for 
Fisher Body, announces the ap- 
pointment of F. G. Nentwig as di- 
rector of safety and fire prevention. 
Nentwig replaces M. J. McCarthy, 
who retired earlier this year after 
27 years of service. 
a = > 


Pesco Ups Brannon 


R. J. Minshall, president of the 
Pesco Products division of Borg- 
Warner Corp., Bedford, O., has an- 
nounced the appointment of Paul 
W. Brannon as_ manufacturing 
vice-president. Brannon formerly 
was manufacturing manager. 

o + s 


Auto-Lite Division Names 


Reed Purchasing Agent 

Martin J. Reed has been ap- 
pointed purchasing agent of 
Auto-Lite Battery Corp.’s Owen- 
Dyneto division, Syracuse, N. Y., 
according to J. H. Lambriz, di- 
rector of purchasing. 

Lambriz also said that Phillip | 
Giblin had been elevated to as- 
sistant purchasing agent at the 
Syracuse plant. 


Kelly Transferred to Dallas 


In 3M Adhesive Sales 


Appointment of Donald Kelly as 
regional sales manager of its ad- 
hesives and coatings division in 
Dallas has been announced by Min- | 
nesota Mining & Mfg. Co. 

Kelly joined 3M in 1949 in indus- | 
trial sales covering the Chicago | 
area, 

> * * 


Erickson Named Sales Chief | 


At Packard Branch in N. Y. C. | 


Charles V. Erickson has been ap- 
pointed sales manager of Packard’s 
retail branch in Manhattan. Erick- 
son has been with Packard retail 
sales in New York City since 1925. 


* * * 
Raymond, Cain, Scowcroft 
New Lempco Managers 

A. B. Harding, sales vice-presi- 
dent of Lempco Products, Inc., has 
announced the appointment of three 
new district managers. 

C. E. Raymond will serve job- 
bers in western Tennessee, Arkan- | 
sas, northern Louisiana and Missis- | 
sippi. M. N. Cain will manage the} 
Minnesota, North Dakota and South | 
Dakota territory. W. J. Scowcroft 


will cover New England. 
* 7 + 








Seare Guides Club 


Bryan R. Seare, zone traffic man- 
ager for Ford in Salt Lake City, 
has been elected president of the 
Transportation Club of Salt Lake. | 

. - | 


* 





3M Reassigns Guthrie | 


Donald R. Guthrie has been) 
named assistant general manufac- | 
turing manager of the coated abra- 
sives and related products division 
of Minnesota Mining & Mfg. Co., 
St. Paul, Guthrie formerly was ex- 
ecutive engineer in charge of en- 
gineering research. 

a * 

Canadian Group Appoints 

Arthur MacNamara has been ap- 
pointed managing secretary of the 
Canadian Assn. of Equipment Dis- 
tributors. 

* * + 
Executive Vice-President 


Named by Torrington 

Walter C. Thompson, formerly 
sales vice-president of Torrington 
Co., Torrington, Conn., has been 
named executive vice-president to 
succeed Alfred W. Burg, who has 
retired after 37 years with the com- 
pany. 

Ray B. Nichols, formerly presi- 
dent and general manager of Tor- 
rington Co. of Indiana, a subsidiary, 
succeeds Thompson. Nichols also 
continues as president of the In- 
diana firm. 

Rodney T. Dunlap, formerly as- 
sistant general manager of Tor- 
rington Co. of Indiana, nas been 
named vice-president and general 
manager of this division. Other pro- 
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(Continued from Page 46) 








motions at the South Bend plant 
John A. Toth, who has been pro- 
moted from chief engineer to as- 
sistant general manager, and Walt- 
er Fisher, formerly assistant chief 
engineer, who becomes chief en- 
gineer. 





% 


W & B Chevrolet in New 
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Brach Mfg. Appoints Jurin 
As Sales Representative Brach line of television antennas 


Sydney Jurin has been appointed | 274 a 
a factory sales representative of - 
Brach Mfg. Corp. a division of Eversole to Bakelite 
General Bronze Corp. Appointment of Dr. James F. 

Jurin will cover southern Cali-| Eversole as research vice-president 
fornia, southern Nevada and Ari-| of Bakelite Co., a division of Union 


* * 


zona with the recently expanded Carbide & Carbon Corp., has been|board of Slick Airways, Inc., has 


Tough..but oh so Gentle! 


Tough on Oil-Pumping, Gentle on Cylinder Walls 


Regular or Chrome Sets for All Passenger Cars—Hastings gives you both a regular and 
a chrome-faced piston ring set for all popular passenger cars—Motor Engineered around 
the famous Steel-Vent oil control ring for each make and type of engine, for each engine 
condition and operating need, for all replacement service: re-bore, re-ring and re-sleeve. 


coe 
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RRs 








Gentle because Steel-Vent’s two wall- 
contacting steel sections have rounded 
edges which provide hairline contact 


and reduce drag to a minimum. lubrication. 


sT 





Result: maximum life, minimum wear. No wonder 
Hastings Steel-Vent is nationally known as the 
ring that stops oil-pumping, checks cylinder wear, 
restores engine performance. 


Home— 
New sales and service facilities were opened recently in Bassett, Va., by W & B 


Chevrolet Co., Inc., as it prepared to celebrate its 15th year in business. C. L. 
Weeey 8. SS eee Ee 8 ee ee ee Se 


;announced by Bakelite’s president, 


|manager of research administra- 





Gentle because the Steel-Vent spacer 
has extra wide vents that let oil flow 
through freely for extra cylinder wall 
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G. C. Miller. Eversole formerly was 


tion for the corporation. 
* * + 


Slick Joins Mack Board 
Earl F. Slick, chairman of the 
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been elected to the board of di- 

rectors of Mack Trucks, Inc, Slick 

alse is a partner in Slick-Moorman 

Oil Co., and Slick-Urschel Oil Co., 

= a director of Mitchell Brewing 
0. 


* * > 


Kyle Joins Schnable 


John A. Kyle has been named 
eastern sales representative for the 
refrigerated body division of 
Schnable Co., Pittsburgh. For the 
last 16 years, he had been with 
Robert A. Johnston Co., Milwaukee, 


as middle Atlantic district manager. 


* . e 


Goodrich Ups Martin 

Charles C. Martin has been named 
general credit manager of the B. F. 
Goodrich Co. tire and equipment 
division. Martin, who has been with 
Goodrich since 1914, was a staff 
credit manager in the tire division 
before his present appointment. 







Gentle because Steel-Vent’s flexible, 


innerspring works only 


against the steel sections—holds them 
on the cylinder wall with soft pressure. 
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TROUBLE LIGHT—For road repairs, this 
spotlight combines a red danger signal 
with a high-intensity flood and spotlight 
shining forward. A pistol grip handle for 
ease in aiming and a clip to hang up 
light while making repairs also are pro- 
vided. Plugs into cigaret lighter. Electro- 
line Mfg. Co., 2622 E. Fifty-first St., Cleve- 


* * * 





OIL LEVEL GAUGE—Oil-Vue, a gauge 
which measures the oil supply, is said to 
be installed in three minutes. It is clamped 
to the steering column below the wheel 
and connected by a rubber tube to a 
special dipstick. Allen Instruments, Inc., 


325 W. Huron St., Chicago 10, Ill. 
£8 





FRAME CONTACT—Helps guide car onto 
Joyce X-Master frame contact lift. A slide 
construction, actuated by a spring, assures 
automatic wheel guide adjustment. Tire 
squealing and pinching is eliminated ac- 
cording to the maker. The frame contacts 
are of aluminum and designed to pre- 
vent crushing of gas or brake lines. Joyce- 
Cridiand Co., E. First & Hott Sts., Dayton 
3, O. 





FEED TRUCK BODY—This 12-ton capac- 
ity bulk feed truck body is mounted on a 
frame which will take any standard set 
of trailer wheels, it is stated. An economy 
feature is the fact that the running gear 
of discarded fiat beds can be utilized, 
says Goldsberry Machinery Co., Inc., 811 
S$. Sultano St., Ontario, Calif. 


Brake Drum Lathe Features 


Adjustment to .002 Inches. 


A brake drum lathe named Safe- 
Turn has been introduced by 
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NEW PRODUCTS 


Ammco Tools, Inc., 2100 Common- 
wealth Ave., North Chicago, Ill. 

It features a 2%-inch spindle and 
an exclusive Infimatic feed which 
permits adjustment from .020 to 
.002 inches while cutting. Other 
features include self-aligning bor- 
ing bar, 34-inch cross-feed support 
and safety-enclosed grinding wheel. 

+ + * 
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CARBON BLASTER CHART —This flip 
chart has been prepared to help jobbers 
in carbon-blast equipment sales. The 
Head-On carbon blaster is said to rid 
auto engines of carbon and other deposits 
without removal of the cylinder head. 
Kent - Moore Organizations, Inc., 5-105 
General Motors Bidg., Detroit 2, Mich. 

* * * 





fee 


AIR COMPRESSOR—15-horsepower and 
20-horsepower air compressors of V-type 
construction and with four cylinders are 
available in 22 models. 
BD461A. It features dual controls which 
permit either automatic stop-start oper- 
ation for intermittent use or automatic 
intake unloader operation for use where 
air demand is constant. American Brake 
Shoe Co., Kellogg division, 97 Humboldt 


St., Rochester, N. Y. 
x . x 





NOZZLE CLEANING—The TSE 7779 kit 
is designed for use with pintle types of 
nozzles. It consists of a plastic case con- 
taining a soft wire brush, mutton tallow, 
a@ nozzle body scraper, a nozzle seat 
scraper, and two sizes of centering sleeves 
and instructions. American Bosch Corp., 
3700 Main St., Springfield 7, Mass. 





SANDBLASTING GUN—Jet-O-Biast is a 
portable unit which is designed to remove 
rust, corrosion and scales. It also is said 
to remove carbon from motor heads. Jet- 
O-Blast Co., 126 Sutter St., San Francisco, 
Colif. 








Shown is Model |: 








NYLON IN FUEL PUMPS—Woven nylon 
fabric bonded with rubber into one layer 
is used for fuel pump diaphragms. The 
maker says the fabric is not destroyed by 
high-test aromatic fuels and also is ex- | 
tremely fatigue-resistant. Kem. Mfg. Co., | 
Inc., Fair Lawn, N. J. 





BRAKE TESTING — This recording 
instrument makes brake tests under actual 
driving conditions. It produces a braking | 


diagram on waxed paper tape. It can 
also be used for acceleration tests. It is 
manufactured by Askania-Werke, Berlin, 


Germany, whose American representative 
is Epic, Inc., 154 Nassau St., New York 
38, N. Y. 


} 








TRANSPARENT BAGS — Miro-Flex is | 
packaging its products in printed, trans- | 
parent polyethylene bags which provide | 
quick identification for the purchaser. The 
firm produces foot brackets for truck | 
mirrors. In the bag, the metal parts are | 
protected from rusting. Trademark and | 
part number are printed in red on the| 
bag. Miro-Flex Le. Wichita, Kans. 








STEERING CONTROL—This new control 
valve permits truck operators to select the 
degree of steering assist, at the flick of a 
finger, when connected with a power-steer- 
ing booster. It is said to eliminate the 
possibility of oversteering. Air -O - Matic 
Power Steer Corp., 24 Noble Court N. W., 


Cleveland 13, O. 


Pro Football Tiein 


Prest -O-Lite Battery Co., Inc., 
has made available two display 
items to help boost fall tuneups 
and TBA sales for dealers, distribu- 
tors and jobbers. Cutout counter 
displays of National Pro Football 


League stars have a pocket to hold 
free Prest-O-Lite football sched- 
ules. Window displays, consisting 
of a banner and four football- 
shaped posters, remind the motor- 
ist of the special fall services the 
dealer has to offer. 


* 





ARMATURE TESTER — Newly introduced 
Trucut Model AT-2 tests armatures for short 
and open circuits. It contains the same 
core and winding as Model ATM-1. Frank 
N. Wood Co., 344 W. Main St., Waukesha, 
Wis. 





WINDSHIELD PROTECTOR —This_ mes- 
sage printed in bright red, pointing out 


that the windshield protector eliminates | 
ice and | 


the necessity for scraping off 
frost, is recommended by the maker as a 
point-of-sale demonstrator. The protector 
is made of heavy plastic that will not 
stick to the windshield and will resist cold 
up to 60 degrees below zero, according to 
the maker. It is held in place by the car 


doors. Central States Paper & Bag Co.,/ 


5221 Natural Bridge, St. Louis, Mo. 
es & 





NON-GLARE MIRROR—The Dietz No. 
500, finished in triple-plated chrome, fea- 
tures a swept-wing tubular turret with 
locking screw to control position of the 
42-inch diameter round-head mirror. 
Other models have the Conform clamp 
base, suitable for any car, says R. E. 
Dietz Co., 225 Wilkinson St., Syracuse 1, 
N. Y. 


RADIATOR CLEANING—This price list 
for repair departments and service stations 
gives flat rate prices for radiator clean- 
ing and repairing. It lists all cars since 
1941 @nd indudes. popular trucks and 
tracto s. Inland Mfg. Co., 1108 Jackson 
St., Ongha 8, Neb. 








MASSAGE PILLOW—Carssage is a me- 
chanical massage pillow which fits into 
the driver's seat. Operated by motors, it 
produces a horizontal and vertical motion 
resulting in a relaxing massage action. It 
runs via the cigaret lighter on six and 
12 volts in cars and up to 24 volts for 
trucks. Intensity of massage can be regu- 
lated. Niagara Mfg. & Distributing Corp., 
Adamsville, Pa. 

* 











BRAKE KiIT—Quick-Pick kits are said to 
speed brake jobs by providing needed 
assortments for all 1935-53 cars and 
trucks in transparent plastic containers, 
which also simplify inventory and re- 
ordering. United Parts Mfg. Co., 1250 W. 
Van Buren St., Chicago 7 i. 





BEARING PACKER — This Croft unit 
pumps light or medium-weight lubricant 
from the container to the bearings. It is 
available for 25, 35 and 40-pound 


buckets, also for 100-pound drums. Wil- 
liam Turk Co., 
Lynwood, Calif. 


11070 S. Alameda St., 

















BATTERY CHARGER — Portable Model 
FC-84 is designed for recharging of six 


and 12-volt batteries. Controls are cen- 
tered on top of the charger. The complete 
unit weighs 40 pounds. Schaver Mfg. 
Corp., 4503 Alpine Ave., Cincinnati 36, 
O. 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T, Parker 
Attorney at Law 
ee a higher court held | 
that an insurance company need 
not pay a fire loss on an insured| 
automobile used for unlawful pur- 
poses. 

For illustration, in Jones v. Home 
Insurance Co., 255 Pac. (2d) 489, 
one Jones sued Home Insurance to} 
recover for the total loss by fire, | 
of an auto, allegedly covered by the} 
terms of a policy of fire insurance. 

During the trial the insurance | 
company introduced testimony 
proving that at the time the car 
caught fire it was being used for 





Who Has the Magic Key?— 

A 30-day sales promotion supported by 
18 San Francisco Bay Nash dealers is 
nearing its end. Contestants must pick a 
key at one of the participating dealers’ 
showroom and see if it will unlock the 
padiock on the golden chain around a 
Nash Ambassador or Rambler. Trying his | 
luck here is W. E. Boyer (right), San Fran- | 
cisco zone manager, as Roger Wall, sales | 


manager of James Motors, Inc., looks on. | Prove how ‘much he was damaged | by C. D. Gatson, 


ecisions 


the unlawful transportation of 
whisky. 

In view of this testimony the 
|higher court held that the insur- 


ance company need not pay the| 


| loss. This was so although Jones 
‘testified that the auto was being 
used without her knowledge or con- 


| sent and that she did not know the | 


mission or business of the driver 
at the time the car was burned. 
* * * 


| Notification of Theft 


| A cae gases to a late higher 
court decision a delay of more 


| than 60 days in giving an insurance 
| company notification of theft of an 


auto invalidates the policy. 

For example, in Lucas County 
Bank v. American Casualty Co., 256 
S. W. (2d) 557, it was shown that 
an auto was stolen on July 25. 

The holder of a theft insurance 

policy failed to notify the insur- 
ance company of the theft until 

Nov. 14. 

In subsequent litigation the high- 
er court held that the insurance 
company need not pay the loss, and 


said the delay in sending notifica- | 


tion of the theft was unreasonable, 
and invalidated the policy. 


# * * 


Must Prove Damages 


—— higher courts consist- 
ently hold that no dealer who 
sues a manufacturer for damages 
can expect a favorable verdict un- 
less he proves the amount of dam- 
ages he sustained. In other words, 
he cannot recover unproven dam- 
ages. 

For example, in Comstock v. 
Coronet Co., 245 Pac. (2d) 357, 
the testimony showed that a deal- 
er sued a manufacturer for dam- 
ages claiming that the manufac- 
turer breached a contract made 
with him for the exclusive distri- 
bution of products in a specified 
area, 


However, the dealer failed to 


| 
by the manufacturer’s breach, and) 
the higher court refused to allow | 


the dealer any damages. 

This court said that no court will 
japoveinte on the amount of dam- 
ages sustained by a dealer result- 
ing from a manufacturer’s breach 
of an agency contract. 


U. Be Brake Fi irms 
Settle 6-Year-Old 


‘Antitrust Case 


WASHINGTON. — Four automo- 
tive brake companies and the Jus- 
'tice Department have agreed to 
| settlement of the Government’s six- 


firms. 


tion Corp., Hydraulic Brake Co., 
Bendix - Westinghouse Automotive | 
Air Brake Co. and Wagner Elec-| 
tric Co. 


to enter into any scheme with other 
| brake makers to fix prices, allocate | 
territories, or restrict imports and | 
| exports. 

The settlement prohibits Bendix 


tors or officers with Bendix-West- 
| inghouse, in which it is the majority | 
shareholder. 

Also prohibited are “industrial 
|threats to impede competitive ac- 
| tivity by others,” 


sive dealing arrangements, and the 
continuation of certain contracts 
which allegedly violated antitrust 
acts. 

At the same time, the Govern- 
ment dismissed “without prejudice” 
an antitrust complaint against E. I. | 
duPont de Nemours & Co. The suit 
charged that the firm entered a 
restraint-of-trade agreement with 
Wagner Electric. DuPont has ended | 
the agreement and promised not to} 
| enter it again. 





Valley Motor Names Risk 
Woodrow Risk has been pro- 


year-old antitrust case against the) | 


The companies are Bendix Avia- 


The four companies agreed not| 


agreements to fix | 
resale price or to maintain exclu- | 


| 
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| Plenty of Angles— 


A Packard Pan American was made the 
| official car for Gail Hooper, national cat- 


| fish queen, during the National Catfish | 
K. V. Gurlcy, | 


Pickwick Dam. 
of 


|Derby at 


|Packard dealer Corinth, Miss., 


| chauffeurs Miss Hooper as anglers from) 
|all parts of the country try to figure out | 
Aviation to have interlocking direc- | 


all the angles. 


GM Plans School 
For Northwest 


PORTLAND, Ore.--Plans to build 
a training school here for General 
Motors mechanics of the 
northwest are in the works, fol- 
| lowing the purchase of an eight- | 
lacre site in Tigard, a Portland) 
suburb. 


that it will serve some 10,000 GM 
mechanics annually. GM officials 
|said they hope to have the school 
operating in about nine months. 

| The move, they said, assures 
|Portland of having the first GM 
|training school on the west coast. 
| A second school is planned for Cal- 
| ifornia. 











Pacific | 


»=|ETI Sees Need 


For Instruction 


To Mechanics 


DETROIT. — Realization of the 
educational program, which must 
be carried on to instruct mechanics 
in the proper use of special tools 


|and equipment for auto service 
| shops, took a prominent part in the 


talks at the ninth annual meeting 
of the Equipment and Tool Insti- 
tute here last week. 

Nearly 300 members of the ETI, 
vehicle manufacturer service ex- 
ecutives and government and in- 
dustry guests heard R. G. Riley, 
manager of merchandising, Thomp- 
son Products, Inc., outline a pro- 
gram of vocational training which 
would be launched in January, un- 
der the sponsorship of the National 


{Auto Parts Assn. One of the in- 


dustry’s main problems, he said, 
was the need for additional voca- 
tional training facilities throughout 
the U. S. 

During the morning session, Paul 
McDonald, head of General Motors’ 
new service training program, out- 
lined the GM plan to ETI members. 

A. B. Harding, vice-president of 
Lempco Products, Inc., discussed 
the need for more instruction man- 
uals for parts and service opera- 
tions. He showed the main types 
currently available, and made sug- 
gestions on how the programs 
should be expanded. 

Shop modernization, and the 
problems surrounding the current 
|shortage of mechanical and tech- 
nical personnel, demands that cred- 
|it systems must be a sales tool for 
| special equipment salesmen, ac- 


A building of 26,000 square feet|cording to T. O. McDavid, vice- 
is planned, based on expectations | president of Commercial Credit 


Corp. 

He declared that while credit is 
one of the biggest sales tools of 
franchised auto dealers, no one has 
used the same tool in approaching 
the dealer on special equipment 
purchases. Such credit plans will 
be made available, he said. 


McDavid said that while the 
business potential is good for the 


moted to used-car sales manager | 
of Valley Motor Sales, Inc. (Ford), 
Charleston, W. Va., it is announced | 
president. 


coming year, the nation is facing 
the tightest money market since 
| 1932.—(Sam Sampson.) 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? — 











“Miracle Power and dgf Push-Button 
Lubrication Saves Us Hours... 
Stops Comebacks” 





FOR DRY PRE-LUBRICA- 
_ TION, just press the button 
of a dgf Pres-A-Luber. It's 
clean, easy, effective. 





@ the AP Parts Corp, 1953 





FOR WET PRE-LUBRI- 
CATION SPRAY WITH 
Miracle Power Pres-A- 
Luber after dgf is used. 


—Bob Phelps 





WE FURNISH dof 123, which contains 
the same active ingredients as Miracle 
Power, to most leading air lines and 
others for the manufacture and over- 
haul of America’s finest air- 


craft engines. 


—Bob Phelps, Phelps-Roberts Corp., Washington, D. C. 


“Our mechanics like the Miracle Power and dgf push-button lubrication 
twins because they’re so easy to use. I like it because improved pre- 
assembly lubrication means better break-ins, fewer come-backs,” 
says Bob Phelps of Phelps-Roberts Corporation, Washington, D. C. 

Yes, these Pres-A-Lubers are easy to use. Just press the button and 
out comes a fine spray of super lubricants—either dgf for dry pre- 
lubrication or Miracle Power for wet. Miracle Power and dgf are a blend 
of super lubricating agents including colloidal synthetic graphite in 
suspension. They cling to metal . . . provide effective “‘break-in” 
lubrication . . . prevent complaints and costly comebacks. 

Miracle Power and dgf Pres-A-Lubers are a must for every mechanic's 
work bench. Use modern lubrication methods—order yours today from 
your Miracle Power wholesaler. 

Miracle Power Division 


THE (oye) PARTS CORPORATION 
1036 AP Building «+ Toledo 1, Ohio 


Manufacturers of: MUFFLERS « PIPES « MIRACLE POWER « dof 123 


TREAT ALL VITAL 
PARTS with dgf 123 
and Miracle Power 
before re-assembly. 
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Motor Show Reveals Fight for Low-Cost Field... 





British Open Price War in Paris 


By George L. Glaser 
Special Correspondent 


ARIS.—A sharp increase in sport 

roadsters and sport coupes and 
growing competition between Brit- 
ain and Germany in the low-price 
car field appear to this observer as 
the salient impressions of the Paris 
auto show which gave the City of 
Lights an automotive look this 
month, 

(Even the candy boxes in the 
store windows had hand - painted 
cars on them.) 

American firms were well rep- 
resented. Most interest centered 
about Ford’s experimental model 
X-100 and Chevrolet’s plastic Cor- 
vette. 

Chrysler Corp. displayed its 1954 
models while Studebaker’s hardtop 
coupe styled by Raymond Loewy 
was much commented upon. 

The British-German fight for the 
market became evident when two 
British firms came out with models 








Seireemeeteamatattaatieas 


costing slightly less than the Ger- power car with four doors for 


man Volkswagen. 
* + * 

Anglia Simplified 
| pee of Britain has simplified 

the body structure of the Ang- 
lia, put in the 36-horsepower L- 
head engine, reduced it to two 
doors and offers it for $1,100. (Ford 
of France, by the way, hired about 
a dozen recently discharged GIs to 
sell cars to American personnel sta- 
tioned in France.) 

Standard Co. of England 
offered a four-cylinder, 26-horse- 


Crunkleton Appointed 
As Clark Distributor 


BUCHANAN, Mich. Clark 
Equipment Co. has _ appointed 
Crunkleton Co., 5324 McCorkle Ave. 
S. E., Charleston, W. Va., as a dis- 
tributor of its full line of materials 
handling equipment. 


The new dealership covers parts 


|of West Virginia, Ohio and Ken- 
tucky. 


less than $1,100. The rear seats 

can be folded forward, thus in- 

creasing luggage space by nearly 

100 percent. 

One of the most unusual displays 
was a Dutch car designed by L. 
Workum of Amsterdam. It had a 
four-cylinder diesel engine generat- 
ing 45 horsepower. The chassis is 
made of steel tubes, and the cooling 
fluid circulates through the outer 
tubes. No radiator is used. 

The engine drives two hydraulic 
pumps, and each pump in turn 
drives its own hydraulic motor in 
the rear which is connected with 
one wheel. There is no differential, 
either. 


* * * 


A Revolutionary Car 
UT this is not all. Each wheel 


is independently suspended, and | 


coil springs are utilized in a steel 
housing combined with a new type 
of pneumatic shock absorber. 


Of course, the car has a plastic 





sell the 


established quality of these Masland products. 
The Masland Duraleather Company 
Dept. AA, Philadelphia 34, Pa. 


LUXURY 
LOOK 


for automobile interiors! 








Bustrous plastic surfaces! Lovely patterns and colors! It’s 
easy-to-clean Masland Duran for auto seat-cover trim, door and kick 


panels. Resists scuffing. Wears well. Specify and sell the known, 


ONLY MASLAND MAKcS DURAN : 
THIS TAG IS YOUR PROTECTION [= 


L PLASTIC COATED 


| poay. Top speed is approximately ‘DeVilbiss Schools 


75 miles per hour. 


The manufacturer, Washmobile |T'each Painters 


Co., Amsterdam, intends to build ‘ 
New Techniques 


about 15,000 units a year at $2,000 
each, The car’s name: Joymobile. 
TOLEDO. — Paint-finishing for«- 
men on the west coast have a new 


| Jaguar displayed a new two- 

seater convertible and its winner of 
conception of spray techniques as 
a result of six schools conducted by 


|the LeMans race. The number of 
DeVilbiss Co, at its Santa Clara 


|sports cars shown here was actu- 
| ally legion. (Calif.) plant and the University 
The Spanish Pegaso has its trans-|of Santa Clara. 
mission in the rear behind the dif-| George I. Stoddard, DeVilbiss 
ferential. painting instructor, said the two 
: bugaboos which have given the 
most trouble to spray operators are 
improper spraying pressures and 
| @IMCA’S hardtop coupe seems tO/jncorrect gun handling techniques. 
meet with the favor of the pub-| DeVilbiss inaugurated the west 
lic. The display was constantly sur-| coast school last summer and it is 
rounded by prospects. Simca’s| expected that the classes will con- 
promotional efforts are heightened |tinue there annually. The week- 
by an efficient use of colors and|jong schools were divided to ac- 
| exhibits. commodate personnel from auto- 
A number of interesting details | motive jobbers, industry, mainte- 
| in the British displays may be | nance and contract painters, and 
| omitted here, because the British Government establishments. 
Motor Show, which follows the In the school for Government 
Paris show, will afford am op- |2°N..7 enlisted man as well as one 
‘ e 
portunity to say more about them. civilian working with the Marine 
More than 100 different makes | Corps, who paid their own expenses 
and 80 body builders were repre-|in order to attend the sessions. 


sented in Paris. Instruction at the DeVilbiss 
school in Toledo continues on a 
year-round basis and is offered 
without charge. Students arrange 
their own transportation, room and 
board. 


* * * 


Simca Stand Crowded 


| 





Thompson Buys 


Bell Sound Film 


CLEVELAND.—Thompson Prod- 
ucts, Inc., has purchased Bell Sound 
Systems, Columbus, O., manufac- 
turer of public address systems, 
amplifiers and tape recorders. 

Bell will retain its present iden- 
tity, continuing to operate in Co- 


|lumbus as a wholly owned subsidi- 
jary, said J. D. Wright, Thompson 
| president. 
| The subsidiary will be operated 
|under the direction of William M. 
Jones, manager of Thompson’s elec- 
tronics division. 

e 
Homecoming 
|1,700 Join Goodyear to Mark 
| 


55th Anniversary 


AKRON. — More than 1,700 em- 
ployes of Goodyear Tire & Rubber 
Co. last week were participating in 
a three-day homecoming program 
and celebration marking the com- 
|pany’s 55th anniversary. 

Included among the visitors were 
representatives from the company’s 
50 sales districts in the United 
States; from branch factories in 
this country, and from sales and 
factory posts in foreign countries. 

The three-day program included 
discussions by Goodyear executives 
on the theme, “Goodyear’s Part in 
the World of Tomorrow.” 

A highlight of the event was a 
banquet, at which Sir Percy Spen- 
der, Australia’s ambassador to the 
United States, discussed the role of 
American business and the free 
nations in their fight against com- 
munism. 











FABRIC | 





Gates Chevrolet Furnishes 
Car for Cooking School 


For the ninth consecutive time, 
a Chevrolet has been selected as 
the official car for the Ninth Annual 
Cooking School, sponsored by the 
Plymouth Pilot- News in coopera- 
tion with local retailers of Plym- 
outh, Ind. 

Gates Chevrolet Co., Inc., pro- 
vided a new car to transport the 
cooking school demonstrators. 
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| WASHINGTON.—The number of 
| auto thefts has increased 5 percent 
in the first six months of the year 
over the previous period, according 
to the American Automobile Assn. 
on the basis of reports published by 
the Federal Bureau of Investiga- 
tion. 

The seriousness of the problem 
is growing, especially among 
youngsters, because car-stealing 
is often the opening wedge by 
which a young delinquent makes 
his way into graver crimes, au- 
thorities say. 


The delinquent may be satisfied 
to joy-ride in the first few cars he 
steals, but too often he decides he 
| needs money as well as the car and 
|}uses a stolen auto to commit a 


Gleaming Finishes at Central Cadillac— | robbery or holdup. 
AAA officials, aware of the fact 


This used-car lot, belonging to Central Cadillac Co., Cleveland, Cadillac distributor 


, tains |that many automobiles are driven 
- dit . : : 
for the area, shows the results of the firm's thorough used-car reconditioning pro | away easily simply because they’re 


gram in the trim, clean used Cadillacs displayed. Frank Porter, general manager of | left unlocked, have warned motor- 
the operation, says that the clean lot and steady flow of attractive models has paid | ists against this practice. 
off in extra profits and company prestige. “Even though it’s possible for a 





Car Thefts Rise 5 Pet. 


Youngsters Create Problem as Forgetful Autoists 
Leave Doors Open to Crime 







professional thief to start a locked 
auto,” they say, “the number of 
thefts by amateurs can be substan- 
tially reduced if the car owners will 
simply take the precaution to lock 
their cars up when they’re left un- 
attended.” 


One police department checkup 


St. Paul Hydraulic Picks 


Distributor in South 

MINNEAPOLIS.—The ap- 
pointment of Mobile Power Brake 
& Equipment Co., Mobile, Ala., as 
a distributor has been announced 
by Leo M. Brown, sales manager of 
St. Paul Hydraulic Hoist. 

Mobile Power will cover Clarke, 
Washington, Monroe, Mobile, Bald- 
win and Escambia Counties in 
Alabama; Perry, Greene, George 
and Jackson Counties in Missis- 
sippi, and Escambia, Santa Rosa, 
Okaloosa, Walton, Holmes, Wash- 
ington and Bay Counties in Florida. 





51 


revealed that nearly 15 percent of 
cars parked at the curb either 
had the key in the ignition switch 
or in some handy place with the 
door unlocked. 


While a large percentage of the 
cars may eventually be recovered, 
they are often damaged or stripped 
of salable accessories. 

In Washington, a ring of car 
thieves is currently operating this 
way: They take a iate-model car, 
drive it to a secluded place and 
remove tires (sometimes wheels, 
too) mirrors, radios, heaters and 
other parts. 


Then they conceal the car. Police, 
hunting for stolen autos, have by 
means of airplanes found some of 
the stripped vehicles hidden in the 
woods of Virginia and Maryland. 


Iowa Deals Change Hands 


Amos Sann, of Clarion, Ia., has 
purchased the former Nagle Auto 
Co. building from Orville Cambier 
and the Chrysler-Plymouth parts 
stock and tools of Cambier Motor 
Co. He is opening a Chrysler-Plym- 
outh dealership, which became 
available when Cambier purchased 
the Chevrolet dealership and build- 
ing from the Nagle brothers. 
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Central Cadillac Ralph W. Quinn, 


(Continued from Page 35) 





up. A special solvent is used to 
remove grease and other stains, 
and then the engine is repainted 
to look like new. The radiator core 
is blown out, and tank repainted if | 
necessary. 

Exterior work is given equal at- | 
tention. A thorough inspection is | 
made to determine necessary body | 
repairs. Chipped paint is replaced, | 
and door edges and side panels arc | 
retouched. | 

After the paint work, chromed 
parts are brightened up and 
polished. Protective lacquer is 
applied wherever it has chipped 

off or discolored, according to 

Ed Rose, Central’s used-car man- 

ager. 

The final touch, according to the | 
firm, is a high-grade polish. Then 
it is necessary, according to Porter, | 
to keep cars washed and wiped | 
daily, and cleaned again after each | 
demonstration. 

Porter says there is undoubtedly | 
a connection between expert recon- | 
ditioning and the extraordinary | 
strength of the used Cadillac mar- 
ket in the area. 


| 
| 
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e Most new-car owners buy insur- 
ance. And you can sell plenty of 
WEED V-Bar Tire Chains if you ask 
your customers ‘‘Have you got skid 
insurance on your new car?’’ 


e When you talk WEED V- Bar Chains; 
point out that the V-Bars are slanted 
left and right for balanced traction 
which reduces side skid. They have 288 
or more steel gripping points that stop 
the vehicle shorter, straighter, safer 
These great chains—the finest ever 
made—give real protection when it is 
needed. But without chains (even with 
the best tires) it’s dangerous driving 
on hard-packed snow and ice. When 
you sell WEED V-Bar Tire Chains you 
provide your customers with traction 
they can trust. 
€O American Chain & Cable Company, Inc. 


York, Pa. and Bridgeport, Conn. 


In Canada: Dominion Chain Company, Ltd. 
Niagara Falls, Ont. 


Don’t S’kid Yourself 
STOPPING ON GLARE ICE AT 20 M.P.H. 
ee #t. | with Reinforced Tire Chains 


er By ae 
stench sste@ee 





Before— 


This Cadillac engine is typical of the 
power plants in most cars traded in on 
new cars at Central Cadillac ©o., Cleve- 
land. Central believes that only the finest 
should be offered to the used-Cadillac 
buyer. 
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MUG-~SnO W Tires... ° awe 

*For stopping or starting on ice or snow, synthetic rubber 
tires skid or spin 10% to 50% more than natural rubber 
(All figures in this panel are quoted from National Safety Council Tests) 








Atter— 


This is typical of the power plant of | 
@ used Cadillac as it appears when placed | 
on the lot for resale at Central Cadillac. 
After being cleaned with a special sol- | 
vent, the engine is repainted. Also, the 
faciator core is blown out, and the tank | 
repainted if necessary. 








The Tire Chain that Doubles the Wear 
and Doubles the Bite on Ice or Snow... 


WEED W-BARS 


of 4581 North Illinois, Indianapolis, Ind., says: 


“It's Easy to Sell WEED CHAINS 
to New Car Owners” 


"Ever notice how proud you are of your new car's 
hew look? Most folks are like that. So owners 
of new cars are the ones | speak to without fail 
about WEED V-Bar Tire Chains. | tell them 
these chains are like insurance. | point out they 
give traction you can trust on snow and ice. 
And believe me, this sales talk really sells ‘em.” 


Flaring Reinforcements with Right-Left Construction 


GIVE DOUBLE GRIP and REDUCE SIDE-SKID 









APPLIERS 
make it easier 
to put on 
chains... 
Sella pair with 
every pair of 
WEEDS 
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Uni-Tuner Takes Guesswork Out of Tuneup— 

This electronic device, developed by Buick and called Uni-Tuner, enables a mechanic 
to speed up his analysis of engine performance. Seven tests with Uni-Tuner are said 
to accomplish results which otherwise require 40 operations and two hours to complete. 


* 


Buick’s 


New System 


* 


Plugs 


Loopholes in Tuneup Jobs 


(Continued from Page 35) 


chanics were unable to find out 
what was wrong. 
€ e . 

os Mitchell, of Tom Mitchell 

Buick, Atlanta, reported that 
the procedure gives him the as- 
surance that “the correct parts are 
sold, rather than the customary 


routine parts which often are not 
needed.” 

The service manager of Mill 
Buick, Harrisonburg, Va., said 
that “not only does this unit (a 
new testing device that is 
utilized) save a great deal of 


time in locating trouble but is ' new system 


instrumental in securing ad- 
ditional work, since it makes it 


pairs to the customer.” 

While Tune-Care will take a little 
more time for the mechanic, the 
time of the normal tuneup flat rate 
has been extended, making the 
new procedure cost the owner 
slightly more but compensating the 
mechanic for the additional time 
needed. 

* = > 

ENT from most diag- 

nosis programs, Tune-Care as- 
sumes that the car is operating 
properly but that the seven “re- 
check” operations will quickly pick 
out any faulty part and, in ad- 
dition, serve as a “prover-upper” 
of work that has already been done. 

The Uni-Tuner is the central 
point in the new tuneup program. 

explains that the 
electronic device “will make it 
possible for us to do an engine 
tuneup with a much _ higher 
degree of scientific precision than 
was possible in the past. It will 
give owners a more thorough job 
and, in addition, provide 
electronic proof that the engine 
is performing properly.” 

In the past, Krause explained, it 
has been a generally accepted 
principle that in a good tuneup job 
it was necessary for a mechanic to 
assume that there was something 
wrong—and then to start checking 
every unit or phase of the engine. 

© » 2 

“We ARE now reversing that ap- 

proach,” Krause said. “We 

will give an engine a _ thorough, 

step-by-step tuneup. Then assum- 

ing that the engine is in good 

working order, we use the Uni- 

Tuner to check every phase of 
operation.” 

An important phase of Buick’s 

is that it makes 





Olds-Buick Cooperation— 


Oldsmobile-built turbine and compressor 
units in the Buick-built J-65-B-3 jet aircraft 
engine have been accepted by the U. S. 


Air Force. An Oldsmobile employe is 
shown inserting steel blades in a special 
fixture prior to drilling holes in the out- 
side diameter of the disk to hold the 
blades. 


tuneup a pinpointed operation 
rather than a generalized one. 
Owners will be asked specific 
questions about their engine’s 
operation and performance, and 
their answers will be attached to 
the repair order. 

These will note whether the 
engine cuts out at high speed, 
whether it misses, whether it starts 
hard when cold or whether it stalls 
in hot weather. 

After the mechanic checks the 
troubles listed, his next step is to 





proceed through 11 detailed oper- 
ations. He must note whether each 
function is satisfactory, and, if not, 
follow instructions for correcting 
them. 
* * * 

= third step is use of the Uni- 

Tuner. With it, the mechanic 
can check the battery side of the 
ignition coil and thereby test the 
entire primary circuit up to that 
point. Or, by making a check of 
the current and voltage reading at 
a spark plug—rather than at inter- 
mediate points — he discovers 
whether there is any trouble in the 
ignition system up to that point. 

When the three phases of the 
program have been completed, 
the mechanic must sign the re- 
pair form. 

Krause said that the plan makes 
it possible to conduct tests which 
have not been possible before, and 
that many others have been simpli- 
fied and made more accurate, 

For instance, both the me- 
chanical and vacuum advance of a 
distributor can be checked with the 
unit in operation on the car. 
Previously, it was necessary to re- 
move the distributor to make such 
tests. 


Kansas High Schools Get 


Training Cars from Hewitt 


The Ottawa (Kans.) high 
school’s new driver-training car 
was delivered recently to school 
Officials by Milo Hewitt, Chevro- 
let dealer in Ottawa, There are 
56 students enrolled in the driver 
course, 

Hewitt also has furnished train- 
ing cars to Richmond and Wells- 
ville (Kans.) high schools. 


For Sales Action in America’s Third Largest Market 


THIS IS THE PAPER 






















The Times is the paper for you when you 
are selling in Los Angeles, America’s third 
largest market. This is the paper with the 
largest total circulation in all of Western 
America (both weekdays and Sundays) .. . 
and the largest home-delivered circulation 
of any morning newspaper in the United 


YOU 





ers are subscribers. 


States. Three out of four daily Times read- 


These facts are doubly 


powerful when you consider that the single 
copy price (10c daily, 20c Sunday) and the 
home-delivered subscription cost ($2.25 a 
month) are among the highest in the coun- 
try. Readers want the Los Angeles Times. 


For the first seven months of 1953, the Los Angeles 
Times was first among all morning newspapers in 
America in total volume of advertising published. 


In its field (five metropolitan Los Angeles 


newspapers) The Times consistently rates first in 
Total, Display, Retail, General and Classified linage. 


Leader in 94 out of 114 
Media Records classifications 


During the first seven months of 1953, 


the Los Angeles Times was first in its 
Mield in 94 of 114 categories including 
ALL MAJOR CLASSIFICATIONS 
listed by Media Records. 
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From Here 






DETROIT.—What happens to a 
car from the time it leaves a pro- 
duction line until it arrives in a 
dealer’s showroom? 

Here is the answer for Chrysler 
Corp., which in one year moves 
800,000 vehicles a total of 600 
million miles, without a driver in 
any of them. 

When a car reaches the end of 
the assembly line, it immediately 
is taken over by a traffic man 
whose job is to direct its move- 
ment, by train, truck or boat, to 
some dealer, possibly 2,000 miles 
away. 

The car is taken to a haulaway 
lot near the assembly plant and is 
quickly loaded aboard a carrier 
truck with three other cars. Thirty 
carrier trucks can be loaded in 20 
minutes with 120 new cars. On an 
ordinary day, Chrysler in Detroit 
will dispatch some 2,000 autos on 
500 carrier trucks. 

Long runs are handled by relays 
of drivers working 10-hour shifts. 
Every 300 miles a new driver takes 
over at an auto carrier way 
station. 

As the car is being loaded aboard 
the haulaway, the traffic de-| 
partment teletypes a description of | 


National Malleable 
Turns 85, Recalls | 
Billion-Dollar Era 


CLEVELAND. — Observing its 
85th anniversary in October, Na- 
tional Malleable & Steel Castings 
Co. can look back on a record of 
having done more than a billion | 
dollar’s worth of business, accord- 
ing to Cleve H. Pomeroy, president. 


Established in Cleveland in 1868, 
the company now operates foun- 
dries in five states which employ 
about 5,750 workers. The Cleveland 
plant and national headquarters is 
at 10600 Quincy Ave. 


Since 1868, the company has sold 
about $1.1 billion of its products, 
Pomeroy said. Out of this revenue, 
it met payrolls totaling some $480 
million and purchased about $500 
million of raw materials and sup- 
plies. 

Over the 85-year span, profits 
amounted to $73 million, or 6.6 per- 
cent on sales. Of the profit, stock- 
holders received in dividends about 
one-third, or $26 million, while two- 
thirds, or $47 million, has been 
plowed back in the business to 
finance its growth. 


Remarking that he would rather 
look toward the future than into 
the past, Pomeroy pointed out that 
the company is nearing completion 
of a $12 million program for im- 
proved facilities. 


One item is a new technical 
center at Cleveland. The balance of 
the program is for plant moderni- 
zation and new equipment at Cleve- 
land, Chicago, Indianapolis, and 
Sharon, Pa., and for building two 
new foundries at Phoenix, Ariz., for 
Capitol Foundry Co., a National 
MaHeable subsidiary. 








Whitfield Replaces Metcalf 

J. R. Whitfield, formerly of De- 
troit, has succeeded Frederick A. 
Metcalf jr. as general sales man- 
ager of Marsh-Wimbush, Inc. 
(Ford,) Denver. Metcalf resigned 
to enter private business. Whitfield 
had been with the Ford Motor Co. 
since 1945 in Detroit; Long Beach, 
Calif.. and Los Angeles. 


m, Jack Scanlon 
Cleveland, Ohio 


says... 
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~~ - aw 
SEE PAGE 33 





Intricate System Moves Chrysler Corp. Cars 
To Dealers by Truck, Ship, Rail 





to Podunk 


the car, and the dealer for whom 
it is intended, to the haulaway dis- 
patch office. 

This information about the 
four cars aboard the truck is kept 
in the log book, a continuing 
record of origination, destination 


and mileage of the trip, which | 


remains with the load. 

Through an _ intricate teletype 
network, the Chrysler traffic de- 
partment is kept fully informed on 
the day-by-day movement of the 
car. 

Of particular interest are weather 
conditions along the carefully 
charted route. Should a weather 


Leasing Firm Moves 


BALTIMORE.—Peterson, Howell 
& Heather, fleet-leasing and man- 
agement company, has moved to 
2521 N. Charles St. A new building 
for the firm is now being built on 
adjoining property and will be 
ready for occupancy next summer. 







report indicate a sudden dip in 
temperature, the traffic department 
hastily teletypes a warning to the 
carrier-truck station nearest the 
haulaway. 

And, within hours, the carrier is 
flagged down and the radiators of 
all the new cars are filled with 
anti-freeze. 

Possibly the car has to make 
part of its journey by rail. In 
this case, it is rapidly moved into 
a steel freight car which is 10 
feet longer than the average 40- 

foot boxcar, Special equipment 
locks the auto firmly in place. 

Another car may be destined for 
a dealer in Buffalo, Cleveland, 
Duluth or some other Great Lakes 
port. Then it, along with from 400 
to 600 other vehicles, is loaded 
aboard the hold or main deck of 
a Great Lakes freighter. 


Here again, the traffic de- 
partment keeps a close watch over 
the cars by ship to shore radio- 
telephones. 


At the end of the rail or boat 


trip, the car will be again loaded 
into a carrier, and one of these 
mornings, bright and early, it will 
roll to a stop at a dealer’s show- 
room. 


GLOBE 4-POST AUTO HOIST 


And, now, the GLOBE 4-post Electric Hoist! Easy to install . 
easy to use, anywhere. No digging — 

answer to the problem of installing a 

. on upper floors where a break-through into the ceiling 
. where rocky or swampy ground makes 
Available in both free-wheel and roll- 


tions .. 


below is undesirable. . 
excavation impossible. 


on types. 





*Reg. U.S. Pat. Off. Globe “Frame-Kontact’’ Hoists are man- 
vfactured under one or more of the following patents: 


2593630-2593635. Other U.S. 


Globe Hoist Company, 1000 E. Mermaid Lane, Phila. 18, Pa. 
Factories at Des Moines, lowa and Phila., Pa. 


& foreign patents pending. 








uired. It’s the perfect 
ist in temporary loca- 
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FLAMM 


It was once unlawful to drive | 


a red car in Minneapolis. 





Dura Plastics Expands 
NEW YORK.— Dura Plastics, 
Inc., has established a stock sheet 
division to supply plastic sheets 
from stock to industrial and insti- 
tutional users. 


long wheelbases. 


53 
~| Coast Distributor 


Is Appointed for 
\U. C. Red Book 


| CHICAGO.—Western States Guide 
| Book, Inc., Los Angeles, has been 
| selected as Pacific coast distributor 
| of Red Book Appraisal Guide, ac- 
| cording to G. A. Leukhart, general 
| manager of the market report firm. 

Red Book furnishes, by region, 
the cash value, average market 
value, wholesale value, serial 
numbers, engine numbers, weights 
and other used-car data to auto 
dealers, banks, insurance under- 
writers, adjusters and government 
agencies. A revised edition is issued 
|every six weeks, and sometimes 
| oftener. 

National Used Car Market Re- 
ports also publishes National Blue 
Book of Truck Appraisals, National 
Parts and Labor Manual for service 
departments, garages and body 
shops, and National Tractor and 
Farm Implement Blue Book. 

All are published in  supple- 
mentary form to keep up with 
changing values, prices and wage 
scales. 





GLOBE HEAVY-DUTY TRUCK HOIST 


This GLOBE 2-post Bus and Truck Hoist is famous 
the world over for its versatility. The long rail post 
may be used alone for handling automobiles and 
trucks with short wheelbases. The two posts are used 
together to lift heavy duty trucks and buses with 


GLOBE ‘'FRAME- KONTACT"” HOIST 


Here’s the revolutionary 
HOIST that lifts cars by 
wheels or axles. Gives m 


and wheel work, engine 


GLOBE ‘‘Frame-Kontact”’ 
the frame rather than by 
echanics wide-open acces- 


sibility to all undercar parts. Speeds lubrication, tire 


service, oil changing, the 


removal and replacement of transmissions and drive- 


shafts. Available in bothsingle post and 2-post models. 


GLOBE HOIST COMPANY 
1000 E. Mermaid Lane 
Philadelphia 18, Pa. 


| want to know all about G 
Name 
Address 


City and Zone 





LOBE HOISTS. 
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$2,725*; Hard Top, $2,295*, $2,000; 4- 

dr., $2,150°. ‘51 4-ar., $1,155*; 2-dr., 

$1,010*. '49 4-dr., $745*. 
OLDSMOBILE—’53 (98) 4-dr., $2,905*. '50 


Used-Car Auction Prices Average Used-Car Prices 

































(98) 4-dr., $1,100*; 2-dr., $860*; (88) Ne 
- . : hee * 
PACnine vit (200) 4-dr., $1,005*, °80 (Compiled by Automotive News) 
4-dr., _ $535*. Oct. 1953 Sept. Aug. 
Market Trend PLYMOUTH ‘52 Cranbrook 4-dr., $1,040. etodel ToDate i868 1988 
’51 Cambridge 4-dr., $810; conv., . 
The overall average price of wholesale used cars - pt — ae 50 Deluxe 2-dr., $535. "48 Deluxe 4-dr., aa “a an a 
acco motive News’ index, as all models show $475. 1952... 404 

week, niing to Aut : PONTIAC — '53 Chieftain (8) 4-dr., $2,- 1951 "983 1.042 1.092 

falling prices but one. | 240*, §2,150°; 2-dr., $1,885; conv., $2,- pa oa ‘ae cmp 
rag . s ined $14 over the previous week, accord- 130*, '52 Chieftain (8) 4-dr., $1,405; 2- 
The ave E pense of "ee om $ P c | dr., $1,205. ’51 Chieftain (8) 4-dr., 1949 575 632 653 

ing to the index. | $1,100*. "50 (8) 2-dr., $880*. °49 (8) 4- 1948 304 “5 448 

Late-models again fell off sharply, led by '53s, which were down . a 48 (8) 2-dr., $510. "46 (8) 1947 308 338 361 
e o e 9 « », ’ } -dr., > 
$110. ’52s were off $71; ’51s, $15; ’47s, $14; ’50s, $12; 49s, $10, and ’48s, $4. | ot DEBAKER — ‘53 Champion 2-dr., $1,- 1946. 255 274 282 
Activity was slightly better last week, as the selling ratio increased 690°. Overall 

to 56 percent of the offerings as compared with 54 percent a week ALBANY. N. Y Average $ 812 $ 882 $ 907 
earlier, At nine representative auctions last week, 1,155 cars were sold | 9 IN. Ee ; 
from 2,050 offerings. At the same auctions a week earlier, 1,185 units | (Tim Anspach Auto Auction. Sale every (The above figures are averages of used-car auction prices, all makes 

fferi | Monday. Prices are for sale of Oct. 5.) and models, carried regularly in Automotive News.) 

were sold from 2,214 offerings. | <ledag’s market petess almost the , 

Prices marked with an * indicate a unit equipped with an automatic | same as last week. A few select a 
i: indi i ffs sold high as ever. New models s 2-ton van, $430. '°48 FL sedan, $460; %- | FRAZER—’47 Manhattan sedan, $110°. 
transmission or overdrive, and (ps) indicates power steering. | pu , ' , 
: still. Larger percent of sales. Sold 97 | ton panel, $380. '47 SM sedan, $310, | MERCURY—'50 station wagon, $940. '49 
ITY, IA SL Deluxe 4-dr., $705, $675. ‘48 Aero-| Cum UUt & ae ae $210; FL sedan, $420. "46 FM club station wagon, $440*; sedan, $410. '47 | 
MASON Cc 9 E sedan, $445. ‘46 4-dr., $355. BUICK—’53 Special Riviera 2-dr., $2,100°*; coupe, $290; sedan, $210. club coupe, $415. 
(Lapiner Auction Co. Sale every Wednes- | CHRYSLER—’53 NY 4-dr., $2,565*; Wind-| RM Riviera sedan, $2,585*. '52 Special | CHRYSLER—'42 NY sedan, $100. NASH—’51 Statesman sedan, $760*. 
day. Prices are for sale of Oct. 7.) sor 4-dr., $1,850*, ’50 NY 4-dr., $915*. a , aan Gee. a =. DeSOTO—'53 Fire Dome conv., $2,475*. | OLDSMOBILE—'53 Super (88) sedan, §2,- 
(Sold 93 cars out of 134 offerings.) *49 Windsor 4-dr., $660*. '47 NY 4-dr., per sedan $3190 ee ’48 Custom suburban, $320*; sedan, 370*. '47 (98) conv., $170*. ’46 (66) se- 
e ’ Fs , * : * 

BUICK — °53 Special 2-dr., $1,815*, '52| $260". — CADILLAC_—’47 (62) conv., $425*. $530*. '46 Deluxe sedan, $220°. can, $440°. 

Special 2-dr., $1,335*. '50 Special 2-dr.,| DODGE—'50 Coronet 4-dr., $590°*. CHEVROLEI—’53 Bel Air sedan, $1,860; | FORD—'53 Main (6) sedan, $1,400. '51 | PLYMOUTH—'53 Cambridge club, $1,300; 
$720. FORD—’53 Custom (8) 4-dr., $1,900*; 2- conv., $1,810. '51 SL Deluxe sedan, $980,| Custom (8) conv., $920*, $900*; sedan, sedan, $1,350. '52 Cambridge sedan, $880. 

CADILLAC — '53 coupe deVille, $4,600* dr., $1,695, $1,820*; Victoria Hardtop, $910, $850; club coupe, $990*, $960;| $880, $870; (8) Victoria, $1,050; Deluxe 51 Cranbrook sedan, $850. °48 Specia) 
oe s). '52 (62) 4-dr., $2,165*. "*51 (61) $2,100*; Custom (8) station wagon, §$2,- conv., $960; SL Special sedan, $615,| (6) sedan, $840*. '49 Custom (8) sedan, Deluxe sedan, $300. °'46 Deluxe club 
Hardtop $2,400*, '50' (62) 4-dr., $2,025*.| 030. '52 Main (8) 2-dr., $1,070; 4-dr.,| $610, $585; FL Deluxe sedan, $1,000,/ $535; club coupe, $570*; conv., $710; De-| coupe, $235. 

OCHEVROLET——’53 Bel Air 2-dr.. $1,680. $1,210*. ’50 Main (8) 2-dr., 2 at $780*, $950, $870, $940; FL Special sedan, $830,| luxe (6) sedan, $535. '48 Super Deluxe | ponTIAC—’'53 Chieftain Deluxe \(8) sedan 
*59 SL Deluxe 2-dr., $1,090, $1,115. 51 $700. °49 Main (6) 2-dr., $430, $385; $800, $760. '50 SL Special sedan, $620;| (8) sedan, $370, $340. ‘47 Deluxe (6) $2,100, $1,975*. '51 SL (6) club coupe 
SL Deluxe 2-dr., $875; 4-dr., $1,035*, 4-dr., $215*; Custom (8) 4-dr., $520; 2- SL os ane setae oe | ae fae So bie 4h Dalene t6) sedan oON8: $900. '50 Chieftain Deluxe (8) sedan. 

40, $850. ’50 SL Deluxe 4-dr., dr., $510, Special sedan, ; Jeluxe sedan, an, . eluxe se , ’ $811*. ‘49 SL Deluxe (8) sedan, $630* 
phd x ‘aie 2-dr., $975*, $980*. ‘49 MERCURY — '53 Monterey station wagon, $600, $580, $570; SL Deluxe sedan, $590; Deluxe (8) sedan, $210. 48 (8) suburban, $190. '46 SL (6) se- 
: . Se ee - ae str a ee ee dan, $330. 





STUDEBAKER—’50 Champion sedan, $630 
$610. °47 Champion sedan, $230. °41 
President sedan, $120. 


WILLYS—’49 1-ton stake, $690. ‘47 Jeep 
$250; station wagon, $400. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Oct. 2.) 
(Sold 288 cars out of 288 offerings.) 
BUICK—’53 Super Riviera, $2,560*, $1,- 
675; RM Riviera, $2,550*; sedan, §$2,- 
500*; Special sedan, $2,350*, $2,075. ’52 
RM sedan, $1,650*; Special sedan, 2 at 
$1,400*. ’51 RM sedan, $1,275; Special 
| sedan, $1,100, $925, $820. '50 RM sedan, 
| $1,276"; Riviera, $925; Super sedanet 
$860. 
CADILLAC—’53 (62) coupe, $4,900*, $4,- 
100*, $4,000*; conv., $4,500*; sedan, $4,- 
| 200%. ’52 (62) sedan, $3,250*, $3,050* 
| ’51 (62) sedan, $2,650*, $2,000*; (60) se- 
dan, $2,310*. ‘50 (62) sedan, $1,900*; 
(61) coupe, $1,900*. '49 coupe, $1,500*. 


CHEVROLET—’53 Bel Air coupe, $1,930*; 
| sedan, $1,920*, $1,875*; (210) sedan, $1,- 
|} 850°, $1,650*, $1,550, $1,500; conv., $1,- 
| 725*, $1,700*; (150) club coupe, $1,430; 
%-ton pickup, $1,150. °52 SL Deluxe se- 
dan, $1,255*, $1,225*, $1,200*, $1,175, 
| $1,150; business coupe, $1,100. ‘51 Bel 
Air, $1,030; SL Deluxe sedan, $910; SL 
Special sedan, $850, $800; %-ton pickup, 
$665. ‘50 SL Deluxe sedan, $730; FL } 
Special sedan, $525. '49 FL Deluxe se- 
dan, $560, $500. °48 FM sedan, $650; 
conv., $390, $275. 


| CHRYSLER—'52 Saratoga sedan, $1,300* 
’50 Royal sedan, $725. 


DODGE—’53 Coronet (6) sedan, $1,375; 
| Meadowbrook sedan, $1,300. '50 Wayfar- 
er sedan, $475. 


FORD—'53 Country Squire, $2,300*; Cus- 

tem (8) sedan, $1,915*, 3 at $1,700*, $1,- 
| 675, $1,580, $1,450. ’52 Custom (8) sedan, 
| $1,350, $1,325, $1,300, $1,275; Main (8) 
sedan, $1,100, $1,075; %-ton pickup, $750. 
"51 Custom (8) sedan, $1,010, $1,000, 
$975; Victoria, $950; Custom (6) sedan, 
|} $840, $750. '50 Custom (8) sedan, $900, 
| $740, $705; Custom (6) sedan, 2 at $500; 
| conv., $500; %-ton pickup, $420. ’49 Cus- 
tom (8) sedan, $645, $550, $525, 2 at 
$400. ‘48 (6) sedan, $275. °47 conv., 
$400. °46 sedan, $400. ‘42 sedan, $175 
| ‘41 sedan, $100. 

HUDSON—'53 sedan, $1,175. 

| LINCOLN—’52 Cosmopolitan sedan, §2, 

|} 000*. '51 sedan, $950; sport coupe, $950 

"42 sedan, $700. 

| MERCURY—'53 Custom Monterey sedan, 
$2,500* (ps), $2,450* (ps), $1,850; Cus- 
tom sport coupe, $2,175*. '51 sedan, §$1,- 
105, $1,100, $1,000, $925; Monterey coupe, 
$1,015; $700. '50 Monterey sedan, $885; 
coupe, $750, $550. 

OLDSMOBILE — '53 (98) coupe, $2,950*; 
sedan, $2,750*; (88) sedan, $2,550, $2,- 
400. ’52 (88) sedan, $1,640, $1,585. °51 
Super (88) sedan, $1,300; Holiday sedan, 
$1,150; (88) sedan, $1,100. '50 (88) se- 
dan, $900, $800. ’48 Sedanet, $375. 

| PACKARD—'51 (200) sedan, $900, $850 
’49 sedan, $400. 

PLYMOUTH — '53 station wagon, $1,650; 

| Cambridge sedan, $1,500. '51 sedan, $730; 

conv., $725. '50 sedan, $710; club coupe, 
$540. '49 sedan, $590. 

PONTIAC—’53 (8) sedan, $2,200*, $2,125*. < 

|; °52 (8) sedan, $1,750*; station wagon, 

$1,275. '50 (8) sedan, $850. ’48 (6) se- 
dan, $290. 

| STUDEBAKER—’53 Commander sedan, $1, - 
750. '52 Champion sedan, $905. 

WILLYS—’49 pickup, $210. 

| MISCELLANEOUS—'53 MG roadster, $1,- 

200. '52 MG roadster, $1,050. '52 Hill- 

man-Minx conv., $535. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
| Friday. Prices are for sale of Oct. 9.) 
(Market steady for past few weeks. 
Look for lower prices for balance of this 
year.) 


| BUICK—’50 Super sedan, $970*. '49 Super 

| sedan, $640, $625*; conv., $660*. 

CADILLAC—’53 (62) coupe, $4,125* (ps). 
’52 (62) sedan, $3,000°*. 

OHEVROLET—'53 (210) sedan, $1,550, '52 
SL Deluxe sedan, $1,200, $1,135. ’51 SL 
Special sedan, $860; SL Deluxe, $950. 
‘50 SL Deluxe sedan, $765*, $745; Bel 
Air, $840. '49 FL Deluxe sedan, $660, 
$640; club coupe, $580; SL Special, $585. 
’47 SM 2-dr., $285. 

| DeSOTO—’51 Custom club coupe, $1,125. 

REG. U.S. PAT. OFF. |__ '46 Deluxe sedan, $315. 

| DODGE—’52 Meadowbrook sedan, $1,105. 
‘50 Coronet conv., $720. 

FORD—'52 Custom (8) Victoria, $1,355; ™ 
Main (8) sedan, $1,165. ‘51 Custom (8) 
sedan, $810. '50 Deluxe (8) sedan, $655; 


(Continued on Page 55, Col. 1) 








1 
Fast-drying R-M 89 Midspray 
has been proven time-and-again 
on the production lines of Amer- 




















ica’s finest and costliest cars. 


2 


Use 89 Midspray on either 

lacquer, enamel or bare metal. 

Gives exceptionally good hiding. 
3 

As a primer, spray in a thin wet 

coat for maximum adhesion of 

succeeding coats! 


4 


Repeat as a sealer for the old 
surface. Covers sand scratches 
perfectly; gives excellent holdout 
and uniform coverage of succeed- 
ing coats. No sanding necessary! 









MAS 
AUTOMOTIVE LACQ 
DeTROIT.™M! 












COLOR: Medium red oxide. 








— - 
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Yeluxe (6) $695. "49 Custom (8) sedan, 
$660, $540, $500. '47 (6) sedan, $200. 

KAISER—’51 Special sedan, $750. 

MERCURY—'53 club coupe, $1,750. ‘49 
club coupe, $485. 

NASH—’53 Ambassador 4-dr., $1,690*. '50 
Statesman 4-dr., $560. '49 Ambassador 
t-dr., $365. 

OLDSMOBILE—’50 (88) sedan, $900*. °48 
(76) sedan, $370. °46 (98) sedan, $265. 

PLYMOUTH—’52 Cranbrook club coupe, 


$1,090, $980. '47 Special Deluxe club 
coupe, $340. °42 Special deluxe conv., 
$140, 

PONTIAC—’51 Chieftain (8) sedan, §$1,- 
100*. ’'50 (8) sedan, $950*. °49 (8) se- 
dan, $600. '46 (8) sedan, $185. 


STUDEBAKER—’50 Champion 4-dr., $540. 


LOS ANGELES 


(Los Angeles Auto Auction, Sale every 
Tuesday and Thursday. Prices are for sales 
of Oct. 1 and 6.) 


(Prices continue to drop on most 
models with demand off. However, we 
expect it to level off and pick up as 
retail business increases. Sold 308 cars 
out of 684 offerings.) 

BUICK—’53 Super Riviera 2-dr., $2,545*; 
Special Riviera 2-dr., $2,295; Super conv., 
$2,210*. '52 Super Riviera 2-dr., $1,605*, 
$1,150*; 4-dr., $905*; Special 4-dr., 
$890*, $770*; RM Riviera 4-dr., $795*. 
‘49 RM conv., $715; 4-dr., $525. °48 
Special 2-dr., $390. °47 Super sedanet, 
$400, $345. °46 Super sedanet, $185. 

CADILLAC — '53 coupe deVille, $4,750* 
(ps); (62) 4-dr., $4,300* (ps), $4,160* 
(ps); coupe, $4,240*. °52 (62) conv., 
$3,650* (ps); coupe, $3,580* (ps); 4- 
dr., $3,300* (ps); (60) sedan, $3,455* 
(ps). °51 (60) 4-dr., $2,365*; (62) 4- 
dr., $2,355*. ‘50 (61) coupe, $2,120*; 
(62) 4-dr., $2,040*, $1,960*. '49 (62) 4- 
dr., $1,520*, $1,275*; (61) coupe, §$1,- 
455°. 

CHEVROLET—’53 (210) 4-dr., $1,880. "52 
SL Deluxe 4-dr., $1,300; SL Special club 
coupe, $1,065. ’51 Bel Air, $1,350*, $1,- 
225, $1,145*; SL Deluxe conv., $1,105; 
SL Special club coupe, $960; FL Deluxe 
2-dr., $895. '50 Bel Air, 2 at $1,025*; 
SL Special club coupe, $845, $795, $775; 
FL Deluxe 2-dr., $750. '49 SL Deluxe 
conv., $845; 4-dr., $845, $620; FL Deluxe 
2-dr.. $695; SL Special 4-dr., $570. 

CHRYSLER — ‘'49 Windsor club coupe, 
$645*. ’48 Town and Country 4-dr., $475. 


"47 NY 4-dr., $485; club coupe, $340; 
Windsor 4-dr., $425. 
DeSOTO — ’51 Deluxe Carry-All, $1,050*. 


"49 Custom 4-dr., 
dr., $380*. 


$740*. '47 Custom 4- 


DODGE—’53 Coronet Diplomat, $2,150*. 
’52 Coronet Diplomat, $1,245*; %-ton 
Pickup, $795. °51 Coronet 4-dr., $870*. 
"51 Meadowbrook 4-dr., $790; conv., 


$540*. 
FORD—'53 Victoria, $2,355*, $2,300*, $2,- 
225, $2,215*, $2,200*, $2,090*; (8) Ranch 


Wagon, $2,275* (ps), $2,200*, $2,145, 
$2,035*; conv., $2,045*; Custom (8) 2- 
dr., $1,545*. '52 Victoria, $1,660*; Main 


(8) 4-dr., $1,225. °51 Victoria, $1,325*; 
Crestliner sedan, $980*; Custom (8) 2- 
dr., $865; 4-dr.. $840*. '50 Custom (8) 
4-dr., $785; Custom (6) 2-dr., $605; 
Deluxe (6) 2-dr., $675. "49 (8) conv., 
$785; station wagon, $690*; Custom (8) 
2-dr., $630*, $595*, $550, $500; club 
coupe, $550*, $545*, $&25. 
HUDSON—’53 Hornet 4-dr., $2,065*, $2,- 
C50*, ‘51 Pacemaker conv., $800*. ‘50 
Super (8) 4-dr., $435. °49 Super (8) 4- 
dr., $440, $355; Commodore (8) 4-dr., 
$420. '48 Commodore (8) 4-dr., $445. '46 
Commodore (8) 4-dr., $155. 
KAISER — ’52 Manhattan 4-dr., $1.575*. 
’51 Deluxe 4-dr., $765. '47 4-dr., $125. 
MERCURY—’53 sport coupe, $2,370*; 4- 


dr., $1,620*. °51 4-dr., $945. '49 club 
coupe, $795*, $610*. °46 4-dr., $350; 
conv., $225. 


NASH—’53 Super Rambler station wagon, 





$1,535*. °51 Super Ambassador 4-dr., 
$805*; Rambler conv., $785*. '50 States- 
man 2-dr., $545*. °48 Ambassador 4-dr., 
$270*. 


OLDSMOBILE — '53 (98) conv., $2,990* 
(ps); 4-dr., $2,845* (ps); (88) Holiday, 
$2,950* (ps); 4-dr.. $2,755* (ps), $2,- 


500*. '52 (88) Holiday, $2,225* (ps); 4- 
dr., $1,975*; Deluxe (88) 4-dr., $1,650*. 
‘51 (88) Holiday, $1,700*; Super (88) 
2-dr., $1,345*, $1.320*, "50 (98) 4-dr., 
$990*. "47 (76) club sedan, $510*. 


PLYMOUTH — ‘53 Cranbrook Belvedere, 
$1,750*; 4-dr., $1,450, $1,315; Cam- 
bridge 2-dr., $1,445. °52 Concord Subur- 
ban, $1,440. $1,300; Cranbrook 4-dr., 


$1.035. '49 Deluxe 4-dr., $615. 
PONTIAC—’53 Deluxe (8) Catalina, §$2,- 
495*; Custom (8) Catalina, $2,450*; De- 
luxe (8) conv., $2,115*; 2-dr.. $1,780*. 
‘51 (8) conv., $1,285*, $1,110*; sedan 
coupe, $1,090*. '50 (8) station wagon, 
$1,140*; conv., $965*. '49 (8) 4-dr., $745. 
"48 (8) 4-dr., $490. '47 (6) sedan coupe. 
$345; (8) sedan coupe, $345, $225. ‘46 
(8) conv.. $270; sedan coupe, $200. 
STUDEBAKER—’53 Commander 4-dr., $1,- 
995*. ’'50 Champion club coupe, $515*. 
‘48 Land Cruiser 4-dr., $400*; Champion 
2-dr., $355. '47 Commander conv., $345*. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 2.) 
(Sold 143 cars out of 236 offerings.) | 


BUICK—’52 Super conv., $1,195*. °51 Spe- 
cial sedan, $1,210*, $1,115; RM Riviera, 
$1.265*. ’50 Special sedan, $980*, $885, 
$775. °49 Super sedan, $675*. '46 Super 
sedan, $150, $115. 

CADILLAC — ’53 Coupe deVille, $4,565* 
(ps). °51 Coupe deVille, $2,770*; (62) 
sedan, $2,310*. '50 (62) sedan, $1,810*, 
$1,830°. 

CHEVROLET—’53 (150) sedan, $1,400; Bel 
Air sedan, $1,855* (ps). '52 SL Deluxe 
sedan, $1,150, $1,025. ‘51 SL Deluxe 
sedan, $920, $870; Bel Air. 2 at $1,130*. 
‘50 SL Deluxe sedan. $680. '49 SL De- 
luxe sedan, $685, $625, $610, $540, $520, 
$495, $430, $200. 

CHRYSLER—’51 NY sedan, $1,130*; Wind- 
sor Deluxe sedan, $1,250*. '49 NY sedan, 
$575. 

DeSOTO—’52 Custom sedan, $1,305*. '51 
Custom sedan, $780*. '48 Custom sedan, 
$475*. 

DODGE — ‘51 Meadowbrook sedan, $790*. 


‘50 Coronet sedan, $640*. ‘49 Coronet 
sedan, $500*, $360*°. ‘48 Deluxe sedan, 
$260°. 


FORD—’'53 Custom (8) sedan, $1,540, $1,- 
610: conv., $1,825; Victoria, $1,855. ‘52 


Ranch Wagon, $1,500; Custom (8) sedan, 
$1,480. °51 Custom (8) sedan, $1,055*, 
$975, $950, $930, $850, $810, $750*; 
Crest sedan, $1,195. '50 (8) %-ton panel, 
$375. ’49 Custom (6) sedan, $250. 

HUDSON—’51 Pacemaker sedan, $690. ‘50 
Pacemaker sedan, $265. '49 Commodore 
(8) sedan, $275. 

KAISER—’51 Henry J sedan, $435. 

LINCOLN—’51 sedan, $1,075*. °50 sedan, 
$640*. 

MERCURY — '53 Monterey sedan, $2,300*. 
"51 (8) sedan, $1,000. '49 (8) sedan, 
$695, $485, $505. "48 (8) sedan, $120. 

NASH—'51 (600) sedan, $725. 

OLDSMOBILE—’53 (98) Holiday, $3,250* 


(ps); sedan, $2,780* (ps), $2,625*. °52 
Super (88) sedan, $1,725* (ps). ‘51 
Super (88) sedan, $1,340*. °49 (76) 
sedan, $665, $515. 

PACKARD—’51 (200) sedan, $1,175*. '49 


sedan, $295. 

PLYMOUTH—’52 Cranbrook sedan, $1,070, 
$1,055, $1,045, $995. '51 Belvedere, $940. 
’50 Special Deluxe sedan, $705, $650, 
$570. °'49 Special Deluxe sedan, $500, 
$330. 

PONTIAC—’53 Chieftain Deluxe (8) sedan, 
$1,355. '52 Chieftain Deluxe (8) sedan, 
$1,400*, $1,385*, $1,375. °51 (8) sedan, 
$1,105*. °48 (6) sedan, $445, $300. °47 
(8) sedan, $450. 

STUDEBAKER—’52 Starliner, $1,195. ‘51 
Champion sedan, $670; Land Cruiser 
sedan, $885. °49 Champion sedan, $415. 

WILLYS—’52 (6) Wing, $955. 








DENVER 


(Denver Auto Auction. Sale every Thurs- 
day. Prices are for sale of Oct. 8.) 
(Prices down but good used cars mov- 
ing. Sold 112 cars out of 259 offerings.) 
BUICK—’53 Super Riviera 4-dr., $2,555*. 
’52 Super Riviera 2-dr., $1,570*, Super 
4-dr., $1,315*. '51 RM 4-dr., $1,145, $1,- 


110. '50 Special Deluxe 4-dr., $640. ‘48 
Super 4-dr., $370*; 2-dr., $285. 
CADILLAC—’52 (62) conv., $3,275*. °50 


(62) 4-dr., $1,905. "49 (62) 4-dr., $1,410. 
CHEVROLET—’53 Bel Air 2-dr., $1,655; 
(210) 2-dr., $1,615, $1,600; 4-dr., $1,600, 
$1,555, $1,545, $1,515; %-ton pickup, 
$1,275; %-ton pickup, $1,180. ‘52 SL 
Deluxe 2-dr., $1,100; %-ton pickup, $900. 
‘51 SL Deluxe 4-dr., $985; club coupe, 
$925; FL Deluxe 2-dr., $825. '50 station 


wagon, $945. 

CHRYSLER—’53 NY 4-dr., $2,490*,. '47 
4-dr., $200. 

DeSOTO—’53 Fire Dome club coupe, §2, 
520; 4-dr., $2,300. °50 Custom club 
coupe, $745. 


FORD—'53 Crest (8) Country Squire, $2,- 
335*; Main (8) Ranch Wagon, §2,210 
$2,095, $2,050; 2-dr., $1,575; 4-dr., $1,- 
520; Victoria, $1,880, $1,600*; Custom 
(8) 2-dr., $1,610; 4-dr., $1,790*; Custom 
(6) 2-dr., $1,535; Custom (8) station 
wagon, $2,005; Main (6) Ranch Wagon, 
— ’52 Main (6) Ranch Wagon, $1,- 
520°. 

HUDSON—’51 Hornet 4-dr., $905; Pace- 
maker coupe, $865; club coupe, $860*. 

KAISER—’51 2-dr., $710*; $405. 

MERCURY—’'52 sport coupe, $1,810. ‘51 
club coupe, $1,210*; 4-dr., $1,065. °49 
conv., $590. '48 conv., $245. 

NASH—’52 station wagon, $1,070*. 

OLDSMOBILE—’53 Super (88) 4-dr., $2,- 


770*; 2-dr., $2,435*. °50 (98) 4-dr., 
$865*; (88) 2-dr., $600. °49 (88) club 
coupe, $645°. 


PLYMOUTH — '53 Cranbrook 4-dr., $1,- 
785*, $1,595*. '52 Cranbrook 4-dr., $1,- 
065. ‘'51 Cranbrook 4-dr., $860, ‘47 
Special Deluxe 4-dr., $230. ‘46 2-dr., 
$190. 

PONTIAC—’53 Catalina, $2,440*, $2,415*, 
$2,375*, $2,160; Chieftain (8) conv., 
$2,170*; 4-dr., $2,020. '52 Chieftain (8) 
Catalina, $1,615; 2-dr., $1,165*. ’'51 
Catalina, $1,275; Chieftain (8) 4-dr., 
$1,170*; 2-dr., $865*. 

STUDEBAKER—'51 %-ton pickup, $500. 
’50 Commander 2-dr., $590. 

WILLYS—’52 station wagon, $1,275. '50 
Jeep, $495, $425. '49 Jeep, $550; station 
wagon, $455. °48 4x4 pickup, $355. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Oct. 7.) 
(Market continued in same pattern 
with biggest demand in lowest priced 
post-war merchandise, Sold 78 cars out 
of 124 offerings.) 
BUICK—’53 Super Riviera, §$2,300*. ‘50 
Super sedan, $1,090*%. ‘49 RM _ sedan, 
$640*; Super sedan, $630. '48 RM sedan, 


$520. 

CADILLAC—’53 coupe deVille, $4,640*, $4,- 
575*. '48 (62) sedan, $1,040*, $1,000*. 
CHEVROLET—’53 (210) sedan, $1,400. '52 
SL Deluxe sedan, 2 at $1,120. ’51 SL 
Deluxe sedan, $990, $920, $885; SL Spe- 
cial sedan, $825, $800. '50 FL Deluxe 
sedan, $860, $840*, $775. '49 SL Deluxe 
sedan, $570. '48 SM sedan, $410, $400. 
’47 FM sedan, $330. '46 FM sedan, $190, 

$180. 

DODGE—’49 Coronet sedan, $670, $475; 
conv., $570. '47 Custom sedan, $320. 

FORD—'53 Victoria, $1,910; Custom (8) 
sedan, $1,540. ’52 Custom (8) sedan, $1,- 
160; Custom (6) sedan, $1,050; Main (8) 
sedan, $1,140. ’51 Custom (8) Victoria, 
$1,290; conv., $760. ’'50 Custom (8) se- 

(Continued on Page 56, Col. 1) 
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FLASH-A-CALL 
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offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, g 

to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, havi: 
the highest known stand: 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all 
factories, Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 


SERVICE CONTROL SYSTEM 


1112 Sovth Wabash Avenue 
Dept. AN-67, Chicago 5, Illinois 
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Magazines, billboatds and station promotion will carry this colorful, 
powerful fall-change message to the motorists of all 48 states. It’s just 
one more example of how The Texas Company helps to keep business 


BIG for Texaco Dealers — everywhere! 
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dan, $790, $675. 

$510, $480. 
KAISER—’51 Henry J sedan, $460. ‘48 

Kaiser sedan, $270. '47 sedan, $180. 
LINCOLN—’'40 sedan, $305. 


‘49 Custom (8) sedan, 


MERCURY—’49 sedan, $680. ‘48 station 
wagon, $345. '46 sedan, $180. 
OLDSMOBILE—’53 (98) sedan, $2,600*. 


’562 (98) sedan, $1,790*, $1,660*; (88) 


sedan, $1,475*. '50 (98) sedan, $1,020*. 
"49 (88) sedan, 


$690. °'48 (76) sedan, 
$410° 


PLYMOUTH—’53 Cranbrook sedan, $1,410, 
$1,375. °51 Special Deluxe secan, $860. 
"50 Special Deluxe sedan, $780. °48 Spe- 
cial Deluxe sedan, $410. "47 Deluxe se- 
dan, $320, $230. 

PONTIAC—’'53 Chieftain (8) sedan, §$2,- 
270*, $2,200*; conv., $2,275*. ‘49 Chief- 
tain (8) sedan, $840, 2 at $710. ‘47 se- 
dan, $360. '46 sedan, $260. 

STUDEBAKER —’'51 Commander sedan, 
$790. °50 Champion sedan, $670, $640. 
"49 Champion sedan, $400. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct, 6.) 

(Market steady but some cars not so 
clean were a little lower. Sale generally 
very good. Sold 98 cars out of 136 offer- 
ings.) 

BUICK — '53 Special 2-dr., $1,685*. ‘52 
Super Riviera coupe, $1,750*. ‘51 Super 
2-dr., $1,105, $1,060; 4-dr., $1,085; Spe- 
cial conv., $1,150. °50 Super Riviera 





coupe, $1,065, $1,040; 4-dr., $860, $950; 
RM 4-dr., $800; Special sedanet, $885. 
CADILLAC — '53 Coupe deVille, $4,000*; 
(62) 4-dr., $4,000*. '49 (62) 4-dr., $1,- 
275. °48 (62) 4-dr., $915. °47 (62) club 
coupe, $445. 
CHEVROLET — '53 (210) 4-dr., $1,570°*; 
Bel Air 4-dr., $1,760*. '52 FL Deluxe 
4-dr., $1,210; SL Deluxe, $1,000, $990. 
‘50 SL Deluxe conv., $795; 2-dr., $715; 
4-dr., $690; Bel Air 2-dr., $910, $875. 


DODGE — '52 Coronet 4-dr., $1,050. °49 
Coronet 4-dr., $645. 
FORD —’53 Ranch Wagon, $1,750*. ‘52 


Custom (8) 2-dr., $1,295, $1,250; Main 

(8) 2-dr., $1,135; Victoria, 2 at $1,600. 

‘51 Custom (8) 4-dr., $1,000. '49 Custom 

(6) 4-dr., $590. °48 4-dr., $405. 
FRAZER—'49 4-dr., $290. 


HUDSON — ‘51 (6) 4-dr., $700. ‘49 (6) 
4-dr., $325. 

LINCOLN—’50 club coupe, $815. 

MERCURY—'51 (8) 4-dr., $1,010. 

NASH — ’49 Ambassador 4-dr., $355. °48 


Super Ambassador 4-dr., $205. 
OLDSMOBILE—’53 (98) 4-dr., $2,650*. '49 


(88) 4-dr., $455. °48 (98) club sedan, 
$350. °47 (8) club sedan, $275; 2-dr., 
$260. 


PACKARD—’49 club coupe, $385. 

PLYMOUTH — °51 Cranbrook 2-dr., $730; 
club coupe, $925; 4-dr., $720. 

PONTIAC — '52 Super Catalina, $1,765*; 
Chieftain (8) 4-dr., $1,150. °51 Chieftain 
(8) 4-dr., $1,200*, $1,060. °50 Chieftain 
(8) 4-dr., $900; 2-dr., $760. ’49 (8) 4-dr., 
$750. 
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BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


time, because DULUX lasts! 


It piles up plenty of yardage through rough 
weather and rougher use. Truck owners like it for 
long-term economy, and car dealers know it helps 
bring better prices on used cars. So use the All- 
American finish that all America likes—Du Pont 


DULUX Enamel. 


E. I. du Pont de Nemours & Co. (Inc.) 
Refinish Sales, Wilmington, Delaware 


You’ll pile up fat profits with Du Pont DULUX 
Enamel! Because trouble-free DULUX jobs move 
out of the shop fast, you save time and labor costs. 
You get pleased, satisfied customers at the same 


e 
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STUDEBAKER—’51 Champion 4-dr., 
’49 Champion 2-dr., $410. 
WILLYS—'48 Jeep panel, $210. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- | 
day. Prices are for sale of Oct. 8.) 
(Market holding steady. Newer, cleaner 
cars in demand. Sold 37 cars out of 86 

offerings.) 

BUICK—’49 Special sedan, $500. '47 Super 
sedan, $320. 

CHEVROLET—'53 (210) sedan, $1,405, $1,- 
600*; Bel Air sedan, $1,810*. 52 SL De- 
luxe sedan, $1,165, $1,050. '51 Bel Air 
coupe, $1,100. '49 SL Deluxe sedan, $585, 
$495; sport coupe, $620. ‘48 Deluxe se- 
dan, $395, $320. | 

CHRYSLER—’46 Royal sedan, $275. 

DeSOTO—’'51 Custom sedan, $975. 

DODGE—’50 Coronet sedan, $690. 

FORD—’53 Custom (8) sedan, $1,974", $1,- 


$600. | 


940*. °51 Custom (8) sedan, $890, $835. 
"50 Custom (8) sedan, $735, $725. '49 
Custom (6) sedan, $595, $565; 2-dr., 
$460. 


MERCURY—’53 sedan, $2,165*. ‘48 station 
wagon, $295. '46 sedan, $295. 

PLYMOUTH — '52 Cambridge club coupe, 
$945. °49 Deluxe club coupe, $465; se- 
dan, $425. 

PONTIAC—’50 Chieftain sedan, "47 
SL sedan coupe, $315, $405. 

STUDEBAKER—’50 Champion sedan, $455. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 6.) 
(Sold 35 cars out of 75 offerings.) 


$800. 


BUICK—’51 Super 4-dr., $850. ’50 Super 
4-dr., $785. ‘'49 Special 4-dr., $600, 
$525. °41 Special 4-dr., $145. 

CHEVROLET — '53 (210) 4-dr., $1,550, 








Glog. 


“Very thorough guy—checking 
the fan in action.” 





’50 SL Deluxe 2-dr., $640, $560. °48 
FL Deluxe 2-dr., $365, $350, $335. 

DeSOTO—’53 Powermaster 4-dr., $2,000. 
FORD —’51 Custom (6) 4-dr., $810°, 
$775*. °50 Custom (8) 2-dr., $725. '49 
Custom (6) 4-dr., $540, $525. °47 De- 
luxe 4-dr., $460. ’46 Deluxe 4-dr., $155, 
$130. ’40 Deluxe 4-dr., $120. 


$1,250, ’51 SL Deluxe 4-dr., $795, $780. | MERCURY—'51 (8) 4-dr., $815, $800, °49 


tough n° speedy 


Use rugged, handsome DULUX Enamel 


for quick, low-cost jobs on passenger cars and trucks 


‘“‘DULUX s 








CORES EVERY TIME 


... ITS A WINNER!” 





Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 





(8) 4-dr., $650. '46 (8) 4-dr., $250. 
OLDSMOBILE—’'50 (88) 4-dr., $815. 
PLYMOUTH—’51 Cranbrook 2-dr., $700 

"46 Special Deluxe 4-dr., $225. °39 De 


luxe 4-dr., $155. 
PONTIAC—’51 Chieftain (8) 4-dr., $995 
*46 SL (6) 2-dr., $260. 
EBENSBURG, PA. 
(Ebensburg Auto Auction. Sale ever) 


Thursday. Prices are for sale of Oct. 8.) 


(Prices continuing downward, but at a 
slower rate. d good. Sold 65 cars 
out of 103 offerings.) 

BUICK—’51 Super Riviera, $1,125*. ’5( 
Special 2-dr., $710*. '49 RM 4-dr., $550* 
CADILLAC—’50 (61) 4-dr., $1,740*%. ‘49 
(62) 4-dr., $1,590*. "47 (62) 4-dr., $560* 
CHEVROLET—’52 SL Deluxe 4-dr., $1,110 
sport coupe, $1,110*. '50 FL Deluxe 2 
dr., $785; SL Deluxe conv., $720*; 2-dr. 
$870. °49 FL Deluxe 2-dr., $625; SL De 
luxe 4-dr., $625. ’°48 FL club coupe, $490 





FM 4-dr., $455; 2-dr., $390; SM 2-dr. 
$475. °47 SM 2-dr., $365. '46 SM 2-dr. 
$370. 


DODGE—’51 Coronet Diplomat, $1,105. 

FORD —’52 Custom (8) 2-dr., $1,090*. ‘51 
Custom (8) Victoria, $1,130*; 4-dr., $1,- 
065*, $850. '50 (8) %-ton pickup, $510; 
(6) %-ton panel, $360. °48 Super (8) 
conv., $375. '47 Super (8) 2-dr., $380; 
4-dr., $225. 

HUDSON—’51 Commodore (6) 4-dr., $790*. 
"50 Super (6) 2-dr., $525. 

KAISER—’49 4-dr., $220. 

LINCOLN—’49 coupe, $475. '47 4-dr., $200. 

MERCURY—’53 Monterey 4-dr., $1,990. '52 
Monterey 4-dr., $1,500*%; 2-dr., $1,410*. 
"51 4-dr., $1,100*. °49 4-dr., $600. '41 4- 
dr., $110. 

NASH—’41 Ambassador 4-dr., $100. 

OLDSMOBILE—'49 (76) 4-dr., $680*. '48 
(68) club sedan, $375*. '46 (76) 2-dr., 
$230. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,430, 
$1,300. °52 Cranbrook club coupe, $975. 
*51 Concord 2-dr., $730. '49 Special De- 
luxe 4-dr., $610; Deluxe 2-dr., $575. °48 
Deluxe 4-dr., $120. ‘46 Deluxe club 


coupe, $290; Special Deluxe 4-dr., $170. 
"40 4-dr., $115. 
PONTIAC—'42 (8) 2-dr., $150. ’39 (6) 2- 


dr., $100. 

STUDEBAKER—’51 Commander Starlight 
coupe, $700*; Champion club coupe, $660. 
’47 Commander 4-dr., $280*. 

WILLYS—’53 (6) Falcon 4-dr., $1,500*. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Oct, 7.) 
(Sales little weak this time, probably 
due to nearing model change and more 
sales effort necessary on retail end, Sold 

51 cars out of 86 offerings.) 

CHEVROLET — '53 (150) 2-dr., $1,445*; 
(210) 2-dr., $1,715*. '52 SL Special 4-dr., 
$1,000; SL Deluxe 4-dr., $1,125*, $1,075, 
$1,060, $940; SL Deluxe 2-dr., $1,110, 
$1,000. '51 SL Deluxe 4-dr., $950; Bel 
Air 2-dr., $1,200; FL Deluxe 2-dr. $1,- 
070, $1,000; FL Special 2-dr., $960. '50 
FL Deluxe 4-dr., $760. °49 FL Deluxe 
4-dr., $615. '48 FL 2-dr., $635. '46 2-dr., 
$405. '41 2-dr., $130. 

— Fire Dome club coupe, §$2,- 
405*. 

FORD—'53 Custom (8) 2-dr., $1,560*, '52 
Custom (8) 4-dr., $1,200*; 2-dr., $1,175. 
"51 Custom (8) 2-dr., $1,025, $1,195*; 
Victoria 2-dr., $1,085. ’50 Custom (8) 
2-dr., $680, $590. °49 Custom (8) 2-dr., 
$500, $440; 4-dr., $520. '48 Super Deluxe 
2-dr., $510. '47 Deluxe (8) 4-dr., $400; 
2-dr., $395; Super Deluxe 2-dr., $375. ’41 
(8) 2-dr., $200. ’40 (8) 2-dr., $160, $110. 

MERCURY — ’51 (8) 2-dr., $800. °49 (8) 
4-dr., $645. °41 (8) 2-dr., $300. 

NASH—’51 Statesman 4-dr., $685. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,575", 
$1,500*; Cranbrook 2-dr., $1,490, 

— 4-dr., $610. °49 4-dr., 
575. 

MISCELLANEOUS—’50 GMC %-ton pick- 
up, $500. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices are for sale of Oct, 5.) 
(Prices down another $70 to $75. Buy- 
os brisk, Sold 59 cars out of 121 offer- 
zs.) 

CADILLAC—’46 (62) 4-dr., $410*. 

CHEVROLET — '53 Bel Air sport coupe, 
$1,735*; (210) 4-dr., $1,555. °52 SL De- 
luxe 4-dr., $1,120. 51 SL Special 2-dr., 
$800. °50 SL Deluxe 2-dr., $790. '49 FL 
Special 2-dr., $560, $525. °47 FL aero- 
sedan, $350, $280. 

CHRY R—’53 NY club coupe, $2,250*. 
’51 NY 4-dr., $1,135, $1,055. °50 Royal 
4-dr., $775. °47 NY 4-dr., $285. 

DODGE — '51 Meadowbrook 4-dr., $800*. 
’48 Deluxe 4-dr., $300. 

FORD—'53 Custom (8) 4-dr., $1,650*. ’52 
Custom (8) 2-dr., $1,155*. °51 Custom 
(8) 4-dr., $925*, $815, $765. '50 Custom 
(8) conv., $830, $795; Deluxe (8) 4-dr., 
$775*, $760, $700*, 2 at $555. °49 Deluxe 
2-dr., $560, $470, $465. °48 Super Deluxe 
2-dr., $370. '47 Deluxe (8) 2-dr., $305. 

MERCURY—’53 Custom 4-dr., $2,100*. °51 
(8) club coupe, $1,050*. °49 (8) club 
coupe, $605*, $515*. '47 (8) coupe, $285. 

NASH—’52 Rambler station wagon, $905*. 
’51 Rambler station wagon, $750*. 

OLDSMOBILE—’50 (98) 4-dr., $905*. 
(98) 4-dr., $210*. 

PACKARD—’49 Deluxe 4-dr., $355. 

PLYMOUTH — ’51 Cambridge 4-dr., $595. 
’47 Special Deluxe 4-dr., $285. °46 Spe- 
cial Deluxe 4-dr., $195. 

PONTIAC — ’50 Chieftain Deluxe 4-dr., 
$800*, $685. °49 4-dr., $650*, $625*. 

STUDEBAKER — '50 Champion 2-dr., 
$615*. °48 Champion 2-dr., $355*. °'47 

| Champion 4-dr., $270, $185. 
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California a Bootleg Market, Dealers Say . . . 
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Sales Lag Laid to Freight Rates 


SAN FRANCISCO. — The DeSoto | manager of the Northern California|California dealers have been 


Dealers Assn. of Northern Cali- 
fornia has fired another salvo in 
the fight to secure uniform freight 
rates, 

This was 
statistics which showed that 
while California had 67.7 percent 
of the cars in use in California 
and Michigan combined, only 44.6 
percent of the new cars 
purchased last May (in the same 
two states) were bought in Cali- 
fornia, 

The association’s figures show 
that on July 1, 1952, there were 4,- 
283,720 cars registered in California 
and 2,040,966 registered in Michi- 
gan, for a total of 6,324,686. 

Despite this, it was noted, almost 
9,000 more cars were sold in Michi- 
gan than in California last May. 
The figures were 44,683 for Michi- 
gan to 35,963 for California, a total 
of 80,646. 

The reason for this is that “be- 
cause of a $300 average freight 
differential, the higher dollar 
market in California has attracted 
new and used cars from all lower 
freight areas,” says Amos T. Crowl, 


Auto Show Slated 
For Jan. 23-30 
In Baltimore 


BALTIMORE. — Baltimore again 
will have an automobile show this 
winter, it was announced last week 
by J. C. Darrell, general manager 
of the Maryland Automobile Trade 
Assn. 

The show will be held Jan. 23-30 
in the Fifth Regiment Armory. 

Last year’s automobile show—the 
first here in 12 years—broke all 
records with a total paid attend- 
ance of 80,000. 





Joseph J. Rochlitz again was| 


elected president of the show, with 
Daniel B, Brooks as vice-president 
and Henry A. Weil as secretary- 
treasurer. Directors are Louis 
Kiefer, Sidney Zell and Foster Tal- 
bott. Darrell is general manager of 
the show. 

Committee members include: 
Publicity—Bruce Livie, H. L. Hos- 
ford and Ridgley Waltz; advertis- 
ing—Roland Flanagan, Sidney Zell 
and Lamar Cresswell; rules—Wil- 
liam Voyce, Charles Kelly and 
Fred Onnen; decorations—Frank 
Marsden, Martin Barry and Bob 
Fleigh; entertainment—Leslie Le- 
gum, Mickey Behrend and Thomas 
Martin. 


GM’s ‘Parade’ Paying 
Visit to Pittsburgh 


in the form of | 


| 
| 
| 


| 
| 


PITTSBURGH. — The General 


Motors “Parade of Progress” is oc- 
cupying 100,000 square feet of Gate- 
way Center in Pittsburgh’s Golden 
Triangle business district, accord- 
ing to Ted O’Hearn, GM advance 
representative. When the seven-day 
show leaves Pittsburgh on Wednes- 
day (Oct, 21), a building will be 
erected on the site. 

Pittsburgh is the 20th stop this 
year for the “Parade of Progress,” 
and seven more exhibitions are 
scheduled before the end of the 
year. Present plans call for stops 
in 135 cities in the next five years. 


Donnell in Civic Role 
L. F. Donnell, auto dealer and 
president of the Youngstown (O.) 
Chamber of Commerce, has been 
appointed to a committee to study 


a new bus franchise for the City. 
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Motor Car Dealers Assn. 

Other figures compiled by the 
DeSoto dealers indicated that 
California has 10.68 percent of 
the nation’s cars, although only 
7.75 percent of the new-car 
purchases in the past 10 years 
have been made in California. 
Last May, it was said, this 
dropped to 6.65 percent. 


This indicates, according to the 
DeSoto dealers, that 40 percent of 
the California auto market is 
supplied from other sources, with 
the dumping of new and used cars 
from other states converting Cali- 
fornia into a bootleg market. 

This makes it necessary for 
California dealers to discount ex- 
cessively, do business without a 


profit and still not maintain a 
proper sales volume, it was 
charged. 


Other figures, the dealers said, 
show that over the last 10 years, 
on the basis of total registrations, 


Vie 
S ys 


T 
YOU 


he Line 
Depend on 
is Important, too! 


shorted an average of 113,268 new- 
car sales annually. 

Meanwhile, eight states in the 
low-freight area (Michigan, In- 
diana, M[llinois, Massachussetts, 
New Jersey, Pennsylvania, New 
York and Ohio) have sold an 
average of 231,561 new cars in 
excess of their percentage of total 
registrations, according to the 
dealers. 


The DeSoto dealers maintained 
that “We feel that this injustice 
has been permitted to exist too 
long, and that factories, in order 
to protect their investments, their 
distributions and representations on 
the west coast, should level the 
freight across the entire U. S. by 
the same formulas as are applied 
to parts, refrigerators, radios and 
many other hard-goods items.” 

The situation has also been) 
referred to the San _ Francisco 
Chamber of Commerce for further 
study. 





For a COMPLETE bearing line 
++ depend on FEDERAL-MOGUL 


You’ve seen a lot of changes in engines . . 
speed, compression, horsepower . 
reconditioning methods. One thing doesn’t change 
—the dependability of the Federal-Mogul bearing 
line. Always up-to-the-minute, always complete, it 
has been the mechanic’s dependable source of supply 
for almost 30 years. Whatever your needs are today 
—or 10 years from now—you can depend on 
Federal-Mogul to provide a complete line of top- 
quality bearings, bushings and all related parts you 
need to do a top-quality job of engine recondition- 
ing! ASK YOUR FEDERAL-MOGUL JOBBER. 


Federal-Mogul Service 


Division of 


DETROIT 





Federal-Mogul 
13, 


. in size, 
. - and in engine 


Corporation 


MICHIGAN 





Italian Newcomer to U. S. Market— 


The Italian Nardi sports car is now being distributed in the U. S. by S. H. Arnolt, 
Chicago, foreign-car importer. The car is powered by a Crosley engine. Its tubular 
chassis employs welded straight tubes of small diameter and provides a lightweight 
body. Front suspension is independent, and the rear is on a floating axle with quarter 
elliptical leaf springs. Plans are under way to make the car available with an engine 
choice of either Crosley or Dyna Panhard. 


Capital City U ps 2 has been named new-car sales man- 
Capital City Motors (Ford),|#8er and Charles W. Walker has 
Springfield, Ill, has promoted two| been upped to used-car sales man- 
of its salesmen. Dale M. Lindquist’ ager. 
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Cadillac Distributor Serves Community— 

H. H. Fisher (right), Cadillac distributor in Minot, N. D., and also an alderman, dis- 
cusses city improvements with City Manager R. B. Riddle (center), and Alderman Clar- 
ence Johnson. Fisher serves on a number of committees, including taxes, public safety 
and city planning. . 
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Conover Turns Orator 
Everett Conover, vice - president | meeting of the Denver Sales Execu- 
of Conover Motor Co., Colorado| tive Assn. in Denver. His subject 
Springs, Colo., recently spoke at a| was “Common Salesense.” 


lee 





Chrysler Corporation provides MoPaRr 
parts to assure you of the best when 
you service Chrysler Corporation cars 


CHRYSLER CORPORATION 
PARTS DIVISION 
DETROIT 31, MICHIGAN 


or trucks. Only the 


best, meeting exactly 
standards as original 


materials and the finest workmanship 
are good enough for MoPar—only the 





Legislative Roundup 





(Continued from Page 26) 


that such highways live up to 
their promises of safe travel. 
More attention will be paid in 
the drafting of future enabling leg- 
islation to make sure that adequate 
funds are provided and to avoid 
needless delays and legal squabbles. 
With more experience, more ac- 
curate preliminary engineering es- 
timates should replace those of the 
past, which have generally been 
too low on both construction costs 


and traffic and revenue. 
* + +. 


Free Roads in Ohio? 
IGHWAY financing interest 
next month will shift from toll 

highways to free highways when 

Ohio voters go to the polls to de- 

cide the fate of a proposed $500 

million bond issue, which would be 


__.|amortized from highway taxes al- 


ready being imposed. 

A long-range Louisiana high- 
way program, involving up to a 
half-billion dollars of additional 
revenue and new taxes, probably 


ONLY THE BEST 


for servicemen who work on Plymouth, 
Dodge, De Soto, Chrysler cars 
or Dodge /ob-Kated” Trucks 


will come up at a special legisla- 
tive session late next year. Ala- 
bama lawmakers defeated a pro- 
posal which would have nullified 
in part the state’s anti-diversion 
amendment. 

A plan for revenue-bond financ- 
ing of $162 million of primary high- 
way system improvements has been 
suggested by the Kentucky Good 
Roads Federation. 

Meanwhile, the Georgia Supreme 
Court upheld a 1953 law creating 
the State Bridge Building Author- 
ity, with power to issue up to $30 
million in revenue certificates to 
finance construction of new free 
bridges for lease to the State High- 
way Department. 

+ + * 


‘Black-Market’? System 
NDIANA’S State Motor Vehicles 
Bureau will put into operation 

Nov. 1 a new demerit system, under 

which drivers will be subject to 





genuine Chrysler Corporation parts and accessories 


highest-quality 


the same high 


parts. MoPar accessories. 


parts fit right and work right because 
they are made right. They perform 
better, give more satisfaction, because 
they are engineered specially for these 
cars and trucks. . . . So, to be certain 
of a quality job, install MoPar, 
- genuine Chrysler Corporation parts and 


license suspension if they get 1 
“black marks” against them. 

Under the plan, drivers’ records 
will be back-dated to include al! 
traffic convictions of the last three 
years. Indiana also is proceeding 
with plans for adoption next year 
of a statewide “fix-proof” traffic 
violation ticket. 

Michigan is putting into oper- 
ation a new driver license law, 
which centralizes examinations 
and licensing in the secretary of 
state’s department. Stiffer ex- 
aminations, increased fees, and 
license expirations on the licen- 
see’s birthday are among the fea- 
tures. 

Possibly indicating a change 
which may be sought in the Taft- 
Hartley Act was the New York 
State Labor Relations Board’s as- 
sertion that its conflict of juris- 
diction with the National Labor 
Relations Board “continues to pre- 
sent perplexing problems.” 

The report said the conflict 
stemmed from Section 10-A of the 
Taft-Hartley Act “which has acted 
to preclude any possibility of col- 
laboration and cooperation between 
the two boards.” 

+ 7. 


a7 
Mass. Asked to Rate 


Drivers for Insurance 


A bill, filed for consideration by 
the 1954 Massachusetts Legis- 
| lature, proposes that a merit 

rating system on compulsory 
| automobile insurance be based on 

the accident records of individual 
drivers, rather than on the vehi- 

cles, as provided by a new 1953 
| state law. 

The proposed legislation was 
sponsored by Rep. Theodore J. 
Vaitses, Melrose Republican, who 
said there are “one-third to one- 
half more drivers than vehicles 
registered, so the cost of in- 
surance would be spread and it 
| 


would be easier to find out who 
| are the poor drivers.” 

The plan also would give in- 
| surance companies a better 
| method of determining risks, 
| Vaitses said. 


Rockwell Returns 
'To Private Life 


PITTSBURGH. — Col. Willard F. 
| Rockwell, chairman of several large 
industrial enterprises, who last 
week completed his third special 
mission for the Department of De- 
fense as special assistant to Secre- 
tary C. E. Wilson, has resigned his 
Government post to return to 
private business. 

Rockwell is chairman of the 
board of Standard Steel Spring 
Co., Coraopolis, Pa.; Timken-De- 
troit Axle Co., Detroit and Rockwell 
Mfg. Co., Pittsburgh. 

Rockwell returned early in Sep- 
tember from a three-week tour of 
member countries of the North 
Atlantic Treaty Organization, 
which he visited to inspect their 
Principal sources of munitions 
supply. 





He had joined the Defense De- 
partment Apr. 1 to take charge of 
converting the Army and Navy 
Munitions Board into the new office 
of assistant secretary for supply 
and logistics. 


Satori Previews New Models 
Of Rolls-Royce, Bentleys 

Peter Satori recently held a 
three-day showing of the new 
Rolls-Royce and Bentley cars at the 
Huntington Hotel, Pasadena, Calif. 

Satori also announced the trans- 
fer of J. R. Davis jr. from the 
Glendale (Calif.) dealership to the 
Pasadena dealership, and the ap- 
pointment of Don Schoenert as 
sales manager of Satori, Inc., Glen- 
dale, 


Art Clark 
Los Angeles, Calif. 


says... 
IT'S YOUR BUSINESS 
- . + Or is it? 

SEE PAGE 33 
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Wider Tax Authority Sots cht cee 





U.S. Cities Spur Hunt 
For New Revenues 


A tax revenues is under way in 
a number of cities. 

Beside looking around for new 
revenue sources to tap under 
existing powers, municipalities 
will intensify their pressuring of 
future regular and special state 
legislative sessions for broadened 
taxing and borrowing authority 
and new and increased sharing in 
the receipts of state-collected 
levies. 

Already figuring are proposals or 
action toward new, increased or 
extended local levies against alco- 
holic beverages, amusement admis- 
sions, hotel room rentals, cigarets, 
manufacturers’ inventories and 
equipment, public utility services, 
mercantile and professional busi- 
ness, soft drinks, motor vehicles, 
motor fuel, individual and corpo- 
rate income, bank checking ac- 
counts and other sources. 

Baltimore’s City Council budget 
and finance committee has been 
conducting public hearings on sev- 
eral suggested new municipal rev- 
enue sources, including proposals 
for: 

Elimination of present property 
tax exemptions on manufacturers’ 
inventories and equipment; in- 
crease in a present municipal tax 
on commercial users of gas, elec- 


SEARCH for new nonproperty | 


chanical amusement devices, Penn- | 


|sylvania cities generally favor 


|amusement taxes and business| 


| 
| 
| 
| 





tricity and telephones and exten- | 


sion of this tax to commercial users 


of fuel oil. 
* * * 


LSO, a new mercantile tax of 3) 
mills per $100 of gross receipts | 


of business and professions; a new 
tax on hotel room rentals; increase 
of the present local tax on open-air 


garages and possible extension of | 


this tax to all other public garages. 

Also, a new local tax on soft 
drinks at the source, and a new 
tax against bank depositors hav- 
ing checking accounts exceeding 
$250, with rates ranging from $1 
on $250 accounts up to $25 on 
those averaging more than 
$25,000 

Suggested new revenue sources in 
Milwaukee include a new municipal 
admissions tax of 3 percent; 


equal to 75 percent of water bills; 


and a special charge for disposing | 


of garbage from commercial estab- 
lishments. 


in- 
creases in all city license fees; a/| 
hotel occupancy tax of 25 cents per | 
room a day; a sewer service charge | 





On their way to passage by the | 


Albuquerque (N.M.) City 
were ordinances to impose a new 
cent-a-pack municipal cigaret tax; 
increase a local motor fuel tax from 
% to 1 cent a gallon; rescale the 
occupation tax to a straight $1 per 


Council | 


$1,000 of gross annual revenue, and | 


increase the sewer tax from 50 to 
80 cents monthly for the iirst four 
outlets. 
x * x 

TS Rawlins (Wyo.) City Council 

recently passed an ordinance 
providing for imposition of license 
taxes of 2 percent of gross annual 
income of gas, electric and tele- 
phone utilities operating in the city. 
Many other Wyoming municipali- 
ties have similar local levies. 

Validity of a 1953 Mllinois law 
permitting cities to impose local 
cigaret taxes of one cent per 
pack is under attack by a pend- 
ing test suit, which also attacked 
the validity of a new one-cent 
Chicago municipal cigaret tax. 
East St. Louis is another Ilinois 
municipality to adopt a one-cent 
local cigaret tax. 


Pennsylvania local governments | 
are continuing their prominent po- | 


sition in the nonproperty tax field 
under the state’s so-called “tax 
anything” act of 1947. 

The American Municipal Assn., in 
a recent report, said that per capita 
taxes—a favorite with school dis- 
tricts—leads the list of taxing 
devices selected under the Pennsyl- 
vania law. Runners-up are amuse- 
ment taxes, income taxes, deed 
transfer taxes and levies on me- 


James Buick Expands 
Ed James Buick Co., Los Angeles, 
has purchased 14,000 square feet of 
space at 1400 S. Figueroa St. di- 
rectly opposite “Jamestown.” 





| privilege and mercantile taxes. 


* * * 


‘VIRGINIA Supreme Court of 


Appeals recently upheld the 
constitutionality of laws permitting 


| Arlington County to impose a mo- 


tor vehicle tax and to license busi- 


|nesses and professions. 


A study of new revenue sources 
for Connecticut cities and towns 
was suggested by the governor in 
a recent directive to a new com- 
mission studying the relationship 
between the state and its political 
subdivisions. 


An anticipated forthcoming spe- | 


cial session of the Indiana Legisla- 
ture will be asked by the Indiana 
Municipal League to give cities and 
towns about $3,500,000 from the 
state-collected alcoholic gallonage | 






“There are no better salesmen than satisfied customers, and 
that’s why Carbon Blast Tune-Up Service has become the 
most profitable operation in our shop”...So says Lloyd 
MacIntosh, progressive service manager of Birmingham’s 
Wilson Pontiac-Cadillac. And here’s the rest of his story... 


“The big time-saving feature sold us on the Carbon Blaster. 
We liked the idea of blast-cleaning combustion chambers 
instead of pulling the head and scraping the carbon out by 
hand. What’s more, the service appealed to our customers, 
too. It’s fast, it’s low-in-cost and it gives them positive tune-up 
results . .. more pep, better, smoother performance, and up 
to 25% more power. So it’s no wonder that word-of-mouth 
advertising alone has kept our Carbon Blaster profitably busy 


|tax and $4,500,000 from the state 
| cigaret tax. 

St. Louis is seeking a special ses- 
sion of the Missouri Legislature to 
enact a bill extending beyond its 
present April, 1954, expiration date 
a state enabling act permitting the 
city to impose a municipal income 
| tax at the rate of % percent on the 
| earnings of all persons and corpora- 
| tions within the municipal limits, 

” + * 


| BN RECENTLY appointing a nine- 
member group of experts to 
| study Boston’s financial condition 
| and make remedial reports, Mayor 
Hynes said he saw no way of effect- 
ing major budget cuts “without 
| drastic surgery of needed services 
or obtaining additional revenue.” 


| New York City, whose nonprop- 
|erty tax revenue sources include a 
|3 percent sales tax, will face new 
| revenue problems again next year. 
Before the city’s current mayoral- 
jity election campaign got under 
| way, key city officials were reported 
convinced that adequate admini- 
|stration of the city’s affairs would 
require retention of all present 
| revenue sources and the develop- 
| ment of new ones to support a 1954- 
55 budget even higher than the 





current fiscal year. 


ever since we bought it almost:a year ago.” 








Kent-Moore 


ORGANIZATION, INC. 
5-105 General Motors Bidg., Detroit 2, Michigan 


| record total of $1,528,814,950 for the | 
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Satisfied Customers 
~ have made Carbon Blast 
_  June-up Service our 

biggest Profit-Producer 


Busiest Tune-up Department in Town. 
“Busy? Right now we don’t have 
enough space to handle any more 
tune-up business. That’s why we're 
looking forward to moving into 
our new building where we'll have 
double our present capacity. Then, 
as soon as we get settled, we're going 
to put in another Carbon Blaster 
and we're going to promote the 
service for all it’s worth . 
take it from me, it’s worth plenty!” 


a a ce ae 
Chrysler Division 
Producing 700 
PowerFlites Daily 


DETROIT. — Chrysler’s new 
PowerFlite transmissions now are 
being produced at the rate of 700 
per day to meet orders from 
dealers, E, M. Braden, general sales 
manager of the Chrysler division, 
reported last week. 

“Chrysler began delivering Power- 
Flite transmissions last summer 
and we estimate that owners now 
have driven these transmissions 
more than 10 million miles,” Braden 
said. “In owners’ hands, Power- 
Flite has proven to be the smooth- 
est, quietest, simplest and safest 
automatic transmission produced.” 


Chevrolet Zone Fetes PowerFlite consists of a torque 
converter and two-speed planetary 


Winners in Minneapolis transmission. Its performance is 
MINNEAPOLIS. — (UTPS) — A| due largely to its outstanding over- 
payoff party has been held for/all torque multiplication ratio— 
winners of the May-June Paul| 4.47:1, the highest in the industry 
Bunyan campaign sponsored among | for drive- -range operation in cars, 
dealers by the Chevrolet zone office | Braden said. 
here. There were 49 winners. The 
party included a dinner and enter- 
tainment. 
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“We got the idea from jet 
airplanes.” 





The AUTOMOTIVE NEWS ALMANAC its 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data 
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New Available to all Carbon Blaster owners! A complete, new 
“Profits” Promotional Program to help you sell Carbon Blast 
Tune-up Service to your customers! 
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| KENT-MOORE ORGANIZATION, INC. ; 
5-105 General Meters Bidg., Detroit 2, Mich. 
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Chayne Tells Paris G 


PARIS.—An explanation of why 
General Motors uses three auto- 
matic transmissions on its cars was 
given by Charles A, Chayne, GM 
engineering vice-president, at a 
meeting of the American Club of 
Paris here. 

He said GM didn’t settle on 
just the Powerglide, Dynaflow or 
Hydra-Matic because, “We in 
General Motors encourage inde- 
pendent thinking, and we happen 
to have three schools of thought 
on car transmissions.” 

“And we haven’t closed the book 
yet,” Chayne added. “Out at the 
Technical Center (near Detroit) the 


Why 3 GM Transmissions 


Wants Independent Thinking 


roup His Corporation 


GMC Truck & Coach division, 

He added, “Unfortunately — here 
is the anticlimax. As now designed, 
this suspension is suitable only for 


large vehicles like buses. But who 
knows? Automatic transmissions 


Willow Run Gets 
Benches by Mile 


JENKINTOWN, Pa. — Standard 
Pressed Steel Co., is making final 
deliveries to General Motors on 





and which was developed by the | 





| first made their 
| buses, too. 


| At GM, Chayne said, several 


| thousand scientists, engineers, de- 
| 
| 


appearance on 


signers, stylists and other special- 
ists are kept busy accelerating 
obsolescence — constructive ob- 
solescence, 


| He said this making of today’s 
cars obsolete, by coming up an- 
nually with new ideas and better 
| values, to a great extent provides 
| the huge American market. 


Chayne stated, “This year, for the 
| first time, we have included in our 
durability test fleet (at the GM 
proving ground at Milford, Mich.) 
|a@ group of cars manufactured by 
| our overseas divisions, as well as 
| those of some of their principal 
| competitors, to provide our over- 
| seas people with the same type of 
information regarding their own 


development group responsible for 
our first automatic transmission 
has been working on advanced de- 
signs ever since. Our Allison di- 
vision, too, is actively engaged in 
the development and manufacture 
of automatic transmissions for 
heavy vehicle applications.” 
Chayne told the guests about the 
GM “air suspension ride” which 
applies the principle of the pneu- 





First Graduates of Cadillac School— 


George W. Otto (center), general parts and service manager of Cadillac, discusses 
Hydra-Matic features with a group of servicemen who have just completed the first 
course at General Motors’ new training center in Detroit. From left are C. W. Ferrell, 
classroom instructor; J. M. Gantz, of the factory service department; Frank Zimmerman, 
G. S$. Means Co., Fort Wayne, Ind.; Paul Meyers, Lindsey Motor Sales, Inc., Bryan, O.; 
Otto; Harry Cooper, Wilson Cadillac-Pontiac Co., Birmingham, Mich.; Joseph Gerber, 
Harry May Chevrolet Sales, Inc., Monroe, Mich.; Joseph Matts, Pemberton Cadillac 


almost a mile and a half of work | 2"4 competitors’ products that we 
benches for the Willow Run plant,| ind so helpful in our domestic 
which GM leased to house its | 2¢tivities. 
burned-out Hydra- Matic trans- a ae 
mission operations. Permonite Readies Plant 

A thousand benches already have) MOROCCO, Ind.—The factory 
been delivered, and 350 more are| building for Permonite Mfg. Co., 


slated for early shipment. Standard | Inc., is expected to be completed 
so manufacturing operations can 


Pressed Steel also is furnishing | » a a 
| begin Oct. 15. The plant will turn 


1,350 bench drawers, 1,000 stools, 
80 platform trucks and 75 shop| out component parts for the auto- 


—EE 


Co., Toledo, and John Losey, Ebert Cadillac Co., Grand Rapids, Mich. 





matic tire to coach body suspension 


desks for use at Willow Run. 


motive industry. 


New Passenger Car Registrations, 6 States for September, 1953-1952 
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Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
Ss. 
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The following advertised-delivered prices 
include the retail list price suggested by 
the factory, provision for Federel taxes, 
and suggested delivery and handlin 
eharges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other 

that may be passed on to the retail buyer. 





Current Prices on New Cars 


$3,246.75. New Yorker — 4-dr. 


sed., $3,- 


184.50 (8-pass., $4,369); cl. cpe., $3,155.50; 


Coronet V-8— 4-dr. sed., $2,244.50; cl. cpe., 
| $2,223; spt. cpe., $2,380.25; conv., $2,513.- 


oo Newport, $3,522; stat. wag., $3,932.75. | 75; 2-dr. stat. stag., $2,517; 4-dr. 2-seat | 
a aes oreelae” gen” one New Yorker Deluxe—4-dr. sed., $3,327.50; | stat. wag., to be announced; 4-dr. 3-seat 
Sears, Roebuck & Co. stores in certain cl. cpe., $3,298.50; Newport, $3,687.75; | stat. wag., to be announced. Royal V-8— 


areas.) 
AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; conv., 
$1,945; A-40 sports conv., $2,295. Austin- 
dealey 100 sports conv., $2,985. (Delivered 
at U. 8. ports.) 
BUICK—Special 


4-dr. Deluxe sed., 


conv., $3,980. Custom Imperial—4-dr. sed., 
$4,259.50; lim., $4,797; Newport, $4,560.25. 


Imperial — 8-pass. 


Crown 
lim., $7,043.75. 


$130.10 on Windsor, 


sed., 


$6,921.50; 


(Fluid - Matic optional at 


standard on other 


models. Fluid-Torque standard on Custom 


Imperial and Crown Imperial; 


optional at 


$139.75 on other eight-cylinder models, at 


| 4-dr. sed., $2,372.75; cl. cpe., $2,349; spt. 
;epe., $2,503; conv., $2,632. (Gyro-Matic 
optional at $130.10 on Meadowbrook Six 
and V-8. PowerFlite optional at $189 on all 
other models except Coronet Six station 
wagons.) 


FORD OF BRITAIN—Prefect 4-dr. sed., 


$2,255.32; 2-dr. Deluxe sed., $2,196.88; | $106.40 on Windsor Deluxe and at $236.50 —" Anglia 2-dr. sed., $1,179.07; 
. ; m , onsul 4-d. sed., $1,695; Consul conv., 
Riviera cpe., $2,295.43; conv., $2,553.17. | on Windsor.) $2,075 (power top, $150 extra); Zeph 
—4-dr. Riviera, $2,696.17; Riviera on ce . 
0.56; conv., $3,001.59; stat DeSOTO—Powermaster 6—4-dr. sed., $2,- | Six 4-d. sed., $1,890; Zephyr Six conv., 
cpe., :9}0-06; aster — 4.2. Rivi. | 385-75 (8-pass., $3,281); cl. cpe., $2,364; |$2,425. (Delivered at New York port of | 
wes) oF 354.36; eee cpe., $3,358.05, | Sportsman, $2,634.25; stat. wag., $3,107.75. | entry.) 
cenv., $3,505.56; stat. wag., $4,030.73: ean =a Oni Pa Bh amg ane 3 — Corsair Four — 2-dr. sed., | 
Skylark sports car, $5,000. (Dynaflow a he ae ea * | $1,399. Corsair Deluxe Six — 2-dr. sed., 
: PRoadmasier models, optional | $2-922.50; conv., $3,144.25; stat. wag., $3,- | $1'561-18. 


standard on 

at $192.50 on all others.) 
OADILLAOC — Series 62—4-dr. sed., $3,- 

666.26; cl cpe., $3,571.33; coupe deVille, 

$3,994.57; conv., $4,143.72. Series 60 Spe- 

elal—4-dr. sed., 304.88. Series 75 — 8 


381. 


(Tip-Toe Shift optional at $130.10 on | 


all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 


HUDSON—Jet— 4-dr. 
utility, $1,836.75. Super Jet — 4-dr. sed., 
$1,954; 2-dr. sed., $1,932.75. Jet-Liner— 
4-dr. sed., $2,056.60; 2-dr. sedan, $2,045.85. 
Wasp—4-dr. sed., $2,256.11; 2-dr. sed., $2,- 


sed., $1,858; 2-dr. 


pass. sed., $5,604.34; lim., $5,817.73. Eldo- | Stat. wag.. $2,018.90. Customline 6—4-dr. | 299 43; cl. cpe., $2,256.11. Super Wasp—4- 
yedo—cony., $7,750. (Hydra-Matie stand- oe re a ee SS jdr. sed., $2,465.84; 2-dr. sed., $2,413.28; 
"CLE VEOLET Ginette ~ tae. sed., | $1,766.09; 2-dr. sed., $1,717.20; bus. cpe., | to ee ; ee c are 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; ; $1,513.53; stat. wag., $2,095.07. Custom- | 762 96; cl. cpe., $2,741.99; Hollywood, §2,- 
bus. cpe., $1,524; 6-pass. stat. wag., $2,-|lime 8—4-dr. sed., $1,858.35; 2-dr. sed.,/ 93775: conv., to be announced. (Hydra- 
010. Twe-Ten —4-dr. sed., $1,761; 2-dr. | $1,809.45; cl. cpe., $1,819.50; stat. wag.. | Matic ‘optional at $178.03 on all models in 
ood. $1,707; cl. cpe., $1,726; spt. cpe., $2,266.76. Crestline 8—Victoria, $2,120.23; | Jet category.) : 
$1,967; conv., $2,093;' 6-pass. stat. wag.. a. a an. usr’ $2,403.20 | RAISER — Caroli en” ie ie 
° Fordomatic o onal a on a m - — oom TMGre ey 7 
$2,123; S-pass. stat. wag., $2,273. Bel Air |) 1 Oy 372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr 


—4-dr. sed., $1,874; 2-dr. sed., $1,820; spt. 
(Powerglide 





: d., $2,512.79; club sed., $2,459; 4-dr. 
epe., $2,051; conv., $2,175. DODGE—Meadowbrook Six — 4-dr. sed., | 5°¢» teat aa 
eptional at $178.35 on Two-Ten and Bel Air | $2,024.75; cl. cpe., $1,983. Meadowbrook | {740 %; $2.0)8-55. Manhattan 4-dr. sed. 
models only. V-8—4-dr. sed., $2,175.75; cl. cpe., $2,- | $2849.63; club sed., $2,596.76. Dragon— 


CHRYSLER — Windsor—4-dr. sed., $2,- 
492.26 (8-pass., $3,433); cl. cpe., $2,471.75; 
wag., $3,288.76. Windsor Deluxe—4- 
de. sed., $2,721; Newport, $3,025.25; conv., 


F 


154.25. Coromet Six—4-dr. sed., $2,136; cl. 


cpe., 


$2,109; 2-dr. 


stat. 


wag., $2,228.50; 


4-dr. 2-seat stat. wag., to be announced; 


4-dr. 


3-seat stat. 


wag., 


to be announced. 


$3,923.91. (Hydra-Matie standard on Drag- 
on, optional at $178.55 on other models.) 


LINCOLN — —4-dr. sed., 


Cosmopolitan 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 








$3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. 
(Hydra-Matic standard on all models.) 
MERCURY — Custom — 4-dr. sed., §$2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; comv., $2,609.50; 8- 
Pass. stat. wag., $2,825.50. (Mere-O-Matic 
optional at $189.81 on all models.) 


MORRIS and MG — Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford — saloon, $2,150; stat. 
wag., $2,385. MG/TD — standard conv., 
$2,115; Mark II conv., $2,360. (Delivered 
in New York City.) 


NASH—Rambler Super — Suburban, §2,- 
002.60. Rambler Custom — Hardtop, §2,- 


trician and formal sed., optional at $199 
on all other models.) 
PUNTILAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. Obief- 
tain 6 Deluxe—4-dr. sed., $2,118.53; 2-dr. 
sed., $2,060.28; conv., $2,444.21. Chieftain 
8 Special—4-dr. sed., $2,089.62; 2-dr. sed., 
$2,031.45. Chieftain 8 Deluxe—4-dr. sed., 
$2,193.51; 2-dr. sed., $2,136.32; conv. §2,- 
517.66. Catalinas— Deluxe 6, $2,304.30; 
Custom 6, $2,370.43; Deluxe 8, 379.99 ; 
Custom 8, $2,446. Station wagons—Two- 
seat Special 6, $2,449.61; three-seat Spe- 
cial 6, $2,505.15; two-seat Deluxe 6, §2,- 
589.61; two-seat Special 8, $2,524.61; three- 
seat Special 8, $2,580.15; two-seat Deluxe 
83, $2,663.61. 
wagons, $80 extra. 
on all models at $178.35.) 
KOUT Es—Hillmaa 


699; California hardtop, $1,899; 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim., 


125; conv., $2,150; stat. wag., $2,118.90. |$2,699; Super Snipe sed., $3,295; Super 
Statesman Super—4-dr. sed., $2,178.35; |Snipe touring lim., $3,595; Pullman im., 
2-dr. sed., $2,143.55. Statesman Custom— | $5,110. Sunbeam - Talbot — Sed., $2,699; 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; |conv., $2,899; Sunbeam Alpine sports 
hardtop, $2,433.20. Ambassador Super —jconv., $2,999. Bover—sed., $2,899. (Deliv- 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. | ered at U. S. coastal 
serene” Ser: ‘waters Sats | hee = =f 
-dr. sed., 695; top, 828.60. |dr. sed., $1,767.40; 5 ‘ 3 
(Hydra-Matic optional at $178.85 on States- 4 3 oe 4-dr. b~ oa 
man and Ambassador.) 2-dr. sed., $1,830.58; 5-pass. cpe., §1,- 
OLDSMOBILE—Deluxe 88 — 4-dr. sed., | 868.21. Ohampion dr. sed., §$1,- 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 | 949.17; 2-dr. sed, $1,916.92; 5-pass. cpe., 
— 4-dr. sed., $2,461.71; 2-dr. sed., $2,- 


395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv., $3,228.84; Fiesta sports 
car, $5,715. (Hydra-Matic standard on 
optional at $178.35 on all other 
models. ) 


$1,954.55; hardtop, $2,115.80. 

Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. $2,126.53. Oom- 
mander Regal — 4-dr. sed., $2,207.54; 5- 
pass. cpe., $2,212.91; hardtop, $2,374.16; 
Land Cruiser 4-dr. sed., $2,315.64. (Ante- 
matic Drive optional at 1.24 en Cham- 
pion, $243.08 on 


PACKARD—Clipper—4-dr. sed., $2,598; -) 
2-dr. sed., $2,544; Sportster hardtop, §2,- WILLYS — Aecso Lark — 4-dr. sed., §$1,- 
805. Deluxe — 4-dr. sed., $2,745; | 727.15; 2-dr. sed., $1,640.99. Aero Falcon— 


Clipper 
2-dr. sed., $2,691. Packard—Cavalier 4-dr. 
sed., $3,244; Mayfair hardtop, $3,278; 


conv. $3,486; Patrician 4-dr. sed., $3,740; | $1,963.50. Aero Hardtop cpe., §2,- 
Caribbean conv., $5,210; formal sed., $6,- | 157.18. Station wagoms —4-cyl., $1,862.70 
531; executive sed., $6,900; corporation | (four-wheel drive, $2,304.55); 6-cyl., §1,- 
lim., $7,100. (Ultramatie standard on Pa- | 949.23. 
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AUTOMOTIVE NEWS, OCTOBER 19, 1953 


On The Financial Front... . 


New Increase Noted 
In Working Capital 


2 net working capital of U. S.| while investment companies added 


corporations continued to in- 
crease during the second quarter 
of 1953, and at the end of June 
amounted to $88.2 billion, according 
to quarterly estimates of the 
Securities & Exchange Commission. 

Corporations had $1.5 billion 
more net working capital at the 
end of June than they had three 
months earlier, the report said. 
The rise in working capital was 
attributed, for the most part, to 
a decline in current liabilities. 
However, there also was a small 
increase in current assets, the 
commission said. 

During the same period, corpo- 
rations reduced current liabilities 
$1.2 billion. Notes and accounts 
payable declined $800 million and 
at the end of June amounted to 
$56.7 billion, the commission said, 
while income tax liabilities dropped 
$700 million to a level of $14.4 
billion. 

+ * 

Anas and prepayments 

from the Government also 
showed a decline of $300 million to 
$2.2 billion at the end of June. 
Partly offsetting these declines, the 
commission said, other current 
liabilities rose by $500 million and 
amounted to $19.2 billion at the 
end of the quarter. 

Although total current assets 
during the second quarter 
showed an increase of only $300 
million, there was considerable 
change in composition, the com- 
mission said. Holdings of cash 
increased more than $1.5 billion 
offset by a reduction of almost 
the same amount in corporate 
holdings of Government securi- 
ties. 

Inventories continued to expand 
and at the end of June amounted 
to $64.8 billion, a rise of $400 
million in the three months, April 
through June. Receivables from 
the Government dropped $200 
million to $2.7 billion, while other 
receivables increased $100 million to 
$62.5 billion at the end of the 
second quarter. 

There was little change in the 
other current asset accounts, the 
commission said. At the end of 


June, corporations held $29.2) 
and deposits and | 
$19.2 billion in Government securi- | 


billion in cash 


ties. 
* * . 
S FOR other items affecting 
“% corporate financial position in 


the period, in addition to the $1.5) 


billion increase in net working 
capital, corporations invested $6.2 
billion in plant and equipment, 


Wall St. Fears 
Holder Meetings 
May Get Frisky 






ficials may be asked to hold future 
annual meetings of share owners 
either in the evening or on Satur- 
day, the October issue of Exchange 
magazine reports. 

Disclosing that at least one 
organized group will make such a 
proposal in 1954 and that some 
individual investors may do like- 
wise, the official publication of the 
New York Stock Exchange said: 


“Is the time approaching when 
the corporation president will have 
to scout around for name bands, 
top-notch theatrical talent or first- 
run motion pictures to entertain 
stockholders at the annual meet- 
ing?” 

The magazine asked whether 
this might encourage investors to 


$100 million to their investment 
portfolios, the commission said. 


To finance this $7.8 billion ex- 
pansion, corporations obtained 
the major part, $5.5 billion, from 
internal seurces, the report said. 
Of the $2.3 billion provided from 
external sources, $700 million was 
from new stock issues and $1.6 
billion from new bond issues. 


Data for the various industry 
groups indicate that during the 
second quarter the net working 
capital of manufacturing corpo- 
rations increased by almost $1 
billion. An increase of $500 million 
in working capital was registered 
by finance companies, and an in- 
crease of $100 million was reported 
by non-rail transportation com- 
panies. 

Communication 
showed a_ reduction 


companies 
in working 


A Farina Creation for Paris Show— 





This Alfa-Romeo sports coupe was designed by Pinin Farina, Italian car designer 
who also created the Nash-Healey and designed U. S. Nash cars. Farina also has on 
display a Fiat coupe and a Lancia convertible. 


capital of $100 million while other 
industries experienced little or no 
change from the end of March, the 
commission said. 

* * * 


General Acceptance Corp. Net 
Holding Own in 3rd Quarter 

General Acceptance Corp. earn- 
ings for the third quarter should 


be “as good as last year’s third 
quarter,” when net income after 


taxes amounted to $281,946, accord- 
ing to F. R, Wills, president. 

Directors have voted the regular 
quarterly dividend of 25 cents per 
common share, payable Dec, 15 to 
common stockholders of record 
Dec. 1. 


Associates Investment Again 


Wins Annual-Report Award 
The “Best of Industry” annual- 





61 


will be made in Associates In- 
vestment Co. for the third year, 
Robert L. Oare, board chairman of 
the South Bend automobile finance 
company, has been notified. Some 
5,000 reports in all industrial classi- 
fications were assessed in the 13th 
international competition conducted 
by Financial World. 

William F. Gaunitz, Associates 
president, will accept the bronze 
“Oscar of Industry” trophy from 
Weston Smith, originator of the 
yearly surveys, next Monday (Oct. 
26) at the Statler Hotel, New York. 


* s * 
LOF’s Net Earnings Reach 
$13% Million in 9 Months 


Net earnings of Libbey-Owens- 
Ford Glass Co. for the nine months 
ended Sept. 30 were $13,560,587, or 
$2.62 a share, compared with $11,- 
001,112, or $2.14 a share, in the 
corresponding period of 1952, the 
company has announced. 

Provision for Federal taxes for 
nine months amounted to $30,887,- 
000, equal to $5.97 a share. 

Third-quarter earnings were 96 
cents a share, compared with 69 
cents a share in the same quarter 
last year and 31 cents a share in 


report award in the finance field|the third quarter of 1951. 


Saratoga offers 2.3 (0/... o. 


where can you sell most per dollar? 





NEW YORK. — Corporation of- 





SARATOGA SPRINGS, N. Y., is 
a good example of the two-way 
economy and efficiency of local 
newspaper advertising in the auto- 
motive business. 


Its automotive dealers do about 
230% as much business per thou- 
sand population as the average for 
New York State . Its filling 
station 156%. Quite high, true. 


But on a per capita basis, Sara- 
toga Springs dealers’ sales exceed 
the largest city by 346%, the 
second largest by 140%, the third 
and fourth by 123%, and the fifth 
by 220%. 


Filling station sales per capita 
run 372% of the largest city, 
126% higher than the average of 
the five. 


Two-way economy of local news- 
paper advertising? Automotive 
manufacturers having dealers in 
Saratoga Springs enjoy much 
higher sales potential per thou- 
sand advertising circulation they 


buy in The Saratogian—the only 
advertising medium that covers 
Saratoga Springs adequately. But 
those still without representation 
here have the choice of avoiding 
wasteful spending inherent in na- 
tional media such as magazines or 
network broadcasting until facili- 
ties are established . . . then using 
the most powerful sales medium 
known, to put a new dealer on a 
profitable basis quickly and surely 
- - + intensive local newspaper 
advertising. 


The new car business, the used 
car business and the most success- 
ful lines in gasoline and accessor- 
ies have long been built on the firm 
foundation of adequate newspaper 
advertising . . . The automotive 
business today is a mass business 
—it must have “Every Family 
Advertising” because the automo- 
bile of the mass family and farm 
family burns as much gasoline, 
wears tires as fast, as that of the 
rich family . . . How well a car 
will sell in the used car market 
has much to do with how readily 


it will sell to a new car buyer. 


NOW, when production capacity 
nears sales volume, is no time to 
ignore successful experience. 


No form of advertising limited 
in appeal only to those who like 
certain entertainers, or certain 
“shows", or certain types of peri- 
odicals . . . can be “Every Family 
Advertising." In national media 
you reach at best, only one in 
three or four of the local people 
- - - usually less than one in ten. 
That's why successful automotive 
dealers and distributors have al- 
ways preferred newspaper adver- 
tising in their markets, reaching 
their people ... ALL of their people. 


Ask any J. P. McKinney office 
about automotive sales figures 
on a per capita basis. Or about 
“The Nationwide Newspaper 
Formula’? which shows the 
means of obtaining essential 
newspaper coverage in every 
county, sectionally and 
nationally. 


J. P. McKINNEY & SON 


30 Rockefeller Plaza 
New York 20, N. Y. 


400 N. Michigan Ave. 
Chicago 11, Ill. 


681 Market Street 
San Francisco 5, Calif. 


evaluate a corporation’s common 
stock on the basis of the entertain- 
ment provided at the annual meet- 
ing and to ignore earnings, divi- 
dends or managerial skills. 

The magazine added that there 
might be doubt about the legality 
of an evening meeting, while a 
Saturday meeting might conflict 
with some sports event. 
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Sammy Does the Trick for Dick— 

Dick Lewis, Olympia (Wash.) Pontiac dealer, attracted a big crowd to his used-car 
lot by displaying Sammy, the Siamese elephant, for a few days. Climax of the pro- 
motion came when Lewis and Sammy unexpectedly dropped in to lunch with the 
Chamber of Commerce and brought down the house, figuratively speaking. Shown 
(from left) are Gene Stevens, Al Flint, 


Les Tyrer and Lewis. 
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ice. A used-car lot will front the, 
other side of the L-shaped tract. 

The new dealership is operating 
as a corporation, with James W. | 
Green as president, Jack Henry as | 
vice-president and assistant man- | 
ager, and J. C. Peterson as secre- 
tary-treasurer and manager. 

+ * * 


Everett Names Shiver 


Appointment of Alonzo Shiver as | 
service manager of Everett Ford 
has been an- 


ager. 
* * * 


Wash. State Dealers Elect 4 
To NADA ‘Make’ Groups 


Four Spokane dealers have 
been elected as representatives on 
the new “make” advisory groups 
of NADA ’s industry relations 
committee. 

L. M. Kauffman of Kauffman 
Buick Co., was elected by the 
Buick dealers in Washington as 
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| Brooksville, 
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their representative on the Buick 
advisory group, 

Fred C. Becker, partner in 
Riegel-Becker Motors and owner 
of Fred Becker Motors, Walla 
Walla, will represent the Dodge 
dealers of the state. 

Packard dealers selected John 
Moore of Babcock Motors. Willys 
dealers will be represented by 
Charles Sandifur of Sandifur 
Motors. 


* * * 


Glisson Gives Up Deal 
R. L. Glisson has given up his 
dealership, Glisson Buick Co., 
Fla., and has joined 
Williams Buick Co., Jacksonville. 
* * * 


Scott Is Anthony Manager 


In Northern California 

George A. Wagner, vice- -president | 
of Earle C. Anthony, Inc., 
fornia Packard distributorship, has 
announced the appointment of Wil 


, you ina di th, 
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lard Scott as resident manager of 
its northern California territory. 
Scott at one time was Chrysler 
fleet sales manager. In 1947 he took 
over a Dodge-Plymouth dealership 
in Pittsfield, Mass., and two years 
later he went to California as a 
Hudson zone manager. 
+ + * 


Stout Buys Pontiac Deal 


From Skinner in Wichita 

Byron Stout, Wichita, has pur- 
chased the Pontiac dealership of 
Paul Skinner, a Wichita dealer for 
25 years. 

The firm was renamed Byron 
Stout Pontiac, Inc., and will con- 
tinue operating in the 300 block of 
S. Main. Stout, a vice-president of 
the Kansas Motor Car Dealers 
Assn., will continue his Nash deal- 


ership. 
* ca * 


Allen Buys Nash Deal 

Lawrence L. Allen, Fort Myers, 
|Fla., has succeeded D. W. Fletcher 
|as Nash dealer in Wauchula, Fla. 
|The new company will do business 
jas Allen Nash Motors. 


M esenins Cc huioes Duties 


James A. Menendez has been ap- 
pointed public relations director of 
Giles Motor Co, (Buick), Tampa, 
Fla. He formerly was service man- 


ager. 
+ * x 


Bradshaw Sells to Smith 


The Chevrolet dealership at Lake 
Wales, Fla., has been sold to J, L. 
Smith by Joe Bradshaw. It is now 


operating as Smith Chevrolet, Inc. 
* * + 


Holland Opens Deal 


Holland Motors (Studebaker) has 
been opened at Crestview, Fla., by 
H. G. Holland. Millard Sanders is 
sales manager. 

* * . 


Triple Deal for N. D. 


Melroe-Barsten Implement Co., 
Gwinner, N. D., has received a 
DeSoto - Dodge - Plymouth 
franchise —the first automobile 
dealership that Gwinner has had 
in several years. 

* . +. 


Burhans Acquires Deal 


Purchase of Packard Syracuse 
has been announced in Syracuse by 
H. Arnold Burhans, Burhans has 
been associated with Burhans & 
Black, as well as General Motors 
Acceptance Corp. He will be presi- 


dent of the Packard dealership. 
* * @ 


Reason Expands Service 
Reason Buick Co., Springfield, IIl., 
has acquired Sweney’s Service 
Station and renamed it Reason’s 
Sweney Service. It will be managed 
|by J. Ralph Wolgamot. 
. * * 


Cost-Plemmons Moves 


Cost-Plemmons Oldsmobile Co. 
has moved into a building at the 
corner of Jefferson and Jackson 
St., Quincy, Fla. The building 
formerly was occupied by McKin- 
non-Armstrong Motors, Inc. 

* . J 


Moellring Adds Lot 
Don Moellring, owner-manager of 
| Don's Chevrolet Co., Monroe, Wis., 
|has opened a second used-car lot 
jon E. Main St. It will be operated 


|by Bill Bosch, used-car salesman, 


}and will be open nights. 
| a * s 


Replacement of the mirror head is never a problem — 

you never need disturb the bracket mounting. Simply 
loosen the positive-locking turret screw and replace with 
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The JF BODY-MOUNT is truly a sleek beauty — custom- 
contoured — triple chrome plated — a 412” mirror head 
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|Winners Announced 


In Pontiac Contest 


Don R. Stuart, San Francisco 
Bay area Pontiac zone manager, 
has announced the names of win- 
ning northern California Pontiac 
dealers in a “Big Game Hunt” sales 
contest. 

Top-selling dealerships in the 
northern California area were Cam- 

(Continued on Page 63, Col. 1) 
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eron Pontiac, North Sacramento; 
DeBaubien Pontiac, Mill Valley; 
Hanley Pontiac, Los Gatos, and 
E. M. Smith Pontiac, Gridley. 

R. K. Hubbard, of Creswood Pon- 
tiac, Palo Alto, was the winning 
salesman in the final period of the 
contest. 

* * * 


New Copperstein Deal 

A. M. Copperstein, president of 
Mid-Heights Motors, 14307 Kins- 
man Rd., Cleveland, has become a 
Studebaker dealer. He has been 
selling cars since 1931 and was one 
of the first Kaiser-Frazer dealers in 
Cleveland. 

o . * 


Danner Truck Center 
Dick Danner Motors (Ford), Fort 
Worth, has opened a truck center 
at University Drive and White 
Settlement Rd. 
° « . 
Watson Donates Auto 


For Student Training 

Robert J. Watson, auto dealer 
of Derry, N. H., has established 
an 18-week driver-training course 
at Pinkerton Academy in con- 
junction with Kiwanis Club youth 
service activities. 

Watson presented a dual-con- 
trol car to Ivan Hackle, academy 
principal, for the students’ train- 
ing program. 

* * * 


Midway Names Sanders 


Kenneth R. Sanders has been ap- 
pointed new-car manager of Mid- 
way Chevrolet Co., St. Paul. He has 
been with the firm since 1945. 

* * ” 


Brost Motors Names 2 


John B. Setter has been ap- 
pointed general sales manager of 
Brost Motors, Inc. (Dodge-Plym- 
outh), Buffalo, and Cliff H. Thomp- 
son has been appointed new-car 
sales manager. 

e * + 


Goeisch on Road Board 


Lee Goetsch, of Goetsch-Irvine 
Motor Co., Inc. (Chrysler-Plym- 
outh), Manhattan, Kans., has been 
named chairman of the Manhattan 
Chamber of Commerce highway 
committee. 

7 - + 


Hogan Appoints Stacey 
Norm Stacey has been appointed 
new-car sales manager of Hogan 
Pontiac Buick, Ltd., 348 Danforth 
Ave., Toronto. 
= * x 


Walker-Durant Lends 


Fords to School System 


Walker - Durant Motors, of Au- 
gusta, Ga., has loaned five new 
Fords to the Richmond County 
public school system to instruct 
junior high school pupils in safe 
driving. The presentation was made 
by Stewart Walker, co-owner of the 
firm. 

* - = 


Sales Up to Stanley 

Roland C. Stanley, has been ap- 
pointed general sales manager of 
Ballentine Motor Co., Inc., 1021 S. 
Tryon St., Charlotte, N. C. Stanley 
has had 13 years’ experience in the 
automotive sales field and formerly 
was general manager of a dealer- 
ship in Alexandria, Va. 


x x * 
Bates Presents Car 


To Springfield School 


Bates Chevrolet, Springfield, IIl., 
has presented a new car to the City 
high school for driver - training 
courses, 

The program was sponsored by 
the Springfield Assn. of Insurance 
Agents in cooperation with Bates. 

* ” * 


Paul Acquires L-M 


Nicholas A, Paul has taken over 
the Lincoln-Mercury franchise in 
New Britain, Conn., from Harold 
E. Trumble. The company, formerly 
Trumble Motors, Inc., will be 
known as Paul Motors, Inc. 


x Bd Ke 


Frank Chevrolet Deal 


Opens New Building 
Z. Frank, Inc., a Chevrolet deal- 
ership in Chicago for 17 years, has 
expanded with a new building. 
The original 5,000 square feet has 
grown to 250,000 square feet avail- 
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(Continued from Page 62) 


|able in the new structure. There 
is space for 1,000 new and used cars 
|in the showrooms and car lots. The 
| original four employes now number 
| 150. 

The company is reportedly doing 
a $20 million annual business with 
the auto and truck-leasing subsidi- 
|}aries pioneered by Frank. 

* * * 





Raines Names Gorham 


Paul R. Gorham is the new gen- 
eral manager of Raines Motor Co. 
(DeSoto-Plymouth), Dallas. A vet- 
eran of 23 years in the auto busi- 
ness, Gorham spent seven years in 











$13,199 3° added labor sales 


in one year with Inland Radiator Dept. 





| Detroit with a manufacturer as 
| sales promotion manager and tech- 
nical adviser. 
* * * 


Jutras Bankrupt 


Jutras Automobiles, Drummond- | 


ville, Que., has made an assignment 
in bankruptcy. Albert Lamarre, 


Montreal, has been appointed cus-| 


todian of the estate. 
* * * 
Lambdin Heads U. C. Sales 
Bob Lambdin has been appointed 
used-car manager of Miller Motors, 
Ine. (Chrysler-Plymouth), 5937 Bel- 
air Rd., Baltimore. 


|Acker Brothers Purchase 
Charlotte Nash Dealership 


Blythe Motors, Inc. (Nash), Char- | 


lotte, N. CC. has been purchased 








from Joe L. Blythe jr. and Sam 
Blythe by Sidney and Charlie 
Acker and will be operated as Nash 
of Charlotte, Inc. 
Sidney Acker, 
manager of the new company, has 





president and 





Reports Leading New Car Dealer 


ONLY the passing of time proves or disproves assumptions based 
on theory. Town Auto is making more profit with its Radiator De- 
partment than Treasurer Edwin H. Schadt, estimated when he in- 
stalled Inland equipment in January 1949. 

The decision of Mr. Schadt to devote a part of his service floor 
to an Inland Department and to send Mr. Gene Zimmerman to the 
Inland Training School has paid dividends. By November 1949 ad- 
ditional equipment was required to handle the rapidly increasing 


volume. Mr. Zimmerman, by 


then a skilled radiator technician, 


trained another man. The Department continued to grow and return 


a substantial profit. 


In November of 1951 the Radiator Department was moved to 
larger quarters. Wholesale as well as retail volume continued to 


increase. 


In 1952 the Department 
with labor sales of $8,736.30. 


cleaned and repaired 1,341 radiators 
Recore jobs totaled 115 for an esti- 


mated profit of $1,433. Mr. Schadt estimated dollar volume from 
installation of related cooling system items at $4,463 for labor only. 
In addition a substantial profit was realized from sales of related 
parts such as fan belts, hose, water pumps, new radiators, anti-freeze. 


FREE 
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other operators. 





EST. PROFIT ON 
CORE SALES 





ACTUAL $ VOL. CLEANING 
AND REPR.OF RADIATORS +S, 


EST. $ VOL. INSTALLATION 


63 


been in the automobile business 
for 19 years, serving as general 
manager of Blythe Motors for the 
last year. His brother, Charlie, had 
been with Nash in Kenosha, Wis., 


for the last five years. 
* * * 








‘| Md. Studebaker Dealers 


Elect NADA Representative 


R. B. Fleigh, president of Bob 
Fleigh, Inc., has been elected by 
Studebaker dealers in Maryland as 
their representative on NADA’s 
Studebaker advisory committee. 
The committee will serve as an ad- 
visory group to NADA’s industry 


relations committee. 
* * * 


Gregg Quitting Business 
Gregg Motors, Miami, former 
(Continued on Page 64, Col. 3) 


ABOVE: Mr. Gene Zimmerman 
and his helper, Mr. Frank 
Rozsitch, turn out an increasing 
volume of wholesale and re- 
tail work each month in Town 
Auto Company's new enlarged 
Radiator Department. 


LEFT: Mr. Edwin H. Schadt, 
Treasurer of Town Auto Com- 
pany, Allentown, Pa. made 
the decision to establish the 
profitable radiator department. 
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These are the facts. You can readily see that the Department 
has paid for itself and earned a good profit. 


Your community offers a similar potential! 


Investigate the radiator repair facilities in your area. Note the 
absence of modern radiator service. Check the newspapers and the 
yellow section of your telephone directory and note that you and 
your competitors are all advertising the same services. Modern radi- 
ator service offers greater profit than these highly competitive 


specialties. 


Many other dealers like Mr. Schadt tell us their Inland Radiator 
Departments are increasingly profitable year after year. Radiator 
Service offers you a new, undeveloped opportunity for profit in your 
community. Let us send you the details. Write or wire Inland 
Manufacturing Company, 1108 Jackson Street, Omaha 8, Nebraska, 


or phone Harney 1108. 


MAIL THIS COUPON TODAY! 
Inland Mfg. Co., Dept. AN-10 1108 Jackson Street, Omaha 8, Nebraska 
Please send complimentary copy of ‘Blueprint for Profit." 
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Auto-Lite Readies New Planft— 


Machines which have been moved into Electric Auto-Lite Co.'s new 225,000-square- 
foot Stickney Ave. plant in Toledo are prepared for production by technicians. The 
factory, which will manufacture defense materials, is expected to be in operation soon. 
It is part of Auto-Lite’s $10 million expansion program for 1953. 


Kohl on NADA Committee 


Frank J. Kohl, of Kohl Chevrolet, 
West Warwick, R. I, has been 
named by Rhode Island Chevrolet 





dealers as their representative on 
the new national Chevrolet ad- 
visory committee of NADA. 
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Studebaker dealer, is liquidating its; received plaques for five years’ 


affairs and going out of business. 
* * * 


18 Years with Pontiac 
Savage - Haldeman, Los Angeles, 
is celebrating its 18th anniversary 
as a Pontiac dealership. For 18 
years, Henry F. Haldeman has been 
its president. Fred W. Ryan has 
been vice-president for 17 years. 
* * * 


Paolas Buy Olds Deal 


Link and Pete Paola, formerly 
head of the body shop and general 
manager, respectively, are now 
owners of the Oldsmobile dealer- 
ship in La Crescenta, Calif., which 
they bought from W. O. Williamson. 

o * 


Dwyer Gets Plaque 


G. Edward Dwyer, service man- 
ager of Young & Newton (Chrys- 
ler-Plymouth), Baltimore, has been 
awarded a desk trophy for finishing 
a five-year course in the Chrysler 
Master Technicians Service Pro- 
gram. Four of the firm’s mechanics 
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Car Manufacturers repeatedly stress the great 
importance of maintaining accurate tire pressures — 

it is up to dealers to supply this service with 

every lube job — you owe it to your customers. 

Yet surveys consistently show the inadequacy of 
ordinary hand and hose-end gages used in many shops. 
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i} Eco Tireflators put absolutely accurate, dependable, 
automatic tire inflation in your shop. Remote control 
Tireflators offer overhead reel convenience for the 
lube room or any indoor department. And all 

Eco models meet Grade A testing specifications 

of the American Standards Association. 


Remember, the first step in proper wheel alignment 
is “Balanced Inflation" — and only Eco can give 
identical pressure in all tires, automatically, 

in a few seconds. 
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work in the training program. They 
are William A. Starker, George A. 
Johnson, John B. Dunne and 
Michael Shiptisky. 


* * + 
Clay-Dutton Positions Filled 


By Richardson and Robinson 


Carl Richardson has been ap- 
pointed general manager and 
James Robinson sales manager of 
Clay - Dutton, Inc. (Lincoln - Mer- 
cury), 1535 Poydras St., New Or- 
leans, according to Col. Tom W. 
Dutton. 


Richardson and Robinson were 
formerly associated with Hull- 
Dobbs, Memphis. 


7 * * 


It’s Delta Packard Now 


The firm name of the Packard 
dealership in Gretna, La., has been 
changed to Delta Packard, Inc., 99 
Fifth St. according to Seymour 
Dalshaimer, one of the owners. 


* * * 


Deep South Opens Doors 


A Mercury dealership has 
opened in Gretna, La., under the 
firm name of Deep South Mer- 
cury, Inc, Jerry Broome is the 
manager. 

+ * 


Miller Expands Body Shop 


Bud Miller (Ford), Monrovia, 
Calif.. has begun an expansion of 
its body and fender shop. 


* * * 


Kidder Wins Plane Trip 


John Kidder, service manager for 
Chatten Motor Sales (Ford), Elk- 
hart, Ind., won a Ford-sponsored 
plane trip to Havana by exceeding 
an established customer service 
quota for a 90-day period by 20 
percent. 

* z * 


Another Lot for A-P 


A-P Auto Sales, Inc. (Hudson), 
Pittsburgh, has added a 60-by-20- 
foot used-car lot. An 80-by-90-foot 
lot already is in operation adjacent 
to the dealership. The lots are 
managed by W. F. Pittenger and 
C. W. Meyer, partners. 


* * * 


Ball Adds Willys 


Ball Service, Inc., 2016 W. Frank- 
lin St., Elkhart, Ind., has announced 
the addition of Willys to its Kaiser 


line. 
* we 7 


Holley Plans Warehouse 


Holley Motor Co., Beaumont, Tex., 
has completed plans for a 74-by-300- 
foot storage building. 

| * * & 


Waltz & Kelly Adds Deal 


| Waltz & Kelly, Baltimore, now 
is handling the Willys line, along 


with Kaiser. 
7 = yr 


| Mastin Succeeds Father, 


|Heads Fort Worth Deal 


| Tom Mastin jr. has succeeded his 
father as president of Mastin Motor 
Co., Fort Worth. 

Wendell Henderson has been 
named vice-president and general 


manager. 
= - = 


Gatewood to Manage Sales 


Ken Gatewood has been ap- 
pointed general sales manager of 
Moench-Davis Buick, Los Angeles, 
according to Bill Moench, owner. 

* oa * 


Broadhead Does Bit 


Broadhead Motor Sales, Dover, 
N. H., has donated a station wagon 
for the transportation of crippled 
children to the Portsmouth Re- 


habilitation Center. 
= x . 


Towle a Church Elder 
Gerald Towle, Rochester (N.H.) 
dealer, has been elected elder of 
the Advent Christian Church. He 
also was named church moderator 
and Sunday school auditor. 
* x * 


Kreisler Is Unit Chairman 


In Joint Defense Appeal 


Charles Kreisler, president of 
Charles Kreisler, Inc., has accepted 
the chairmanship of the automo- 
tive and accessories industries di- 
vision of the 1953 Joint Defense 
Appeal, according to Julius S. 




















Loewenthal, chairman of trades 
and industries for JDA. 

Kreisler, who is treasurer of the 
Automobile Merchants of New 
York and active in many philan- 
thropic endeavors, will rally sup- 
port for the JDA drive to raise 
New York City’s share of $5 million 
needed to finance the activities of 
the American Jewish Committee 
and the Anti-Defamation League of 
B'nai B'rith. 


* * * 


Brown Donates Car 


Tom Brown, of Tom Brown 
Chevrolet, Los Angeles, has pre- 
sented a 1953 Chevrolet for use in 
the student driver training 
program at Villa Cabrini Academy, 
Los Angeles. Among those at the 
presentation ceremonies were Joe 
Steele, Chevrolet zone manager; 
Tom Brown; Howard Wheeler, 
general manager of Tom Brown 
Chevrolet; Sister Mercedes, school 
driving instructor; Mother Mary 
Benedetta, principal, and Ray E. 
Harp, district manager of the Auto- 
mobile Club of Southern California. 

s 


Highams Cadillac to Move 


Highams Cadillac Co., Houston, 
Tex., will move into a new building 
at Kirby Drive and West Alabama 
Ave. about Jan. 1, Sam W. Allison, 
sales manager, announced. Costing 
$150,000, the new structure will 
contain about 21,0090 square feet of 
floor space. 

* * 


Coburn Chevrolet Builds 


Coburn Chevrolet Co., 550 S. 
Meridian St., Indianapolis, is 
building new sales and service 
quarters at 535 S. Illinois St., ex- 
preted to be ready for occupancy 
ir January. 

7 ” as 


New McDonald Building 


McDonald Motors (Ford), Moses 
Lake, Wash., has celebrated the 
opening of its new $75,000 shop 
and showroom. The firm was 
started in 1950. 


* * x 


Andress Rounds 3 Decades 


Of Association with Ford 


R. T. Andress, president of An- 
dress Co., Inc., Shreveport, La.; 
Andress-Hanna, Inc., Shreveport, 
and Andress-Abbott, Inc., Alex- 
andria, La., has been cited by 
Ford Motor Co. for completing 
30 years of service with the com- 
pany. 

Walker A. Williams, sales and 
advertising vice-president, wrote 
Andress: “In this long period you 
have a record of accomplishment 
which is outstanding, and I know 
the many thousands of customers 
which you have served over the 
years join me in extending best 
wishes for your continued suc- 
cess.” 

+ +. * 


Willys Franchise Granted 

Powell-Stewart Motor Co., 
Raleigh, N. C., of which George C. 
McConnell is president, has been 


| appointed a Willys dealership. 
| 2 7 * 


Dergance Gets Fleet Post 


Robert M. Dergance has been ap- 
pointed head of the newly es- 
tablished fleet sales department of 
Livingston Motor Co. (Lincoln- 
Mercury), Denver, according to 
James W. Livingston, owner. Derg- 
ance formerly was a regional di- 
rector in the Government’s wage 
stabilization program. 

. > 7 


Loon Gets Chrysler Deal 


Loon Motor Co., of Mitchell, S. D., 
has been granted the franchise for 
a Chrysler- Plymouth dealership 
formerly held by Palace Motor Co. 
M. A. Loon has been a Packard 
dealer in Mitchell. 

* 


x * 


Amundson Buys Qut Paine 


Grant Amundson has purchased 
the interest of E. G. Paine in Serv- 
ice Buick Co. of Watertown, S. D. 
The business will be continued with- 
out change in policy or personnel, 
according to Amundson, 

« z ao 


Hillcrest Opens Lot 
Hillcrest Motors has opened a 
used-car lot at 1745 Danforth Ave., 
Toronto. 
* oe = 


Kansas City Home Raided 
When Gerald Oppenheimer, vice- 
president of Allied Motors, Inc., re- 
turned to Kansas City after a trip 
to New York, he found that his 
(Continued on Page 70, Col. 3) 
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In the Letterbox 


(Continued from Page 4) 


in all these accidents, the car itself. 
If any other machine had such an 
appalling and continuing record of 
wholesale killing and injuring, 
would that machine be held blame- 
less? Would it be assumed to be 
perfect and never be subjected to 
critical analysis? Of course not. 
There would be a unanimous de- 
mand that the machine be made 
safer to operate. 

Only brief consideration is neces- 
sary to realize that today’s auto- 
mobile is so designed that it con- 
tributes to accidents. Not only is 
the driver robbed of the view of 
the road essential to safe driving, 
but also other defects are built into 
the car. 

The heavy engine is mounted 
at the farthest point from the 
wheels it has to drive and over 
the front wheels, where its weight 
makes the car frontend heavy 
and prone to skid and overturn 
when decelerated quickly in any- 
thing other than a “straight line 
stop.” 

The car is streamlined in reverse 
and stealthily sneaks out its 
asphyxiating carbon monoxide gas 
from under the car at ankle height 
into the partial vacuum of the 
ear’s own reverse streamlining— 
just where most likely to affect 
not only the car’s occupants but 
also pedestrians and occupants of 
other cars. 

Headlights are placed where they 
must throw their glare up into the 
eyes of oncoming pedestrians and 
drivers. 

It is time to look to the car 
itself, and to those who design and 


built it, for the solution of the} - 


problems it poses. 

The driver should be up front 
where he can see to avoid and 
prevent accidents and where the 
road flashing before his eyes will 
make him acutely aware of the 
danger of driving too fast for 
existing conditions. When he is 
thus made aware of danger in- 
stead of, as now, being lulled 
into a false sense of security, the 
law of self preservation will in 
effect make each driver his own 
safety traffic officer at all times. 
The engine should be over the 

wheels it has to drive for better 
traction and 50-50 braking front 
and rear. 

All who have at heart the best 


SWS Plans U. C. Building 

Building plans have been filed in 
Dayton, O., for a used-car facility 
for SWS Chevrolet Co. The firm, 
with headquarters at 26 E. First St., 
is seeking bids on a one-story 
building, 70 by 100 feet. 


interests of the public and the auto 
industry should call upon the auto 
makers to build and make avail- 
able driver-in-front, engine-in-rear 
passenger cars. The industry knows 
how to build such cars, which 
might be in the form of small 
replicas of the familiar interurban 
bus. These driver-in-front, engine- 
in-rear buses have an actual record 
in mile-for-mile operation of being 
10 to 15 times safer than the 
blunderbuses which are the only 
choice auto makers now give us.— 
ARTHUR W. STEVENS, president, Au- 
tomobile Safety Assn., Boston. 
7 + * 


Dealer Opinion 


John Munn’s column in your Oct. 
12 issue was excellent and timely. 
The Texas convention resolution 
on page 2, should have rated front 
page.—Oun10 DEALER. 

2 * e 


Rear-View Mirrors 


This letter concerns the use of 
the small and inadequate rear- 
vision mirrors that are supplied 





with almost every make of car. I 
have had several narrow escapes 
because cars attempting to pass me 
on the right or left side could not 
be seen when almost alongside, due 
to the inadequate range of the mir- 
rors. 

I obtained a curved type of mir- 
ror which widened the range and 
helped considerably, but did not 
supply full coverage. I finally made 
a triple mirror, consisting of the 
curved center mirror, and two mir- 
rors on each side, which could be 
adjusted to see out the side win- 
dows of the car. This fulfilled the 
need very adequately, and repre- 
sented a small cost. 


I understand there is an air- 
plane-type rear-vision mirror 
which can be installed in the car 
to give coverage on all sides, as 
well as the back. However, manu- 
facturers of automobiles — al- 
though they keep widening the 
rear window, and boasting about 
that fact — continue to supply the 
small mirror, which every driver 
to whom I have ever spoken ad- 
mits is inadequate and dangerous. 

Since you are in a position to act 
as a liaison between automobile 
drivers and manufacturers, you are 
in good position to take this matter 
up and see that it is carried 
through so that cars are supplied 





Amarillo Owners Shuffle 
L-M, Olds-Cadillac Deals 


AMARILLO, Tex. — Negotiations 
which shuffled ownership of the 
Lincoln-Mercury and Oldsmobile- 
Cadillac dealerships here have been 
completed. 

The switch also brought the 


Travel Offered 


As Sales Incentive 


DAYTON, O.— Establishment of 
a national travel division, expected 
to do $5 million in business next 
year, was announced last week by 
Cappel, MacDonald & Co., sales in- 
centive firm here. 

The division, termed the first 
formal attempt to coordinate travel 
and merchandise prizes as sales in- 
centive tools for business, will 
headquarter in Chicago. The firm 
has provided incentive programs 
and merchandise prizes to industry 
for 31 years. 

Harold H. Heisler, vice-president, 
will head the new travel division. 
Promotion and development will be 
under the direction of George R. 
Parnaby and James W. Mattern, 
who is being transferred to Chi- 
cago from Detroit. T. J. McGuire 
Travel Co. will handle trip arrange- 
ments. 





Welty Franchise Remains in Family— 


Charles |. Welty (center) signs a Hudson franchise in Houston in which he succeeds 
his father, the late Charles D. Welty. With him are Lew Sumpter (left), manager of 
Hudson's southwest division, and George Curry, manager of Hudson's Texas zone. 
The firm, founded in 1925, will continue as Welty Motor Co. 





withdrawal of a prominent dealer 
from the auto field and the entry 
of an Oklahoma firm into Texas. 


Garner-Randall Motors, Inc., has 
sold its Lincoln-Mercury dealership 
in Amarillo to Fred Jones, Inc., 
which headquarters in Oklahoma 
City, and purchased Amarillo Motor 
Co. (Oldsmobile-Cadillac). 

J. C. Christopher, president of 
Amarillo Motor, is retiring. 


Bob Garner, president of Garner- 
Randall, said his firm had agreed 
to dispose of its other L-M dealer- 
ship in Joplin, Mo. 

Garner-Randall expects to com- 
plete a new building within 60 
days, and will move its Oldsmo- 
bile-Cadillac operation there. Un- 
til then, it will do business from 
the Amarillo Motor loeation. 

Jones has formed a new corpora- 
tion, Fred Jones of Texas, to take 
over Garner-Randall’s Lincoln- 
Mercury business. Jones will move 
from the present Garner-Randall 
location as soon as a building now 
being remodeled is completed. That 
building was formerly occupied by 
Witt Motors (Nash). Witt, in turn, 
will move from temporary quarters 
to a new location next month. 


Charles Robertson, long-time sales | 


manager of Amarillo Motor, will 


continue in that position, Garner 


said. 


Jones has appointed Jack Mc- 
Vicker, of the Jones L-M 


dealership in Oklahoma City, as | 


manager of the new Amarillo 
dealership. 


Jones operates Ford dealerships 
in Tulsa and Oklahoma City and 
L-M dealerships in Tulsa, Norman 
and Oklahoma City. Jones also has 
an engine rebuilding business and 
a lease-car firm. 


Connecticut Law 


Limits Tow Fees 


HARTFORD.—A new State law 
governing maximum rates charged 
for services by wreckers and tow- 
trucks goes into effect in Con- 
necticut Thursday (Oct. 1). 

Under the law, all licensed oper- 
ators must file a schedule of maxi- 
mum rates and charges with the 
commissioner of motor vehicles. 
Different rates for day and night 
service are permitted. 

The new statute will have the 
effect of driving out of business 
those persons who operate towing 
services only and do not also pro- 
vide repair services. The trucks 
themselves must meet certain 
specifications and must be in- 
spected by the Motor Vehicles De- 
partment for regular _ safety 
features. Beginning March 1, all 
wrecking trucks must be registered 
separately, for a fee of $3. The fee 
will include a set of special wrecker 
plates. 
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with a proper type of rear-vision 
mirror. 

I know that automotive safety 
circles would be very happy to co- 
operate with you, and you would 
have earned the gratitude of all 
car drivers. The extra cost to the 
automobile manufacturer is so 
small as to be negligible in view of 
the accidents it would prevent.— 
ArtTHUR Dritz, New York. 


65 
Cummins to Offer 


Truck, Car Prizes 
At ATA Meeting 


COLUMBUS, Ind. — Any con- 
vention-registered truck operator 
attending the American Trucking 
Assns. meeting in Los Angeles Oct. 
26-30 will have a chance to win a 
truck tractor, according to Cum- 
mins Engine Co., Inc, 

The tractor to be presented by 
Cummins will be powered by the 
new 150-horsepower Model JBS-600 
Cummins diesel engine. 


It was also announced that the 
wife of a truck operator or truck- 
ing company employe will have a 
chance to win a 1953 Ford Sunliner 
convertible to be presented by the 
Cummins dealer organization, 

Five leading manufacturers— 
Autocar, Diamond T, International 
Harvester, Reo and White —are 
cooperating with Cummins in dis- 
playing tractors across from the 
convention headquarters. 

Drawings for both the truck and 
the convertible will be held Oct. 30. 





WHEN WILL 
BLAKE’S CAR 
BE READY? 


Auto dealers report 





20” to 50”MORE SERVICE JOBS 
with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


With Executone you just push @ 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 


SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 
right on your premises —whenever required! 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name. 





EXECUTONE, INC., Dept. K-10 
415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


lew York 17, N. Y. 


RE ee od ie ea ic SE Se Po 
i ccnisisnintintsinteemstinntailiniieiees aaa 
In Canada—331 Bartlett Ave., Toronto 
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Selling GM Cars Down Under— 


S. A. Cheney, Ltd., Melbourne, Australia, an auto distributorship with 15 subdealers 
in the Melbourne area, has been handling General Motors products since 1920. From 
1914 to 1920, the firm sold Dodge cars and is believed to have been the first Dodge 
dealership overseas. Cheney, founded more than 50 years ago, has a normal turn- 
over of 2,500 cars and trucks a year. Its staff totals 300 employes, including 85 
mechanics. 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

The age-old formula of gearing 
advertising appropriations to a 
fixed percentage of sales must be 
junked, if management is to keep 
sales at a sufficiently high level to 
absorb overhead and other in- 
flexible costs in this readjustment 
period, Merryle Stanley Rukeyser, 
economic commentator for Inter- 
national News Service, _ told 
members of the Detroit Adcraft 
Club last week. 


“Modern management cannot 
escape its responsibilities for 
leadership by merely following 
whatever trend may be under 
way,” Rukeyser said, but rather 
“must seize the initiative by in- 
creasing the promotional _ in- 
gredients in the business process 
at a time when otherwise volume 
might sag.” 

Recounting the days of the 1937- 
38 recession, Rukeyser said that an 
elaborate set of tests of the old 
and new approach by competitors 

in cigarets, automobiles and foods 
showed that the advertiser, who 
kept up his advertising during the 
recession, fared better than the 
competitor who made drastic cuts. 

“In each case,” Rukeyser said, 
“the timid advertiser was penalized 

by heavy inventory losses and by 
| the deferred cost of making great- 
ly increased promotional expendi- 
tures to regain the competitive po- 
sition lost by timidity.” 

Rukeyser described advertising 
as a symbol of liberty in a com- 
petitive, free-choice economic 
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AMMCO TOOLS, INC. 


society, and urged its use as a 
means of selling a way of life 
as well as of marketing specific 
products. 

Business volume in the coming 
competitive period will depend on 
customer confidence, Rukeyser said. 
He described advertising as 
management’s instrument for keep- 
ing the initiative in the parade of 
economic events. 

* 


Parade Adds 3 Papers 
Parade magazine has added 
three more newspapers to its 
circulation—the Charleston, (W. 
Va.) Daily Mail, the Wheeling 
(W. Va.) News-Register and the 
Sioux Falls (8S. D.) Argus-Leader. 
This, officials said, brings to 
42 the number of papers dis- 
tributing the magazine, and in- 

| creases the syndicated publi- 

| cation’s circulation to 5,863,198. 


American W eekly Rates 


American Weekly has issued a 
new rate card, effective Jan. 3, 1954. 
| A 4 percent discount will be al- 
|lowed on cycles of 13 insertions or 
|more of same size at equal inter- 
|vals within a year, the publication 
announced. 

A four-color center spread will 
cost $57,700, while four-color back 
|page and one-page ads will cost 
$30,380 and $28,850 respectively. A 
full-page in one color and black is 
$25,585, and one page in black and 
white is $23,500. 


* 


Chevrolet Boosts King 


* * 


* 


* * 


Appointment of W. J. King as an | 
assistant advertising manager of | 


| motive news and feature service. 
| Offices are in the Robert Oakman 
|Bldg., Oakman Blvd. and Grand 
| River Ave., Detroit. 
} * * 


N. Y. Market Survey 


| An analysis of the population, 
housing and income characteristics 
of the New York market has been 
published in book form by three 
New York newspapers—New York 
Mirror, New York News and The 
New York Times. 

Six months in the making, the 
154-page study shows, in color maps, 
family income in more than 2,300 
census tracts that make up the 116 
districts of New York City. 

Each page contains a map of one 
of the 116 City districts, together 
with Bureau of Census figures on 
population by sexes, age groups, 
family income, number of house- 
holds and type of dwelling. Similar 
figures are given for each of the 
21 suburban counties. 

“Copies of the new book, “New 
York Market Analysis, Volume 2: 
Population and Housing,” can be 
obtained by writing on company 
letterhead to the research depart- 
ment of one of these newspapers: 
New York Mirror, 235 E. 45th St., 
New York 17; New York News, 220 
| E. 42nd St., New York 17; The New 
| York Times, 229 W. 43rd St., New 
York 36. 
| * * 


| L-M Dealers on the Air 


| The Lincoln-Mercury Dealers 
| Assn. of New York has renewed its 
| contract for participation in three 
programs over Radio Station WCBS 
jin New York. The association is 
| sponsoring transcribed messages on 
| the “Jack Sterling Show,” the “Bob 
Haymes Show,” and the “John 
(Continued on Page 67, Col. 1) 


* 


POSITIVE REAR DOOR 


SAFETY LOCKS 


Chevrolet, has been announced by | 


W. E. Fish, 
general sales 
manager. 

King formerly 
was sales pro- 
motion manager 
for the Flint 
region, 

He started with 
Chevrolet asa 
district manager 
in 1948, and was 
made Detroit 

W. J. King zone sales 
motion manager in 1949 and Flint 
regional sales promotion manager 
in 1952. 

* 


Fram’s Fall Campaign 


Fram Corp. is sponsoring a 
“Clean Oil Month” campaign 
throughout the fall months. 

Initial consumer advertising, 
which urges motorists to change 
oil and oil-filter cartridges, will ap- 
pear in the Saturday Evening Post 
this month, with followup ads in 
Country Gentlemen, Farm Journal, 
Field &@ Stream, Mechanix Illus- 
trated, Outdoor Life, Popular Me- 


* * 
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* * 


Army Times Alters Staff 

Allan S. Waldo, advertising di- 
jrector of Army Times Publishing 
Co., Washington, has been elected a 


vice-president-director of the com- | 


pany and general manager of 
European operations. He will divide 
his time between London and 
Washington. 

William H. Parker, formerly 
western advertising manager, has 
been named advertising manager 
of the company, with head- 
quarters in Chicago. 

Roy D. Mitchell has been ap- 
|pointed coordinator of advertising 
| at the home office in Washington, 
}and Larry Lynch has been ap- 
|pointed director of merchandising 
| service and editor of Cooperator, a 
|trade publication. 

* + 


Detroiters Open Agency 


Robert C. Richardson and Fred L. 
Shaw, both members of the Detroit 
Adcraft Club, have announced the 
formation of Richardson-Shaw, Inc., 
an advertising and merchandising 
service firm, and an affiliate, R-S 
| Automotive Features. The latter 
| will syndicate an automotive col- 
|}umn to weekly newspapers and 
| small dailies. 
| Richardson will be president and 
art director, while Shaw will be 
| vice-president and copy chief, The 
|latter also will edit the firm’s auto- 
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Affecting Factories and Dealers. . . 





Auto Advertising 


(Continued from Page 66) 


Henry Faulk Show.” The Sterling 
show is broadcast Monday through 


Saturday, and the other two Mon-| 


day through Friday. 
* * + 
Six Shows for Plymouth 
Plymouth, in behalf of its 1954 
line of cars, is currently sponsor- 
ing six evening shows over the 
CBS radio network. 


been named _ sales 
Metro’s Sunday magazine group. 





currently sponsoring WOR -TV’s 
“Broadway TV Theatre.” 
“Broadway TV Theatre,” a new 
concept in television programming, 
spotlights Broadway plays in their 
entirety for five consecutive nights. 
The 52-week Nash Dealers contract 
| was placed through the Geyer Ad- 


tract runs for 13 weeks and was 


A. B. Poole jr. has been ap-| Placed through Ruthrauff & Ryan, 


pointed Western manager, with of- | Inc. 


fices in Chicago. Lyman Worthing- 


* * * 


ton will continue as general sales| Plug for Delaware Valley 


manager of both comics and maga- 
zines. 
* 


|Metro Wins 2 Awards 


* * 


“Delaware Valley, U.S.A. 1953,” a 
92-page rotogravure supplement, 
has been distributed to the more 
than 660,000 daily circulation of 


Beginning yesterday, (Oct. 11), | Metropolitan Sunday Newspapers, | the Philadelphia Inquirer. 


the firm presented “Escape.” The 
schedule for the remainder of the 
series is as follows: Today—*Jun- 
ior Miss;’ Tuesday—“21st Pre- 
cinct;” Wednesday 
Elliott Lewis Onstage,’ and 
“Crime Classic,’ and Thursday 
“Rogers of the Gazette.” 

Agency for Plymouth is N. W. 
Ayer & Sons, Inc., New York. 

* * * 


Shirley Promoted 


Clifford H. Shirley has been pro- 
moted to the newly created position 
of advertising manager of the tire 
division of U. S. 
Rubber Co., ac- 
cording to Wilson 
O. Green, general 
sales manager for 
the division. 

Shirley had 
been advertising 
and sales pro- 
motion manager 
for U. S. tires 
since 1950, and 
before that he 
was assistant ad- 
vertising manager. He has been as- 
sociated with U. S. Rubber for more 
than eight years, all in advertising 
or sales promotion. 

In his new capacity, Shirley will 
continue to direct the advertising 
activities of the U. S. tires division, 
and will coordinate advertising for 


all the tire division. 
. 7” 





Cc. H,. Shirley 


* 
Pep Up Ads, Jaeger Urges 

While advertising is taking over 
a bigger job of selling as over-the- 
counter sales effort declines or 
gives way to supermarkets, much 
of today’s advertising is dull and 
formula-produced, Harold H. 
Jaeger, general manager of Geyer 
Advertising, Inc., told the Assn. of 
Advertising Men and Women last 
week in New York. 

“Faced with both tired ad- 
vertising competition and indif- 
ferent selling effort, it is our 
once-in-a-lifetime chance to do | 
advertising that will thrum the | 
heart-strings and untie the purse- 
strings, and it will carry all the 
more voltage because there are 
so few others doing it,” Jaeger | 
said. 
“Make up your mind to it—ad-| 

vertising is a business. An essential | 
part of all business. And, to score | 
in it, you’ve got to be a business | 
man or woman. 
“You have to have the business | 
sense that searches out the particu- | 
lar benefits your company’s product | 


delivers better than any other.” 
+ x * 


Metro’s Hosac to Retire 


W. E. Hosac, president of Metro- | 
politan Sunday Newspapers, Inc., 
has announced that he will retire 
from the organization next spring. 
He has been with the company for 
21 years. 

Hosac also announced the follow- 
ing managerial changes in the 
company: 

Charles T. Kline, formerly head 
of Metro’s Chicago office, has been 
appointed vice-president, with 
headquarters in New York, while 
Everett R. Stone, formerly ex- 
ecutive assistant to Hosac, has 
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|Inc., has chalked up two awards| 


|for outstanding promotion. 


“A Mighty Metro Primer” has|it affects 
been selected as the best promotion | planning, 


Special emphasis has been placed 
upon Delaware Valley expansion as 
the community. Civic 
public improvements, 
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manager for vertising Agency. The Sun Oil con-| 








cago Tribune, announced last 
week. The publication, to be 
known as the Chicago Tribune 
Magazine, will supplant the Trib- 
une’s Picture Rotogravure and 
Grafic Magazine sections. 
Editorial coverage will include 
general features, pictures and a 
section on family living. Movies, 
television, fashions, health, beauty, 
homemaking, sports and other 
topics are scheduled for coverage 
in the 56-page first issue, with 
emphasis on their relation to the 
readers’ own lives, Kennedy said. 
oS * * 


Time Barrier Overcome 


The Buick-Berle Show, sponsored 
by Buick dealers, is using video’s 
new “hot kine” method to over- 
come the three-hour time difference 
between New York and California 


|/so audiences on both coasts can 


piece in a national competition | overall community efforts to attract | see the same performance at the 
sponsored by the Hamilton Paper | and absorb industry are treated in| ame hour on the same day. 
Co., and Metro’s 1952-53 direct-mail| text and comprehensive surveys. | 


promotion campaign has won an 


Maps and pictures trace the pres- 


award of merit in the Direct Mail|ent and long-range industrial 
Advertising Assn’s. annual “Best of | picture. 


Industry” contest. 
* + * 


|. Y. Nash Dealers on TV 


| Nash Dealers of Metropolitan 


* 


Tribune Adds Magazine 


A new Sunday magazine will 
make its bow on Oct. 4, A. M. 


* * 


For the first time, California 
audiences are able to see the Mil- 
ton Berle comedy hour, at 8 p.m. 
(Pacific Coast Time) on the same 
Tuesdays that it is seen at 8 
p.m, (Eastern Standard Time) in 
New York, 


Buick has arranged to film the 


New York and Sun Oil Co. are' Kennedy, Sunday editor of Chi- 'show by a special process and have 
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MODEL C-OEP 


Illustrated at right...the ideal 
cleaning machine for used 
car reconditioning. Portable 
and self contained, this 
model delivers 90 gallons of 
balanced cleaning solution 
per hour. Other sizes and 
models available through 


your jobber. 


Ahh Your Jobber 


Your Clayton jobber has a 
trailer demonstrator available 
to prove the outstanding operat- 
ing features and superior clean- 
ing performance of the Clayton- 
Kerrick Cleaner. Ask him to 
show you this proof. 
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/it ready for rebroadcast within 


three hours. The show, which is 
being shown on 35-millimeter film 
instead of the traditional 16-milli- 
meter kinescope, is sent to Los 
Angeles, San Diego, Santa Barbara, 
Fresno, San Francisco, Bakersfield 
and Chico, Calif. 


* * * 


Trucker Goes on Radio 


North American Van Lines, Inc., 
will sponsor Gabriel Heatter twice 
weekly over the Mutual Broadcast- 
ing System, beginning Oct. 20. 

North American will present 
Heatter’s commentary Tuesday and 
Thursday from 8:45 to 8:55 a.m. 
(EST) in behalf of its long-distance 
moving service. Alternating with 
North American in program spon- 
sorship is National Homes Corp. on 
Mondays, Wednesdays and Fridays. 
VCA Laboratories is sponsoring 


Heatter’s 8:55 a.m. shows weekdays. 


* * * 


Names 


L. J. McGrady has been appointed 
assistant advertising manager of 
Electric Auto-Lite Co. He has been 
with Auto-Lite since 1950. 

Peter Maas has been named pub- 
licity director of American Maga- 
zine. 





RECONDITIONING PROGRAMS... 


...the 





CHICAGO 





Vor. -KERRICK 


STEAM CLEANER 


Leads the Way! 


° CINCINNATI 


pst. low cost appearance reconditioning starts 
with a thorough cleaning of the car in preparation 
for metal work and paint. For years, the Clayton-Ker- 
rick Steam Cleaner has been the choice of car dealers 
who have proved that clean cars sell faster, and for 
better prices. Call your equipment jobber and have 
him send the Clayton cleaning engineer to demon- 
strate how the Clayton-Kerrick Steam Cleaner can cut 
costs in your appearance reconditioning operations. 


CLAYTON MANUFACTURING COMPANY 


BOX 550, EL MONTE, CALIF. 


° DETROIT 
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Ford Honors McCarran— 


Upon completion of 50 years of public 
service, Senator Patrick A. McCarran, (left), 
Nevada Republican, received congratula- 
tions from Henry Ford Il, president of 
Ford Motor Co. Jack Doyle, field manager, 
presented a plaque to McCarran in Reno. 


Triplett Names Polk 
Norman Polk has been named 
service manager for Fritz Triplett 
Motors (Lincoln-Mercury), 224 E. 
Houston St., Sherman, Tex. 
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Washington 


(Continued from Page 24) 


pecially among farmers, want to 

give President Eisenhower every 

opportunity to “make good.” 
However, he added that the 

president would not have a 
chance with a Congress con- 
trolled by an increasingly critical 

opposing party. 

He said there is “not much 
chance” that the House would ap- 
prove a sales tax. He indicated that 
this applied not only to a retail 
sales tax, which President Hisen- 
hower opposes, but also a sales levy 
at the manufacturers’ level which 
is under consideration by Treasury 
officials at the President’s request. 

Martin’s European journey will 
take in England, France, Italy, 
Spain, Yugoslavia and Germany, 
he told a news conference. 

* o . 


Guaranteed Wage 


os on a comprehensive 
study of the guaranteed-wage 
issue, the U. S. Chamber of Com- 
merce said that regular employ- 
ment and steady pay for employes 





This is Mr. W. Van White 


Pontiac Dealer of Little Rock 





This is what he says 


“Our sponsorship of Fulton Lewis, Jr. 


over KXLR, Little Rock, 


has provided us with the 


kind of prestige we want. I have 
been gratified by the favorable comments, 
as well as the actual showroom traffic developed. 
My advertising money is well spent 
in sponsorship of the program.” 


This is Fulton Lewis, Jr. 





whose 5-times-a-week program is available for sale 
to local advertisers at local time cost plus pro-rated 


talent cost. 


Currently sponsored on 364 Mutual 


stations by more than 750 advertisers, the program 
offers a tested means of reaching customers and 


prospects. 


Check your local Mutual outlet or the 


Cooperative Program Dept., Mutual Broadcasting 


System, 1440 Broadway, NYC 


Tower, Chicago 11). 


18 (or Tribune 


benefit the employe, the employer 
and the community alike. 

And, the report added, 
businessmen now realize that 
steady employment helps to 
maintain labor skills and consum- 
er buying power, and to reduce 
costs, However, few of them have 
turned to the guaranteed wage 
idea, 

The USCC report urges manage- 
ment to be aggressive in shifting 
and adapting policies to provide 
continuity of employment and wage 
income. The study is set forth at 
length in a just-published volume 


titled “The Economics of the 
Guaranteed Wage.” 
* . * 


Seized Vehicles 


7TH number of automobiles and 
trucks which were seized for 
bootlegging operations in the fiscal 
year ended June 30 numbered 2,- 
333, an increase of 7 percent, T. 
Coleman Andrews, commissioner of 
internal revenue, disclosed in a re- 
port given to Secretary of the 
Treasury George Humphrey last 
week. 

The number of liquor law 
violators arrested totaled 9,370, a 
decrease of 4.9 percent, while still 
seizures by Government agents 
went up to 10,697 last year, an in- 
crease of 4.2 percent, Andrews re- 
ported. 

The Government got a total of 
5,350 convictions, an increase of 
4.5 percent. 

In his report Andrews ignored 
charges made before the House 
Ways and Means Committee last 
summer during the hearings on 
excise taxes that the high level of 
Federal imposts on alcoholic 
beverages is the principal reason 
for the growth of bootlegging in 


recent years. 
* * os 


‘Democracy’s Best Seller’ 


TUALLY every living Ameri- 
can whe has been active in any 
club, trade union, fraternal or 
political organization knows some- 
thing of “Robert’s Rules of Order,” 
often called “Democracy’s Best 
Seller.” 
Copies of the little volume were 


Chrysler Towers 


In Manhattan Sold 
To Realty Firm 


NEW YORK. — The 77-story 
Chrysler Bldg., and the 32-story 
Chrysler Bldg., East here have 
been sold by the estate and family 
of the late Walter P. Chrysler. 

Also included in the $52 million 
deal was the 30-story Graybar Bldg. 
The purchasers were Webb & 
Knapp, a real estate firm headed by 
William Zeckendorf and Lazard 
Freres. 

The Chrysler Bldg., a 1,046-foot 
Manhattan landmark, is the second 
tallest office building in the world, 
topped only by the 102-story Em- 
pire State Bldg. 

Partly financing the purchase 
was a $40 million mortgage bond 
loan from the Equitable Life 
Assurance Society. 


Auto Display Held 
At Football Game 


WINFIELD, Kans. — Automobile 
dealers of Winfield, displayed new 
cars at a football game here be- 
tween Kansas Wesleyan and South- 
western College. The special oc- 
casion was called “Automotive 
Night.” 

Eleven of the new-car dealers 
displayed cars, and admitted their 
employes free of charge to the 
game. 

Dealers who participated in- 
cluded Abildgaard Motors (Stude- 
baker); Dean’s Service (Packard), 
Drennan Motor Co. (Pontiac), 
Hugh Elam Motor Co. (Dodge- 
Plymouth), Floyd’s Auto Repair 
(DeSoto - Plymouth), Park Motor 
Co. (Hudson-Willys), Jack Lane 
Chevrolet (Chevrolet - Oldsmobile), 
Bus Jenkins Motor (Lincoln-Mer- 
cury), Ross Motor Co. (Buick), 
Stuber Brothers (Ford) and Win- 
—, Motor Co. (Chrysler-Plym- 
outh). 


presented last week to legislative 
leaders from 27 countries attending 
the Inter-Parlimentary Union’s 
meetings in Washington. 

Written in the disordered years 
following the Civil War, “Robert’s 
Rules of Order” has served as a 
manual of practical Americanism 
to millions, The size and shape of 
a prayer book, it achieved almost 
Biblical authority in its field, be- 
coming a classic of parlimentary 
procedure. 

The copies were presented to the 
American visitors by a daughter of 
the author, the late Gen. Henry M. 
Robert of the U. S. Army Engi- 
neers, who explained: 

“It is the United States’ con- 
tribution towards fair and orderly 
decisions by groups of average 
citizens anywhere, and as such, I 
feel sure it will interest law-makers 
from other nations.” 


Meeting Recorded 


NEW YORK.—Proceedings of the 
annual meeting of the Metal Pow- 
der Assn., which took place:in 
Cleveland last April, are available 
in booklet form from Metal Pow- 
der Assn., 420 Lexington Ave., New 
York 17, N. Y. The price is $2.50. 











Mott, at 80, Says 
Opportunity Is 


Still Knocking 


LOUISVILLE. — Charles Stewart 
Mott, 80, of Flint, who is visiting 
here with friends, told reporters he 
wished “I were triplets” because h« 
sees sO many opportunities around 
the country, 

Mott is reputed to be the only 
man in the world with a million 
General Motors shares. 

Mott made a fortune in the early 
part of the century producing axles 
and wheels for the young motor 
industry. When William Durant 
formed GM in 1918, he took 49 per- 
cent of the Mott company’s stock. 

Later Mott sold the rest of his 
stock, taking GM stock in return. 
He has since been a GM vice-presi- 
dent, and is now a director. 

Mott said he disagreed with any- 
one who believes that there are 
not as many chances for fame and 
fortune as when he started out. 

One of his top interests is the 
Mott Foundation in Flint, which is 
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supporting the promotion of youth 


activities and schools. 
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LO-DUMPER 
FARM HOIST 
makes a dump body 
out of any platform, 
grain or stake body. 


DUMP TRUCK SALES 


Regardless of what your customer may want most 

in a dump body—yov’ve got it in an Anthony—POWER, 

PERFORMANCE, FEATURES, PRICE—all are wrapped 

up in a package. Powerful sales advantages that can up 

your volume and profit to a new high—give your 

customer service satisfaction and on-the-job 

reliability he couldn’t find anywhere else at any price. 

Get your copy of the new brochure about this “Best Seller” 

with easy-to-read “‘Hoist Selection Guide,” from your 
Anthony Distributor, or write direct, address, Dept. 5K. 


Sell ’em 





ANTHONY 
SUPER HOIST DUMP BODIES 
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News on the Used-Car Front 


BALTIMORE. — Albert Bruns, 
operator of a used-car business on 
Harford Rd. here, has been found 
guilty of failure to deliver title and 
tags on an automobile sold last 
May. He was fined $100 by Magis- 
trate A. Risley Ensor, but the 
sentence was suspended because it 
was a first offense and the title had 
been transferred since prosecution 
began. 

Edward Lyden, chief inspector 
for the Department of Motor Ve- 
hicles, said Lloyd W. Fox, of Essex, 
paid $295 down on the car, and was 
issued temporary tags. He said, 
however, that when Fox asked for 
permanent title the company re- 
fused his request. 

> * 2 


Clinton (Mo.) Auction 


Acquired by Crouches 

CLINTON, Mo.—Mr. and Mrs. 
Ray Crouch have bought the Auto 
Dealers Auction, Inc., at 6200 Inde- 
pendence Ave., from George M. 
Overall and W. J. Cotton jr. 

Cotton will remain as an associ- 
ate of the new owners, who have 
a dealership in Clinton. 


Misuse of Funds Charged 


To Nashville Dealer 

NASHVILLE, Tenn.—A. R. 
Shauerman of 5038-36 Inglewood 
Court, a used-car lot operator, was 
indicted Oct. 1 by Davidson County 
grand jury on charges of misap- 
propriating proceeds from sale of 
four cars owned by the Commerce 
Union Bank here. 

The indictment alleges that the 
defendant agreed to sell for the 
bank four cars which had been re- 
possessed. It was charged that 
Shauerman sold the cars, valued 


at $2,000, and appropriated the pro- 
ceeds to his own use. He is charged 
with fraudulent breach of trust, 
larceny and embezzlement. 

” * . 
New Yorkers to Dine 


At Waldorf Dec. 6 
NEW YORK. — The New York 


| Used Car Dealers Assn, will hold 


its annual dinner at the Waldorf 
Astoria at 7 p.m., Dec, 6. 
Peter Scalia is chairman of the 
entertainment committee. 
* * o 
Lot on Airport 
HOOKSETT, N. H.— (UTPS) — 
Used cars now occupy a spot here 
where airplanes once held forth. 
ABC Motors, operated by Eddie 
Doyon, has been opened at the 


ee 





former Bayside Airport, along the 


Merrimack River. 
+ * = 


Cohen Moves in Altoona 


ALTOONA, Pa.—J. H. Cohen & 
Son, used-car concern, has moved 
to 2215 Union Ave. The firm was 
located at 833 Nineteenth St. for 
nine years. 


McGee Announces Expansion 
At Packard-Indianapolis 


Due to a change in Packard deal- 
erships in Marion County, Ind., 
Packard-Indianapolis, once again 
an exclusive Packard dealership, is 
expanding its customer service fa- 
cilities, used-car sales facilities and 
used-car reconditioning services, 
according to H. O, McGee, presi- 
dent, 

The dealership is 31 years old. 





Post-Free Interior at Washington Fair— 
This is one of two new automobile buildings at the western Washington Fair in 


Puyallup, Wash., whose interior contains 


no posts. Incandescent lighting runs the 


entire length of the buildings in banks of three panels. The 50th fair in Puyallup, 
which closed last week, recorded 346,422 visitors in nine days. Eleven firms displayed 


new cars and commercial vehicles. 
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Pennzoil—accepted from coast to coast as the sign of 
quality motor oil—offers you a ready market for the com- 
plete line of Pennzoil products. 

Pennzoil quality satisfies the most exacting customer, 
answers every lubrication need. It means a fast-selling, 
low-investment ‘“one-brand” lubrication inventory. And 
proved Pennzoil merchandising programs, together with 
consistent nationwide advertising, create extra profit op- 
portunities by developing new customers—steady customers. 

Don’t miss these profits! Get the facts from your near- 
est Pennzoil distributor or write us for his name today. 


THE PENNZOIL COMPANY ° OIL CITY, PA. 


Car, Truck Show 
At Wash. Fair 
Attracts 346,422 


PUYALLUP, Wash. — Eleven 
dealers exhibited new cars and 
trucks to 346,422 persons at the 
nine-day 50th Western Washington 
Fair here, 

This year’s auto displays were in 
two new buildings which gave the 
exhibitors 25,920 feet of floor space. 
The new post-free buildings have 
sliding doors; wide, flaring roofs, 
and gable ends made entirely of 

lass. 

Each building has trussed, 
fabricated timbers with steel cap- 
pings. Concrete firewalls were one 
of the innovations in the colorful 
new structures which replaced a 
pair of barn-type buildings con- 
structed in 1910. 

Exhibiting at the fair were Allen 
Motor Co. (Studebaker), Tacoma; 
Wilen Motors (Pontiac), Puyallup; 
Pence Motor Co. (DeSoto-Plym- 
outh), Puyallup; Irwin-Jones Motor 
Co. (Dodge-Plymouth), Tacoma; 
Auto Sales & Service (Nash), 
Puyallup; Gifford Motors (Hudson), 
Puyallup; Herb Satterlee Motors 
(Packard), Tacoma; Paulson Motor 
Co. (Chrysler- Plymouth), Puyal- 
lup; Steven Motor Co. (Chrysler- 
Plymouth), Tacoma; Puyallup Val- 
ley Chevrolet, Puyallup, and Rain- 
bow Motor Sales (Chrysler-Plym- 
outh), Tacoma. 


British Firm Gets 
Bosch Rights 


SPRINGFIELD, Mass.—Through 
a licensing agreement announced 
by American Bosch Corp. here, 
Simms Motor Units, Ltd., of Lon- 
don, has been granted the British 
manufacturing rights for certain 
American Bosch diesel fuel in- 
jection equipment. 

Simms received permission to 
produce all new types and sizes of 
injection pumps and nozzles in the 
diesel line of the American firm. It 
was said, however, that a small in- 
jection pump of the distributor 
tvpe was the principal product be- 
ing considered for manufacture in 
England. 

Simms is a major English manu- 
facturer of diesel fuel iniection 
svstems and of heavy-dutv starting, 
lighting and ignition equipment. 





Ohio Expects $19 Million 
From Truck Axle Tax 


COLUMBUS, O.—Ohio’s new 
axle tax on trucks is expected to 
raise approximately $19,600,000 
per year. The tax is the backbone 
of the State’s $43 million highway 
improvement program, 

The tax is graduated from 1% 
cents to 2% cents per axle and is 
payable quarterly. Truckers, it is 
reported, have been slow in filing 
applications for the right to oper- 
ate. The fee for permits is $2. 


Global Rubber Use 
Will Set Record, 
Thomas Predicts 


CINCINNATI. — World rubber 
consumption this year is expected 
to hit a record-breaking high of 
2,400,000 tons, it was estimated by 
E. J. Thomas, president of Good- 
year Tire & Rubber Co., in an ad- 
dress at the convention of the 
National Assn. of Independent Tire 
Dealers. 

Thomas said that in the U. S. 
alone “we are chewing up rubber 

Sales opportunity in the retail 





| |at the rate of 1,336,000 tons.” 


tire field will be larger next year 
and increasingly larger in the years 
ahead, Thomas told the tire dealers. 

In citing numerous improvements 
in tire cords, fabrics, bonding 
methods, treads and compounds. 
Thomas said he had never seen as 
much tire building progress as has 
occurred in recent years. 

He warned, however, that proper 
action must be taken to maintain 
adequate reserve stocks to prevent 
a rubber supply shortage. 

The nation’s natural and syn- 
thetic rubber producing facilities 
now can turn out 2,700,000 tons of 
rubber annually, Thomas said. 

However, he said, consumption in 
1957 is expected to reach the 2,- 
700.000-ton level, which means more 
rubber must be made available to 
avert a shortage in the next three 
years. 

Emphasizing the need for in- 
creased svnthetic output, Thomas 
reminded the dealers that it takes 
seven years for a newly planted 
rubber tree to come into profitable 
bearing. 

“It seems obvious, then, that a 
substantial expansion of the exist- 
ing synthetic rubber industry is our 
only way out,” he said. “It wil) 
have to be carefully planned, 
organized and executed.” 


Excise-Tax Fight 
Draws in MEWA 


CHICAGO.—The Motor & Equip- 
ment Wholesalers Assn. has an- 
nounced its willingness to cooperate 
with the committee of other asso- 
ciations for removal of excise taxes 
on rebuilt, repaired or recondi- 
tioned auto parts and accessories. 

MEWA said, however, that it will 
retain its separate identity in order 
to carry on its efforts to accomplish 
the objective, which it had begun 
before it was advised of the forma- 
tion of the committee. 

The MEWA stand was deter- 
mined by its executive committee. 


50-Year Start 
SPS Anniversary Book 


Looks to Future 


JENKINTOWN, Pa. — Standard 
Pressed Steel Co. has published a 
golden anniversary book, entitled 
“50 Years—A Start for the Future.” 

In the book, SPS, producer of a 
variety of metal fasteners and shop 
equipment, summarizes its first 50 
years and then describes its plans 
for the future, centered mainly 
around a $10 million expansion 
program now nearing completion. 

Discussing SPS personnel, the 
book says, “A company is people. 
It is people who plan, pieoplé who 
supervise, produce, sell, service, 
people who have goodwill one to 
the other and eagerness for the ad- 
vancement of their common 
interest.” 

A portion of the book is devoted 
to pictures of the plant and the 
surrounding company property 
which has been converted into 
parklind, employe recreational 
areas and parking lots, SPS affili- 
ates in California and England are 
also described. 
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Visor Firm Gets 
FTC Order to 
Tone Down Ads 


WASHINGTON. — Hearing Ex- 
aminer J. Earl Cox has filed an 
initial decision with the Federal 
Trade Commission which would 
forbid false and misleading ad- 
vertising of Safe-T-Zone and Fil- 


terzone plastic automobile sun 
visors. 
Visionade Visor Co., Inc., and 


Henry I. Sobel and Albert Roth- 
gart, copartners trading as Filter- 
zone Auto Vision Co., all of 641 
Lexington Ave., Brooklyn, were 
cited as respondents in the order. 

Under its terms, Visionade would 
be prohibited from _ representing 
that its sun visors are tailor- 
made to fit individual cars or that 
they will fit more makes than they 
actually do. The order also is di- 
rected against claims that the 
visors give eyes the same protection 
as do fine sunglasses. 


The initial decision would require 
the Filterzone partnership to stop 
claiming that its visors are opti- 
callv correct or afford clear, true 
visibility. Also condemned by Cox 
were representations that the 
visors filter out all infrared rays 
or any greater proportion of in- 
frared rays than is actually the 
fact. 

Unless appealed or docketed for 
review bv the FTC, the initial de- 
cision will become the decision of 
the commission within 30 days 
after service. 


Hudson Deal for Kelly 
Kelly Motors, Inc., headed by 
W. T. Kelly, has been appointed a 
Hudson dealer in Little Rock, Ark. 
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METHANOL 


TURNER ANTIFREEZE 


55 Gal. Drums 


JOSEPH TURNER & CO., RIDGEFIELD, N. J. 
MOrsemere 6-8383 CHickering 4-7531 





Wonder spray epholstory and paint cleaner, 
safe. Effective. Economical. Open account 
30 days approval. § gals. (25 cars) $4.10 gal. 


ZIPP-REME CHEMICAL CO. 
GREENSBURG, PA. 


ALG. U. S. PAT. OFFICE 
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RECONDITIONING 
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MOVE USED CARS FASTER 
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Michigan 
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Two-Millionth Ford Built in Kansas City— 


The Ford division's Kansas City plant recently produced its two-millionth vehicle, 
according to Roger N. Cocks (extreme left), plant manager. The car, a blue Customline 
V-8 Fordor sedan with automatic transmission and power steering, was delivered to 
George Burns (third from left), director of the Kansas City Safety Council. Burns is 


shaking hands with Earle S. Alexander, d 


istrict sales manager for the Ford division. 


Also participating in the ceremonies were W. S. Smith (second from left), Ford 
Safety director, and Ira B. Groves (fifth from left), southwestern regional sales man- 


ager. Others in the picture are Kansas City 


Nash Missouri Quits 


The Nash Missouri Corp., 2323 
South Kingshighway, has discon- 
tinued business as an authorized 
Nash dealer by “mutual agreement 
with the manufacturer.” Herman 
B. Pelke, president of the firm, said 
the company was formed five years 
ago. 

2 + = 


Padgett in New Building 


Padgett’s Greenleaf Motor Co., 
Greenleaf, Kans., has opened a 
new DeSoto-Plymouth showroom 
on main street. The building 


CUTS SNOW A 
CLEATS AS 


Ford dealers. 


formerly housed a produce busi- 
ness. A new plate glass front has 
been installed, and the interior of 
the building remodeled and re- 
conditioned. 


Bowker at J. B. Motor 


Fred Bowker, former manager 
|of Portales Motor Co., Portales, 
|N. M., is the new manager of the 
J. B. Motor Co., Arkansas City, 
Kans. Before his New Mexico post, 


Bowker worked with his father in| 


the Bowker Motor Co., Ponca City, 
Okla., in 1949 and 1950. 
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home had been looted of a tele- 
vision set, a mink stole, camera, 
silverware and other items, valued 
at $2,000. He said the loss was 
covered by insurance. 

* o * 


Wills Gets NADA Post 
E. J. Wills, of Wills Motor Co. 
(Nash), Twin Falls, Id., has been 
elected to the newly activated na- 
tional Nash advisory committee of 
NADA by Idaho Nash dealers. 
* + + 


Hudson Deal for Caliendo 


Dan Caliendo, operator of a new 
and used-car business in Wichita, 
has purchased the Hudson dealer- 
ship at 1500 E. Douglas Ave. The 
firm will be operated under the 


name of Caliendo Hudson. 
* + * 


Smith Is U. C. Manager 


Ralph Smith has been named 
general manager of the used-car 
department of Anderson Chevrolet, 
Baltimore, it is announced by A. D. 
Anderson, president. 

* * * 


Tyvand Expands 
Paul Tyvand is adding a 30-foot 
cement-block addition to the rear 
of his Ford garage building at Ar- 
cadia, Wis. 
« = * 


‘Malmon Purchases Building 


| For Display of Used Cars 


Joseph J. Malmon, president of 
Malmon Pontiac, Inc., St. Paul, has 
purchased a building for the dis- 
play of used cars. 

Capable of displaying 100 cars, 
‘the building has 20,000 square feet 


of floor space. Malmon said the 


— 
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new merchandising idea was 
initiated to give the cars better 
protection from the weather and 
provide a more convenient place 
for customers to inspect the cars. 

* * ae 


Star Motor Renamed | 


Star Motor Co., Inc., Logansport, | 
Ind., has changed its name to Earl 


Jennings, Inc. Earl Jennings is 
president and John J. Luxem,| 
secretary. 


* * * 


Cooley Picks McPherson 


E. F. McPherson has been named | 
vice-president and general man-| 
ager of Cooley Motors, Inc. (Ford), 
Buffalo, according to Alfred A. 
Cooley, president. McPherson 
formerly was with Ford Motor Co. | 


Buick for Jacobson | 

Jacobson Buick Co. is a new 

dealership in Aberdeen, S. D. A, R. 
Jacobson is the dealer. 
* af * 


Haring Sales Chief 


John W. Haring has been named 
sales manager of Springfield Mo- 
tors, Inc. (Lincoln-Mercury), 
Springfield, Ill. Otto Schler is man- 
ager. | 

= = 


Calhoun Sales Franchised 


To Handle Kaiser, Willys 


Calhoun County Motor & Imple- 
ment Sales Co., 327 W. Michigan 
Ave., Battle Creek, Mich., has been 
franchised to handle Kaiser and 
Willys. 


General manager of the expanded 
dealership is Verl Kutt, who has a} 
background of 35 years as a dealer | 
and sales manager in Battle Creek | 
and Detroit. The company has been 
in business at its present -ocation 


| 








since 1946. | 


Fairbanks Garage Sold 


To Heath in Newport, N. H. 


Fairbanks Garage, Inc., of New- 
port, N. H., one of New Hamp- 
shire’s oldest Chevrolet dealerships, 
has been sold by John C, Fairbanks 
to Walter C. Heath, operator of 
Heath Motor Sales, Hillsborough, 
N. H. 


Heath also announced the pur- 
chase of a six-acre plot as the fu- 
ture site of a building that will 
house the newly purchased firm. | 
Heath was formerly manager of | 
Farmer Motor Sales (Chevrotet), of | 
Rochester, N. H., for 22 years. 


* ® * 


Esselman Gets Ford Deal 

Ray Esselman, of Berlin, Wis., 
has purchased the equipment and 
parts stock of Scheusrell Motors, | 
Waunakee, Wis., and has been 
granted a Ford franchise. New| 
name of the firm is Esselman 
Motors. 

*« * * 


Debelo Heads Sales 
Gene Debelo has been named 
sales manager of Luke Motor Co. 
(Chrysler - Plymouth), 2537 Tulane 
Ave., New Orleans. 
* * * 


Knollmeyer Opens Lot 
Knollmeyer Motors (Chevrolet- 
Oldsmobile), Linn, Mo., has opened 
a used-car lot. 
* 7 ~ 


Village Cadillac Makes Bow 


In New Dallas Building 

Village Cadillac, Inc., Dallas, has 
been opened by W. D. DeSanders, 
president. The firm’s building re- 
cently was completed at a cost of 
$120,000. 


Straub Changes Lines, 


Gets DeSoto-Plymouth 

Straub Motors, Inc., Keyport, 
N. J., former Kaiser dealership, 
has obtained a DeSoto - Plymouth 
franchise. 

Charles F. Straub sr. is president 
and Charles F. Straub jr. is secre- 
tary-treasurer and service manager. 

7 * ” 


Steffes Buys Olds Deal 
Len Steffes, associated with Dero 
Chevrolet Co., Minneota, Minn., for 
five years, has purchased the Olds- 
mobile dealership in Lucan,- Minn. 


| 





Now inotair 


Motor Oil | 


$0 GOOD 





GUARANTEED to keep engines in 
top operating condition for 100,000 
miles, provided the oil is changed 
regularly as recommended by the 
car manufacturer. 


CUTS OIL CONSUMPTION IN HALF dur- 
ing the life of an engine in good 
working condition. 


ENDS HYDRAULIC VALVE-LIFTER 
TROUBLE 


NATIONALLY-ADVERTISED in Life, 
Look, Saturday Evening Post and 
Collier's, in hundreds of newspa- 
Pers, on radio and television. 


For complete details, phone or write 


600 Fifth Ave., New York 20, N. Y. 


PREPARE NOW FOR 


MOTOR 


SPORTS 


DAILY NOON 
TO 11 PM 


MADISON SQ. GARDE 
FEB. 20-28, 1954 


FOR EXHIBIT SPACE 
SEND INQUIRIES TO 


FRED PITTERA, Director 
527 Sth Avenue, Suite 1009, New York 17 
Cable Address: “MOTORSHOW, N. Y." 


RYU a 


Patent 


Double re- 

- inforced metal 

‘eyelets — Hang 

keys from either 

end — Complete  in- 
formation. 


TAGS & RINGS 
PRIC aT 


ED 
1000... . . . $17.00 
500...... 8.75 
250...... 450 


Enclose Check with Order. 
Shipments Prepaid. 
free Used Car Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A”, Box 1037, Cleveland 2, Ohio 





(31 BUILD SERVICE PROFITS 


with personalized 


STEMAC 


DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 
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... to INCREASE 
SHOP PROFITS 


and assure customer 
satisfaction through 


better repair work 
That's why 70% of the units of this 


> type in use among car dealers are Sun built. 


The Sun Line is complete—offering scientific 
testing equipment of every size and type. 
This enables any car dealer, regardless of 


' size, to have the units that best fit his shop 
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needs. Newly engineered 6-12 volt equipment 
is now available—or your present equipment, 
through the Sun Modernization Plan, can be 
quickly converted to serve vehicles of both 
voltages. Talk to your nearest Sun Repre- 
sentative or write direct to SuN. 
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Highways & Safety 





(Continued from Page 30) 


girl who stepped into the street in 
front of their car. 

The dramatic episodes will be 
part of a new driver training 
| course at the Oak Forest and River 
|Forest High School. The program 
|was developed by a group of edu- 
| cators and traffic experts in cooper- 
| ation with Aetna Casualty & Surety 
|Co., Chicago. 

Fifteen “Drivotrainers” have been 
purchased by the school. These 
place the student behind the wheel 
of an apparatus which simulates 
jevery action of driving while one 
|of 22 films developing difficult situ- 
ations rolls in front of him. 
| A tape records the driver’s 
lactions, and from this the in- 
| structor informs the students of his 
| reactions. 

+ > 2 


‘Mass. Motorists 
Face Demerits 
In Point System 


Every time a Massachusetts mo- 
torist is caught violating an auto 
regulation after Jan. 1, it’s going 
to cost him demerits, which ulti- 
mately will lead to higher insur- 
ance rates on his car, or even cost 
| him his license. 

The top penalty of 12 points will 
be assessed for driving under the 
linfluence of alcohol, using a car 
lin the commission of felony, per- 
mitting an intoxicated person to 


2 Drivers Clinch 
NASCAR Crowns 
For °53 Races 


DAYTONA BEACH, Fla. — Two 
championships for 1953 already have 
been decided in the auto racing 
|competition of the National Assn. 
for Stock Car Auto Racing, it was 








|announced last week by Bill France, | 


| president of NASCAR. 

Herb Thomas, Olivia *(N. C.) 
speedster, will be crowned champion 
of the Grand National Circuit, the 
division for late-model stock cars 
lover half-mile and mile tracks. 
| There are still four races to be run 
in this division, France said, but it 
is mathematically impossible for 
lanyone to overtake Thomas. 
| Jim Reed, Ossining, N. Y., is un- 
|disputed champion of the short 
|track division, in which stock cars 
{compete on tracks of less than half 
a mile. There are no further events 
scheduled for this division. 

Thomas drove all his races this 
year in a 1953 Hudson Hornet, win- 
ning several events and placing in 
the points for several more. 

The four Grand National Circuit 
events still to be held will decide 
who will be the second-place man. 
Point differences at present are 
close—Dick Rathman (Hudson), to- 
taling only 76 points more than 
Lee Petty (Dodge). 

Following Petty are Buck Baker 
(Oldsmobile), Fonty Flock (Hud-| 
son), Tim Flock (Hudson), Jim| 
Paschal (Dodge), Joe Eubanks| 
(Hudson), Curtis Turner and Jim! 
Lewallen. 


PP 
55 Show Aides 


DALLAS.—W. R. Hemphill, of 
Lynn & Hemphill, Dallas, has been 
appointed chairman of a six-man 
committee to handle the Southwest 
Automotive Show here in 1955, ac- 
cording to T. C, Garrett, president 
of Southwest Automotive Show, 
Inc. 

Other members of the committee 
are P. H. Ebeling, of P. H. Ebeling 
Co., Dallas; John R. Jones, Hargett 
Electric Co., Dallas; Jack E. Mc- 
Means, Schoelkopf Co., Dallas; 
Yancy M. Robertson, Robertson & 
King Motor Supply, Dallas, and D. 
C. Wilkinson, Maremont Automo- 
tive Products, Dallas. 


Crowd at Clifford’s 
The third-birthday celebration 
by Harper Clifford Lincoln-Mer- 
cury Co., Fort Wayne, Ind., was so 
large that it was necessary to move 
the activities outside. 


| 


| 
| 
| 


| 


operate and being at fault in a 
fatal accident. The penalty also 
would cost the driver his license. 


After two years, the state com- 
missioner of insurance will set up 
a schedule under which compulsory | 
insurance costs will go up for the) 
individual driver in relation to his | 
penalty points. 

Reexamination of individual driv- | 
ing habits has become the primary 
necessity for Massachusetts motor- 
ists, the registrar said. Only major 
drawback to the new demerit sys- 
tem, it is felt, is that it will lead 
to many appeals on the part of 
some motorists hit with penalties 
and suspensions. 


Massachusetts is the only state 
keeping the individual records of 
motorists for the purpose of estab- 
lishing compulsory auto insurance 
rates, but Connecticut and New Jer- 
sey now use the demerit system for 
the purpose of suspending or re- 
voking the licenses of bad drivers. 

Drivers will receive official notifi- 
cation every time they get a de- 
merit. They will be given 21 days 
in which to ask for a hearing before 
the registrar of one of his hearing 
officers. 


“No one can travel today with- 
out realizing that the problem is 
psychological as well as physical,” 
Gov. Christian A. Herter said com- 
menting on the point system. | 

. 7 * 


H &S Shorts 


A short course in planning and 
procedures for directing traffic for 
police officers will be offered by 
the Traffic Institute of North- 


western University Nov. 30 until 





oh ef 


Riley Chevrolet Aids Palsy Victims— 


The Central Missouri Cerebral Palsy Assn. was given free usage of o car by Riley 
Chevrolet Co., Inc., Jefferson City, Mo., to travel the 11 counties of the area and make 
calls at the home of the afflicted. Mrs. Maurice Hert, field representative of the palsy 
group, is shown receiving the car from Don F. Riley, president of the firm. 


Dec, 11. Gov. C. Elmer Anderson| the Associated Traffic Clubs of 

of Minnesota called on law en-| America in Boston. 

forcement officers to get tough with| Minimum penalties of a year’s 

speed violators, suspension for all speeders and 
Gis villi of Gals ee Oe reckless drivers, with permanent 


revocation and prison for third of- 
New Jersey Turnpike already is | fenders, were advocated by Harold 
equivalent to what it had been 


P. Jackson, president of the 
predicted to be 15 or 20 years | National Assn. of Casualty & 
hence .. . Sound research into | Surety Executives, at an executive 
all transportation systems and | 


meeting in White Sulphur Springs, 
“inspired planning” were called 


W. Va. 
for by Edward L. Cochrane, dean 
of the school of engineering at 
M.L.T., at the annual banquet of 


The AUTOMOTIVE NEWS ALMANAC is 
| @ year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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‘54 Plymouths Feature Softer Seats— 

More comfortable cushions than in previous models are featured in the 1954 
Plymouth. Horizontally mounted springs supplement the effect of the conventional 
vertically mounted coil springs. 
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Belvedere Series Expanded to Four Models... 


54 Plymouths Stress Comfort 


eemaas is placed on greater|P. Mansfield, president of Plym- 


comfort for both driver and 
passengers in Plymouth’s 1954 line 
of cars, unveiled in dealership 
showrooms Thursday (Oct. 15). 

For the style-conscious buyer, 
a new series, the Belvedere— 
which takes it name from last 
season’s “hardtop” model —has 
been added. Lower-priced series, 
corresponding to last year’s Cran- 
brook and Cambridge, are the 
Savoy and Plaza. 

For the first time, Plymouth 
offers power steering. It is avail- 
able as an extra-cost option on all 
11 new models. 

* * * 

1. cars are longer in appear- 

ance than their 1953 counter- 
parts. New body trim, a new 
front-end design, restyled interiors, 
a new type of seat cushions, and 
engine improvements are among 64 
advancements in styling and engi- 
neering design, according to John 


CHEVROLET DEALER SAYS 





NO VALVE LIFTER TROUBLES 


outh. 
“We are confident that people 
will like the new beauty of our 


are the most durable, best riding, 
best performing and roomiest 
cars that Plymouth has ever 
built.” 

Introduced during the 1953 model 


1954 cars,” Mansfield said. “They | year, Hy-Drive, a no-shift unit com- 





NADA Trips Offered 


In K-W Sales Contest 


TOLEDO.—Kaiser-Willys retail 
salesmen as well as distributors 
and dealers are participating in a 
fall sales contest in which round- 
trip fares to the January NADA 
convention in Miami and the 
March Chicago Auto Show are in- 
cluded among prizes. 

The air or rail tickets are dis- 
tributor-dealer awards for attain- 
ing 100 percent or more of Octo- 
ber and November sales quotas. 

A wide range of merchandise 
prizes is offered individual sales- 
men for delivering a minimum 
quota of cars and station wagons 
during the contest period. 








WITH AMAZING PURPLE OIL 





Lester W. Moore (left, above), Manager 
Sausman Chevrolet Company, Honesdale, Pennsylvania 
Lester W. Moore says: “We sell and service 
both Chevrolet and Cadillac cars. So we 
wanted an oil that would do a good job of 
lubrication . . . plus correcting sticky hydraulic 

valve lifters and sludge problems. 


“ROYAL TRITON has met these requirements 
and has been more than satisfactory. We now 
handle ROYAL TRITON exclusively and have 
not encountered any valve or sludge trouble 
in any cars using this amazing purple oil’ 
Here’s how this amazing purple motor oil 
keeps valve lifters clean and free and combats 
sticking: 
1, ROYAL TRITON contains special com- 
pounds that retard the formation of lacquer 
and varnish. 


2. ROYAL TRITON’S greater detergent action 
prevents sludge from clogging hydraulic valve 
lifters. Instead of being deposited on engine 
parts, sludge and gum stay suspended in the 
oil until drained. 


Union Oil Building 


NEW YORK 
45 Rockefeller Plaza 


LOS ANGELES 





Inquire today about handling heavy-duty ROYAL 
TRITON motor oil in your automobile agency. Write 
your nearest Union Oil Company office: 


CHICAGO 
1612 Bankers Building 


NEW ORLEANS, 644 National Bank of Commerce Building 


UNION OIL €7) COMPANY cr cauronnia 


bining a torque converter and 
three-speed transmission, again will 
be available as optional equipment 
on all models. 

. * * 


C- WILL be in volume production, 
Mansfield said, adding that more 
than half the Plymouths now being 
produced had either Hy-Drive or 
overdrive, 


Aristocrats of the new Plym- 
outh line are the Belvederes, in- 
cluding a sport coupe of hardtop 
design, a four-door sedan, con- 
vertible and Suburban steel- 
bodied station wagon, all in two- 
tone color combinations, 


In the Savoy series are a four- 
door sedan, club coupe and two- 
door sedan. In the lowest - priced 
Plaza series are a four-door sedan, 
two-door sedan, business coupe and 
Suburban. 


All models have new interiors, 
with emphasis on color harmony. 
Body stvling changes have in- 
creased the overall length bv 3% 
inches. With a 114-inch wheelbase. 
the cars now are 193% inches long 


and 74% inches wide. 
* * 2 


poo cushions in the 1954 Plym- 
outh are softer because of a new 
“Dual Flex” design in which both 
coil springs and jack springs are 
used. In normal driving, the new 
softer coil springs absorb road vi- 
bration. If the car hits a bump, the 
jack springs go into action and 
prevent “bottoming.” 

All two-door models have front 
seats with back cushions divided 
one-third of the distance from the 
right door, making it more conven- 
ient for rear-seat passengers to 
enter. 

A new valve control system in 
the Oriflow shock absorbers, 

Plymouth engineers say, con- 
tributes further to the “balanced 
ride” introduced last year. Among 
other features which contribute 
to smoother riding are the splay 
mounting of rear springs and 
balanced weight distribution. 

To extend top engine perform- 
ance over a long period of time, 
Plymouth now is using silicon 
chromium alloy intake valves in its 
100-horsepower engine. Exhaust 
valve inserts have been retained as 
a@ means of maintaining high-com- 
pression engine performance in 
years of service. 

Other mechanical changes, Plym- 
outh says, include a higher capacity 
oil pump, an improved clutch, and 
improved electric windshield 
wipers. 

- n * 
MERICAN women had an im- 
portant influence on styling of 
the 1954 Plymouth, particularly its 
interior, says V. M. Exner, who 
directed the work which created 
the new models. 

Exner said his staff of designers 
and stylists studied trends in home 
furnishing and decoration. Their 
conclusion, he said, was that color 
coordination is of utmost impor- 
tance to women—and to their hus- 
bands, too. 

One result is that color coordi- 
nation in the Plymouth has been 
carried out in detailed fashion— 
taking in, for example, the horn 
button, headlining and instru- 
ment panel. 

Another trend apparent in the 
new Plymouth, partly inspired by 
studies of home furnishing, is the 
use of new fabrics, synthetics, and 
combinations of synthetics and nat- 
ural. The new fabrics, in addition 
to being more attractive, are more 
durable and thus maintain car 
value, Exner said. 

* * * 
PPA TION for the color styl- 
ing of the Belvedere models 
came from the far west, Exner 
said. 

“We’ve chosen colors from Cali- 
fornia, indicative of life on the open 
road,” he said. “Americans are 
traveling more and more, and they 
like to travel with the colors they 
enjoy in their homes.” 

San Diego gold, San Pedro blue, 
San Gabriel green and Santa 

(Continued on Page 73, Col. 1) 
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Curs Lo er in A 


‘34 Plymouths Offered 
With Power Steering 


(Continued from Page 72) 


Rosa coral are the basic colors in | thus offers eight choices of color 
the Belvedere cars, all of which | schemes in the Belvedere series, 

are finished in two-tone combina- Plymouth’s new fulltime power 
tions with either ivory or black |steering system makes driving 
as the secondary color. Plymouth |safer as well as easier, according 


to Robert Anderson, chief engineer. 
Driving is safer, he said, because 
the same mechanism which helps 
the driver turn the front wheels 
resists turns when they are not 
desired—for instance, when one of 
the front wheels hits a bump or 
deep hole. Power steering also les- 
sens driver fatigue on long trips, 
Anderson said. 
+ 


CO... 





* * 


eS is using a link type 
of power steering. The system 
consists of a rotary oil pump 
coupled to the generator; rubber 
hose lines, and a hydraulic power 
cylinder built into the steering 
linkage. 

The cylinder has integral valv- 
ing which permits it to meet all 
driving requirements automati- 
cally. 

Engineering tests, Anderson said, 
show that parking a Plymouth with 
power steering on a dry pavement 
requires only 6.7 pounds of effort, 
compared to 305 pounds with 
manual steering. Rounding a city 
corner at 15 miles per hour with 
power steering requires 3.4 pounds 


* * s * * * 





Better Supervision 
To Be Discussed 
At Chicago Parley 


NEW YORK.—Improving super- 
vision in business and industry will 
be the subject of a conference to 
be conducted by the American 
Management Assn., Nov. 30-Dec. 1, 
at the Palmer House, Chicago. 

A thousand executives are ex- 
pected to attend the meeting. 
Speakers representing 12 industri- 
al, educational, and research organ- 
izations will discuss supervisory de- 
velopment, selection, compensation, 
morale - building, communications, 
and appraisal. 

The status of the supervisor will 
be explored by Wilbur M. McFeely, 
vice-president, Riegel Textile Corp., 
New York. He will discuss such 
questions as what management 
duties are being shouldered by su- 
pervisors and how they are measur- 
ing up to their responsibilities, 

Dilman M. K. Smith, vice-presi- 
dent, Opinion Research Corp., 
Princeton, N. J., will summarize the 
results of surveys made to uncover 
supervisors’ views on working con- 
ditions, gripes, and satisfactions. 
Dr. Morris S. Viteles, professor of 
psychology, University of Pennsyl- 
vania, will compare the physical 
factors and the “extras” that in- 
fluence supervisory morale, 





Easier Access to Rear Seat— 

Front seats in the new Plymouth two-door models have back cushions divided one- 
third of the distance from the right door, making it more convenient for rear-seat 
passengers to enter when the front seat is occupied. 





Sport Coupe Has a Longer Look— 


The 1954 Belvedere sport coupe, which seats six passengers, is longer than the 
previous model and has a restyled interior. With a 114-inch wheelbase, the new 
Plymouths measure 193% inches in overall length and 741% inches in width. the topic of George Piccoli, di- 
rector of industrial relations, As- 
sociated Industries of Cleveland. 
He will outline the latest trends 
in bonuses, stock-purchase plans, 
and other forms of financial in- 
centive. 

Joseph M. Bertotti, General 
Electric Co., N. Y., will report on 
his company’s system for selecting 
supervisors, designed to improve 
supervision by weeding out misfits. 

Three case studies in supervisory 
development will be presented and 
methods for helping supervisors 
improve their efficiency and pre- 
pare for broader responsibility will 
be summarized. 

Chairman of the sessions will be 
Lawrence A, Appley, president of 
the American Management Assn. 


Va. Court to Test 
Tax Reciprocity 


RICHMOND, Va.— The Virginia 
Supreme Court of Appeals will hear 
a case testing a portion of the 
State’s policy of reciprocity for 
motor carrier gross receipt taxes 
during its November term. 

The case was appealed by Bag- 
gett Transportation Co., Birming- 
ham, Ala., from a decision of the 
State Corporation Commission. The 
question to be decided by the high 
court is whether a nonresident car- 
rier should be exempt from gross 
receipts taxes on the operation of 
vehicles leased from Virginia resi- 
dents. 

The speed law test came on ap- 
peal of Chester H. Lamb, acting 
State commissioner of motor ve- 
hicles, from an injunction granted 
William A. Parsons by the Alex- 
andria Corporation Court last May. 
The injunction prohibited Lamb 
from revoking Parsons’ driver’s 
permit after Parsons forfeited col- 
lateral in his second arrest for 
speeding within a year. 
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Power Steering a New Option— 


Plymouth's 1954 models offer power steering as optional equipment for the first 
time. This illustration shows parts of power link which replaces drag link of conven- 
tional steering linkage. Hydraulic pressure is provided by oil pump attached to 
generator. 


Color-Keyed Interior Marks Belvedere— 


Under the direction of V. M. Exner, car stylist, a team of designers has created 
ce new interior for 1954 Plymouth cars. Shown here is the rear seat of Belvedere 
sport coupe. Seat cushion bolsters are upholstered in white vinyl fabric which has 
the appearance and feel ef leather. 


Supervisory compensation will be; 


of effort, compared to 10.7 pounds 
with manual steering, he added. 
* * * 

TS Plymouth’s instrument panel 

has a new “No-Glare” finish 
with a scotch-grain leather appear- 
ance and a textured feel. The glove- 
box is in the center of the panel, 
within reach of the driver as well 
as other front-seat occupants. 

Radio dials carry markings for 
special civil defense frequencies. 

A quieter ride than ever before 
is claimed for the 1954 Plymouth. 
This is due principally to increased 
silencing materials, composed of 
asphalt felt and jute, installed all 
the way from the top of the instru- 
ment panel down to the cowl and 
under the floor. 
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“4s! Armstrong Dealer 
Opens New Office 


NEW YORK.—H. L. Arnes In- 
dustries, Inc., U. 8S. distributor for 
the Armstrong Siddeley — 
has opened new offices at 250 
Fifty-seventh St. 

Douglas Kane, vice-president in 
charge of American operations, has 
appointed Allan R. MacDonell as 
director of sales. MacDonell was 
formerly with Austin. 

Arnes carries a full line of parts 
and operates its own service depot 
under the direction of factory 
engineers. 
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stiffen or deteriorate with use. Out-lasts, out-performs any other 


PROODU-C TS 


Unique spiral steel 


ASBESTOS-TREATED 
ot Car-Exhaust End 
for Longer Life! 


CONTACT YOUR JOB- 
BER TODAY—or write 
direct for full details. 
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IT'S SIMPLE AS 


That’s been a basic principle of the 
ABC—The Audit Bureau of Circula- 
tions —since its inception in 1914. It’s 
been one of ours since 1925, when 
AUTOMOTIVE NEWS entered the 
automotive industry to establish itself 
as the industry's ONLY newspaper. 


PENOBSCOT BUILDING ° 


REPRESENTATIVES 





DETROIT 26, MICHIGAN 
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INCIDENTALLY— 

The readers of AUTOMOTIVE NEWS 
pay $8 per year—highest subscription 
price in the auto industry. The 87.01% 
subscription renewal rate is just one in- 
dication that they read and rely on it. 


New York — Edward Kruspok, Advertising Manager, 51 E. 42nd St., Murray Hill 7-687! 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
Los Angeles —R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 











McCulloch Offers New Supercharger— 





Improved acceleration, greater top speed and better performance on high alti- 
tudes are claimed as the characteristics of a new supercharger marketed by McCulloch 


+ 


Faster 


LOS ANGELES. — A new super- 
charger introduced by McCulloch 
Motors Corp. is claimed to improve 
acceleration, top speed, hill climb- 
ing and high-altitude performance. 

The supercharger, designated 
VS-57, has a variable-speed drive 


| which permits the unit to “stand 
| by” until extra horsepower is de- 
| sired. The drive is controlled by 


Reo Truck Leasing 
Is Adding Offices 


‘In Sixteen Cities 


LANSING. — Reo Truck Leasing, 
Inc., subsidiary of Reo Motors, has 
opened regional offices in eight ad- 
ditional cities, soon will open in 
four more, and expects to have an- 
other four ready before the com- 
pany ends its first year of oper- 
ation. 

Eldridge W. Reese, general man- 
ager, said the new offices are in 
addition to the 11 regional branches 
established when the company was 
formed early in the year. 

Since then, leasing offices have 


| been opened in Cleveland, Lansing, 


Milwaukee, New York, Pittsburgh, 
St. Louis, Albany and Toronto. 

In the near future, offices are 
expected to be opened in Atlanta, 
Denver, Indianapolis and Montreal. 
The four other cities where offices 
are being planned are in the east. 

Through its subsidiary, Reo 
Motors has become the only truck 
manufacturer in the country to of- 
fer nationwide leasing service, 
Reese pointed out. 

A primary reason for the ex- 
pansion of the truck leasing, he 
said, is the desire of many business- 
men to release capital tied up in 
trucks, thus improving their 
balance sheet and ridding them- 
selves of the headaches of a 
business that may be foreign to 
them. 


GM Shop School 


Planned in Denver 


DENVER. —This city has been 
selected by General Motors as a lo- 
cation for a regional training center 
for mechanics. 

Tentative plans call for erection 
of a 25,000-square-foot building on 
a three-acre site at E. Warren Ave. 
and S. Dahlia St. It was reported 
the structure would cost in excess 
of $250,000. 

The school would accommodate 
250 students, with enrollment com- 
prised of dealers, service managers 
and mechanics from all parts of the 
Rocky Mountain area. 

Development of the site is await- 
ing a rezoning hearing. The prelim- 
inary petition was passed by the 
zoning board. 


| Motors Corp., Los Angeles. The unit, designated VS-57, is produced with an initial 
| capacity of 5,000 a month. 


Getaway Claimed 
For New Supercharger 


engine manifold pressure so that 
the supercharger shifts into high 
speed when the throttle is opened, 
delivering maximum pressure for 
the horsepower increase, 

It also is claimed to be efficient 
at low or medium speeds when ex- 
tra power is desired. 

In order to prevent damage to 
the car engine, the unit automati- 
cally shifts into its low ratio when 
the impeller exceeds 30,000 revolu- 
tions per minute. 

Gears are replaced with a plan- 
etary ball bearing drive, which is 
said to have proved successful in 
noiseless, wearless operation. 

According to the firm, the unit 
is suitable for most car makes. 
Complete installation kits for Ford 
and Mercury cars are already avail- 
able. Other kits will follow soon. 


The supercharger is now being 
produced at an initial rate of 
5,000 units per month. 

According to company officials, 
tests with the unit on various 
standard makes showed an aver- 
age horsepower increase of 30 
percent. 


Ford Employes 
Win $1,759,891 
In Idea Awards 


DEARBORN.—In six years, Ford 
Motor Co. has awarded employes 
$1,759,891 for ideas which have im- 
proved methods or operations, Mel 
B. Lindquist, general industrial re- 
lations manager, has announced. 


Awards presented since 1947, 
when the company’s employe sug- 
gestion plan was established, total 
35,443. Maximum awards of $1,500 
have been presented 144 times and 
four persons have received top 
awards twice. 


Individual records have been set 
by Joseph Snitgen, recently pro- 
moted to trainee foreman in the 
automatic transmission division, and 
Herbert Klaes, Rouge motor plant 
employe. Snitgen is top money win- 
ner with $6,891 for 19 of 150 sug- 
gestions while Klaes leads in ideas 
submitted with 690. Klaes’ awards 
total $1,113. 

Edward R. Johnson, latest maxi- 
mum award winner, is a millwright 
at the Rouge plant. He suggested 
a special cement coating inside in- 
cinerators to reduce corrosion and 
lengthen the life of the equipment. 

One woman employe has won the 
$1,500 top award. 


During the six years, cash awards 
to Ford employes have’ averaged 
$49.66, highest in the automobile in- 
dustry, Lindquist said. Ideas, ap- 
proved by committees, are tested 
and awards are based on opera- 
tional savings. 
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Sales Conditions in Various Areas... 





~ Auto Market Reports 


Manhattan, Kans. 


For the second consecutive month, 
new-car sales in Riley County (Man- 
hattan), Kans., have slumped since 
a peak was reached in July. There 
were 80 new-car registrations in 
September, compared with 97 in 
August, according to the County 
treasurer. 


Sales by make were: Chevrolet, 
17; Ford, 17; Plymouth, 11; Buick, 
9; Pontiac, 8; Studebaker, 6; Mer- 
cury, 3; Nash, 2; Oldsmobile, 2; 
Chrysler, 2; Cadillac, 1; DeSoto, 
1, and Dodge, 1. 

Used-car sales also have been on 
the downgrade. There were 253 
sales in September, 299 in August 
and 321 in July. 


New-truck sales took a slight up- 
turn in September over August— 
from 12 to 9. Sales by makes: 
Chevrolet, 5; Dodge, 2; Ford, 2; 
Diveco, 1; International, 1, and Stu- 
debaker, 1. 


Used-truck sales were steady, 
with 29 in September, August and 
July.—(George M. Hunholz.) 


* = x 


Birmingham, Ala. 

In spite of strenuous sales efforts 
and aggressive advertising, sales 
of new cars in Birmingham, Ala., 
showed a loss of 301 units in Sep- 
tember. 

Sales by makes: Buick, 120; 
Cadillac, 2; Chevrolet, 281; Chrys- 
ler, 20; DeSoto, 6; Dodge, 25; 
Ford, 420; Hudson, 2; Kaiser, 6; 
Lincoln, 3; Mercury, 75; Nash, 
13; Oldsmobile, 46; Packard, 12; 
Plymouth, 55; Studebaker, 36; 
Willys, 4, and miscellaneous, 1, 
The total was 1,218 units for Sep- 
tember, against 1,519 for August. 


Sales of used cars continued 
slow, with prices slipping a little 
from the previous month.—(Stuart 
Riddle.) 


a = * 


Columbus, O. 


New-car registrations for Frank- 
lin County (Columbus), O., were off 
sharply in September at 1,818 units. 
This compares with 1,905 cars for 
August. 

Sales were slow for the first 
15 days of the month, but the 
final half of September brought 
the area total up considerably. 


By makes, registrations were as 
follows: Buick, 125; Cadillac, 6; 
Chevrolet, 467; Chrysler, 41; De- 
Soto, 49; Dodge, 98; Ford, 398; Hen- 
ry J, 2; Hillman, 1; Hudson, 14; 
Kaiser, 3; Lincoln, 12; MG, 7; Mer- 
cury, 120; Nash, 27; Oldsmobile, 
64; Packard, 19; Plymouth, 200; 
Pontiac, 109; Studebaker, 46; Volks- 
wagen, 1, and Willys, 9.—(Bert 
Strang.) 


* * 


Rhode Island 


Figures compiled by the Rhode 
Island Automobile Dealers Assn. 
list a total of 20,052 new-car sales 
for the first eight months, compared 
with 13,813 for the same period in 
1952. 

A spot check of dealers indi- 
cated that the upward trend con- 
tinued through September, with 

indications that the monthly total 
would equal or possibly exceed 
the 2,519 figure for August. 
Chevrolet set the pace in August 
with a total of 489, while Ford was 
second with 443, The monthly totals 
for other makes were as follow: 
Plymouth, 231; Dodge, 197; Buick, 
171; Oldsmobile, 161; Pontiac, 161; 
Studebaker, 121; Mercury, 116; 
Chrysler, 83; Nash, 81; Cadillac, 50; 
Packard, 38; Hudson, 31; Lincoln, 
21; Willys, 17; Henry J, 12; Kaiser, 
9, and miscellaneous, 27. 

Truck sales likewise continued to 
run ahead of last year, with a total 
of 1,733 new registrations as of Aug. 
31. The total for the same period a 
year ago was 1,521.— (Thomas L. 


Forbes.) 
” * * 


Pittsburgh 


Despite the fact that new-car 
registrations were only moderately 
below their 1953 peak, all the rise 
in business in the Pittsburgh dis- 
trict reported in the two previous 
weeks was canceled in the week 
ended Oct. 3, according to the 


Bureau of Business Research of the 
University of Pittsburgh. 

Most of the drop was accounted 
for by a counter-seasonal de- 
crease in the volume of trade; in- 
dustrial production was down 
only a shade. 

The bureau’s seasonally adjusted 
index of business fell from 200.1 
percent of the 1935-39 average in 
the final week of September to 194 
in the week ended Oct. 3. It was 
beginning of August.—(L, M. Leff- 
ingwell.) 


* * * 


Tacoma, Wash. 


An attitude of “Let’s wait and 
see the new models,” hit Tacoma 
auto dealers for September and 15 
dealers registering sizable drops 
from August levels. Total sales of 
497 new cars and trucks was 100 
units less than August, making 
September the low month of the 
year. 

September increases were regis- 
tered by Ford cars and trucks, 
Packard and Buick. The lead for 
the month went to Ford, with 111 
units. Chevrolet was second with 75, 
lowest since July. 

Truck sales for September 
showed nearly a 25 percent in- 
crease over the previous month, 
with a total of 81 units being 
racked up in Pierce County. 

Ford took the lead in truck sales 
with 22 units, while Chevrolet 
registered 21 units for September. 

Breakdown of total sales: 

Buick, 31; Cadillac, 2; Chevrolet, 
75; Chevrolet truck, 21; Chrysler, 
7; DeSoto, 14; Dodge, 23; Dodge 
truck, 24; Ford, 111; Ford truck, 
24; GMC truck, 3; Hudson, 16; 
International, 5; Jaguar, 1; Kaiser, 
2; Kenworth truck, 1; Lincoln, 3; 
MG, 1; Mercury, 12; Nash, 12; 
Oldsmobile, 15; Packard, 14; Plym- 
outh, 44; Pontiac, 15; Studebaker, 
14; Studebaker truck, 1; White 
truck, 1, and Willys, 4—(R. E. 


Sconce.) 
* * + 


New Orleans 


September new-car sales in New 
Orleans continued at a brisk pace, 
with 1,583 units being titled through 
authorized dealers and 155 through 
unauthorized outlets—a total of 
1,738, 

September volume was the 
highest for any month since De- 
cember, 1952. Registrations in the 
like 1952 month amounted to 1,121. 

Truck sales for September totaled 
343, compared with 289 in August. 

Individual car makes sold through 
authorized dealers were: Ford, 485; 
Chevrolet, 467; Plymouth, 127; 
Buick, 88; Mercury, 83; Studebaker, 
66; Pontiac, 61; Oldsmobile, 51; 
Dodge, 36; DeSoto, 35; Chrysler, 26; 
Nash, 15; Packard, 11; Cadillac, 10; 
Hudson, 9; Kaiser, 5; Lincoln, 3; 
Renault, 2; Willys, 1; MG, 1, and 
English Ford, 1. 

Individual makes sold through 
unauthorized dealers were: Chev- 
rolet, 72; Ford, 20; Plymouth, 13; 
Pontiac, 11; Buick, 11; Oldsmobile, 
11; Dodge, 7; Cadillac, 3; Mer- 
cury, 2; Nash, 1; Chrysler, 1; and 
Studebaker, 1. 

Trucks by individual makes were: 
Chevrolet, 129; Ford, 120; Interna- 
tional, 44; Dodge, 18; GMC, 10; 
Studebaker, 8; White, 6; Mack, 4; 
Willys, 3, and Diamond T, 1.—(Gor- 
don Hebert.) 

e 


* * 


Buffalo 


New-car sales continue at a brisk 
pace in the Buffalo market, but 
competition for business is getting 
keener every day. 

New-car dealers are stepping 
up their promotional activity to 
the highest level since before 
World War II as the market re- 
turns to what oldtime dealers de- 
scribe as “normal” 

A wide variety of sales devices 
and gimmicks is being employed 
by Buffalo dealers in their news- 
paper and radio advertising on new 
cars, Several are offering $350 for 
“any old car’ when traded on a 
new model. Others are giving an 
outright discount of $150 to $350 on 
certain models, if no tradein is 
available. 

One dealer has been giving 100 
gallons of gasoline with the 
purchase of a used car. Another 


offers a radio, heater, whitewall 
tires, seat covers and undercoat- 
ing as a bonus on purchase of a 
new car. All-expense trips and 
appliances are other types of 
gifts being given with new-car 
pure 

Zone sales managers report that 
their volume of new-car business 
has been holding at high levels. 
One said the last 10 days of Sep- 


tember set a record for a 10-day | 


period. 

Used-car prices are _ reported 
holding fairly steady at the 
moment, but are considerably be- 
low the levels prevailing a year 


ago.—(George E. Toles.) 
* + * 


Louisville 


September sales of new cars in 
Louisville totaled 1,639, compared 
with 1,111 units the previous year, 
and 1,129 in 1951. 

The total for the first nine 
months was 13,639 cars, against 
8,782 in the nine months of 1952, 
and 12,916 in 1951. 

New-truck sales also were the 
largest over the three-year period. 
September sales totaled 190 units 
against 144 in 1952 and 147 in 1951. 
Sales for the nine months were 1,- 
941 units, compared with 1,349 in 
1952 and 1,814 in 1951. 

Used-car stocks have continued 
to pile up, and some prices have 
been reduced substantially in re- 
cent weeks.—(A. W. Williams.) 

x 


* * 


Houston 

Ford outsold Chevrolet, 1,079 to 
944 new cars, in Harris County 
(Houston) during September. 

Total new-vehicle sales during 
the month amounted to 4,347 units 
—3,643 cars and 704 commercials 
and trucks, 

Other car makes and their 
registrations follow: Buick, 253; 
Cadillac, 18; Chrysler, 53; DeSoto, 
48; Dodge, 211; Henry J, 26; Hud- 
son, 8; Kaiser, 54; Lincoln, 26; 
Mercury, 220; Nash, 23; Oldsmo- 
bile, 91; Packard, 23; Plymouth, 
307; Pontiac, 150; Studebaker, 74, 
and Willys, 25. 

Foreign-car sales totaled 10, in- 
cluding four MGs, four Jaguars, 
one Austin and one Hillman.— 
(Ruby Fenoglio.) 

x * 


Washington 


September sales of new cars in 
the District of Columbia totaled 
1,593, according to the Washington 
Automotive Trade Assn. This com- 
pares 1,765 for the same month last 
year. 

By makes, sales were recorded as 
follows: Buick, 118; Cadillac, 15; 
Chevrolet, 382; Chrysler, 71; De- 
Soto, 43; Dodge, 58; Ford, 318; 
Henry J, 1; Hudson, 6; Kaiser, 4; 
Lincoln, 8; Mercury, 85; Nash, 20; 
Oldsmobile, 83; Packard, 17; Plym- 
outh, 205; Pontiac, 108; Studebaker, 
38; Willys, 4; Austin, 1; British 
Ford, 1; Hillman, 2; Jaguar, 1; MG, 
1, and miscellaneous’ 3.—(William 


Ullman.) 
* * a 


Cleveland 


Spurred by fall closeout sales on 
1953 models, new-car registrations 
in Cleveland during the week 
ended Oct. 3 climbed 367 units to 
a level of 1,809. Used cars were 
about steady with the previous 
week at 1,569. 

New-truck registrations totaled 
159, up 28, and used commercial 
vehicles were off 11 units to 73.— 
(Al Rothenberg.) 

~ * * 


San Antonio 


September vehicle sales in San 
Antonio and Bexar County totaled 
54 more than in August, but new- 
car sales declined. 

A total of 992 new cars was sold, 
compared with 998 for August, but 
commercial vehicle sales jumped 
from 96 to 145 and truck sales from 
69 to 76 to break the summer-long 
down trend. 

Ford dealers led in new-car sales, 
with a total of 221, compared with 
197 for Chevrolet dealers. 

Turbiville Mqtors (Mercury) 
was San Antonio’s top dealership 
for the month, selling 106 cars, 

In the commercial-car field, Ford 

(Continued on Page 76, Col. 3) 
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ANNOUNCING TWO HIGHLY SPECIALIZED 


AUTOMOTIVE SALES 
TRAINING CLINICS 


TO BE CONDUCTED PERSONALLY 
By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
W. K. BRAASCH IN AN EXCLUSIVE NORTH SHORE HOTEL 


CLINIC No. 1— NOV. 9 THROUGH 12 (32 hrs.) FOR SALESMEN 


CLINIC No. 2—NOV. 16 THROUGH 19 (32 hrs.) FOR SALES MGRS. 


AN INTENSIVE PROGRAM BASED UPON THIRTY YEARS OF EXPERIENCE IN 
TRAINING OVER 50,000 AUTOMOBILE SALESMEN TO INCREASE THEIR SALES 
SUBSTANTIALLY IN A HIGHLY COMPETITIVE MARKET SUCH AS WE ARE NOW 
FACING. 


TO INSURE PERSONAL ATTENTION EACH CLINIC 
WILL BE LIMITED TO 30 MEN. 
TUITION FEE $75.00 INCLUDING BOOKS AND CONSULTATION. 
FOR FULL DETAILS WRITE OR WIRE - - - 
NATIONAL SALES TRAINERS, 549 Washington Bivd., Chicago 6, Ill. 





There are various 
grades of burlap and, 
of course, variations 
within those grades. 


But there’s one sure 
way to get the quality 
; ‘ of burlap you want for 
_ Rete a your automobile cush- 
2 4 ions——and the quality 
you pay for: Rely on 

All burlap alike? you pa 
Not by a 


jugful! 


You can always look 
to Bemis for the best 
in burlap! 


*Producers and users 
alike accept Bemis’ 
grading of Indian bur- 
lap as the standard for 
the industry. 








Bemis 


General Offices—St. Louis 2, Mo. + Sales Offices in Principal Cities 
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doxiiciins 


7 


Fame 
SENET aenis 








76 





States Push Surveys... 
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To Attract More Industry 


(Continued from Page 12) 


modeling be included in a proposal 
by federal authorities to give new 
construction accelerated amorti- 


zation in industrially ‘critical’ 
areas. 
The Massachusetts governor 


made the suggestion to President 
Eisenhower in a letter and 
memorandum noting that small 
diversified industries might be at- 
tracted to locate in remodeled 
buildings, where they could not 
afford the rents in new con- 
struction, 

Gov. Herter said it was his under- 
standing that federal authorities 
had proposed that new industrial 
construction be encouraged by 
permitting amortization or the 
writing off of costs in five instead 
of the customary 20 years. 

Pointing out that there were 


Packard Electric 
To Expand Plant 


WARREN, O.—Major expansion 
of Packard Electric division of 
General Motors with a large new 
plant here will begin soon, B, N. 
MacGregor, general manager, has 
announced. 

The plant will add_ several 
hundred employes, according to 
MacGregor. It now employs 6,200. 

The project involves building a 
plant of 200,000 square feet and 
rearranging existing facilities. The 
new plant will produce copper and 
magnet wire. 

It will house a copper rod mill 
to convert wire bar to rod, and to 
expand wire drawing and magnet 
wire facilities, 





many older type factories now 
vacant in Massachusetts, the gover- 
nor said there was no incentive at 
present for private capital to ac- 
quire and remodel them, Saying it 
seemed reasonable to assume that 
these buildings could be modern- 
ized and filled with industrial 
tenants under easier amortization, 
he suggested that rapid amorti- 
zation apply to existing factory 
buildings that had been vacant six 
months. 

Since more industries would mean 
more and bigger payrolls, Herter 
said, “any theoretical loss to the 
federal government in taxes as a 
result of permitting such acceler- 
ated amortization would be more 
than offset by payroll, personal in- 
come and other taxes.” He also 
pointed out that the entire 
economic structure would be bene- 
fitted by such strengthening of 
small industry. 


Massachusetts’ commerce com- 
missioner, Richard Preston, said he 
was canvassing all mayors and 
other local officials for a round-up 
of the situation in their communi- 
ties to provide definite data on the 
number of vacant factories in the 
state. He said forms mailed to local 
officials asked for the number of 
vacant buildings, the length of 
time they have been vacant and 
the number of square feet of floor 
space in each building. 


The Rhode Island Development 
Co., new privately-financed and 
operated state credit development 
corporation formed under terms 
of an enabling law enacted by the 
1953 state legislature, made its 
first move by voting to purchase 








PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR COVERS 


© Quick, Easy 
Installation 

© Cannot Be Seen 

© Treated Material Resists 
Oil, Grease, Water and Fuel 

© Eliminates Unsightly Drip Pans 


large Buick and Cadiliac 
Slightly Extra 


$13.50 








D & M TRUCK TOP CO. 


12186 Petoskey, Detroit 4, 


Michigan 
Manufacturers of Stake and Pick-Up Tops 


SAL 


ES TRAINING 


Your salesmen can learn to QUALIFY PROSPECTS 


more quickly, make better and more ENTHUSIASTIC 


PRESENTATIONS 


and DEMONSTRATIONS, handle 


OBJECTIONS skillfully, handle COMPETITION con- 
structively, handle the SHOPPER, handle the 
APPRAISAL, CLOSE more SALES more PROFITABLY 
thru being enrolled in our 5 day Sales Training 
Course designed especially for Automobile and 


Daniel L. Beck Truck salesmen. 


Director 


RESULTS are IMMEDIATE. Two 


classes now forming. 


Nov. 9th thru 13th and Nov. 16th thru 20th 
Write, wire or phone for further information and enrollment blanks. 


Executives Selection & Training Institute 


958 Maccabees Bidg. Detroit 2 





TEmple 11-55-1 


YMFORT SEAT CUSHIONING 





LEADING CARS 


the Warwick Mills, West War- 
wick, for $225,000. 

Lawrence C, Plowman, executive 
vice-president of the Rhode Island 
development corporation, said the 
deed would be passed Nov. 2, after 
which the credit group will under- 
take a $25,000 renovation program 
in a bid for new and diversified 
industry in the town. 


Present owners of the plant are 
Warwick Mills, Inc., and the West 
Warwick Realty Co. Warwick Mills 
will lease back about 220,000 square 
feet, the part of the mill it now 
occupies, from the new owners. The 
development group will rehabilitate 
an additional 220,000 square feet for 
lease to new industries. 


Similar development corporations, 
authorized by new enabling laws, 
are preparing to launch their 
programs in Connecticut, Mass- 
achusetts and Vermont. Patterned 
after such corporations previously 
set up in Maine and New Hamp- 
shire, they are designed to provide 
industrial expansion credit unavail- 
able through normal banking 
channels. 


The Maine Development Credit 
Corp., which pioneered this new 
approach to raising long-term 
venture capital for small business 
in New England, now has $563,850 
in loans outstanding, according to 
figures made public by its president, 
Arthur F. Maxwell. Since it was 
started three years ago the Maine 
corporation has loaned a total of 
$770,000 to 28 companies, received 
between 300 and 350 applications 
for loans and incurred losses total- 
ing $8,345.81. 


The New Hampshire Business 
Development Corp., the second such 
organization formed in New Eng- 
land, has granted 11 loans since 
July 2, 1952, totaling $256,000, ac- 
cording to its president, Eugene B. 
Whittemore. Seven of these loans 
were granted to firms already lo- 
cated in the state, while four as- 
sisted firms outside the state in 
locating in New Hampshire, These 
loans are expected to help eventu- 
ally provide 675 new jobs in the 
state. 

Other current developments in 
the intensifying competition be- 
tween states for new industries 
include recent disclosure that the 
New England Steel Development 





Corp. has been acquired on behalf 
of two “nationally known” com- 
panies which plan to erect a 
modern electric-furnace steel 

plant somewhere in New Eng- 
land. 

C. A. Eastman, New York repre- 
sentative of Ebasco Services, Inc., 
consulting engineers, said all stock 
‘of the corporation, formerly owned 
by the New England Council, had 
been acquired by the New York 
| law firm of Reid & Priest on behalf 
|of two un-named clients. 

Explaining that his tirm had been 
|retained to complete economic 
studies on the project, Eastman 
said a site survey was under way 
and that good sites already had 











clined to name the states and sa d 
the plant might be erected in ary 
one of the New England states. 

New England Steel Development 
Corp. was formed two years ago 
by businessmen to promote the 
mill, originally planned for Water- 
ford, Conn. 

Eastman said application already 
had been made to the National 
Production Authority for a certifi- 
cate of necessity to allow a quick 
write-off of taxes for the projected 
steel mill, expected to cost about 
$26,000,000. He said the two un- 
named concerns were “substantial 
well-established companies with 
thorough experience in the steel 
business, both in production and | 


| been found in three states. He de-| marketing.” 





Art Hall (center), who retired as a Lincoln-Mercury dealer in 1950, has acquired a | 
Packard dealership in Long Beach, Calif. He is shown with George A. Wagner (left), © 
general sales manager of Earle C. Anthony, Inc., California distributor, and A. William — 
Oster, Anthony zone manager for southern California. 






NEW YORK.— Although some 
slackening in production of hard 
goods has appeared, business ac- 
tivity is being well sustained by 
high levels of employment, income, 
retail trade and construction, which 
in turn lend strength to the non- 
durable goods manufacturing in- 
dustries, the National City Bank of 
New York said in its monthly 
letter. 

“Government expenditures and 
business outlays for plant and 
equipment also continue at high 
levels,” the bank declared. 

“Against the _ sustaining in- 
fluences may be set the more con- 
servative buying sentiment of 


Auto Markets 


(Continued from Page 75) 


dealers again led, selling 66, com- 
pared with 52 for Chevrolet, and 17 

for International Harvester Co. 
Smith Motor Sales (Chevrolet), 
was in first place with 29 com- 
mercial vehicle sales, with Gillespie 
Motor Co. second with 28 and 

Jordon Motor Co. third with 24, 
IH led truck sales with a total of 
29, followed by Ford with 16 and 
Motor Truck Sales (GMC) with 15. 
—(J. H. Reed.) 
* 


* * 


Ottawa 

Despite anxiety of dealers to dis- 
pose of certain used cars, prices 
this month appear to be holding 
much better than had been ex- 
pected earlier. Some dealers are 
even soliciting deals with tradeins, 
in sharp contrast to a month or 
two ago. 

“There'll be more winter driving 
this year,” opined a large dealer, 
“and our stocks are now thinned 
out.” 

Large ads are calling for deals 
in which tradeins are involved. 
Prospective new or used-car buy- 
ers are advised that a “good 
offer” will be made for the cus- 
tomer’s old car. Some dealers re- 
port that these efforts are suc- 
ceeding since there is more action 
this October than is usual at 
this time of the year. 

Another important development 
is that many new-car dealers are 


Massachusetts Puts Atamian 


On NADA Nash Committee 


Nishan Atamian, president of 
Boston Nash Co., has been elected 
Massachusetts representative on 
NADA’s national Nash advisory 
committee, 


planning more action in the used- 
car business. One new-car dealer, 
operating a modest used-car de- 
partment, is negotiating to open a 
huge outdoor used-car department. 

Another new-car dealer has or- 
ganized another company which 
will handle used cars only. Still 
another dealer has arranged to 
leave his present premises by May 
in order to have-a larger place to 
expand his used-car operation. 

These renewed activities in the 
used-car business may keep prices 
up, particularly since additional 
used-car firms are expected by 
spring and because some dealers 
are seeking to obtain more cars 
to replenish thinning stocks.— 
(M. L. Schwartz.) 


3 Painting Schools 
Planned by Binks 


CHICAGO.—Binks Mfg. Co. will 
begin a new series of spray paint- 
ing schools here early next year. 

Three one-week sessions are 
scheduled to start Jan. 4, Feb. 1 
and March 1. Classes will be held 


in special quarters completely 
equipped for painting instruction 
purposes. 

The Binks school is set up 


particularly for painting school of- 
ficials, foremen, distributors, jobber 
representatives and men who 
service spray painting equipment. 

William Beacham, director of 
Binks’ customer research labora- 
tory, will conduct the classes. 

Classes are limited to 40. Further 
information may be had by writing 
E. F. Watts, Binks Mfg. Co., 3114-44 
W. Carrol Ave., Chicago, Ill. 


‘Business Activity Stable 


Employment, Income, Trade Remain in High, 
Despite Lower Hard-Goods Output 





businesses induced by the more 
plentiful supply of goods and by 
symptoms that some of the factors 
which have kept business oper- 
ating under full steam may be los- 
ing their urgency. A good many 
people have felt for some time that 
the extreme high rates of activity 
might be subtracting something 
from the future.” 

The bank said revised budget 
estimates, published last month, 
will need to be taken into account 
in business calculations. 

The projected cutback of $2.5 

billion in Federal expenditures 
during the current fiscal year. 
with reduction of the deficit from 
$9.4 billion last year to $3.8 billion 
means a lessening of inflationary 
pressures on the economy, it said. 

“On the other hand,” the bank 
added, “business will be aided by 
expiration of the excess profits tax 
on Dec. 31, and individuals will 
have a reduction in personal in- 
come taxes at the same time. This 
still does not take account of 
further reduction in corporate 
taxes and reduction in excise taxes 
next year if the cuts scheduled for 
April under present law are per- 
mitted to go into effect.” 


Car Buyers F ight 


Illinois Use Tax 


SPRINGFIELD, Ill. — Attorneys 
for two Illinois citizens who bought 
new cars out of state have asked 
the State Supreme Court to declare 
the Illinois motor vehicle use tax 
unconstitutional. 

The tax, which became effective 
Aug. 1, requires Illinois motorists 
who buy cars out of state to pay a 
2 percent tax on the full purchase 
price of the vehicles. 

Cornelius P. Schoon, Lansing, 
and Roy C. Keese, Calumet city, 
asked permission to file for a writ 
ordering Charles F. Carpentier, 
secretary of state, to issue them 
titles and Illinois licenses without 
making them pay the use tax. 

Both said they bought new cars 
from Hammond (Ind.) dealers in 
September. They charged that the 
tax caused unconstitutional re- 
strictions on interstate trade, as 
well as discrimination against a 
certain class of buyer and against 
a single product. 


Lester on PR Committee 
Joseph E. Lester, owner of Lester 
Pontiac, Wilkes-Barre, Pa., has 
been appointed to a newly formed 
public relations committee of the 
Wilkes - Barre Chamber of Com- 
merce, 
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Ke Urges Check on Output... 


Wild Tactics Threaten 
Ruin, Hoffman Says 


(Continued from Page 1) 


intelligent selling, could be sold at 
a profit by retail dealers. 


* *” * 


i‘. one important goal of 
every factory should be that 
of building merchandise and de- 
veloping a merchandising program 
that will give its dealers an oppor- 
tunity to make money,” he said. 
“Profitless prosperity on the part 
of dealers will, over the long pull, 
result in profitless prosperity for 
the manufacturers, and an anemic 
industry.” 

Hoffman said that merchandis- 
ing practices such as he con- 
demned were common through- 
out the U. S., and only served to 
revive the perennial talk about 
“the saturation point.” 

“Many times since 1909 I have 
heard variations of this tune about 
the saturation point,” he said. “In 
recent years, some have been sung 
by bright young men with slide- 


rules, market-penetration | analysts, | 


Road Behavior 
Of Male Hit in 


Women’s Survey 


NEW YORK.—Two women ar- 
rived in Manhattan last week after 
a cross-country safe driving survey 
which showed that, of the 2,061 vio- 
lations observed, 1,821 were by men 
drivers and only 240 by women, 

The women, Dorothy Mignault, 
attorney and management consult- 
ant from Kennebunkport, Me., and 
Claire Emory, Westport (Conn.) 
radio broadcaster, said the viola- 
tions were far out of proportion to 
the national ratio of seven men 
drivers for every woman behind the 
wheel. 

They drove a Hudson Jet nonstop 
from New York to San Francisco. 
On their return trip they checked 
off traffic violations on a “safe 
driving check list,” prepared by 
outstanding traffic experts, which 
listed 20 common safety offenses. 

The survey proves, the women 
claim, that America’s No. 1 road 
hazard is MEN and that the aver- 
age women driver is much ma- 
ligned. 

Check list figures showed the fol- 
lowing most common violations: 
Speeding, 865 men, 84 women; pass- 
ing on hills or curves, 26 men, one 
woman; following too closely, 30 
men, one woman; and not signaling 
properly, 404 men, 105 women. 


The women are convinced they | 
are also the first motorists to drive | 


across the country exactly at posted 
speeds. They drove no more, no less 
than posted regulations. 

“Obeying the speed laws to the 
letter is so unusual that we passed 
only 320 cars on our whole east- 
ward trip,” 
“Everything else passed us.” 

Starting July 27, they drove 
around the clock, stopping only for 
gasoline. They took turns at the 
wheel every two hours, one driving 
while the other slept in the back 
seat. Their time—3 days and 8 
hours— pared approximately two 
days off the record of a Hudson 
Super-Six on a cross-country en- 
durance run in 1916. 

Heading back, the women stopped 
in 61 cities to talk in behaif of 
safe driving before civic groups. 
They have appeared on more than 
100 radio and television shows. 


Obituaries 





J. L. Palmer 
WATERBURY, Conn. — J. L. Palmer, 
former treasurer of The Automotive Service 
Assn. of Philadelphia, died here recently. 
He was vice-president of Auto Equipment 
& Service Co., Inc., for 35 years. 
* * * 


William E. Dexter 
ST. LOUIS. — William E. Dexter, vice- 
president of Dexter Parkside Motor Co., 
died at his home Sept. 19. 
* * * 


John Osborne, Sr. 

DALLAS.—Funeral services for John Os- 
borne sr., 57, retired auto dealer, were held 
here Oct. 5. Mr. Osborne was a dealer in 
Mabank before moving to Dallas in 1931, 
continuing in the business here until 1948, 
when he became the Oldsmobile-Cadillac 
Gealer in Eastland. 


Miss Emory says. | 


and by experienced citizens of our 
own industry who should know 


better. 

‘Tl KNOW nothing more certain in 
this uncertain world than that 

the automobile industry, with its 

great past, has a still greater 

future.” 

“Granted that the situation at 
the moment is an unhealthy one, 
there is nothing about it that 
cannot be quickly cured by intel- 
ligent action on the part of 
dealers and manufacturers. 

“Our troubles are not of Divine 
origin —they are the result of 
things men do and things men do 
not do. All that is necessary is 
that we start doing the right 
things, and we will get ourselves 
out of trouble in a hurry.” 

* * * 


| pene dealers in particular, Hoff- 
man had these added remarks: 

“Dealers have the responsibility 
|for hard, intelligent selling. They 
|also have the responsibility for de- 
livering efficient service to owners. 

“Too many dealers have gone 
|soft during the last decade and 
|have forgotten how to sell. They 
have temporarily overlooked the 
fact that while the customer may 


* * * 


king.” 


1953 Chevrolet 
Tops U. C. Sales 
In Houston Area 


HOUSTON. — The 1953 Chevrolet 
was the best-selling used vehicle 
during September in Harris County, 
Tex., where a total of 3,696 used 
cars and trucks were sold by deal- 
ers. Harris County includes Hous- 
ton, 

The survey, which listed 1948 
through 1953 models only, showed 
that 249 current-model Chevrolets 
were sold last month. A total of 
3,267 used-car sales and 429 used- 
truck sales are listed. 


in Harris County was the 1950 Ford, 
with 219 units being sold. And 171 
units of the ’49 Ford changed hands. 


Ford, 114 units; Pontiac, 29; Olds- 
mobile, 23; Mercury, 21; Plymouth, 
14; Buick, 14; Dodge, 8; Cadillac, 7; 
Lincoln, 6, and Studebaker, 4. 

The statistics also revealed the 
following sales: 51 Fords, 147 units; 
’49 Chevrolets, 142 units; ’50 Chev- 
rolets, 141 units; ’51 Chevrolets, 132 
units, and ’52 Chevrolets, 95 units. 

Top seller among used trucks in 
September in Harris County was 
the 1950 Ford, with 47 sales. Other 
truck leaders were ’51 Chevrolet, 45 
junits sold; ’51 Ford, 38 units, and 
’50 Chevrolet, 34 units. 

Twelve 1953 Chevrolet trucks were 
turned over, as compared to five 
1953 Ford trucks sold. 

There was a total of 1,129 casual 
sales by individuals of used cars 
and used trucks in Harris County. 
Individuals sold 943 used cars. 


One-Way Loans 


‘Forgetful’ Car Borrower 


Irks N. Y. Dealers 


ROCHESTER. — Auto dealers in 
| Wayne and Ontario Counties were 
on the alert for a “buyer” who 
“borrows” cars to show them to his 
“fiancee,” goes joyriding and then 
abandons the vehicles. 

In the second such case in two 
weeks, a Wayne County dealer was 
victimized. A man who said he was 
|“Al Rosotorfer” inspected a new 
lear in Clyde, took it to show his 
|“friend” and failed to return. The 
car was found abandoned the next 
day. 

A week ago, a man answering a 
similar description and giving the 
name “Al Linstrom” took a car 
from a Newark, (N. Y.) dealer. 








This car also was recovered. 

Several other auto thefts and 
abandonments have been reported 
jin recent weeks, 


not always be right, he is always) 


Other 1953 used cars sold were} 
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Clayton Mfg. Promotes Executives— 
William Clayton, president of Clayton Mfg. Co., El Monte, Calif., announces pro- 


Chapman (right), former general manager, 


WASHINGTON.—Is the business 
|boom heading for rough seas? 
Some economic weathermen say 
|so. Their barometers are the stock 
market decline, the decrease in sales 
lof scrap steel, shrinkage of the 
|money supply, the absence of a 
backlog of consumer demand, and a 
number of other factors which seem 
to indicate the boom is aging. 

But most people are affected by 
another kind of barometer which 
is a bit harder to describe. It 
might be called a state of mind 
which causes people to say: “Don’t 
buy now” or “Don’t invest now, 
wait till things get better.” 

If this psychological barometer 
| becomes too depressed, those af- 
fected may become “prophets of 

| pessimism,” as Benjamin F. Fair- 
less, chairman of U. S. Steel Corp., 
said recently in Detroit. He warned 
against “predicting ourselves into a 
depression.” 

Actually, says the economic re- 
|search department of the U. S. 
|Chamber of Commerce, there are a 
| lot of favorable factors in our econ- 
omy. The national income, too, is 
| rising. During the last year national 
|income increased 21.5 billion, of 
|which employes got 18.5 billion. 





| ward,” says the Chamber. 


Federal tax reductions, including 
a 10 percent cut in personal in- 
come taxes beginning Jan. 1. Peo- 
ple are already planning how they 
are going to spend that extra 10 
percent. 

Meanwhile, new products are be- 
ing developed very rapidly (color 
television and room air-conditioners 
are examples), and population is 
growing at a phenomenal rate. If 
the same rate continues, 28 million 
people will be added to the U. S. 
population during the current dec- 
ade, as against nine million in the 
’°30s and 19 million in the ’40s. This 





Wreckers Warned 
On Conn. Law 


HARTFORD, Conn.—Connecticut 
Motor Vehicles Commissioner 
Charles F. Kelley says that only 
about 5 percent of the state’s 500 
motor vehicle wreckers meet the 
| requirements established by a new 
wrecker law which went into effect 
| Oct. 1. 
| The new act provides that if a 
company desires to have its wreck- 
er properly registered next March, 
the unit must be inspected and ap- 
proved by the State Motor Vehicles 
Department. 

Under the new law the repairers 
can no longer use “repairer’s” or 
“used” and “new” dealer’s regis- 
tration plates on wreckers. The 
state will issue special plates 
marked “wrecker” which will have 
to be displayed after March 1. Un- 
approved wreckers will not be is- 
sued plates. 

Under the act, each vehicle must 
be equipped as follows: Flashing 
red lights, spot light, suitable hoist, 
fire extinguisher, flares, crow bar, 
wrecking bar, shovel and broom. 
Signal lights and first aid kits are 
recommended. 


U.S. Chamber Contends — 
Optimism Is Justified 


That is a marvelous “trickle down- 


Second highest - selling used car| Next year, there will be several 


motions in top management. Perry Arent (left) becomes engineering vice-president; 
J. A. Cortright, former general sales manager, now is sales vice-president, and E. S. 


is now executive vice-president. 


new population, of course, means 
new markets. 

“So despite pessimism, there is 
much justification for optimism,” 
the Chamber stated. “A soundly 
built ship may be rocked by rough 
seas, but it doesn’t sink.” 
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U. S. Arguments 
In duPont Suit 
Fill 700 Pages 


CHICAGO.—The Government 
last week filed a 700-page brief 
with Federal Judge Walter J. 
LaBuy, summing up its case in the 
duPont antitrust suit. 

It was announced that defend- 
ants would have until Nov. 25 to 
file an answer. Judge LaBuy will 
start hearing arguments Dec. 7. 

The Government, according to 
the brief, seeks to restrain the 
defendants and to force the divest- 
ing of stock of E. I. duPont de 
Nemours & Co. and five other firms 
allegedly controlled by the duPont 
family. 

In addition to duPont, defend- 
ants are: General Motors; U. S. 
Rubber Co.; Christiana Securities 
Co., comprising two holding firms; 
Delaware Realty & Investment 
Corp.; Wilmington Trust Co., and 
several members of the duPont 
family. 

According to the Government’s 
contention, duPont sought to create 
a monopoly and a protected market 
for its products through control of 
GM and U. S. Rubber. 


LET YOUR NAME SPARKLE! 


Sparkie years longer! . . 
by 
years longer! Now .. . 


Bush. Exclusive Ultra-Krome finish 
newest, colorful ‘‘Scotchlite’’ name panels flash 


- in a ‘Travel-Ad’ License Frame mastercrafted 


defies weather, keeps brilliant 


your name on highway 24 hours a day! Also baked Dura-Namel-&-chrome 
letters, emblems. Here’s maximum prestige, lowest cost advertising! 
Write for details TODAY! (Salesmen: A few choice areas still open!) 


BUSH DIE CAST PRODUCTS 


6 Dravus St., Seattle 9, Wash. 
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So Can You! 


| Only a new and powerful 

approach . . . could have 
reduced our high percentage 
of owner loss. 


And when it was done 
automatically, the results 
convinced us, we had 
made a mistake all these 
years, trying to handle 
the follow-up ourselves. 


Even our overhead was reduced 
over 50% and our competitors 


were unable to duplicate 
our efforts. 


Yes, it is worth looking into! 


CUSTOMER 





Write today for details. 


We Solved Our 
Owner 


Follow-Up 


Problem... 













CONTROL Inc. 


LONG ISLAND CITY 1, N. Y. 





a aaannE 


78 


AUTOMOTIVE NEWS, OCTOBER 19, 1953 


But Frowns on ‘No-Profit’? Ads .. . 





Bayne Favors Blitz Car Sales 


(Continued from Page 1) 


associations who would like to see 
things ‘normal’.” 
* * + 
- is particularly optimistic 
about 1954, both Zor the indus- 
try and Lincoln-Mercury. His mar- 
ket analysts believe there is a mar- 
ket for about 5,623,000 cars in 1954, 
or 10 percent below 1953. He feels 
that Mercury sales should equal 
about six percent of that total, 
pointing that in 460 of the. nation’s 
counties Mercury sales have com- 
fortably topped that percentage in 
1953. 

(In the first eight months of 
1953, acording to official new-car 
registrations, Mercury sales com- 
prise 4.29 percent of the national 
total, but the percentage was 5.27 
in August alone.) 

Speaking for General Manager 
Benson Ford, who is on a European 
tour, Richard E. Krafve, assistant 
general manager, told newsmen that 
L-M now has capacity for 43,000 


Boston Gets Peek 


At New Chrysler 
= 
Sports Special 

BOSTON. — The Chrysler Special 
sports-type coupe has had its first 
public showing as a feature of 
Chrysler Corp.’s “New Worlds in 
Motion” show here. 

The Special was designed by 
Chrysler engineers in Detroit and 
handcrafted by Ghia, of Turin, 
Italy. It foreshadows many styling 
and engineering innovations which 
will be reflected in Plymouth, 
Dodge, DeSoto and Chrysler cars, 
according to A. vanderZee, Chrys- 
ler Corp. sales vice-president. 

VanderZee said that creation of 
experimental cars of this type en- 
ables Chrysler to “keep out in 
front” in automotive research be- 
cause engineers and stylists thus 
can test their theories on the road. 

The Special has the characteris- 
tically low lines of European sports 
cars, but with full head room. A 
long, flat hood permits easy visi- 
bility. It has 17-inch wire wheels 
and disc brakes. 

Only 55 inches high, it is built on 
a modified 125%-inch Chrysler 
chassis and is 214 inches in overall 
length, 

The overall width of the Special 
has been kept down in relation to 
wheel tread, a design which em- 
phasizes the wheels as is done in 
sports cars. This technique makes 
the car look narrow and trim. 

The car has a new type of two- 
toning with a light color along the 
lower 10 inches of the body, ac- 
centuating its lowness. 

Among unusual features are 
louvers on both sides of the hood 
near the windshield which provide 
fresh air for air conditioning and 
heater units in the most favorable 
high-pressure area; an integral 
grille and bumper unit, with verti- 
cal bumpers set into both front and 
rear fenders, and a spare tire ac- 
cess door in the lower deck which 
is controlled hydraulically from the 
interior, allowing the spare wheel 
to roll out on a track for easy 
handling. 





| South Dakota. 


cars per month, or over 500,000 
annually. He pointed to the growth 
of the L-M division since its birth 
in 1938, wnen there were 48 workers 
on the payroll. Today the division 
employs 16,500. 
oa * * 

AYNE said that his dealers real- 
ized a 32 percent return on their 
investment on the sale of 34,768 
Mercury cars in September, which 
set a new high. His dealers also 
disposed of 51,400 used cars in the 
month to bring used-car stocks 
down to an average 18-day supply. 
Over-30-day stocks of used cars 





Ford Carries Message 
Of Safety to Motorists 


DEARBORN.—“You have more 
than a wheel in your hands” is 
the theme of a public service 
message of Ford Motor Co., 
which will appear in 170 news- 
papers. 

The advertisement features a 
picture of two youngsters on their 
way to school, “Only a motorist 
with his mind on the job can save 
them,” the message warns, 
“When a schoolboy in white har- 
ness holds up his hand, he is as 
big as the law.” 

Discussing the ad, C. F. Moore 
jr., Ford’s director of public re- 
lations, said: 

“Each year automotive engi- 
neers attempt to build more and 
more safety into automobiles, but 
they cannot build an attitude into 
the mind of the driver. Ford 
wants to make every driver 
realize he is holding human lives 
in his hands, as well as a steer- 
ing wheel.” 





averaged 5,304 at the end of Sep- 
tember, Bayne revealed, compared 
with 5,708 at the end of August. 


Stocks of new Mercurys in the 
field now average a 20-day supply, 
Bayne said, compared with 22.8 a 
month ago, while Lincoln stocks 
average 18 days contrasted with 28 
at the end of August. 


Domestic production of Mer- 
curys totaled 227,176 up to the end 
of September, Bayne revealed to 
this writer, while retail deliver- 
ies added up to 205,547 in the 
same period. Lincoln output in 
the first nine months was 33,750, 
while retail deliveries were 33,823. 


Bayne said his division’s analysts 
foresee a scrappage of a round 4,- 
000,000 cars in 1954, which coupled 
with a population increase of 1,300,- 
000 in the U. S., provides an im- 
mediate potential for at least 5,300,- 
000 cars, These same analysts ex- 
pect at least 51 million cars to be 
on the nation’s highways by 1960. 


Details of the 1954 Lincolns and 
Mercurys were given off-the-record 
by N. L. Blume, chief car engineer; 
V. G. Raviolo, executive engineer on 
engines, and Eugene Bordinat, as- 
sistant manager of styling. 

Both lines of cars are due for 
public introduction the early part 
of December. 

Bayne pointed out that Mercury 
sales records were established dur- 
ing September in Atlanta, where 
they exceeded previous highs by 14 
percent; in Jacksonville where they 
were 11 percent higher; in Memphis 
by 7 percent; in Buffalo, 4 percent; 
in Cincinnati, 13 percent; in Chica- 
go, 23 percent; in Des Moines, 12 
percent; in Minneapolis-St. Paul, 27 
percent, and in Los Angeles, 28 
percent. 





Southwestern Auto Show 
Drawing Large Crowds 


DALLAS.—Attendance at the 37th|of Dallas, Inc., and director of the 


Southwestern Automobile Show at 


the Texas State Fair here is run-! 


ning about on a par with last year, 
and still may break last year’s 


record turnout of 237150 before it | 
closes Sunday (Oct. 25), according | 
to James N. Whitehurst, manager | 


of the Authorized New Car Dealers 


Diteherd to Erect 
New Headquarters 


MINNEAPOLIS. — Reinhard 
Brothers Co., wholesaler of automo- 
tive products and household spe- 
cialties, has announced the con- 
struction of a new building to house 
its Minneapolis headquarters. 

A. C. Reinhard jr., president, said 
the cost will exceed $700,000. The 
new structure, he said, will have 
110,000 square feet of floor space 
and will include warehouse space, 
display rooms, offices, an employe 
cafeteria and parking facilities. 

The firm’s present downtown of- 
fice building and warehouse will be 
sold. Reinhard has seven branches 
in Minnesota, North Dakota and 


poems ar cept ee 





Business Conference of Chrysler Corp. Dealers— 


- i aon ba iA 
2 i mov as én 


Attending the 39th dealer personnel conference at the Chrysler Conference of Busi- 
ness Management in Detroit were six members of Dodge-Plymouth dealerships. They 
are (from left), J. L. Vetter, Portsmouth, O.; H. A. Miller, Binghampton, N. Y.; O. V. 
Callihan, Ashland, Ky.; H. J. Stevens, Port Huron, Mich.; W. R. Sutton, Sacramento, 


Calif., and F. E. Ripley, Springfield, O. 





show. 

Highspot of interest, according 
to Whitehurst, is the display of 
special models and experimental 
cars. Among them are Packard’s 
Balboa, Ford’s X1-500, Hudson’s 
Italia, Buick’s Wildcat and Sky- 
lark, Chrysler’s Special, Oldsmo- 
bile’s Starfire, Kaiser’s Darrin, 
Cadillac’s LeMans, Chevrolet’s 
Corvette, and the Nash-Healy 
and Austin-Healy. 

Other exhibitions include Nash’s 
ice show, Chevrolet’s historic skit 
of motoring over the past 50 years, 
and a sportswear style show by 

Packard. 

ost extensive exhibit is a Texas 

garden setting dominated by Chrys- 
ler Imperial roses. In addition to 
the display of Chrysler-made cars 
in the garden, the Chrysler Medal- 
lion Theatre runs continuous edu- 
cational films for the public. 

Also drawing attention accord- 
ing to Whitehurst, is an exhibit 
sponsored by the Horseless 
Carriage Club. The cars on dis- 
play participated in a contest on 
opening day and also took part 
in the parade through downtown 
Dallas. Other features of the 
show include a display of foreign 
cars and trucks by both GMC 
and passenger car builders. 

New lines on display include 


* | Hudson, Dodge and Plymouth. The 


latter was unveiled at the auto 
show last week by L. L. (Tex) 
Colbert, president of Chrysler Corp. 
Colbert was awarded the fair’s 
“Texan of Distinction” title during 
the annual fair banquet. He was 
the principal speaker at the 
banquet, attended by 800 persons. 

Details of the show are in charge 
of Whitehurst and the Authorized 
New Car Dealers of Dallas. Others 
active in the direction of the show 
are Carl Sewell, association presi- 
dent; D. L. Johnson, vice-president, 
and John A. Hine, chairman of the 
show committee. 


Bryan Unit Sold 
PERU, Ind.—Bryan Mfg. Co. has 
sold its plastics department to As- 
sociated Machines, Inc., 


building is planned. Jack Crain 
will be plant manager, and John 
Remley, plant superintendent. 


of Lan-!| 
caster, O. A $70,000 addition to the | 





San Francisco Dealers Pick Daniels— 


New president of the Motor Car Dealers Assn. of San Francisco, George Daniels 
(center), head of George Daniels Pontiac, is being congratulated upon his election by 
his predecessor, W. B. James, of James Motors, Inc. (Nash). Other officers are (from 
left) William U. Remensperger, vice-president; John W. Allen, treasurer, and Albert 


Schlesinger, secretary. 


Annual W 





age Assailed 


National C of C Warns CIO's Proposal 
‘Won’t Assure Security’ 


(Continued from Page 6) 


pressed in the Chamber of Com- 
merce report, Lesser said that labor 
was not impressed with the argu- | 
ment that to make benefits more 
nearly adequate will destroy the 
incentive to work. | 
* * * 
. appointment of James P. 

Mitchell as secretary of labor 
has caused hardly a ripple in labor 
ranks. 

Al Hayes, president of the AFL- 
International Assn. of Machinists, 
called the appointment “incredible” 
and added: “Now even the De- 
partment of Labor has been turned 
over to business.” 

However, Walter P, Reuther, 
CIO president, said that Mitchell 
enjoys “a good reputation among 
the labor people who have dealt 
with him across the bargaining 
table” and added that the CIO 
will cooperate in his efforts to 
“carry out the purpose for which 
the Department of Labor was 
established.” 

Reuther also urged the President 
“to carry out his campaign 
promises to strengthen the de- 
partment” and added his hope that 


AAA Picks Mundy 
As Top Driver 


In Stock Races 


WASHINGTON. — The American 
Automobile Assn. contest board dis- 
closed last week that Frank Mundy, 
of Atlanta, is the new AAA stock- 
car champion for 1953. 

Mundy this season drove his 1953 
Hudson Hornet to five first-place 
finishes in strictly stock-car races 
sanctioned by AAA. In addition, he 
was second twice; third five times; 
fourth once, and fifth once. 

The new champ replaces Marshall 
Teague, of Daytona Beach, Fla., at 
the top of the AAA stock-car di- 
vision. Teague, another Hudson 
Hornet driver, is currently in con- 
tention for a runnerup spot. 

This was Mundy’s second season 
as a competitor in AAA stock-car 
racing. Last year he finished 
seventh in the standings, although 
taking part in only four races. 


Brake Regulations 


Modified by ICC 


CLEVELAND. — The Interstate 
Commerce Commission has modi- 
fied its motor carrier safety regu- 
lations covering brake require- 
ments. The modified regulation is 
in Ex Parte No. MC-40, Part 193, 
42(c), dealing with parts and ac- 
cessories necessary for safe oper- 
ation. It formerly read: “Trucks 
and truck-tractors having three or 





;/more axles need not have brakes 


‘on the front wheels.” 

The amendment reads: “Trucks 
and truck-tractors having three or 
more axles need not have brakes 
on the front wheels, except when 
such vehicles are equipped with at 





least two steerable axles, the wheels 
of one such axle need not be 
|equipped with brakes.” 


jen its agencies.” 
* 


the “Republican Congressional ma- 
jority will discontinue its de- 
structive efforts to emasculate the 
Department of Labor and to weak- 


* * 


THERWISE there was relative 

quiet on the labor front. 
Agreement on a new contract be- 
tween the Des Moines Automobile 
Dealers Assn. and the AFL-Inter- 
national Assn. of Machinists was 
reported in the association’s 
bulletin. 

The one-year contract raises 
the base pay of shop workers by 
15 cents an hour. The new wage 
scale for repairmen, painters and 
body-fender workers in dealers’ 
shops will be $1.94, while lubri- 
cation men will be raised from 
$1.73 to $1.88 an hour. 

The contract covers 387 me- 
chanics in 17 dealerships. 

Louis Bachrodt jr., president of 
the association, announced the 
signing of the pact. 

Also last week saw the signing 
of the amendment to the existing 
contract between Kaiser Motors 
Corp. and Local 142, UAW -CIO. 
Edgar F. Kaiser, president, and 
Emil Mazey, secretary-treasurer of 

the UAW, put their signatures to 
the document which Kaiser says 
puts it on a “competitive basis with 
other auto manufacturers.” 

About 2,000 employes were re- 
called immediately and more will 
be recalled this week, the com- 
pany announced, when full pro- 
duction will be resumed. 

Henry J models will come off the 
assembly line first, with Kaiser cars 
scheduled for later in the year. 


Timken Axle U ps 
Bartell, Hays to 


Vice-Presidencies 


DETROIT.—F. W. Parker jr., ex- 
ecutive vice-president of the Tim- 
ken-Detroit axle division of Rock- 
well Spring & Axle Co., last week 





C. C. Bartell R. M. Hays 


announced appointment of C. C. 
Bartell as vice-president in charge 
of sales of axles and related equip- 
ment and R. M. Hays as vice-presi- 
dent in charge of trailer-axle ac- 
tivities. 

Bartell, who has been with Tim- 
ken-Detroit since 1939, was pro- 
moted from sales manager of spe- 
cial equipment. 

Hays joined the company in 1944 
as a field sales representative and 
in 1948 was made sales manager of 
trailer axles. In 1951, he was made 
general manager of trailer-axle op- 
erations. 
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New-Car Stocks Dip 
Second Month in Row 


(Continued from Page 1) 


period, individual car makers are the possibility of panic. 
competing directly against one an-|} A small-town midwest dealer de- 
other in a headlong sales battle. clared: ; 

Those with the largest productive| . “Every dealer in our area han- 
capacity and the greatest mass ap- dling our line has the same prob- 
peal are moving cars in increasing| lem—too many cars. The fight 
numbers. The others, including a for registrations (among certain 
few independents, are finding their| Makers) is being felt in tradein 
sales message submerged in the| @llowances we can’t meet. The 
flood of publicity that accompanies| Public is wondering just how fool- 
a large-scale sales push as it moves| ish dealers can get in their ad- 
from city to city. vertising. 

In the years just following “Factories must gear production 
World War II, when the public |to sales,” said a New England 





was swallowing up all the cars 
that could be produced, manufac- 
turers paid little attention to this 
form of competition. 

The first slackening in buyer de- 
mand was met by rivalry among 
dealers themselves, in the form of 
overallowances and discounts. This 
was particularly the case last year, 
when Government production con- 
trols kept any single maker from 
attempting to make a runaway 
sales race of it. 

* * * 
OW, with all restraints removed, 
it is maker versus maker, and 
dealers not directly involved in the 
fight are complaining that price 
cutting and lurid advertising are 





dealer. “Otherwise, dealers will 
price-cut each other to death.” 


A southern dealer whose inven- 
tory was rising, blamed wild trad- 
ing on the part of competitors. “We 
have had a 100-car day in our city,” 
he added. 

Although some dealers were wor- 
ried about profit potential for the 
remainder of the year, hope was 
voiced that selling would follow a 
more normal pattern with the ad- 
vent of new models. 





New-Car Stocks 


In Field, in Transit 
(Estimated by Automotive News) 


Dealers’ 
making it difficult for them to mar- ane Sint Teal 
ket their cars at a reasonable profit. semee ons — =a 

e ave! 

A cross-section of dealers COV- | Ending Stockst Dealers Stocks 
ered in the survey indicated that, |Jan. 1, ’50.. 251,754 188,500 440,254 
in most cases, dealers were re- _ o on: coven anaes Svan 
ceiving only their normal quota | sept, 1) °50.. 239,612 160,400 400,042 
of cars, although a few remarked | Dec. 1, ’50.. 295,521 128,300 423,821 
that their factories were putting |49". 1, ’51.. 305,888 89,900 404,788 
on the BP Cars generally Apr. 1, sl... 406,541 138,500 546,041 

ressure, uly 1, ’51.. 357,606 90,700 8,306 

were being shipped with only the | Sept. 1, 51. . 283,402 ; 370,202 
optional equipment ordered by |Ps<' i i-: Hetees 909 Sac 
the dealer. Apr. 1, ’52.. 213,391 83,000 296,391 
Most dealers said that the new-/| May i, "52. 251,674 88,000 339,674 
car credit policies of finance com- say, - =" cen ae ae pmay 
panies were giving them no trouble. | qug. 1; °52.. 162,086 12,000 + +—«-174,086 
* * «* Sept. 1, °52.. 149,091 717,000 226,091 

— condemnation of one-day — = : sonaee seees senaee 

sales, extravagant advertising| Dec. 1, "52... 287,247 76,000 363,247 
claims and “overproduction” was| Ph 1" 153°. 324/835 86,800 412,035 
expressed again and again. Dealers | mar. 1, °53.. 389,011 87,200 476,211 
reporting from scattered areas of —_ 1, =" _— eee pee 

° * May , oe ’ s 
the nation said they were alarmed |i, 1’ »53°| 463.546 73,500 «637,046 
by extreme price concessions and | july 1, °53.. 479,698 82,800 562,498 
Aug. 1, °53.. 517,119 82,200 599,319 
loa 3: Soret Gem “eae 
Alexander to Hea +Field stocks include cars actually at 
dealerships, those warehoused by dealers 


K-W Service Unit 


TOLEDO.—J. W. Alexander has 
been named general service man- 
ager of the Kaiser-Willys sales di- 
vision, it was an- 
nounced last 
week by Roy 
Abernethy, gener- 
al sales manager. 

He will super- 
vise both the 
parts and service 
operations of the 
new division. 

Alexander 
served for 12 
years with Chrys- 
4. W. Alexander jer Corp., where 
he was service manager and di- 
rector of parts technical services. 
He joined Kaiser-Frazer Corp. in 
1946. With K-F he was successively 
assistant service manager and 
general service manager. 


Best by Chest 
Showgirl Offers Reward 
For Special License 


SPRINGFIELD, Ill. — Most driv- | 


ers like a low license number for 
their car. 


A showgirl who happens to be| ~ 


named Evelyn $50,000 Treasure 
Chest West, however, is interested 


in round numbers. In a display ad! 


displaying Miss West in a Spring- 


field newspaper, she offered “a sub-| 


stantial sum of money” to the 
holder of License No. 50,000 if he 
would relinquish the number to 
her. 

“Fifty-thousand is part of my 
legal name, and I have 50,000 differ- 
ent reasons why I want Illinois 
automobile License No. 50,000,” 


and factories and demonstrators. 
*Revised. 
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Calif. Town Cracks Down 


On ‘Would-Y ou-Takes’ 


OXNARD, Calif.—Oxnard is 
cracking down on “would-you- 
take” auto offers, following the 
arrest of a man who was distribu- 
ting tradein-offer cards. 

The City Council has prepared 
| an ordinance making it unlawful 
to put handbills into cars. 

The arrested man, Paul O’Steen, 
pleaded guilty and paid a $200 
fine for soliciting without a City 
license. He said he was employed 
by Valley Ford Center, Burbank. 








Nance to Address 
700 Delegates at 


Credit Conference 


CHICAGO.—“How installment 
credit can help maintain high pro- 
duction in 1954” will be the topic 
studied at the 20th annual meeting 
of the American Finance Confer- 
ence to be held Nov. 16-18 at the 
Palmer House here. 


James J. Nance, president of 
Packard, will be one of the fea- 
tured speakers at the meeting, ex- 
pected to attract 700 auto sales 
finance company executives. 


On Nov. 16 the AFC executive 
committee will meet and, later, a 
meeting of directors will be held. 
The next day, the annual member- 
ship meeting is scheduled, with 
reports and open discussions and 
the election of new directors and 
officers highlighting the agenda. 


Leaders in business, government 
and economics will address the 
group on the final day. Major oper- 
ating problems for the year ahead 
will also be discussed. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Arousing Dallas’ Curiosity— 


Plymouth dealers of Dallas built up interest in 1954 models by displaying a crated 
Belvedere sport coupe during the opening four days of the Texas State Fair. L. L. 
(Tex) Colbert, Chrysler Corp. president, who was chosen as the “Texan of Distinction” 
for 1954, presided at the unveiling ceremonies. From left are Clifton Dennard, chair- 
man of the fair committee of the Plymouth Dealers Assn. of Dallas; Wyatt Covington, 
regional manager, and B. K. Steele, assistant general sales manager. 







Colbert Looks Ahead 


Sees High Output Through First Quarter, 
Then Possibility of Leveling Off 








DALLAS.—Chrysler Corp. expects|the 1953 award of the Texas State 


that the same high-level production 
required to meet demands of its 
dealers the re- 
mainder of this 
year will carry 
through at least 
through the first 
quarter of 1954. 
After that, a 
leveling off of 
output to conform 
to dealers’ orders 
may occur. 
, This was the 
; prediction made 
L, L. Colbert by L. L. (Tex) 
Colbert, Chrysler president, at a 
press conference here last week. 
Colbert was in Dallas, accom- 
panied by Mrs. Colbert, to receive 





O'Neil, Avenecost Address 
Ala. Dealers Next Week 





MONTGOMERY, Ala. — The 1953 
convention of the Automobile Deal- 
ers Assn. of Alabama at Biloxi, 
Miss., Oct. 25-27, will be a well-bal- 
anced program of business and 
pleasure—but mostly business, ac- 
cording to ADAA officials. 

Featured speakers at the con- 

vention will include Thomas J. 

O’Neil, director of product sales 





and dealer organization planning 
of Ford Motor Co.; L. Walter 
Lundell, president of Universal 
C.LT. Credit Corp. and Robert 
Armacost, NADA president. 

R. S. Hicks, of Decatur, general 
convention chairman, says: “We 
feel that this year in particular 
dealers are looking forward to the 
convention as a source of helpful 
guidance and information. The pro- 
gram has been planned in such a 
way as to give dealers a maximum 
of practical ideas and suggestions.” 

The convention will get under 
way at the Buena Vista Hotel with 
a presidents’ reception. President 
H. C. Christopher and his wife and 
past presidents and their wives will 
be hosts. Speakers and others par- 
ticipating on the program will be 
special guests. 

The opening meeting next Mon- 
day (Oct. 26) will be a closed dealer 
session devoted to a study of labor 
relations. Guy Arthur, president of 
Guy Arthur and Associates, Inc., 
Toccoa, Ga., will be the speaker. 
Fred Goad, Birmingham (Ala.) 
Mercury dealer, will talk on “In- 
spiring a Sales Force.” 

A feature of the annual ban- 
quet will be the introduction of 
“Mr, Alabama Automobile Dealer 
of 1953” by Judge Robert B. Har- 
wood, of the Alabama Court of 
Appeals, who is chairman of the 
jury of awards for the selection 
of the outstanding dealer of the 
year. 

Dr. H. Roe Bartle, administrator 
of American Humanics Foundation, 

will speak at the banquet. 

Other speakers will be Walter B. 
Cooper, Fort Collins (Colo.) Chev- 
rolet dealer and NADA director, 
and Alton Costley, regional vice- 
president of NADA. 

At the business meeting, Rhea 
Fayssoux, of Tuscaloosa, chairman 
of the association’s committee on 
public relations and safety, will re- 
view the past year’s activities. His 
review will be followed by the elec- 
tion of officers. 








Fair as “Texan of Distinction.” 


Colbert said that, although 
Chrysler cars had never been 
more enthusiastically received by 
both the public and dealers, the 
corporation did not intend to 
produce more cars than its 
dealers ordered. He said there 
had been no complaint of over- 
production on the part of any of 
the Chrysler divisions. 

“The allout emphasis the Chrys- 
ler makes are placing on high 


|styling and luxurious appearance 


in the 1954 models is certainly pay- 


| ing off,” Colbert said, “We consider 


style a basic production and 
marketing policy, and we_ will 
pursue it unrelentingly.” 

Sustained general high levels of 
business throughout 1954 were pre- 
dicted by Colbert, who said there 
can be no grounds for pessimism 
as long as the people’s savings 
continue at such high levels, with 
unemployment at record lows and 
with the population growth remain- 
ing high. He coupled these factors 
with a sustained high desire for 
automobiles. 

He predicted an industrywide 
auto production of 5,500,000 units 
in 1954. 

Colbert pointed out that Chrysler 
already this year has built and sold 
more cars and trucks than it did 
in all 1952. He added that the 
corporation before the week ended 
would produce its one millionth 
unit this year. 

In accepting the award, Colbert 
spoke of the intensive search that 
American business is now making 
for young men with initiative to 
accomplish big things on all levels 
of operation. 

“We know,” he said, “that the 
driving power of a corporation 
like ours comes from the brain 
and imagination and will of 
individual men, with the courage 
to question existing ways of do- 
ing things and to strike out on 
new, unexplored trails.” 

Colbert is the second man to be 
honored with the “Texan of Dis- 
tinction” award. Last year it was 
presented to Eugene Holman, presi- 
dent of Standard Oil Co. of New 
Jersey. 


Barn Yesterday 
Deputies’ ‘Hoss’ Shelter 


Doomed by Auto 


UNION, S. C.—The big red barn 
which has stood near the Union 
County jail here for half a century 
has been doomed by the automotive 


ge. 

The late Sheriff James G. Long 
sr. used it as a horse stable when 
his deputies rode horseback. 

But the deputies don’t ride horse- 
back anymore. They get about 
nowadays in high-powered automo- 
biles. 

So the County governing body 
has decided to tear down the big 
red barn. 


Car Wash for Jones-Lyne 
Jones-Lyne Motor Co., Inc. (Hud- 


Auto Haulers' Safety Poster— 

“Watch Out for Kids” is this month's slogan for all members of the National 
Automobile Transporters Assn. The posters are placed in drivers’ ready rooms, and 
| also posted on the sides of their vehicles. 


A plantation party with special|son), Pittsburgh, has installed a 
entertainment by the Negro pianist | new 15-minute car wash. The com- 
Graham W. Jackson, of Atlanta,|pany expects the service to help 
will conclude the convention. increase its body shop work. 


Miss West said. Ben Peterkort, who 
has had the number since 1928, 
indicated that he is willing to listen 
to Miss West’s proposal. 
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Workman Heads NUCDA .. . 


U. C. Leaders Predict 
Big, Rough Market 


(Continued from Page 1) 


invoice, and less-popular cars at|couldn’t hold such a sale every 


less than invoice. 
* * + 

ESPITE Tuttle’s denial of a 

hard-money policy, the as- 
sociation went on record by reso- 
lution as “opposed to the Adminis- 
tration’s hard money policy,” and 
also served notice that it would 
fight any attempt to reestablish 
consumer credit controls. 

In other resolutions, NUCDA 
voted to oppose state legislation 
that would restrict used-car dealers 
from selling new cars; to create a 
fund to help enact satisfactory 
state title laws and to seek federal 
legislation to strengthen the Dyer 
Act to prevent fraudulent interstate 
transactions on mortgaged automo- 
biles. 

Although the membership of 
the association has been doubled 
in the past year, registrations of 
members at the convention 
totalled only 155,—plus 55 guests. 

Attendance was heaviest from the 
South, which resulted in a pre- 
dominately southern slate of of- 
ficers. 

> 2 ? 

W. WORKMAN, Lubbock, 

Tex., was elected president, 
succeeding Ray Hayward, of 
Omaha. Vice-presidents are Ray 
Miles, Norfolk; Homer Herndon, 
Tampa, and D. W. Finnigan, Den- 
ver. 

Ray Breeden, Roanoke, Va., was 
elected treasurer, and Louis Geller, 
Akron, was reelected secretary. 

Hayward was elected chairman 
of the board, and James C. 
Downing, Atlanta, who previous- 
ly held that post, was named 
honorary president. 

Regional vice-presidents include 
Ben Franks, Philadelphia; Frank 

Nichols, Augusta, Me.; Curtis 
Hinote, Montgomery, Ala.; J. 
Dewey Rice, Washington, D. C.; 
Herb Calfin, Detroit; William Lee, 
Tulsa; H. A. Hennies, Denver; Ray 
Williams, Fort Worth, and Frank 
Turnbull, Burbank, Calif. 
° * 


ye said that he expected 
used-car prices to drop further 
due to a seasonal decline plus dis- 
counting by new-car dealers. 

In this regard, Robert R. Nadal, 
assistant general sales manager of 
the Lincoln-Mercury division, said 
while the factory thinks the “blitz” 
sales held recently by Ford and 
L-M dealers are a good thing, it is 
opposed to dealers advertising dis- 
counts or sales at $1 over cost. 

Nadal said the sales have proved 
an aggressive sales tool and a 
stimulant to retail sales organi- 
zations. 

Type of advertising favored by 
the factory involves the dealer 

inviting customers to write their 
own deals, said Nadal, Then the 
dealer can accept, reject or work 
on them. 

He cited the case of a dealer 
who made 1,400 appraisals in two 
days through a “blitz sale.” The 
dealer was able to accept one deal 
out of 14 at a good profit. That 
left him with the sale of 100 cars 
and 1,300 prospects on which he 
already had made appraisals. Sales- 
men are still working on this list. 

Nadal conceded that a dealer 


NUCDA Regional Chiefs— 


New regional vice-presidents of NUCDA include (front row, from left) J. Dewey Rice, 
Washington, D. C.; Ray Williams, Fort Worth, and H. A. Hennies, Denver. Back row: 
Frank Nichols, Augusta, Me.; Ben Franks, Philadelphia; Herb Calfin, Detroit, and C. H. 
Hinote, Montgomery, Ala. 


day or even every month. 
* * * 


N A PANEL discussion at the 

convention, it was _ generally 
conceded that some new-car dealers 
were using unethical advertising. 
Used-car dealers were critical of 
new-car dealers advertising to the 
public that they should buy only 
from new-car dealers. 

“Used-car dealers are Boy Scouts 
by comparison,” one dealer as- 
serted. 

Used-car dealers also were critical 
of the use of the term “bootlegging” 
in connection with the sale of new 
cars by used-car dealers. 

“There is only one place we 
can obtain new cars,” they said, 
“and that is from new-car 
dealers. Who, then, is the boot- 
legger? The man who buys—or 
the one who sells?” 

Most used cars are bought from 
new-car dealers away from the 
metropolitan areas, it was said, 
since volume dealers in the cities 
are watched too closely. 

An interesting aspect of this was 
cited by one dealer from the South 
who said that he could sell new 
pickup trucks under the authorized 
dealer’s cost in his city. This was 
accomplished by purchasing the 
pickups from dealers near the 
northern plant city at cost and/| 
then tow-barring them south. 

With the new-car dealer paying 
for transportation at the rail 
freight rate, the used-car dealer 
can beat him on cost, it was said. 
* + * 

OUTHERN dealers said that 

their market was complicated 
this year by a widespread fear in 
“Rebel territory” that the Re- 
publican victory would mean lower | 
wages. 

They told of customers asking a 
clause in their time paper that, 
should wages be cut, the payments 
would be adjusted. That fear has 
been dispersed to a large extent, 
although dealers from the North 
said that they could buy cars in the 
South and make a little money on 
them by driving them home. 

Jack Kesler, who operates the 
Ken Schaefer auction in Indian- 
apolis, said that the levelling off 
of prices around the country has 
resulted in dealer auctions be- 
coming more local, providing a 
market place for local new-car 
dealers to sell used cars to local 
used car dealers. 

In the past, the auctions drew 





many buyers from distant areas. 
* * + 
THE race for president of the | 
association was between Work- | 
man, who has done an excellent job | 
in the past year as chairman of the | 
membership committee, and Art| 
Waterman, of Portland, Me., who| 
did an equally good job as head | 
of industry-relations activities. 

Workman worked out an organ- 
ized plan for backing up the activi- | 
ties of Miles Elliott, field director | 
of the association. 

Waterman was responsible for | 
factory men taking a consider- | 
able part in the convention. He 
pointed out that the paths of 
factories and new and used-car 
dealers run parallel. All see the 











used car as the bottleneck. 
Waterman favored a joint nation- 
al junking program and help and 
advice to the guidebook people to 
improve their reporting. He urged 
factories to advocate to their 
dealers a selective system of whole- 
saling rather than one of dumping 
10, 20 or 30-day cars on a certain 


day. 
He asserted that new-car dealers 
can establish regular wholesale 


contacts for their high, medium 
and low-priced cars. 

+ * a 
E P. LATIMER, president of the 

* American Finance Conference, 
told the dealers: 

“The present slowdown in de- 
mand suggests that not enough at- 
tention is being given to the fact 
that buyers may possibly be over- 
loaded, not with debt, but with 
goods. 

“In other words, it may be likely 
that this slowdown is caused not so 
much by tight credit policies of 
lenders as by the adequate supply, 
and abundance of durable goods 
now in the hands of buyers.” 

Latimer asserted that the con- 
clusion is that more attention 
must be given to stimulating de- 
sire of buyers. 

Nadal said that of the 53 million 
owners of vehicles, 28 million are 
persons who normally buy used 
cars. 

They have, he said, an equity of 
$12 to $15 millions—a tremendous 
backlog of purchasing power. These 
used-car buyers have some 12 
million prewar cars, the youngest 
of which are 13 years old, indi- 
cating an accelerated scrappage 
trend. 

* 7 * 

O, NADAL said, there is plenty 

of opportunity in the used-car 
industry when it is considered that 
there are 28 million persons who 
want a better used car, when the 
population and families are grown- 
ing apace and employment and dis- 
posable income are at record highs. 

There will be dips and bad spots 
and strong competition, Nadal said, 
but business should be _ good 
generally. 

Both Latimer and Nadal offered 
suggestions to the dealers. Lati- 
mer said it is more important 
than ever that the dealer have 
sufficient capital, operating 
ability, integrity, a good moral 
and business reputation, salable 
merchandise and a satisfactory 
market. 

With this in mind, he urged 
dealers to sell cars in the same 
market in which they are 
purchased, think always of repeat 
business, maintain adequate and 
complete records and build good- 
will for the industry as well as the} 
individual dealership. 

* * * 
Apa suggested that in present 
times the great need is for 
business management, obtainable 
through: | 

1. Accurate facts and figures. 
2. Intelligent analysis. 

3. A plan of action. 

Through their association, he 
said, the used-car dealers might 
emulate the factories in offering 
a uniform accounting system 
with monthly reports on profits, 
expenses and other figures. 

From these, Nadal said, the as- 
sociation could compile averages 
which the dealers could use as 
yardsticks to judge their own oper- 
ations. 





In addition to Nadal, factory 
men who attended the convention 
included these used-car managers: 


Harvey Howard, Oldsmobile; Bill 
Keller, Lincoln-Mercury; Bill Os- 
|band, Packard; Paul McKeown, 


Nash; C. J. Staufenbeil, Cadillac; 

Gordon Chalfont, Packard’s New 

Orleans district manager; Roy 

Young, used-car manager of the 

Nash Memphis zone, and Fred 

Falgout, Memphis district of L-M. 
* as ” 


AJ. C. B. Alexander, provost 

marshal of Keesler Air Force 
Base, discussed selling cars to 
servicemen. He asserted that there 
are thousands of under-age service- 
men who long for the individual 
transportation that the auto pro- 
vides. 

They spend, he said, millions of 
doliars a year on used cars. But 
in selling to them, there are two 
important problems. The young 
servicemen frequently misrepre- 
sent their age, and a car must 
Pass an inspection before it is 
allowed on a military reservation. 
To avoid difficulties, Maj. Alexan- 





with the serviceman’s squadron|from a finance man when he was 
commander as to his age and fi-| asked if prewar dealers were in ary 
nancial obligations. The average | petter shape than postwar dealers: 
take-home pay of the serviceman “There is hardly a prewar use«- 


is $75 a h, he said. 
"he aed of damian mortality |C@r dealer still in business toda’. 
The postwar dealers make up the 


came in for some corridor dis- 
cussion, and brought this comment | bulk of the business.” 





Automotive News-Reel 





GM Uses Radio Service Training Aid— 


Sam W. Archer (left), Delco Radio service manager, demonstrates a radio service 
training aid to Virgil A. Wilton (center), general manager of Radio Electronic Supply 
Co., Detroit, a United Motors Service distributor, and T. O. Harrington, United Motors 
district manager. The aid will be used in the United Motors classes in the new 
General Motors Training Center in Detroit, the first of a projected network of 35 
such schools for mechanics. 









Be tien 


Taxi Group Honors Chrysler Corp.— 


In recognition of Chrysler Corp.'s “tribute to the taxicab driver’ in its recent 
national advertising, William H. Rothman (left), president of the American Taxicab 
Assn., and Mrs. M. H. Smith, executive secretary, present a plaque to A. vanderZee, 
Chrysler sales vice-president. The ad described the taxi driver as ‘a dependable, 
hard working businessman on wheels, selling you an important commodity at a fair 
price.” 


Western L-M Sales Contest Winners— 
These men emerged as winners in the August-September contest of Lincoln-Mercury 
in southern California, Arizona and Nevada. They received their prizes at a@ dinner 


at the Coconut Grove in Los Angeles and were started on the October sales contest, 
in which $16,300 in cash will be offered. 


Buffalo Dealers Cited by Ford— 


Dealers from Buffalo and vicinity received special achievement plaques in recogni 
tion of the fact that they have been recipients of Ford's Four-Letter Award for five 
consecutive years. From left are Clarence Duncan, Niagara Falls; John Creahan, of the 
Buffalo district sales office of the Ford division; Ed Hanley, Buffalo; A. B. Morley 
| Bergen; Fran Mulvey, Buffalo; J. C. Owens, Lackawanna; Charles Taylor, Buffalo; Ec 
| der suggested that dealers check | Cottrell, Gardenville; J. C. Stephens, Buffalo, and S. J. Obringer jr., field manager. 
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Cay Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week dan. 1 Jan, 1 
Ended Same Ended Oct. to to 
Oct. 17, Week, Oct. 10, 1953 Oct. 18, Oct. 17, 
1953* 1952* 1953* ToDate 1952* 1953* 
CHRYSLER . 23,848 15,570 22,141 54,697 686,411 1,014,760 
Chrysler .. 1,723 2,845 1,616 3,794 86,230 129,249 
DeSoto... 1,425 1,518 608 2,494 70,660 102,906 
Dodge ...... . 5,940) 5,169 5,894 14,092 183,617 248,082 ‘7 
UEUNOUEN nnn. csssseeee . 14,760°) 6,038 14,023 34,317 345,904 534,523 
REET ited rvnsvivsseoens 38,845 27,479 38,611 92,462 741,670 1,239,222 
Ford ..... _— 30,200. 22,643 29,878 71,696 576,122 949,414), 
EL wicevcixintesliceeteicc. Cala : ~ \detieigia, . studied 26,221 35,156 
SIE. © slieosossceisseaxtoasevs 8,645° 4,713 8,733 20,766 189,327 254,652 
GENERAL MOTORS . . 52,170 45,916 50,284 122,120 1,430,346 2,397,537 
ES Seiiicdlcecevscacen . 10,000 7,707 8,837 22,815 257,660 435,406 
Cadillac ........ 1,270 2,373 1,281 3,059 80,035 85,711 
Chevrolet .. 30,500: 22,895 30,455 72,554 690,446 1,250,637 
Oldsmobile _.............. 3,4007%, 5,836 3,308 7,729 182,236 278,632 
| ar 7,000 7,105 6,403 15,963 219,969 347,151) 
KAISER MOTORS 495 3,726 485 1,179 99,145 58,877 
Kaiser ....... 2,060 55,777 19,562 
Willys ........ 495 1,666 485 1,179 43,368 39,315 
CROSLEY .... a) deen za sant sqactepeide LAB thie 
HUDSON 1,175 1,129 935 2,110 64,6381 65,514 
EL... Scnscdcsbsess 1,790 2,875 1,848 4,478 111,513 115,249 
PACKARD ..... os 307 ee: 450 46,309 73,497 
STUDEBAKER | 2,088 4,342 2,176 5,573 122,658 4160,454 
Total Cars, U. S. ...120,411 101,344 116,480 283,069 3,304,724 5,125,110 
*Revised pe eb ner se : 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Oct. to to 
Oct. 17, Week, Oct. 10, 1953 Oct. 18, Oct. 17, 
1953* 1952* 1953* ToDate 1952* 1953* 
CHEVROLET . 5400. 8,487 6,178 18,952 245,832 307,593 
DIAMOND T ........ 140 142 152 347 6,420 6,606 
eer 80 60 80 112 2,398 2,435 
DODGE 1,920° 4,045 1,907 4,582 129,022 83,596 
FEDERAL 60 28 18 79 1,302 1,771 
I es cet Sveicaanciocntalec 8,490 6,453 8,485 20,336 171,205 255,793 
nad nteksestuisiishsbans 1,460 2,850 1,403 3,430 90,055 95,133 
INTERNATIONAL ...... 2,280. 2,554 2,378 5,618 104,663 101,470 
NE AES, isis jontdactinskéernessens 252 253 180 462 8,287 9,494 
tah occ iedctincuacs 305 332 291 716 13,855 12,953 
STUDEBAKER 192 1,326 192 512 44,906 31,347 
WHITE... 300 227 285 585 9,331 11,798 
WILLYS .............. 1,985 2,646 2,117 4,844 83,095 69,917 
MISCELLANEOUS . 240 331 250 540 11,731 11,661 
Total Trucks, U. S. .. 23,104 29,734 23,916 56,115 922,810 1,001,567 
Total Cars, Trucks, 
ee 148,515 131,078 140,396 339,184 4,227,534 6,126,677 
Total Cars, Trucks, 
IE shes accnsniechicncis’ 7,143 8,489 8,840 19,383 301,192 401,301 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


ssia 150,658 139,567 149,236 358,567 4,528,726 6,528,478 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


i. — se Nash, etc. 
N.B.: All U. 8S. 


totals include cars and trucks for military orders. 





‘We’re in Normal Market, ; 
Gould Tells Miss. Parley 


(Continued from Page 3) 


tional responsibility, so you and I 
have a responsibility for bettering 
conditions in our community as a 
new-car dealer. Leadership, like 
charity, begins at home.” 

W. L. Breed, of Louisville, was 
elected president of the association. 
Other officers are: Carl Smith, of 
Tupelo, vice-president, northern 


Auto Ad Council 
Names Tapscott 
Program Leader 


NEW CASTLE, Ind.—C. C. Tap- 
scott, vice-president of McQuay- 
Norris Mfg. Co., St. Louis, has been 
appointed chairman of the indus- 
trywide program committee of the 
Automotive Advertisers Council, C. 
H. LeFevre, president of AAC, an- 
nounced last week. 


Tapscott succeeds S. R. Robinson, 
advertising manager of the Grey- 
Rock division of Raybestos-Man- 
hattan, Inc., who will continue as 
a member of the committee. 


Other members are LeFevre, 
Sealed Power Corp.; Ira Saks, Ac- 
curate Parts Mfg. Co.; Albert Jo- 
seph, AP Parts Corp.; R. K. Mc- 
Connell, Federal-Mogul Corp.; John 
G. Guardiola, Weatherhead Corp., 
and W. A. Kirkpatrick, Wilkening 
Mfg. Co. 

In the near future, Tapscott said, 
the committee will announce sev- 
eral new projects to assist jobbers 
enrolled in the national “Get It 
from Your Jobber’ campaign. 





| dent of Universal C.LT. 





district; Collins Lane, of Jackson, 
vice-president, central district; L. 
V. Pringle, of Biloxi, vice-president, 
southern district; Sidney Robinson 
jr., of Jackson, secretary-treasurer, 
and George Lemon Sugg, of Jack- 
son, manager. 

A return in automobile selling to 
a “normal” pattern was noted by 
Alan G. Rude, New York, who ad- 
dressed the association. He said 


|that this return develops all pos- 


sible customer goodwill. 

Rude, who is sales vice-presi- 
Credit 
Corp., told the assembly that 
there is an annual replacement 
market for automobiles in the 
U. S. today of somewhere be- 
tween six and seven million cars, 
with an expanding market, 


To meet the return to a sellers’ 
market, Rude said, auto dealer- 
ships are better organized, better 
capitalized and better managed 
than they have ever been before. 
He said the best way for dealers 
to keep customers is to create 
goodwill by offering a sales finance 
plan based on sound and honest 
business principles. 


Highlighting the convention’s en- 
tertainment program was an elab- 
orate western party at the Buena 
Vista Hotel, complete with wild 
west costumes for conventioneers 
and rangeland band. On display 
throughout the meeting were a 
1903 Cadillac and a 1900 McIntyre, 
both of which are still in operating 
condition. 
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|Millionth °53 Truck Produced... 


(Continued from Page 1) 


models. Hudson and Willys boosted 
their output slightly. 

Kaiser, after a four-month 
shutdown, will resume Henry J 
production next Monday and will 
return to making Kaisers later. 
k Some 2,000 Willow Run workers 
“were called back to work today 
(Oct. 19) following signing of a 
UAW contract amendment that 
makes the pact “more com- 
) petitive” with other makers. 

" Packard today enters its third 

week of model changeover shut- 

Aown, This week originally was 

scheduled to see the beginning of 
+ * * 





1954 output, but delays in setting 
up machines and tools have caused 
a postponement until the last part 
lof the month or the first part of 
November. Bae 

* 


rt. WAS reported to AUTOMOTIVE 
News last week that all GM di- 
visions in the past few weeks have 
been cancelling orders for body 
parts. Chevrolet, for example, two 
weeks ago decided to slash off 40,- 
000 units of 1953-model production, 
it was reported. 

Nash’s El Segundo (Calif.) 
plant, which has been down since 
| early July, will resume operations 
* * * 








Production Pace Yesterday and Today— 
This is the 1,912,340th vehicle produced by Studebaker since the end of World 


War Il, or slightly less than eight years. 


In comparison, it took Studebaker exactly 


20 years prior to the war to build the same number of cars and trucks. Inspecting 
the Commander coupe are P. O. Peterson (left), manufacturing vice-president, and 


K. B. Elliott, sales vice-president. 





NEW YORK.— Speaking before 
600 guests of the Automobile Old 
Timers at its 14th anniversary din- 
ner here, Air Force Secretary Har- 
old E. Talbott set forth reasons for 
the Air Force’s “so-called $5 billion 


cutback from the Truman budget.” 


He explained that most of the re- 
duction in the program was ac- 
complished by reducing repurchase 
lead time on aircraft and eliminat- 
ing certain aircraft from the pro- 
gram that no longer appeared nec- 
essary. 

Talbott said: “You men have 
noted that the Air Force has been 
reducing the number of aircraft 
that it is buying. This reduction 
in aircraft orders was not due to 
any change in the Air Force 
structure, but because of several 
other factors. In the first place, 
our accidents have been cut down 
and our losses in aircraft have 
not been nearly as high as were 
expected. 

“Our experience factors have been 
validated (in jet engines) and im- 
proved as a result of the Korean 
war and have provided us with 
better data on which to plan our 
procurement of spares. 


“We have gained much know- 
how in the field of maintenance of 
our jet engines also. As a result of 
all these things, we found that we 
did not need all the engines that 
were on order and were able to 
cancel and cut back production 
with a saving of approximately a 
half a billion dollars.” 

Talbott said that because devel- 
opment and improvement of 
methods is so rapid, “many times 
we select an item for production 
and find it obsolete before it has 
been completed.” 

Speaking of the number of com- 
ments recently that American air- 
power is inferior to that of other 
nations, Talbott challenged these 
remarks and assured his listeners: 

“The facts will not bear out the 
allegations. Some excellent proto- 
type aircraft have been made by 
foreign powers. Also, some excel- 


More R. I. Drivers 


PROVIDENCE. — A total of 29,- 
926 more drivers were listed on the 
books of the Rhode Island Registry 
of Motor Vehicles on Sept. 30, as 
compared to the same date a year 
ago. A record total of 281,861 
licenses had been issued when the 
Sept. 30 deadline passed. 





Air Force Cut Explained 


Talbott Cites Maintenance Gains, Low Losses; 
Auto Old Timers Elect Dealer Bishop 





lent engine development is being 
made, but nothing in the world 
compares to our B-52 inter-conti- 
nental bomber, or our workhorse, 
the B-47, and certainly no fighter 
aircraft in production compares to 
our North American F-100.” 


He also remarked that the pres- 
ent 120-wing Air Force which was 
adopted last July was merely an 
interim program adopted until 
the Joint Chiefs of Staff had com- 
pleted a study of the position of 
the U. S, in the world situation 
and had redetermined the mili- 
tary requirements in light of re- 
cent improvements in weapon 
developments, particularly in the 
nuclear field. 

“All indications are,” he added, 
“that the Air Force will build be- 
yond 120 wings and, incidentally, we 
are ordering sufficient combat air- 
craft to equip 143 wings.” 


At this dinner, it was announced 
that Clifford M. Bishop, president 
of Bishop McCormick & Bishop 
(Dodge-Plymouth), New York, was 
elected president of the Automobile 
Old Timers, to replace the retiring 
president, J. E. Henry. 

Distinguished Service Citation 
awards were presented to Thomas 
H. MacDonald, retired U. S. Com- 
missioner of Public Roads; E. C. 
Wareheim, president, Commercial 
Credit Co.; John R. Davis, vice- 
president, Ford Motor Co.; R. A. 
Stranahan, president, Champion 
Spark Plug Co., and George A. 
Martin, president, Town & Country 
Motors, New York. 

Arthur (Red) Motley editor of 
Parade magazine, was the special 
guest. Stranahan acted as chair- 
man of the dinner committee. 









a quality 
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BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 


retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


Car Output at Two-Month Peak 


next Monday. Average output of 
the plant is 1,500 units a month. 
Most of the factory’s 400 em- 
ployes will be recalled this week. 

Chrysler Corp. got rid of its 54 
changeover “bugs” last week and 
no time was lost. Plymouth even 
scheduled several hours of over- 
time, while Chrysler was tentative- 
ly planning Saturday work. 

* = * 


_ Ford - Chevrolet production 
race is continuing, with Chevro- 
let holding a slight edge. Between 
them they are accounting for more 
than half of weekly car output. 

More predictions of 1954 were 
issued last week. L. L. (Tex) 
Colbert, Chrysler Corp. president, 
said he believes the industry will 
sell 5.5 million cars next year. 
He said his firm looks toward the 
coming year’s production of cars 
and trucks with “confidence.” 

Joseph E. Bayne, general sales 
manager of Lincoln-Mercury, said 
at least five million cars will be 
produced and sold next year. 

Richard E. Krafve, assistant 
general manager of L-M, said the 
division now is able to produce 
more than 43,000 cars a month, or 
more than 500,000 a year. 

* +. + 


OOKING at steel, the auto in- 
dustry’s backbone, Iron Age 
magazine reports that after years 
of fighting for the commodity, the 
industry now is rushing to cancel 
last-quarter orders as steel inven- 
tories climb. 

Deliveries of auto steel, the 
magazine said, have gone into a 
slump because auto makers are 
trying to work off buldging inven- 
tories. 

Duplicate orders, issued as in- 
surance against shortages, are 

standing out like sore thumbs, it 
added. 
* ” * 

Norm: Plymouth and Chrysler 

divisions are on two shifts, and 
Dodge and DeSoto are due to 
follow shortly . . . The tight labor 
situation at auto plants is easing 
up. Ford Motor Co. has halted out- 
of-Michigan recruiting of em- 
ployes. “The labor market is softer 
and, with more to choose from, the 
quality is a little higher,” said a 
Chrysler Corp. spokesman,.. 
Canadian auto plants were closed 
last Monday because of that 
country’s Thanksgiving day . . 
Federal Motor Truck is back in 
production after a two-week inven- 
tory shutdown. 


Ansul in Kansas City 

KANSAS CITY.—Ansul Chemical 
Co., Marinette, Wis., has opened a 
new office and warehouse here at 
3301 Gillham Rd. as headquarters 
for the sale of the company’s dry 
chemical fire equipment, refriger- 
ation products and industrial 
chemicals in the southwest. C, H. 
Armstrong is regional fire 
equipment manager, and Roy Mc- 
Crady, refrigeration district man- 
ager. 





Auto Stocks 
Oct. Oct. 








1953 
13 7 High , 

Chrysler 64% 66 96% 63% 
GM 57 57% 69% 53% 
Hudson 1l 11% 8617 9% 
Kaiser 3 3 5% 3 
Nash 17% 18% 25% 16% 
Packard 4 4 6% 4 
Stude. 23% 22% 43% 21% 
Average 25.86 26.16 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 
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Parts Wholesalers Opens in Los Angeles— 


Representing an investment of $2 million, Parts Wholesalers, Inc., has completed 
its automotive facilities in Los Angeles, carrying in stock Mopar parts and accessories 
for Chrysler, Dodge, DeSoto and Plymouth cars and Dodge trucks. Officers of the 
firm are (from left), George S. Pelton, president; Harvey Traveller, vice-president and 


secretary, and Henry F. Haldeman, vice-president and treasurer. 





Four Models in Belvedere Series . . . 





1954 Plymouths Bow 
With 53 Price Tags 


(Continued 


brook counterparts in the 1953 line. 


The four models in the Belve- 
dere series, an entirely new 
grouping, deliver for around $380 
more than the middle-priced 
Savoy. 


At $139.75, Plymouth power steer- 
ing, a new option for all models, 
ranks third in the industry price- 
wise. The only cheaper units are 
Kaiser’s, at $130.85, and Ford’s, at 


$134.40. 


[aa eee of Plymouth’s 
three four-door sedans is the 


NADA To Discuss 
Labor Problems 


At Convention 


WASHINGTON. — ‘‘Your In- 
vestment in Flesh and Blood” will 
be the theme of the employer- 
employe relations clinic during the 
annual NADA convention Jan. 9-13 
at Miami Beach. The clinic will be 
held on the final day of the con- 
vention. 

In making the announcement, 
Alton M, Costley, convention chair- 
man, said: 

“The largest single expense item 
borne by the nation’s dealers is the 
salaries and wages paid annually 
to more than 725,000 persons em- 
ployed by them. One of the dealer’s 
greatest assets, businesswise, is his 
‘Investment in Flesh and Blood.’ 

“The purpose of the clinic is to 
show how good employer-employe 
relations can be achieved and the 
important role they play in the 
management of any business.” 

George M. Berry, chairman of the 
NADA employer-employe relations 
committee and a Packard dealer in 
St. Louis, will be moderator of the 
clinic. 

Two other members of the com- 
mittee will deliver addresses on 
problems facing dealers in this 
phase of management. Arthur 
Haas, a Chevrolet dealer in Cleve- 
land, will speak on “Getting Your 
House in Order,” while Frank Col- 
lord, a Waterloo (Ia.) Dodge-Plym- 
outh dealer and an NADA regional 
vice-president, will discuss methods 
of compensating salesmen. 


Ads Subtracted 


Police Rule Out Auto Cards 


In Salt Lake City 


SALT LAKE CITY.—Police Capt. 
L. A. Youngberg, head of the Salt 
Lake City Traffic Department, has 
announced a crackdown on any 
firms placing advertising matter on 
private autos parked on city 
streets. 

His announcement followed in- 
vestigation of charges that a Salt 
Lake traffic patrolman was placing 
an auto dealer’s advertising matter 
on cars along with parking tickets. 

Youngberg said the investigation 
showed the charges were “errone- 
ous.” The cards purportedly offered 
tradein estimates on the car being 
ticketed. 


from Page 1) 





















$1,953.25. 


Price leader of the line is the 
Plaza business coupe, $1,617.50. 
Other Plaza models are the club 
sedan, $1,727.25, and the station 
wagon, $2,064. 


Savoy models _ include 


a club coupe, at $1,842.50. 


* * * 


$2,145; 
and the station wagon, $2,288. 

Last season’s Cranbrook series 
included a sport coupe carrying 
the Belvedere nameplate and 
priced at $2,064, a convertible 
for $2,220 and a station wagon 
for $2,207.25. 


introductory 


able “in the near future.” 


ouths, see pages 72, 73.) 


Chesebrough Hails 
Industries Which 
Help Build Cars 


ment, told the New England Pur- 
chasing Agents Assn. 

In outlining the automobile’s 
contributions to better living stand- 
ards, Chesebrough paid tribute to 
the 635 New England firms which 
supply Chrysler with production 
and nonproduction materials and 
equipment. 

Chesebrough pointed out that 
auto manufacturers depend upon 
New England to supply many of 
their larger machine tools, woolen 
and cotton fabrics, locks and 
latches, and electrical equipment 
such as switches, motors and con- 
densers. 

New England is also a primary 
source of felt products, precision 
rubber parts and leather belting 
and gaskets used in automotive 
production, he said. 

At the same time, Chesebrough 
disclosed that the Chrysler proving 
grounds in Chelsea, Mich., would be 
completed in October and would be 
in full operation by early spring. 





Stoup Resigns His Post 
As Ferguson Sales Head 


Curry W. Stoup, general sales 
manager of Harry Ferguson, Inc., 
has resigned from that organi- 
zation, effective Oct, 31. 

Stoup joined Ferguson as ad- 
vertising and sales promotion 
manager in 1949, and in 1950 was 
appointed general sales manager. 
He was elected a vice-president 
in 1952. 


Plaza, at $1,765. The Savoy four- 
door is $1,872.50 and the Belvedere, 


a club 
sedan, at $1,835, which is a new ad- 
dition to the Plymouth line, and 


Sr Belvedere sport coupe is 
the convertible, $2,301, 


Models corresponding to these in 
price were not in Plymouth’s 1954 
lineup, but factory 
sources say they will be made avail- 


(For details on the 1954 Plym- 


900 Swell Rolls 
At GM Institute 


FLINT. — General Motors In- 
stitute has announced a _ record 
first-year enrollment of approxi- 
mately 900 cooperative engineer- 
ing, business administration and 


CLASSIFIED 


CTY Melia Stee bee ee he 
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| chats 
| dealer cooperative students for the |in engineering, 200 in business ad- 
| ministration and 400 in the dealer 


| fall semester. 


Guy R. Cowing, president and di- 
rector of GMI, said this largest 
first-year class in the 34-year) 
| history of the institute brought the 
'fall enrollment to approximately 


program. 











Of the total, 1,700 will be enrolled|and dealership personnel. 


WANT AD DEPARTMENT 


aders engaged in all branches of the automotive industry from Maine 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER.WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
LX. [| 


One Dollar ($1) per insertion for use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 
day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Kindly Acknowledge 


ile ola 


y 


AUTOMOTIVE NEWS 





HELP WANTED 


| FIELD SERVICE REPRESENTATIVE to 
work with branch service departments of 
national truck-trailer manufacturer. Must 


shop practices and service promotion. 
Compensation adequate for highest type 
man. Give full resume of experience and 
3105, 


letter. Box c/o 


Detroit 26. 


personal data in 
Automotive News, 








MECHANICS. HAVE IMMEDIATE opening 
for A-1 mechanic with Hydramatic and 
M-O-M experience. Plenty of work on 50- 
50 basis. $4 hourly rate. Weekly guar- 
antee. Paid vacation. Hospitalization in- 
surance, laundry, 5% day week, good 
working conditions. Write immediately. 
Service Manager, Holman Lincoln-Mer- 
cury Co., 1000 North Dixie, West Palm 
Beach, Fla. 





SALES MANAGER 
$12,000 to $15,000 
Per Year 


Experience as used car man- 
ager and desire to become 
manager. Large ‘‘Big 3”’ 





BOSTON.—Cars and trucks built 
in Detroit are the products of many 
states and many industries, H. E. 
Chesebrough, head of Chrysler 
Corp.’s body engineering depart- 




















volume operation with deal- 
ership located in Delaware, 
and Virginia. 


Maryland, 
Please attach complete re- 
sume with photo. 


Applicants under 40 
preferred 


Box 3114 
c/o Automotive News 
Detroit 26 





SALESMEN. Wonderful opportunity for 
ambitious men selling ‘‘precision Fit’’ 
seat covers to new car dealers. Beautiful, 
attractive line. Fabric seat covers offer 
very liberal commissions, steady income. 
Write for information, stating quali- 
fications. Fabric Mfg. Co., 
Thomas St., Newark, N. J. 


Inc., 205 





BRAKE LINING 
Merchandising Manager 


With experience in the sale of friction ma- 
terials in the automotive aftermarket. Could 
be an assistant sales manager or district man- 
ager who feels he is ready for greater re- 
sponsibilities. An unusual opportunity for man 
who can direct a national program of sub- 
stantial volume. All replies held confidential 
until interview. Give full details in first letter. 
Address Box 3113, c/o Automotive News, 
Detroit 26. 













COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 
Automotive News wil) not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 








In addition to the cooperative 
enrollment, the institute will pre- 
vide plant management and tech- 


2,300 in the cooperative programs. | nical training for GM divisional 


have thorough knowledge of automotive | 


HELP WANTED —. 


NEW OR USED CAR manager — Experi- 
enced. Must be able to wheel and deal 
in volume operation. Large well estab- 
lished Chevrolet dealer in the east. Plenty 
of opportunity for good income and ad- 
vancement. Box 3103, c/o Automotive 
News, Detroit 26. 





POSITION WANTED 


rage this assification 


ng readers 


ACCOUNTANT — BUSINESS — OFFICE 
manager, experienced in large operation. 
Sober, healthy, married. Accustomed to 
responsibility. Can relieve dealer of de- 
tails. Familiar with financing and credits. 
Seeking connection with Ford or Chrysler 
dealer in midwest, Box 3085, c/o Auto- 
motive News, Detroit 26. 

| SERVICE MANAGER, Have had twelve 
(12) years’ experience as service man- 
ager in Ford shop working eight to ten 
mechanics. Can furnish good references. 
Prefer midwest or western state. Box 
3106, c/o Automotive News, Detroit 26. 

TRUCK SALES MANAGER, 44 years of 
age—18 years’ experience in truck busi- 
ness, wants position as sales manager or 
a good commission setup on retail selling 





where the potential earnings will run 
above $15,000 yearly. Write M. G. Der- 
mody, 1820 Nassau Blvd., Charlotte, 
North Carolina. 

SALES MANAGER, WELL rounded educa- 
tion, professional and technical — New 
York University, University of Richmond, 
and Virginia Polytechnic Institute. Three 
years selling new cars (Buick), 1% years 
teaching retail merchandising. Well ad- 
justed in social and civic areas. Young, 
single and in good health. Describe your 
organization in reply. Details furnished 
upon request. Box 3107, c/o Automotive 
News, Detroit 26. 


GENERAL or SALESMANAGER. Ex- 
perienced volume operator has operated 
own very successful dealership, also has 
Hull Dobbs experience. Interested in 
management deal on percentage of profits 
or will make investment if desirable. Al 
standing with Ford Motor Co.—prefer 
Ford line. Box 3082, c/o Automotive 
News, Detroit 26. 


COLLEGE GRADUATE would like position 
as receptionist. Can operate switchboard 
and type. Call Un. 1-4181, Detroit. 

DEALERSHIPS AVAILABLE 

AUTO AGENCY. Handling Studebaker 
sales-service; completely equipped; 1952 
sales over $300,000; price $60,000; terms. 
Apple Co., 1836 Euclid, Cleveland, Ohio. 


AUTO TRUCK AGENCY. Handling Pon- 
tiac-GMC; good drawing area; fully 
equipped; complete with property. Apple 
Co., 1836 Euclid, Cleveland, Ohio. 

DEALERSHIP HANDLING DODGE in 
small New England town. Great oppor- 
tunity $18,000. Reasonable lease. Box 




















3109, c/o Automotive News, Detroit 26. 


resume, 











LOS ANGELES « 


Exclusive Franchise 


Now Available for the First Time the Original Skid- 
master—the only fully automatic automobile stabil- 
izer that controls skids. The only skid control device 
fully guaranteed to last the lifetime of the owner. 
This is Skidmaster the original patent infringement- 
free auto accessory the whole country is talking 
about. Now accepting applications for State, County, 
and Multiple-City exclusive franchises. Send complete 


SKIDMASTER 


General Sales Office 
170 Se. Beverly Drive, Beverly Hills, Calif. 


Factories 
OKLAHOMA CITY « 


DEALERSHIPS AVAILABLE 


PROFITABLE GENERAL MOTORS deal- 
ership in growing New England town 
Modern facilities. Good location. Proven 
potential 90 cars plus. Minimum needed 
—$50,000. Box 3108, c/o Automotive 
News, Detroit 26. 


FOR SALE—SMALL well established deal 
ership handling Ford. Located in excel- 
lent central Iowa farming community 
Modern brick building with well equipped 
shop, office, showroom and second floor 
apartment. Owner over 65 desires to re- 
tire. Excellent opportunity for factory 
approved person desiring smaller deal- 
ership. Box 3110, c/o Automotive News 
Detroit 26. 

DEALERSHIP HANDLING STUDEBAKER 
—growing town of 20,000. Buy fixtures 
and equipment, current parts. Take over 
attractive lease. Best location. Box 268, 
Statesville, N. C. 


DEALERSHIP HANDLING Pontiac-GMC— 
75 to 100 cars per year. Missouri, very 
close to large metropolitan areas. Gross 
$350,000 year. No blue sky. Parts inven- 
tory around $7,000. No used cars or ac- 
counts, modern building. County seat 
Box 3111, c/o Automotive News, Detroit 
26. 


HANDLING CADILLAC - PONTIAC; 160 
units. Midwest city 11,000. Rent $300. 
Bargain. Actual assets $58,500. Others 
Maslen, Bar Building, White Plains, N. Y. 

















AUTO AGENCIES 


Large, medium and small "Big Three’’ auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N.Y 
ULster 2-5600 





DEALERSHIP, HANDLING Packard, 
Kaiser and Willys, in rich black land 
district of northeast Texas, Population 
17,500. County population 43,000, Annual 
rain fall 40 to 50 inches (no drouth 
here). Reason for selling—health. $5,000 
will handle all. Best location; in brick 
building, low rent. Box 3116, c/o Auto- 
motive News, Detroit “6. 


FOR SALE — DEALERSHIP handling 
Buick. Trading area of approximately 
25,000, 150 car contract. Net 32,000 first 
six months 1953. Real estate plus in- 
ventory. Want to retire. Replies to Box 
3117, c/o Automotive News, Detroit 26. 


BEST DUAL GM AGENCY. Excellent 
setup—upstate New York. Money maker 
Details to qualified buyer. Box 3118, c/o 
Automotive News, Detroit 26. 


AVAILABLE — FINE Dealership handling 
Dodge-Plymouth in excellent southwest 
city of 100,000 population with expanding 
payrolls. Selling from 500 to 1,000 new 
units annually. Inventories clean, re- 
ceivakles current, facilities good and used 
vehicle stock optional. Factory approvai 
necessary. Excellent reason for selling 
Write Box 3119, c/o Automotive News, 
Detroit 26. 
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DEALERSHIPS AVAILABLE 


PEALERSHIP FOR SALE, HANDLING 
DeSoto-Plymouth, in Florida on Gulf 
coast. $8,240 average net profit per 
month for eight months of 1953. Valuing 
used car inventory at wholesale market. 
325 car franchise. The only DeSoto- 
Plymouth dealership in the county. Well 
established and unlimited potential. 
Several large industries within a few 
miles and new industries under con- 
struction. This section of Florida is 
undergoing an _ industrial revolution. 
Several permanent naval and army in- 
stallations in area. The population is in- 
creasing rapidly and there are thousands 
of new homes recently completed and 
under construction, Will sell for inventory 
of parts, equipment, furniture and 
fixtures which amounts to about $75,000 
or will sell up to half interest to the 
party capable of assisting in the manage- 
ment. The modern, air conditioned build- 
ing can be purchased or leased. This is 
a truly, highly profitable operation and 
is one of the prize dealerships in the 
U.S.A, The reason for selling is that my 
health commands me to curtail my activ- 
ities and I desire to devote more time 
to other business interests. Th: ret profit 
figure quoted above could easily be in- 
creased to $12,000 per month. Direct in- 
quiries to Box 3078, c/o Automotive 
News, Detroit 26. 


— 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 





ONE OF ‘“‘BIG THREE’’ in beautiful 
Boulder, Colorado. A thriving city of 
25,000 population, Excellent facilities on 
lease and finest personnel. $400,000 gross 
sales in 1952. No blue sky and no truck 
franchise. Write Box 3088, c/o Automo- 
tive News, Detroit 26. Replies held in 
confidence. 


DEALERSHIP AVAILABLE handling 
Chevrolet and Oldsmobile. Established 
fifteen years in the state of Nebraska. 
Have sold 175 new units so far this year. 
Will sell for inventory or flat price, 
dealers health reascn for selling. Priced 
right for quick sale. Box 3100, c/o 
Automotive News, Detroit 26. 


FOR SALE. ASSETS former Dodge-Plym- 
outh dealership. Realistically priced on 
todays value. A. W. Gragg, Receiver, 
Brunswick, Ga. 





AUTO AGENCY 

GM FRANCHISE 
Sale due to iliness. Located 100 miles from 
New York City. Grossing over $300,000 year. 
Excellent profits. Asking $90,000 includes prop- 
erty. Only '/. cash necessary. No good-will. 


DAVID JARET CO. 


150 Montague St. Brooklyn 1, N. Y. 
ULster 2-5600 





400 CAR DEALERSHIP, handling Buick, 
in fastest growing town in west Texas. 
1,500 Buicks re . Over $8,000,000 
monthly payroll. Will sell or lease 
property. Box 3056, c/o Automotive 
News, Detroit 26. 


AGENCY HANDLING Dodge-Plymouth in 
Florida’s best agricultural and mineral 
county. Trade area 25,000. Attractive 
income in wonderful climate. Completely 
equipped service, body and paint shop. 
Priced at inventory. Very little cash 
needed to buy this. Good lease. A‘idress 
= 3092, c/o Automotive News, Detroit 
6. 


AN EXCELLENT OPPORTUNITY is of- 
fered by a Florida distributor for one 
of America’s leading independent cars 
in one of the most desirable cities in the 
state. No used cars to buy or obligations 
to assume. The right man can start with 
a sensational line of new models and 
start a profitable operation immediately. 
= 3090, c/o Automotive News, Detroit 


AUTO AGENCY. Cleveland suburbs; sales 
$50,000 month; lease; low rental; car lot; 
$45,000 plus cars. Apple Co., 1836 Euclid, 
Cleveland, Ohio. 


DEALERSHIP WANTED 
BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond, 54 
Riverside Dr., New York, N. Y. WAtkins 
4-6754. 


WANT CHEVROLET FRANCHISE under 
200 cars. Must be priced right. Harold 
Tietbohl, Cobleskill, N. Y. 

















MR. FORD or GM DEALER 
IF THINKING OF 
RETIRING or SELLING 
YOUR BUSINESS 


This may be your answer 


A client with many years of very successful 
experience in business management wants to 
acquire a controlling interest in a well estab- 
lished and going auto dealership, preferably 
where present owner, because of health or 
age, wishes to retire completely or devote 
only a limited amount of time to the business. 
Client is a hard worker, has capital and excel- 
lent references. Your reply kept in strict con- 
fidence. Client wants fast action. 


Box 3115, c/o Automotive News, Detroit 26 








SELLING DEALERS! 


Let us take over your concern. Am looking 
for large volume Ford or GM dealership 
in midwest. Have financial and factory 


qualifications. Replies confidential. 


Box 3120, c/o Automotive News, 
Detroit 26. 
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DEALERSHIP WANTED 


DEALERSHIP WANTED. Client wants 
Ford or GM dual. Florida. Preferably 
east coast. Consider eastern North Caro- 
lina, Write: James A, Garvin, Attorney 
at Law, 2421 Galiano St., Coral Gables, 
Fla. 


FORD OR GM LINE dealership, 85 to 300 
units. Lower half U. 8S. Replies confiden- 





tial. Box 3042, c/o Automotive News, 
Detroit 26. SNe 
“BIG THREE’’ DEALERSHIP in San 


Diego county. George Viner, 6017 Vista 
De La Mesa, La Jolla, Calif, 


DEALER SERVICES 


INVENTORY SERVICE, Parts and acces- 
ories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Crevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 8. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 

Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 





BUSINESS OPPORTUNITIES 


FULLY EQUIPPED GARAGE, wrecker 
and paint and body shop with used parts 
and some new parts including exquisite 
living quarters and small apartment with 
acre of ground. A bargain at $45,000. 
Some terms or would sell parts and 
equipment and take lease from suitable 
party. Marital reasons. No _ realtors, 
please. Write P. O. Box 44, Clearwater, 
Fla. stating qualifications. 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 





you like to sell your auto leas- 
ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 3080 
c/o Automotive News 
Detroit 26 


CARS FOR SALE 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Uphoistery New 


BUY NOW — LOWEST PRICES EVER 
1950 
Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 


S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 








Heaters 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





VACATION & BUY 


IN FLORIDA 
AT THE SAME TIME! 


500 


Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 





























CARS FOR SALE 


USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 


Used Car Prices 
SEE HANSON 
CHEVROLET CO. 
Two Lots and 200 Cars 


14601 E. Warren 
13130 Gratiot 
Detroit—Tuxedo 1-5840 





ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-1100 
"Home of Michigan's Finest Automobiles” 








AUTO AUCTION 
TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





PARTS FOR SALE 


"2 FREE 


"GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 
© Buick 
® Cadillac 
© Oldsmobile 
© Pontiac 
® Chevrolet 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.O.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 
Chicago 5, Hlinois WAbash 2-1030 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 














GENUINE HUDSON PARTS 
For All Models 


Shipped Anywhere Same Day 


Authorized Hudson Parts Distributor 


Full discount to all dealers and garages 


Phone — Wire — Write 
GIL SCHAEFER DIST., INC. 


101 Weston St., S.E. 
Grand Rapids 2, Mich. Phone 8-1183 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, mo. 





PARTS FOR SALE 


FOR SALE 


We Have On Hand 
FORD TUDOR SKELETON 
BODIES FOR 1949-1951 

AT $250 F.O.B. 

MEADVILLE, PENN. 


ALSO 1952-1953 FORD 
TUDOR BODIES AT $340 


These Bodies Include Door 
and Deck Lids. 


BOB COUGHENOUR, INC. 


890 Park Avenue Meadville, Penn. 
Phone 44-229 








TRUCKS FOR SALE 


HOLMES WRECKER MODEL W-35-E in- 
stalled on a 1950 Ford F-6 C.0.E., low 
mileage, excellent condition. Wrecker 
equipment complete with hi-speed towing 
cradle, brake lock, lights, etc, Would sell 
outright for $2,795 or trade for passenger 
car. Write or call Bennett Motor Co., 47 
West 6th South, Salt Lake City, Utah. 
Phone 3-4471, 


AUTO TRANSPORTS — Two 1946 White- 
head and Kales, newly painted. Latest 
rear axles, vacuum brakes, doors. 35 
feet; built up to haul any car. Only 
$1,400. Mayse Motor Co., 1473 Boonville, 
Springfield, Mo. 

FOR SALE. 1951 CHEVROLET tractor- 
trailer with new 1953 GMC 248 engine. 
Trailer section has been rebuilt to ac- 
commodate small and large automobiles. 
For further details, contact Imperial Car 
Distributors, Inc., 215 Academy St., 

Hampton, Va. Telephone 4383. 


MISCELLANEOUS 
DEALERS MAILING LIST. Ford, Chevro- 
let, Plymouth, DeSoto, Chrysler, Oldsmo- 
bile dealers. Complete national list. Sep- 
tember 1953 cleaned, On addressed labels. 
32M. $12 per M. Box 3112, c/o Automo- 
tive News, Detroit 26. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&8t.. 
Lynchburg, Virginia. 


83 


MISCELLANEOUS 
Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 
iNlustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 
“Leaders In The Industry” 
Since 1939 





SELLING OUT 


EVERYTHING 


DEMONSTRATORS 


11—Statesman 
2—Ramblers 
7—Ambassadors 


$200 below factory invoice. Many of 
these cars driven less than 2,000 miles 
and have not been titled. 
4—Globe Electric Grease Lifts 
1—Weaver front end machine 
with racks 
1—Weaver wheel balancer 
1—Large air compressor 


Desks, chairs, add machines, 
R. C. Allen bookk ig machine, 
typewriters, etc. ° 


Nash Missouri Corporation 


2323 S$. Kingshighway 
St. Lovis 10, Mo. GRand 5750 











Sd 


om 


2% miles 





BROOKPARK 
AUTO AUCTION 


° ° 


CLEVELAND, OHIO 
Every Tuesday at Noon 


¢ ¢ 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 


from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 
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New Subscription Order 


Send Automotive News to Address Below 


or Two Years $14 [_] 


for which check is attached [[] or send bill [_] 
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What would you do with the #80795 you save 
the very first year driving a Hillman? 






More Car-Miles 
per dollar t* 









*More Car per dollar when you Buy ! 






YOU could save enough for an ocean cruise with a Hillman Minx! Or 










a coat of paint. © Graceful “big-car” body lines. 





e Headroom, legroom and seatroom 


you might buy your wife a mink stole or a $1000 U. S. Savings Bond. *More Miles per dollar when you Drive! 
: A Hillman Minx can save you up to $807.95 .. . the very first year you * £.0.b. nearest U. S. 
ms drive it! $807.95 . . . over the average domestic car! But don’t take our 169 port of entry 
word for it. Go to any Hillman dealer and ask for detailed PROOF* of 
| rn eee: ONLY THE HILLMAN 
Almost everything costs less with a Hillman Minx. The price is close gives you this saving plus 
to the lowest and you can average over 30 miles on a gallon. And the these 8 “big-car” features! 
Hillman is an ideal family car. Parks in a pocket . . . holds the road like 
} 
i 





Another point . . . no other imported car can match the Hillman Minx to spare. 
for expert service and parts. Drive and discover the Hillman Minx! ” oe 
*Or send for leaflet, “Here Is Your Proof.” e All-steel unitary safety 
’ ; construction. 
e@ High-compression, slow revving 







engine. 
¢@ Thermostatic manifold for quick 


starting. 
e Precision finish in every detail. 
TILin2 2c. e Top dollar on trade-ins. 


ROOTES MOTORS, ENC. 505 Park Ave. New York, N. Y. * 42-32 21st St., Long Island City, N. Y. 







Make your Hillman Dealer prove it—he can! 


ROOTES backs the Rootes dealer with advertising that 
arrests the eye, convinces the mind, stimulates buying © 
action. This Hillman Minx advertisement is typical of | 
the fast-paced but believable campaigns that are build- | 
ing demand for all Rootes cars (Hillman, Humber, 
Sunbeam -Talbot). Just one more reason why there’s a 
‘“‘Rush-to-Rootes’’. 

Why don’t YOU write for the proof leaflet? It’s proof 
of profits to you, as well as savings for your prospects! 

















505 Park Avenue, New York 22, N. Y. 
- S a ity, N. Y. 
ROOTES MOTORS, INC. | $830 west Pice Biva, tos Angeles Cait. 


2019 Eglinton Ave., E. Toronto, Can. 








